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Spruce For a number of years we have specialized in 
H large orders. Today we have a business in which 
emlock our sales cost and overhead per thousand feet are 


; gratityingly low. Right from the start we de- 
Western Pine pended upon volume for our profits — narrow 
margin and large sales were the rule. 
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We have large quantities of the fol- 
lowing three and five ply panels in 
stock sizes ready for immediate ship- 
ment: Birch, Plain Red and White Oak, 
Yellow Pine, American Walnut, Quar- 
tered Oak, Mahogany. We specialize in 
cut to size panels. 
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Retailer Does Some Real Advertising 


HE STATEMENT OFTEN IS MADE THAT the majority of 
retail lumbermen are backward in their appreciation of the 
value of newspaper advertising of the right sort as a means 

for bringing business to their yards; that they do not know 
how to prepare interesting advertising copy, and that they do not 
use sufficient space, or advertise with sufficient continuity, to make 
a real impression upon the reading public. 

Not so very long ago these assertions would have been difficult 
to gainsay, but there have been great strides made both in the 
quantity and quality of retail lumber advertising in the last few 
years. Today it would not be at all difficult to compile a long list 


of retail lumbermen, situated in all parts of the country, whose ad- 
vertising will compare very favorably with that of firms engaged 
in any other line of business. 

For timeliness, enterprise and all around merit as an advertising 
Proposition, a 


publicity coup recently sprung by an Indiana 





retail lumber concern which enjoys a reputation for bold and orig- 
inal advertising methods, deserves especial mention, as an example 
of what is being done by some of the leaders in this line. The 
stunt, as described in detail on page 40, took the form of an eight- 
page supplement, very artistically and effectively got up, filled 
with material exploiting the firm’s home building service and pre- 
senting valuable information for prospective home builders, which 
supplement was issued as a section of the regular editions of 
the three daily newspapers published in the dealer’s city. Coming 
just at this time, when the approach of spring is setting people to 
thinking about improving their home surroundings, either by the 
construction of new residences or the remodeling and repairing of 
old ones, such an appeal, reaching practically every man and 
woman in the dealer’s home city and adjacent territory, can hardly 
fail to cause serious consideration of the proposition of building in 
the minds of a great many people, and result in resolutions that 
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will be definitely expressed in orders for lumber and other build- 
ing materials before many months have passed. 

While not every retailer, of course, is in position to advertise on 
s0 extensive a scale, there are few so situated that a moderate in- 
vestment for advertising this spring, based upon an estimate of 
the amount of potential business that might reasonably be expected 
to develop, would not be a wise one. It is highly significant that 
the retailers who are doing the most advertising are the most en- 
thusiastic believers in the efficacy of this means of creating busi- 
ness. 


Demonstrating Forestry on Small Woodlot 


HEN tree growing is practiced alongside wheat growing 
and by the same farmer forestry in the United States will 
be on a sound and permanent basis, and there are many com- 

munities where this will be practicable and profitable. Last week 
in Michigan a board of supervisors had the trees on a 40-acre plot 
marked and cut and the refuse removed to show how such a woodlot 
should be handled to produce a continuous crop of trees. It is some- 
thing like this on a larger scale that the regional forest experiment 
stations are doing in behalf of forestry. It may well be that in the 
future the county agent will become a factor in carrying forestry 
methods as he now is in carrying farming methods from the stations 
to the woodlot owners. 

The series of reports on the wood-using industries of the differ- 
ent States compiled by the Forest Service in codperation with the 
local authorities showed in a convincing way that enormous quan- 
tities of wood are used by the factory consumers at home. The 
reports showed in most cases that the home supply was dwindling 
and that the factories’ alternative was either extinction or higher 
eosts for lumber owing to increasing freight hauls. It is well 
known, of course, that after lumber mills leave a locality cheese box 
and fruit and vegetable package factories, as well as excelsior mills 
and perhaps other small industries are able to obtain ample supplies 
of logs from nearby woodlots; thus contributing to the farmers’ in- 
comes and increasing the local labor payroll. In the aggregate 
these smaller industries are an important factor in promoting com- 
munity prosperity. 

In many localities farmers pasture their woodlots and therefore 
make continuous tree production impossible. Investigations in 
Illinois showed that this practice was a serious obstacle to reforesta- 
tion practically all over the State. The same problem confronts 
the pine grower in the South, where razor-backs are allowed to run 
unchecked and where the natives burn over the land to make better 
pasture for their live stock. When, however, the owner of a woodlot 
can be shown that his crop of young seedlings is worth more in dol- 
lars and cents than the little grass his cattle would get in destroying 
them he will see the folly of overgrazing his woodlot. If local dem- 
onstrations shall be designed to show the profitableness of trees as a 
crop they may become as valuable a feature in agricultural advance- 
ment as food crop demonstrations. 


Instructive Advertising Produces Profit 


N COMMENTING ON AMERICAN MAGAZINES LATELY 
an English writer declared that he found more of interest and in- 
struction in the advertisements than in the editorial pages. 

This is more of a compliment to ad writers than to editors, and it 
ought to be true, because the advertisement is the vehicle for convey- 
ing to the prospective buyer valuable information about the mer- 
chandise offered for sale. Often advertising does not convey this 
information because the buyer either does not possess it or because 
he has not the faculty of presenting it in advertised form. Last 
week in an address before the West Coast Lumbermen’s Associa- 
tion George J. Osgood, of the Wheeler, Osgood Co., Tacoma, Wash., 
told about a fellow who could make eggs interesting because he knew 
all about eggs. By the same token Mr. Osgood said, the lumbermen 
can make lumber interesting if they will use the information sup- 
plied by their experts. 

Some of the most interesting and informative literature extant 
treats of trees in their various aspects, and lumbering has been the 
most romantic of American industries. Wood itself has been a 
subject of study for many years and the facts established regarding 
it are not only interesting to the curious but they afford the basis 
for determining the values and uses of the different species. The 
way in which lumber has been advertised and sold in the past has 
created the impression that wood is almost a despised product, to 
be sold at any old price and used for any old purpose without dis- 
crimination with respect to values and without consideration for its 
artistic possibilities. 

Of course, successful advertising and salesmanship demand sin- 
cerity in the advertiser and seller. He must, as Mr. Osgood said, 


be sold on his own product. If he knows so little of it that he can not 
appreciate its values he can hardly escape making that fact known 
in his methods of selling. Not so long ago but that many can still re. 
member the time, hemlock was a despised wood and red gum was 
left in the forest uncut. Even oak, which deserves, if any wood de- 
serves it, to be called America’s premier hardwood, has fallen from 
its former high estate because its own producers have neglected 
to make known to the public its excellent qualities and its wide 
adaptabilities. 

Perhaps lumbermen generally will admit that they as individuals 
and the industry as a whole long remained indifferent to the value 
of advertising during a period when most other industries were 
making the best use of publicity to supplant wood. Whether that 
is altogether true or not, the fact remains that lumber is not yet 
as intelligently and as persistently advertised as it should be. There 
is no other product which any person possessing the least skill 
can take in its raw state and with simple tools convert into an 
article of utility, and if his skill be great, into an article of beauty 
as well. 


Economical Production of Railroad Ties 


HERE LUMBER MANUFACTURE IS CONDUCTED on a 
large scale the wastes involved appear to be large because 
they are largely concentrated and therefore conspicuous. The 

fact is that wherever wood is converted into useful products wastes 
occur, and conservation of the forests requires the adoption of eco- 
nomical methods wherever practicable. It has been said that in the 
wood turning industry only about twenty percent by weight of the 
original material remains in the finished product, the turnings 
being wasted; and yet it is said that manufacturers of products 
similar to handles convert material similar to turnings into wood 
flour and by the use of a binder are enabled to make molded shapes 
as cheaply as are the turners. 

It is quite generally known that the consumption of railroad ties 
constitutes a heavy annual drain upon the forests. The railroads 
were among the first to use wood preservers, and while vast quanti- 
ties of ties are still used without preservative treatment, the car- 
riers are well in advance as users of treated material. Tie produc- 
tion differs in some respects from other forms of forest utilization. 
Commonly ties are cut from woodlots or from forests where the 
stumpage is too small or too sparse to sustain a lumbering opera- 
tion; or they are byproducts of larger lumber plants. A large per- 
centage of ties is hewn on contract, a method that under some condi- 
tions is the only one practicable; but it is wasteful, for the reason 
that the “sidings,” that is the parts hewn off, are wasted. 

Tie producers are not unaware.of the wastefulness of tie making 
by the hewn process, and where the use of saws appears to be prac- 
ticable they utilize the small portable mill. The development of both 
the portable mill and the gasoline or oil engine and tractor has kept 
pace with the needs of tie production, and the tie manufacturer can 
with this equipment not only produce his ties more economically, 
but he can convert the sidings into lumber, which is an important 
step in wood conservation. The progress and the possibilities in 
this form of utilization were well presented by W. E. Swanger in a 
paper read before the annual meeting of the National Association 
of Railroad Tie Producers held in Chicago last week. Mr. Swanger’s 
paper appears on page 71. In bringing together for the tie pro- 
ducers the results of the experiences of their fellows Mr. Swanger 
made a valuable contribution to the cause of conservation in a field 
of great opportunities. 








An Impressive Record of Service 


O DOUBT THE ATTENTION OF MANY readers has been 
attracted by the big hand-drawn numerals imbedded in the 
reports of retail lumbermen’s conventions appearing in this 

newspaper during the last few weeks, and perhaps some have won- 
dered why these figures were given so much prominence. Of course, 
even a casual reading of the reports in which they appear reveals 
the fact that they relate to the number of years the associations 
have been in existence, or rather, to the number of annual conven- 
tions that have been held. 

The AMERICAN, LUMBERMAN took this means of impressing upon 
the trade, and the public, the fact that lumber trade associations 
are trees of sturdy growth, with roots going down deep into the 
subsoil of experience. No trade organization could successfully 
maintain itself for a period of thirty, forty or more years, as many 
of these have done, unless it rendered a useful service to the indus- 
try which it represents, and to the consuming public. A glance 
back over the pages of recent issues shows that the majority of the 
retail associations have been in existence longer than thirty years, 
a number from thirty to forty years, one forty-four years, and 
another fifty-six years. Surely these records spell stability and 
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service. It is doubtful whether the trade associations of any other 
industry can show an equally impressive record. 

A well known financier and student of economic conditions has 
“Authorities who are watching business progress 
tell us that many of the recent advances in business efficiency, 
methods, and ethics have been due to the greater, more confident 
codperation of industrial and business men. 
to realize that ‘The more business-like the methods of competitors 
happen to be, the better chance the efficient business man has.’ 
Unbusinesslike conduct of any business eventually destroys that 
Coodperation brings a unity 


recently said: 


business after stifling its competitors. 





They are beginning 


of purpose, of methods, and of service for the good of all concerned, 
including the public.” 

It cannot be questioned that the advances in business efficiency, 
methods and ethics, and the more general coéperation to which the 
authority quoted alludes, are in very great measure due to the trade 
associations, which have helped to draw business men together, 
tended to increase their efficiency, and established ideals of service 
and ethical standards for the conducting of business that are far in 
advance of those commonly held before these organizations occupied 
the important place in the industrial organization of the country 
that they now occupy. 











Industry Has Subnormal Week 


{Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, D. C., Feb. 12.—As indicated 
by reports from 366 lurge commercial lumber 
mills distributed over the principal softwood re- 
gions of the United States, the week ending 
Feb. 7, says the National Lumber Manufactur- 
ers’ Association, was somewhat subnormal in 
the lumber industry. Production, shipments and 
yrders were less than the week before, and still 
less than for the corresponding week of 1924, 
ilthough the apparent differences in the latter 
ease are reduced by the fact that 15 fewer mills 
reported in 1925 than in 1924. 

The unfilled orders of 246 southern pine and 
west Coast mills at the end of last week 
smounted to 663,418,861 feet, as against 666,- 
725,789 feet for 246 mills the previous week. 
The 128 identical southern pine mills in this 
group show unfilled orders of 263,861,750 feet 
at the end of last week, and 267,966,500 feet 
for the same number of mills the preceding 
week. For 118 west Coast mills, the unfilled 
yrders were 399,557,111 feet, as against 398,- 
759,089 feet for 118 mills a week earlier. 

Altogether, the 3866 comparably reporting 
mills had shipments 97, and orders 93, percent 
of actual production. For the southern pine 
mills, these percentages were respectively 95 and 
89; and for the west Coast mills, 91 and 91. 
Of the comparably reporting mills 340, having 
4 normal production for the week of 213,246,- 
195 feet, reported production 97 percent of nor- 
mal; shipments, 94 percent, and orders, 89 per 
cent thereof. 

The figures for last week, the week before 
when 360 mills reported) and the correspond- 
ing week of 1924 (with 381 mills reporting) 
follow: Production—219,109,873 feet, against 
222,096,411 feet the week before, and 232,300,- 
282 feet last year. Shipments—211,614,065 
feet, against 229,044,826 feet the week before, 
and 244,382,871 feet last year. Orders—203,- 
302,370 feet, against 213,434,279 feet the week 
before, and 235,508,679 feet last vear. 

A comparison of the lumber movement for the 
irst six weeks of 1925 with the same period last 
year follows: Production—1,242,975,208 feet, 
against 1,249,796,763 feet; 1925 decrease, 
6,821,555 feet. Shipments—1,275,580,151 feet, 
against 1,362,705,290 feet; decrease, $7,125,139 
feet. Orders—1,212,665,737 feet, against 
1,476,152,764 feet; decrease, 265,467,077 feet. 

The mills of the California White & Sugar 
Pine Manufacturers’ Association make weekly 
reports but for a considerable period they were 
hot comparable in respect to orders with those 
of other mills. Consequently, the former are 
not represented in any of the foregoing figures. 
Kleven of these mills reported a cut of 5,160,000 
leet last week; shipments, 8,646,000 feet, and 
orders, 11,913,000 feet. The reported cut rep 
resents 54 percent of the total of the California 
pine region. 

The West Coast Lumbermen’s Association 
Wires that new business for the 118 mills report- 
ing for the week ending Feb. 7, was 9 percent 
below production and equal to shipments. Of 
all new business taken during the week, 47 per- 
‘ent was for future water delivery, amounting 
0 41,514,105 feet, of which 30,896,105 feet was 
tor domestic cargo delivery, and 10,618,000 feet 


export. New business by rail amounted to 1,419 
ears. Thirty-eight percent of the week’s lum- 
ber shipments moved by water, aomunting to 
33,107,821 feet, of which 25,724,242 feet moved 
coastwise and intercoastal, and 7,383,579 feet 
export. Rail shipments were 1,688 cars, and 
local deliveries, 4,216,299 feet. Unshipped do- 
mestie cargo orders were 137,909,402 feet, and 
foreign, 108,707,709 feet. Unfilled rail trade 
orders total 5,098 cars. 

The Southern Pine Association reports that 
for 128 reporting mills, shipments were 5.07 per- 
cent below production, while orders were 10.65 
percent below production and 5.88 percent be 
low shipments for last week. Of 82 mills re- 
porting running time, 71 operated full time, in- 
cluding 11 on overtime, six of the latter on dou- 
ble shift; three mills were shut down and the 
remainder operated from one to five days. 


The Western Pine Manufacturers’ Associa 
tion reports a small gain in production, and no 
ticeable decreases in shipments and new busi- 
ness for last week as compared with the week 
preceding. 

The California Redwood Association reports 
marked decreases in production and shipments, 
and a substantial increase in new business. Re- 
ports were not received from 3 mills, due to 
heavy rains causing washouts. 


The North Carolina Pine Association, with 
eight more mills reporting last week than for 
the week before, reports marked gains in all 
three factors. 

The Northern Hemlock & Hardwood Manu 
facturers’ Association (in its softwood produe- 
tion) reports a slight increase in production. 
Shipments fell off somewhat, and new business 
was a little less last week than for the week 
earlier. 

The Northern Pine Manufacturers’ Associa- 
tion reports a good gain in production, a de- 
crease in shipments, and a noticeable imerease 
in new business. 


American Forestry Week Observance 
{Special telegram to AMERICAN LUMBERMAN] 
WASHINGTON, D. C., Feb. 12.—The formation 
of a new organization to take over the activi- 
ties of forest protection week, now conducted by 
the Forest Service, was announced here today by 
Edgar P. Allen, of the National Lumber Manu- 
facturers’ Association. The name of Forest 
Protection Week will be changed to American 
Morestry Week, and the date of observance this 
year will be changed from April 19-25 to April 
27-May 3. It is expected President Coolidge 
will issue a general proclamation in a few days, 
calling attention to the change in date. The 
new organization is headed by Frank O. Low- 
den, as chairman, and Mr. Allen as managing 
director. Others closely identified with the for- 
mation of the organization are Col. W. B. Gree- 
ley and George D. Pratt. Mr. Allen said he 
would announce in a few days the details of 
the program for American Forestry Week this 
year. Organizations which are supporting the 
‘American Forestry Week Association include 
the Forest Service, National Lumber Manufac- 
turers’ Association, General Federation of 
Women’s Clubs, Isaac Walton League of Amer 
iea, and the American Forestry Association. 


Prominent Southern Lumberman Dies 
[Special telegram to AMERICAN LUMBERMAN] 
NEw ORLEANS, La., Feb. 12.—J. Lewis Dantz- 
ler, president of the Standard Export Lumber 
Co., of this city, and secretary of the L. N. 
Dantzler Lumber Co., of Moss Point, Miss., 
widely known in lumbering circles at home and 
abroad, died at his residence here this morning 
after a week’s illness of pneumonia. Mr. 
Dantzler was born in 1860, educated at Van- 
derbilt and Mississippi universities and en- 
tered the lumber business as the associate of 
his father, the late L. N. Dantzler, of Moss 
Point, Miss., one of the pioneer leaders of the 
industry in the South. J. Lewis Dantzler had 
made his home in New Orleans since 1912, attain- 
ing leadership in both banking and lumbering 
fields. He was also president of the Southern 
Paper Co. at Moss Point, one of the first con 
cerns to manufacture kraft paper from southern 
pine. The body will be taken for interment to 
Moss Point, the former home of the family. Mr. 
Dantzler is survived by his wife, two children, 
Eran and Alonzo Mayers Dantzler, three sisters 
and three brothers, G. B. Dantzler, of Gulfport, 
and A. F. and L. N. Dantzler, of Biloxi, Miss 


To Erect Paper Mill on Coast 


[Special telegram to AMERICAN LUMBERMAN] 


PORTLAND, OrF., Feb. 11.—It has been an- 
nounced here that a $2,500,000 paper mill proj- 
ect will be started at once at St. Helens, Ore., 
by W. P. Hawley, sr., and W. P. Hawley, jr., 
heads of the Hawley Pulp & Paper Co., of 
Oregon City, and the Charles R. McCormick 
interests of San Francisco and St. Helens. This 
will be known as the St. Helens Pulp & Paper 
Co., with Mr. Hawley, sr., as president and 
Mr. Hawley, jr., vice president; Charles R. 
McCormick will be chairman of the board of 
directors. 


Southern Pine Mill Prices 


[Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, D. C., Feb. 12.—Following are 
f. o. b. mill prices Feb. 5 to 7, of a varying num- 
ber of southern pine mills, being weighted aver- 
ages of reported actual sales at latest available 
dates: 


Sap Flooring Common Boards, S2S 
4 


or 


Edge grain— 
1x3” B&hbetter . .$80.63 i= 3° Na 3... 35.00 
Flat grain ix 8” No. 2.. 25.36 
1x4” B&better .. 48.8% Ix 8” No. 3. 20.00 
1x4” No. 2 com.. 21.37 1x12” No. 1.. 52.00 
1x6” No. 2 com.. 24.18 1x12” No. 2 aoe see 


1x6” No. 3 com.. 17.33 
Dimension, 2x4”, 16’ 


*Long Leaf Timbers, 
S4S, 20’ and Under 


IGG jctewendenkn 28.50 8” and under.... 26.26 
No. 2 - 23.45 12” rere eS 24.79 


*Kigures on timbers are the average for Jan. 
}-31 


Increase in Postal Receipts 

Postal receipts at fifty selected cities through- 
out the United States for January showed an 
increase of 4.76 percent as compared with re- 
ceipts for the same month of last year. Total 
receipts last month were $27,271,185.27, against 
$26,030,837.44 in January, 1924. Dayton, Ohio, 
showed the highest percentage of increases, with 
26.35 percent to its credit. 












32 





AMERICAN LUMBERMAN 





FEBRUARY 14, 1925 





will be definitely expressed in orders for lumber and other build- 
ing materials before many months have passed. 

While not every retailer, of course, is in position to advertise on 
so extensive a scale, there are few so situated that a moderate in- 
vestment for advertising this spring, based upon an estimate of 
the amount of potential business that might reasonably be expected 


to develop, would not be a wise one. It is highly significant that 
the retailers who are doing the most advertising are the most en- 
thusiastic believers in the efficacy of this means of creating busi- 
ness. 


Demonstrating Forestry on Small Woodlot 


HEN tree growing is practiced alongside wheat growing 
and by the same farmer forestry in the United States will 
be on a sound and permanent basis, and there are many com- 

munities where this will be practicable and profitable. Last week 
in Michigan a board of supervisors had the trees on a 40-acre plot 
marked and cut and the refuse removed to show how such a woodlot 
should be handled to produce a continuous crop of trees. It is some- 
thing like this on a larger scale that the regional forest experiment 
stations are doing in behalf of forestry. It may well be that in the 
future the county agent will become a factor in carrying forestry 
methods as he now is in carrying farming methods from the stations 
to the woodlot owners. 

The series of reports on the wood-using industries of the differ- 
ent States compiled by the Forest Service in codperation with the 
local authorities showed in a convincing way that enormous quan- 
tities of wood are used by the factory consumers at home. The 
reports showed in most cases that the home supply was dwindling 
and that the factories’ alternative was either extinction or higher 
costs for luiber owing to increasing freight hauls. It is well 
known, of course, that after lumber mills leave a locality cheese box 
and fruit and|jvegetable package factories, as well as excelsior mills 
and perhaps gther small industries are able to obtain ample supplies 
of logs from \nearby woodlots; thus contributing to the farmers’ in- 
comes and increasing the local labor payroll. In the aggregate 
these smaller idustries are an important factor in promoting com- 
munity prosperity. 

In many locakities farmers pasture their woodlots and therefore 
make continuoys tree production impossible. Investigations in 
Illinois showed that this practice was a serious obstacle to reforesta- 
tion practically \all over the State. The same problem confronts 
the pine grower jn the South, where razor-backs are allowed to run 
unchecked and where the natives burn over the land to make better 
pasture for their live stock. When, however, the owner of a woodlot 
can be shown that\his crop of young seedlings is worth more in dol- 
lars and cents than the little grass his cattle would get in destroying 
them he will see the folly of overgrazing his woodlot. If local dem- 
onstrations shall be designed to show the profitableness of trees as a 
crop they may become as valuable a feature in agricultural advance- 
ment as food crop demonstrations. 












Instructive Advertising Produces Profit 


N COMMENTING ON AMERICAN MAGAZINES LATELY 
an English writer declared that he found more of interest and in- 
struction in the advertisements than in the editorial pages. 

This is more of a compliment to ad writers than to editors, and it 
ought to be true, because the advertisement is the vehicle for convey- 
ing to the prospective buyer valuable information about the mer- 
chandise offered for sale. Often advertising does not convey this 
information because the buyer either does not possess it or because 
he has not the faculty of presenting it in advertised form. Last 
week in an address before the West Coast Lumbermen’s Associa- 
tion George J. Osgood, of the Wheeler, Osgood Co., Tacoma, Wash., 
told about a fellow who could make eggs interesting because he knew 
all about eggs. By the same token Mr. Osgood said, the lumbermen 
can make lumber interesting if they will use the information sup- 
plied by their experts. 

Some of the most interesting and informative literature extant 
treats of trees in their various aspects, and lumbering has been the 
most romantic of American industries. Wood itself has been a 
subject of study for many years and the facts established regarding 
it are not only interesting to the curious but they afford the basis 
for determining the values and uses of the different species. The 
way in which lumber has been advertised and sold in the past has 
created the impression that wood is almost a despised product, to 
be sold at any old price and used for any old purpose without dis- 
crimination with respect to values and without consideration for its 
artistic possibilities. 

Of course, successful advertising and salesmanship demand sin- 
cerity in the advertiser and seller. He must, as Mr. Osgood said, 


be sold on his own product. If he knows so little of it that he can not 
appreciate its values he can hardly escape making that fact known 
in his methods of selling. Not so long ago but that many can still re- 
member the time, hemlock was a despised wood and red gum was 
left in the forest uncut. Even oak, which deserves, if any wood de- 
serves it, to be called America’s premier hardwood, has fallen from 
its former high estate because its own producers have neglected 
to make known to the public its excellent qualities and its wide 
adaptabilities. 

Perhaps lumbermen generally will admit that they as individuals 
and the industry as a whole long remained indifferent to the value 
of advertising during a period when most other industries were 
making the best use of publicity to supplant wood. Whether that 
is altogether true or not, the fact remains that lumber is not yet 
as intelligently and as persistently advertised as it should be. There 
is no other product which any person possessing the least skill 
can take in its raw state and with simple tools convert into an 
article of utility, and if his skill be great, into an article of beauty 
as well. 


Economical Production of Railroad Ties 


HERE LUMBER MANUFACTURE IS CONDUCTED on a 
large scale the wastes involved appear to be large because 
they are largely concentrated and therefore conspicuous. The 

fact is that wherever wood is converted into useful products wastes 
occur, and conservation of the forests requires the adoption of eco- 
nomical methods wherever practicable. It has been said that in the 
wood turning industry only about twenty percent by weight of the 
original material remains in the finished product, the turnings 
being wasted; and yet it is said that manufacturers of products 
similar to handles convert material similar to turnings into wood 
flour and by the use of a binder are enabled to make molded shapes 
as cheaply as are the turners. 

It is quite generally known that the consumption of railroad ties 
constitutes a heavy annual drain upon the forests. The railroads 
were among the first to use wood preservers, and while vast quanti- 
ties of ties are still used without preservative treatment, the car- 
riers are well in advance as users of treated material. Tie produc- 
tion differs in some respects from other forms of forest utilization. 
Commonly ties are cut from woodlots or from forests where the 
stumpage is too small or too sparse to sustain a lumbering opera- 
tion; or they are byproducts of larger lumber plants. A large per- 
centage of ties is hewn on contract, a method that under some condi- 
tions is the only one practicable; but it is wasteful, for the reason 
that the “sidings,” that is the parts hewn off, are wasted. 

Tie producers are not unaware of the wastefulness of tie making 
by the hewn process, and where the use of saws appears to be prac- 
ticable they utilize the small portable mill. The development of both 
the portable mill and the gasoline or oil engine and tractor has kept 
pace with the needs of tie production, and the tie manufacturer can 
with this equipment not only produce his ties more economically, 
but he can convert the sidings into lumber, which is an important 
step in wood conservation. The progress and the possibilities in 
this form of utilization were well presented by W. E. Swanger in a 
paper read before the annual meeting of the National Association 
of Railroad Tie Producers held in Chicago last week. Mr. Swanger’s 
paper appears on page 71. In bringing together for the tie pro- 
ducers the results of the experiences of their fellows Mr. Swanger 
made a valuable contribution to the cause of conservation in a field 
of great opportunities. 











An Impressive Record of Service 


O DOUBT THE ATTENTION OF MANY readers has been 
attracted by the big hand-drawn numerals imbedded in the 
reports of retail lumbermen’s conventions appearing in this 

newspaper during the last few weeks, and perhaps some have won- 
dered why these figures were given so much prominence. Of course, 
even a casual reading of the reports in which they appear reveals 
the fact that they relate to the number of years the associations 
have been in existence, or rather, to the number of annual conven- 
tions that have been held. . 

The AMERICAN, LUMBERMAN took this means of impressing upon 
the trade, and the public, the fact that lumber trade associations 
are trees of sturdy growth, with roots going down deep into the 
subsoil of experience. No trade organization could successfully 
maintain itself for a period of thirty, forty or more years, as many 
of these have done, unless it rendered a useful service to the indus- 
try which it represents, and to the consuming public. A glance 
back over the pages of recent issues shows that the majority of the 
retail associations have been in existence longer than thirty years, 
a number from thirty to forty years, one forty-four years, and 
another fifty-six years. Surely these records spell stability and 
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service. It is doubtful whether the trade associations of any other 
industry can show an equally impressive record. 

A well known financier and student of economic conditions has 
recently said: “Authorities who are watching business progress 
tell us that many of the recent advances in business efficiency, 
methods, and ethics have been due to the greater, more confident 
cooperation of industrial and business men. 
to realize that “The more business-like the methods of competitors 
happen to be, the better chance the efficient business man has.’ 
Unbusinesslike conduct of any business eventually destroys that 
business after stifling its competitors. Codperation brings a unity 


They are beginning 


of purpose, of methods, and of service for the good of all concerned, 
including the public.” 

It cannot be questioned that the advances in business efficiency, 
methods and ethics, and the more general codperation to which the 
authority quoted alludes, are in very great measure due to the trade 
associations, which have helped to draw business men together, 
tended to increase their efficiency, and established ideals of service 
and ethical standards for the conducting of business that are far in 
advance of those commonly held before these organizations occupied 
the important place in the industrial organization of the country 
that they now occupy. 





Industry Has Subnormal Week 


[Special telegram to AMERICAN LUMBERMAN] 

WASHINGTON, D. C., Feb. 12.—As indicated 
by reports from 366 large commercial lumber 
mills distributed over the principal softwood re- 
gions of the United States, the week ending 
Feb. 7, says the National Lumber Manufactur- 
ers’ Association, was somewhat subnormal in 
the lumber industry. Production, shipments and 
orders were less than the week before, and still 
less than for the corresponding week of 1924, 
although the apparent differences in the latter 
ease are reduced by the fact that 15 fewer mills 
reported in 1925 than in 1924. 


The unfilled orders of 246 southern pine and 
west Coast mills at the end of last week 
amounted to 663,418,861 feet, as against 666,- 
725,789 feet for 246 mills the previous week. 
The 128 identical southern pine mills in this 
group show unfilled orders of 263,861,750 feet 
at the end of last week, and 267,966,500 feet 
for the same number of mills the preceding 
week. For 118 west Coast mills, the unfilled 
orders were 399,557,111 feet, as against 398,- 
759,089 feet for 118 mills a week earlier. 


Altogether, the 366 comparably reporting 
mills had shipments 97, and orders 93, percent 
of actual production. For the southern pine 
mills, these percentages were respectively 95 and 
89; and for the west Coast mills, 91 and 91. 
Of the comparably reporting mills 340, having 
a normal production for the week of 213,246,- 
195 feet, reported production 97 percent of nor- 
mal; shipments, 94 percent, and orders, 89 per- 
cent thereof, 


The figures for last week, the week before 
(when 360 mills reported) and the correspond- 
ing week of 1924 (with 381 mills reporting) 
follow: Production—219,109,873 feet, against 
222,096,411 feet the week before, and 232,300,- 
282 feet last year. Shipments—211,614,065 
feet, against 229,044,826 feet the week before, 
and 244,382,871 feet last year. Orders—203,- 
802,370 feet, against 213,434,279 feet the week 
before, and 235,508,679 feet last year. 

A comparison of the lumber movement for the 
first six weeks of 1925 with the same period last 
year follows: Production—],242,975,208 feet, 
against 1,249,796,763 feet; 1925 decrease, 
6,821,555 feet. Shipments—1,275,580,151 feet, 
against 1,362,705,290 feet; decrease, 87,125,139 
feet. Orders—1,212,665,737 feet, against 
1,476,132,764 feet; decrease, 263,467,077 feet. 


The mills of the California White & Sugar 
Pine Manufacturers’ Association make weekly 
teports but for a considerable period they were 
not comparable in respect to orders with those 
of other mills. Consequently, the former are 
not represented in any of the foregoing figures. 
Eleven of these mills reported a cut of 5,160,000 
feet last week; shipments, 8,646,000 feet, and 
orders, 11,913,000 feet. The reported cut rep- 
resents 34 percent of the total of the California 
pine region. 

The West Coast Lumbermen’s Association 
wires that new business for the 118 mills report- 
ing for the week ending Feb. 7, was 9 percent 
below production and equal to shipments. Of 
all new business taken during the week, 47 per- 
cent was for future water delivery, amounting 
60 41,514,105 feet, of which 30,896,105 feet was 
for domestic cargo delivery, and 10,618,000 feet 


export. New business by rail amounted to 1,419 
cars. Thirty-eight percent of the week’s lum- 
ber shipments moved by water, aomunting to 
33,107,821 feet, of which 25,724,242 feet moved 
coastwise and intercoastal, and 7,383,579 feet 
export. Rail shipments were 1,688 cars, and 
local deliveries, 4,216,299 feet. Unshipped do- 
mestic cargo orders were 137,909,402 feet, and 
foreign, 108,707,709 feet. Unfilled rail trade 
orders total 5,098 cars. 


The Southern Pine Association reports that 
for 128 reporting mills, shipments were 5.07 per- 
cent below production, while orders were 10.65 
percent below production and 5.88 percent be- 
low shipments for last week. Of 82 mills re- 
porting running time, 71 operated full time, in- 
cluding 11 on overtime, six of the latter on dou- 
ble shift; three mills were shut down and the 
remainder operated from one to five days. 


The Western Pine Manufacturers’ Associa- 
tion reports a small gain in production, and no- 
ticeable decreases in shipments and new busi- 
ness for last week as compared with the week 
preceding. 

The California Redwood Association reports 
marked decreases in production and shipments, 
and a substantial increase in new business. Re- 
ports were not received from 3 mills, due to 
heavy rains causing washouts. 


The North Carolina Pine Association, with 
eight more mills reporting last week than for 
the week before, reports marked gains in all 
three factors. 


The Northern Hemlock & Hardwood Manu- 
facturers’ Association (in its softwood produc- 
tion) reports a slight increase in production. 
Shipments fell off somewhat, and new business 
was a little less last week than for the week 
earlier. 


The Northern Pine Manufacturers’ Associa- 
tion reports a good gain in production, a de- 
crease in shipments, and a noticeable increase 
in new business. 


American Forestry Week Observance 
[Special telegram to AMERICAN LUMBERMAN] 
WasHINGTON, D. C., Feb. 12.—The formation 
of a new organization to take over the activi- 
ties of forest protection week, now conducted by 
the Forest Service, was announced here today by 
Edgar P. Allen, of the National Lumber Manu- 
facturers’ Association. The name of Forest 
Protection Week will be changed to American 
Forestry Week, and the date of observance this 
year will be changed from April 19-25 to April 
27-May 3. It is expected President Coolidge 
will issue a general proclamation in a few days, 
calling attention to the change in date. The 
new organization is headed by Frank O. Low- 
den, as chairman, and Mr. Allen as managing 
director. Others closely identified with the for- 
mation of the organization are Col. W. B. Gree- 
ley and George D. Pratt. Mr. Allen said he 
would announce in a few days the details of 
the program for American Forestry Week this 
year. Organizations which are supporting the 
American Forestry Week Association include 
the Forest Service, National Lumber Manufac- 
turers’ Association, General Federation of 
Women’s Clubs, Isaac Walton League of Amer- 
ica, and the American Forestry Association. 


Prominent Southern Lumberman Dies 


[Special telegram to AMpRICAN LUMBERMAN] 

NEw Or.EAns, La., Feb. 12.—J. Lewis Dantsz- 
ler, president of the Standard Export Lumber 
Co., of this city, and secretary of the L. N. 
Dantzler Lumber Co., of Moss Point, Miss., 
widely known in lumbering circles at home and 
abroad, died at his residence here this morning 
after a week’s illness of pneumonia. Mr. 
Dantzler was born in 1860, educated at Van- 
derbilt and Mississippi universities and en- 
tered the lumber business as the associate of 
his father, the late L. N. Dantzler, of Moss 
Point, Miss., one of the pioneer leaders of the 
industry in the South. J. Lewis Dantzler had 
made his home in New Orleans since 1912, attain- 
ing leadership in both banking and lumbering 
fields. He was also president of the Southern 
Paper Co. at Moss Point, one of the first con- 
cerns to manufacture kraft paper from southern 
pine. The body will be taken for interment to 
Moss Point, the former home of the family. Mr. 
Dantzler is survived by his wife, two children, 
Eran and Alonzo Mayers Dantzler, three sisters 
and three brothers, G. B. Dantzler, of Gulfport, 
and A. F. and L. N. Dantzler, of Biloxi, Miss. 


To Erect Paper Mill on Coast 


[Special telegram to AMERICAN LUMBERMAN] 


PorTLAND, OrE., Feb. 11.—It has been an- 
nounced here that a $2,500,000 paper mill proj- 
ect will be started at once at St. Helens, Ore., 
by W. P. Hawley, sr., and W. P. Hawley, jr., 
heads of the Hawley Pulp & Paper Co., of 
Oregon City, and the Charles R. McCormick 
interests of San Francisco and St. Helens. This 
will be known as the St. Helens Pulp & Paper 
Co., with Mr. Hawley, sr., as president and 
Mr. Hawley, jr., vice president; Charles R. 
McCormick will be chairman of the board of 
directors. 


Southern Pine Mill Prices 


[Special telegram to AMERICAN LUMBERMAN] 


WasuineTon, D. C., Feb. 12.—Following are 
f. o. b. mill prices Feb. 5 to 7, of a varying num- 
ber of southern pine mills, being weighted aver- 
ages of reported actual sales at latest available 
dates: 


Sap Flooring Common Boards, S2S 
or $S4S 


Edge grain— 
1x3” B&better ..$80.63 be 2” tee edad 35.00 
Flat grain— 7. we ge See 25.36 
1x4” B&better .. 48.88 et oe  S 20.00 
1x4” No. 2 com.. 21.37 pos) Ay 7 52.00 
1x6” No. 2 com.,. 24.18 ESE WHOS Sekcecc 25.98 


1x6” No. 3 com.. 17.33 
Dimension, 2x4”, 16’ 


*Long Leaf Timbers, 


$4S, 20’ and Under 
—— under.... 26.26 





*Figures on timbers are the average for Jan. 
31. 


Increase in Postal Receipts 


Postal receipts at fifty selected cities through- 
out the United States for January showed an 
increase of 4.76 percent as compared with re- 
ceipts for the same month of last year. Total 
receipts last month were $27,271,185.27, against 
$26,030,837.44 in January, 1924. Dayton, Ohio, 
showed the highest percentage of increases, with 
26.35 percent to its credit. 
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Weights of Hardwood Dowels 


Please advise us the weight of maple, beech and 
birch dowels.—INQuIRY No. 1,475. 

[This inquiry is made by a Michigan manu- 
facturer of hardwood flooring. Ordinarily 
dowels are made in lengths of 36 inches, and 
are tied in bundles varying in number from 
50 to 1,000 pieces. In the following table the 
weights of maple and birch dowels are given 
per thousand pieces. No information is given 
regarding the weights of beech, but it is be- 
lieved that the weights here given will meet the 
requirements of the inquirer: 


Number in Weight per Weight per 
Diameter bundle 1,000 pieces bundle 
Inches Pieces Pounds Pounds 
wr bisa eu eines 1,000 25 25 
OR ocala aepie apa 500 45 221% 
eer e 500 70 35 . 
ee eee 200 95 19 
TEEPE eh 200 135 27 
Re ee 200 180 36 
rT 100 220 
by A Sree 100 285 2814 
| phe 100 390 39 
ay sien aemee eeu 50 530 26% 
ar CE Ry 50 680 34 


If any readers can give additional informa- 
tion regarding the weights of beech dowels or 
dowels of any other kind of wood, they are 
invited to do so. The name of the inquirer will 
be supplied upon request.—EDITOoR. | 


Would Buy Walnut Gun Stocks 


Will you please advise us the names of any con- 
cerns from whom we can purchase walnut gun 
stocks? One of our foreign clients has made in- 
quiry from us as to our ability to secure this class 
of material and we will appreciate any informa- 
tion that you can give us regarding a source of 
supply.—INQuiry No. 1,473. 

[This inquiry comes from a hardwood special- 
ty manufacturer in the South. Names of a 
number of manufacturers and wholesalers of 
walnut lumber have been supplied to the 
inquirer, and the name of an export sales com- 
pany also has been given as a possible source 
of information of this kind.—EDITOoR. | 


Seeks Market for Wood Flour 

Can you give us any information relative to 
the market for wood flour or wood meal? We are 
contemplating putting in machinery for the manu- 
facture of this material, if we can locate a de- 
pendable market for it.—INQuiry No. 1,474. 

[This inquiry is made by one of the larger 
manufacturers of hardwood flooring in Arkan- 
sas. Information of the kind asked for is 
somewhat indefinite for the reason that buyers 
of wood flour are loath to give out information 
that they have spent a good deal of time and 
money in working up for their own benefit. It 
is known, however, that a great deal of wood 
flour is used in the United States, and that its 
use is on the increase. Some time ago the lum- 
ber division of the Department of Commerce 
announced that the imports of wood flour into 
this country during the six months ending June 
30, 1923, amounted to 4,943,142 pounds. This 
in itself would indicate that there is a consid- 
erable demand in the United States for wood 
flour and that so far this demand has not bec: 
wholly met by production in this country. 

Sawdust has long been used as a polishing 
material, a fact with which many people are 
familiar. Wood flour, which is sawdust reduced 
to a fine powder, is used for a similar purpose 
by jewelers. Woed flour is also used as a 
sound deadener, and for packing. It is also 
used in the manufacture of many articles by 
being combined with some sort of binder and 
pressed into shapes. It is understood that a 
large amount of wood flour is used in the man- 
ufacture of linoleum and mosaic flooring. 


Plaster and plaster board also are made from 
wood flour or wood meal, and it is understood 
that sawdust also is used in some cases for 
this purpose. 

Numerous inquiries regarding the uses of 
sawdust and of wood flour have reached the 





AMERICAN LUMBERMAN, and investigation has 
shown that large quantities of this material are 
being used in the manufacture of products of 
various kinds. As already stated, however, the 
users of this material, rating it in the nature of 
a new discovery, are disposed to keep the in- 
formation they have acquired to themselves. 
Wood flour is a very adaptable material, and 
there need be no doubt that in the course of 
time, immense quantities of it will be utilized, 
and the manufacturer of wood flour will find 
a means of disposing of his product in many 
markets at a satisfactory price.—EbITor. | 


Booklet on Trellises and Pergolas 


We are wondering if you have put out a booklet 
of any kind covering trellises, pergolas, lattice 
work ete. If you have not, perhaps you can tell 
us where such a book can be obtained. We have 
frequent calls for information along this line, and 
the material we have on hand is somewhat limited. 
—Inquiry No. 1,476. 


[The foregoing inquiry is made by a lumber 
concern in the midwest. Considerable material 








Information About Baltic Spruce 

We notice in your Jan. 24 issue page 34, that 
you have an item “Europe Growing Timber for 
American Use.” We would thank you for any 
information you are able to give us concerning the ° 
Baltic spruce which is spoken of in the above men- 
tioned item.—INQuiry No. 1,471. 

{The foregoing inquiry is made by a New 
York lumber concern. The term ‘‘Baltic 
Spruce’’ is somewhat elastic in its use, and may 
be applied to spruce coming from Norway, 
Sweden, Finland, and probably Russia. Consid- 
erable information regarding this wood and re- 
garding Swedish forests is contained in Special 
Agents Series No. 195 of the bureau of foreign 
and domestic commerce of the Department of 
Commerce. Regarding spruce, this publication 
states that its physical properties, that is, its 
breaking strength, hardness etc., are not so 
good as those of pine, and that it is therefore not 
so adaptable for ordinary construction purposes, 
Its inferiority in lasting qualities restricts the 
use of this wood to purposes where it is not 
exposed to the elements. It is easily worked 




















Quantities of lumber used in getting the Capitol Plaza ready for the inauguration of President 


Coolidge. 


Left to right—David Lynn, architect of the Capitol; Senator Curtis of Kansas, 


chairman congressional inauguration committee; and J. A. Brown, chief of construction. 





of the kind asked for has been published in the 
AMERICAN LUMBERMAN from time to time, some 
of the best of it having been supplied by the 
concern that makes this inquiry. The articles 
that have appeared have not so far been repub- 
lished, but republication has been considered. 


For a number of years the Southern Cypress 
Manufacturers’ Association, New Orleans, La., 
has been getting out a series of very interesting 
booklets showing the numerous uses to which 
cypress can be put. Included in its series as 
Volume 28, is a booklet entitled ‘‘ Trellises and 
Arbors’’ and Volume 30 entitled ‘‘Pergolas’’ 
ete. 

Some years ago the shingle branch of the West 
Coast Lumbermen’s Association, Seattle, Wash., 
published a small booklet entitled ‘‘Boy’s 
Builder and Garage Book’’ which contained a 
little information on pergolas. 

Readers who know of any sources of material 
regarding pergolas, trellises, and lattice work 
are invited to send the information in. The 
name of the inquirer will be supplied on re- 
quest.—EprmTor. ] 





with tools, does not warp or check, and has 
many desirable qualities for interior finish and 
joinery. It has the same defect however, as 
pine, such as knots and lack of decorative grain, 
and it is therefore generally painted when used 
for interior finish. It is an ideal shook material 
for boxes to be used as food containers, because 
the wood has neither taste nor smell. 

In Special Agents Series No. 207, the state- 
ment is made that very little research work has 
been done to determine the properties of Finnish 
woods, such as breaking strength etc., but as 
Finnish pine and spruce closely resemble the 
Swedish species, it is believed that the result of 
tests of the Swedish wood may be adopted for 
the Finnish pine and spruce. 

Persons desiring to go into this question fur- 
ther ‘may be interested in obtaining Special 
Agents Series No. 195, which is supplied by the 
Superintendent of Documents, Government 
Printing Office, Washington, D. C., at 75 cents a 
copy. Special Agents Series No. 207 is supplied 
by the superintendent at 30 cents a copy.—EDI- 
TOR. | 
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Southern Pine Factors Reviewed 


Demand for southern pine has been slightly 
slower during the last ten days, due to bad 
weather. Low temperatures and deep snow in 
the East have practically stopped building 
there, while roads in many parts of the middle 
West have been in such condition after thaws 
that lumber hauling is impossible. The mild 
weather that has recently prevailed in that 
section of the country and throughout the 
North, however, on the whole has stimulated 
building, and a larger volume of wholesale 
buying is therefore reportable. But the really 
large business is still confined to the South. 
Building there is holding up excellently and 
lumber consumption is heavy. Business has 
been especially good in Texas and Oklahoma, 
due in part to activity in the oil fields fol- 
lowing the recent advance in the price of 
crude. Dimension, boards and center matched 
flooring have been especially popular, and mill 
stocks of these items, and of many others 
as well, are none too heavy. In fact, some 
mills find them so much depleted as to make 
it impossible to fill orders for mixed ears as 
rapidly as they are wanted. Because of recent 
heavy rains in the South, there is very little 
lumber available at small mills, and competi- 
tion from these is at a minimum. There are 
also relatively few transit cars offering. 


A good deal of railroad business is still 
being placed. However, railroad requirements 
are often of such character that many mills 
can not fill them. Few of the current orders 
are of large size, but numerous small ones 
are offered for car repair and maintenance-of- 
way material. The export market is active 
and strong. Increased business from Cuba 
and other West Indian islands is reported, 
and trade with South America is undimin- 
ished. More or less European business is con- 
stantly coming in, too. Special cuttings of 
all kinds are in strong position. 


While production at the smaller mills is 
still being held down, due to difficulty in get- 
ting logs out of the wet woods in the low- 
lands, the cut at the larger mills is of good 
proportions. The 128 mills reporting to the 
Southern Pine Association during the week 
ended Feb. 6, produced 94 percent of normal, 
compared with bookings at 84 and shipments 
at 90 percent of the same mark. The average 
of unfilled orders on hand at each of these mills 
on Feb. 6 stood at 2,061,420 feet, while the aver- 
age cut per mill for the week was 574,799 feet. 
Prices are well maintained, with an upward 
tendency still present. 


Northern Hard- and Softwoods 


Further increase in strength is shown by 
the northern hardwood market. Demand, 
while not brisk, is of fair volume and suffi- 
cient to cover all offerings of most items in 
dry condition. Dry stocks, however, are 
scarce, with no prospect of their increasing 
for some months. Birch and hard maple are 
easily the best sellers. The former wood is 
the object of a particularly insistent call, 
covering all grades and thicknesses, from the 
furniture trade and other consumers; but 
comparatively little is moving because of the 
madequacy of mill supplies in the dry condi- 
tion wanted. Maple also is eagerly sought 
by manufacturers of flooring, interior trim, 
automobile bodies ete., but is hardly more 
plentiful than birch. Basswood in Nos. 2 and 
3 grades has a splendid call, but uppers are 
rather draggy. A good deal of ash is being 
taken by automotive plants and refrigerator 
imterests. No. 3 elm, in common with all 


lower grades, is in a good position, but the 
other grades are in comparatively large sup- 
ply and weaker. 

The recent very mild weather in the North 
48 interfered with logging operations; but 


latest reports state that lower temperatures 
have again arrived, accompanied by some 
snow. It is expected that there will be 
enough genuine winter weather to enable the 
mills to bring in the large amounts of logs 
already decked. Most operators are speeding 
up woods work to the utmost, and many of 
them have hired extra labor for this purpose. 


Another effect of the mild weather has 
been the stimulation of building and other 
outdoor work throughout the North, which 
has resulted in an improvement in the hem- 
lock movement. This wood has had a rather 
poor market for some time, is in big supply 
at many of the mills, and has brought rela- 
tively poor prices. The manufacturers, how- 
ever, take an optimistic view. One thing that 
undoubtedly will help the hemlock market 
considerably is the intense promotion work 





Statistics on production, orders and 
shipments appear on page 44 





among the northern retail yards that the 
Northern Hemlock & Hardwood Manufac- 
turers’ Association decided upon at its an- 
nual meeting at Milwaukee this week. 


Northern pine manufacturers report that 
though trade in that wood can hardly be de- 
scribed as active, it is considerably better 
than is generally expected at this season. Or- 
ders from northwestern retail yards are of 
good volume, and eastern orders are more fre- 
quent than usual so early in the year. In- 
quiries from the East are also frequent, lead- 
ing the mills to look for good business from 
that direction as spring approaches. Prices 
meanwhile are firmly held. 


Southern Hardwood Trade Features 


There has been some decline in demand for 
southern hardwoods during the last fortnight. 
but the market remains encouragingly active 
and has lost none of its strength. The mills 
have accumulated good order files and are 
neither eager for, nor able to handle, any 
considerable volume of new business at this 
time. The result of the recent heavy rains 
in the South has been a material reduction in 
output, especially at the smaller mills, and 
stocks as a whole are reported to be smaller 
than they have been for many months. 


The leading buyer continues to be the fur- 
niture industry, which is very busy, with ex- 
cellent order files. Demand from sash and 
door, flooring and interior trim plants has 
suffered a slump, as could have been expected 
long before this. It is, however, believed 
that this slackening will be of short duration, 
as it is conceded that the building interests 
have the best of prospects for spring trade. 
A larger volume of business is coming from 
the automobile manufacturers. Detroit this 
week reports that ‘* a continued improvement 
in purchases for the automotive industry is 
noted, although buying is not yet on a large 
scale. Body plants are adhering to aug- 
mented production schedules, and are con- 
templating further increases.’’ Indianapolis 
reports that body plants in that city are busy 
and are buying well. There is also some call 
from the railroads and public utilities, but 
any real activity in this trade is not looked 
for until weather becomes more favorable 
and more dependable. Agricultural imple- 
ment makers are placing a fair number of or- 
ders, and prospects in this field are promising. 
A sustained movement of lower grades to box 
makers and crating consumers is also re- 
ported. 

Southern hardwood prices have shown little 
thange, but are firmly held to their previous 
levels. Woods in demand from the furniture 


industry, such as gum, ash and hickory, are 
relatively stronger than the others on ac- 
count of their greater scarcity, but dis- 
tributers gay that a general upward movement 
of the market when demand opens up more 
fully would not be surprising. 


Production in many sections meanwhile con- 
tinues restricted by heavy rainfall. Memphis 
reports that this ‘‘will soon cause a slowing 
down .in production. There are no logs being 
brought in, and there will probably be no 
further logging in large sections of this ter- 
ritory until about April 1, unless weather con- 
ditions become unusually favorable.’’ 


Fir Mills Curtail Production 


The outstanding feature of the Douglas fir 
situation this week is the progressive curtail- 
ment of production ‘which has occurred in all 
sections of the producing territory. Seattle 
advises that probably 65 percent of the mills 
in Washington last week went on a 5-day week 
basis. Similar action has been taken by many 
mills in Oregon, and others were forced to 
close down by stormy weather and unusually 
heavy rains, which also affected logging op- 
erations seriously. Simultaneously with this 
curtailment, the Coast manufacturers profess 
to see a market improvement, which leads 
them to believe that the crisis is about over 
and that the price weakness of fir will quickly 
disappear. 

While business has been light during the 
last few weeks, both in the rail trade and 
cargo markets, fir prices have been maintained 
remarkably well. While there was some weak- 
ness, this did not develop to anywhere near 
the extent that might have been expected. 
The reason probably is the low condition of 
stocks everywhere. While the stock report of 
the West Coast Lumbermen’s Association 
shows a moderate increase in mill supplies as 
of Feb. 1, compared with Jan. 1, the totals of 
any item on hand on the later date are not im- 
pressive because of their size. 


The mills reporting to the association for 
the week ended Feb. 7 booked orders during 
that week amounting’ to 9 percent less than 
the production, and were on a par with ship- 
ments. Of the new orders, 47 percent was for 
water shipment—30,896,105 feet to domestic 
ports and 10,618,000 feet to foreign destina- 
tions. This shows that the cargo trade is 
holding up well compared with rail shipments, 
and particularly that the export trade is in 
good condition. 


Stock Scarcity in Inland Empire 


The feature of the market for Inland Em- 
pire western pines is the scarcity of many 
popular items. Shop lumber is in very short 
supply, and is being quickly picked up by 
sash and door factories and other consumers 
whenever offered at prices which they con- 
sider at all reasonable. California white and 
sugar pine shop, on the other hand, is not so 
scarce nor as eagerly sought for, as the 
buyers claim that prices are too high. Yard 
stock has had no great demand during the 
last fortnight; still, orders. have been suffi- 
cient to cover most offerings and to keep the 
market firm. No. 2 common of Idaho white 
and Pondosa pines, which finds a ready mar- 
ket, is especially scarce. Nos. 3 and 4 com- 
mon are the only items that can be said to 
be at all plentiful, and a better movement of 
these is expected as soon as weather in the 
middle West permits a definite start of con- 
struction work. The mills report that on ac- 
count of stock conditions it is becoming diffi- 
cult to fill the mixed car orders that now pre- 
dominate. Prices remain firm, and dis- 


tributers state that further advances are 
likely to oceur as, retail trade opens up more 
fully. 
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EADERS who are old enough will be able to remember 
when, ‘‘away back’’ in the eighties, the Queen Anne type 

of residential architecture was much in vogue. That style of 
house was marked by narrow windows, steep roofs, and narrow 
rooms. The illustration presented above shows a house of this 
type, which, however, by a simple process of remodeling was 
transformed into a dwelling which conforms to present day 
ideas of comfort and convenience, and also presents a decided 
improvement in the lines of the exterior of the building. The 
remodeling in this instance was very simple and easily accom- 
plished. The small dining room and parlor of the original 
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house were thrown together to make one big living room. The 
original porch across the front of the house was left intact, but 
extended at a right angle along the side, meeting and joining 
to a small addition which was built on to the original house, 
which, added to the original kitchen, provided a spacious dining 
room. Kitchen space, as well as a bath, was provided for by 
another addition at the rear of the house, which is not visible 
in this view. In this example of remodeling, practically none 
of the original strueture was destroyed, so the cost of the 
changes and improvements was extremely moderate, and the re- 
sults were eminently satisfactory to the owners and oceupants. 


Cut out in outline this part, which shows the improvements described above, 
lay it on the large picture, moving it about until in position, and observe the effect 
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How About Those Remodeling Jobs This Spring? 





I have followed the remodeling 
campaign outlined in the AMERI- 
OAN LUMBERMAN, and I think this 
ig one of the finest features that I 
know of. You can rest assured 
that so far as our association is 
concerned, we intend to capitalize 
on what you have'started, and do 
all we possibly can to foster this 
movement in western Canada.—F. 
W. RivTer, Secretary - treasurer, 
Western Retail Lumbermen’s As- 
sociation. 


I have looked over with the great- 
est interest the book you sent me 
entitled ‘‘Old Homes Made New.’’ 
This is constructive work of the 
finest kind, both for your constitu- 
ency and the public.—SaMueEL O. 
Dunn, editor Railway Age, Chica- 
go, Ill. 


Please send us one copy of ‘‘ Old 
Homes Made New.’’ If we find 
same satisfactory, we can undoubt- 
edly use quite a quantity.—CLEAr- 
FIELD MILLWORK & LUMBER (o., 
Clearfield, Pa. 


Enclosed find 50 cents in stamps; 
please send us a copy of ‘‘Old 
Homes Made New.’’—Joun R. 
Rowan, Crafton Branch, Pitts- 
burgh, Pa. do so. 

Enclosed find 50 cents in stamps, 
for which please send a copy of 








To the Members of the Southern Sash, Door & Mill- 
work Manufacturers’ Association: 
Enclosed find a card and a circular from 


the AMERICAN LUMBERMAN. 


good to me. 


low pine and cypress. 


that the house was built of. 


Made New,” and get busy. 


which do not will stand still. 


will help us. 


“Silk will remain on the shelves while the women wear calico.” 
The women will wear calico when it is fashionable to do so. 

Fashions are created by expert and wide advertising. 
People will remodel their old homes when it is fashionable to 


Get busy and let’s create a fashion. 
C. B. HarMan, Secretary 


Please read them carefully as they look 


Additions to and remodeling of old homes 
are calculated to increase our sales and to 
also increase the use of southern lumber as 
nearly all of our old homes are built of yel 


In making additions our customers usu- 
ally want to use the same kind of material 


Order some of the books “Old Homes 


See your local newspapers and civic or- 
ganizations and enlist their support in a 
movement of improvement for your city. 

This movement of the AMERICAN LUM- 
BERMAN is a very commendable one in 
which we should assist and support them. 

Any city which becomes active in this 
connection will be building up, while others 


We must help ourselves and then others 


Please send us two copies of 
‘*Old Homes Made New.’’ Weare 
enclosing check in payment.— 
O’CALLAGHAN LAND & LUMBER Co., 
Norway, Mich. 


Enclosed you will find postoffice 
order for 50 cents, which I am send- 
ing for a copy of your new book, 
‘‘Old Homes Made New.’’— 
JAMES Forp, Syracuse, N. Y. 


You might send us a copy of 
; ‘‘Old Homes Made New.’’ We 
would like to see what this book is, 
and understand that it costs 50 
cents.—H. T. BARBER LUMBER CO., 
Biloxi, Miss. 


Please send me a copy of your 
new book, ‘‘Old Homes Made 
New.’’ I am enclosing a check for 
50 cents in payment.—LEsTEr W. 
BEAZELL, Charleroi, Pa. 


Please send us one of the books, 
‘Old Homes Made New,’’ for 
which we are enclosing 50 cents. 
We might be able to use more; we 
hope so at least—CoLEMAN Lum- 
BER Co., Monett, Mo. 


We enclose $1 for two copies of 
your miracle book of house remod- 
eling plans, entitled ‘‘Old Homes 
Made New.’’—C. B. Moore & Co., 
Naperville, Ill. 


The enclosed check for 50 cents 
is in payment for one copy of ‘‘ Old 








‘Old Homes Made New.’’—Emer- 
SON CAREY FIBRE Propucts (o., 
Hutchinson, Kan. 


Copy of circular letter sent by Secretary Harman to all members of 


above association 


Homes Made New,’’ whieh you will 
please mail to us.—WHILLOOK & 
ALEXANDER, Clinton, Ark. 


Line-Yard Company Celebrates Silver Anniversary 


WicHiTa, KANn., Feb. 11.—Beginning yester- 
day and continuing through today the T. M. 
Deal Lumber Co. has been celebrating the twen- 
ty-fifth anniversary of the establishment of its 
business, being host to its yard managers and 
their wives. A two-day program of discussions 
and special features was carried out. All of 
the company’s managers, numbering eighteen, 
together with some of their wives, were in at- 
tendance when the opening session was called 
to order yesterday forenoon. The topics dis- 
cussed during the two days included the fol- 
lowing: ‘‘Well Kept Yards’’; ‘‘Minimum 
Stocks’’; ‘‘Salesmanship’’; ‘‘ Knowing One’s 
Trade Territory’’; ‘‘ Credits and Collections’’; 
‘Costs and Profits’’; ‘‘Codperation’’; ‘‘ Ac- 
counting.’? A luncheon was given at the Innes 
Tea Room at noon yesterday, atterided by forty 
guests, and a dinner was held at the Lassen 
Hotel last evening, at which fifty-seven persons 
were present. 

The celebration culminated with a banquet 
tonight, at the residence of President and Mrs. 
T. M. Deal, at which a number of toasts, inter- 
spersed by readings and musical numbers, were 
presented. Mr. Deal officiated as toastmaster. 
The toast ‘‘Our Company,’’ was responded to 
by J. W. Corbin; ‘‘Our Hostess,’’? by Myrtle 
Cox; ‘‘Our Guests,’’ by Mrs. T. M. Deal; ‘‘Our 
Wives,’’ by J. E. Collier; ‘‘Our Birthday,’’ by 
Anna Revelle, secretary of the company. Two 
vocal numbers were rendered by Carmen Listen 
and Mary Cleary, and readings were given by 
Dorothy Deal and Mrs. R. M. Pritchard. 

_A rustic effect was given in the table decora- 
tions. The table at which President Deal was 
seated was featured by a woodland scene, with 
4 small lake, and profusion of vines and grow- 
ing flowers. A four-foot log in the center of 
the table, hollowed out underneath, concealed 
the present given by the employees to Mr. and 
Mrs. Deal, consisting of a dozen sterling silver 


goblets of wedgewood design. At the conclu- 
sion of the presentation speech the log- was 
lifted, disclosing the 
beautiful gift. 

T. M. Deal, president 
of the company bearing 
his name, was born 
Sept. 8, 1871, in Paris, 
Tex. He left Texas in 
1889, going to Guthrie, 
Okla., and taking a po- 
sition as yard man with 





T. M. DEAL, 
Wichita, Kan. ; 
Founder and President 





the E, L. Blinco Lum- 
ber Co., afterwards be- 
ing made yard manager 
for that firm. Later he 
went on the road for A. 
S. Hall, Houston, Tex., 
covering the whole of 
Oklahoma. Next he 
traveled for a time for the T. M. Richardson 
Lumber Co., Oklahoma City, Okla., before mak- 
ing connection with the Sabine Valley Lumber 
Co., Texarkana, Tex., with headquarters at 
Oklahoma City. The Sabine Valley Lumber Co. 
at that time was managed by 8S. T. Woodring, 
who later was with the Globe Lumber Co., Globe, 
La., and still later with the Long-Bell Lumber 
Co., at Lake Charles, La. 

In 1900 Mr. Deal came to Wichita, and estab- 
lished a wholesale lumber office in the old Bit- 
ting Building, long sinee destroyed by fire. He 
was his own stenographer, bookkeeper, office 
boy and salesman, but during the 17 remaining 
days in the month which he started, he man- 
aged to sell 60 carloads of lumber. In those 
days the commission per carload was $3.00, 
$4.00 and $5.00. Business steadily increased 





until in one month of the same year, still un- 
aided, he sold 293 cars. 

In July of 1900, Joseph Trent, who then trav- 
eled for H. W. Darling, representing the Louisi- 
ana Red Cypress Co., cast in his lot with Mr. 
Deal, a partnership being formed under the 
name of Deal & Trent, which continued for over 
ten years. 

The first retail yard owned by Deal & Trent 
was purchased from the Jackson Lumber Co., 
located at Third and Main S8ts., Wichita, which 
was afterward sold to the J. W. Metz Lumber 
Co., which still oceupies the site. Jan. 1, 1906, 
the T. M. Deal Lumber Co. was incorporated, 
with Mr. Deal as president and Mr. Trent vice 
president. Continued ill health compelled Mr. 
Trent to retire to a farm which he purchased 
near Wellington, where he died in 1911. In 
1913, Mr. Deal haying purchased all outstand- 
ing stock, the corporation was discontinued. 
June 1, 1923, the T. M. Deal Lumber Co. was 
again incorporated, with a capital stock of 
$500,000. The company now owns and operates 
eighteen retail lumber yards and hardware 
stores, with general offices at Wichita. 


The company has the distinction of number- 
ing all its employees as stock holders. When 
the incorporation of 1923 was made, stock 
amounting to $100,000 was set aside for pur- 
chase by employees. An outstanding evidence 
of the harmony existing between the company 
and its employees is found in the length of 
service of its personnel. J. W. Corbin, man- 
ager of the Augusta yard, is now serving his 
twentieth year. Anna Revelle, secretary, is in 
her seventeenth year of service. G. L. Pierson, 
manager of the Arkansas City branch; J. B. 
Garlow, manager of the Elkhart Hardware Co.; 
W. A. Lawson, manager of the Manter branch, 
and Myrtle Cox of the general accounting de- 
partment, have been with the company thirteen 
years. Eleven years represents the period. of 
service of J. E. Kennedy, manager of the Pied- 
mont yard. 
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The Reserve Yard for Slow Moving Items Is Gaining In Favor— 
A Michigan Retailer Believes. Personal Salesmanship Is Needed 


A. J. Hager, of Lansing, Mich., is a mem- 
ber of the Supreme Nine of Hoo-Hoo and 
gets around to a good many lumber con- 
ventions. He’s not only a distinguished ex- 
ponent of the order of the Black Cat, but 
also a capable and aggressive retailer and 
a friend of association work in general. In 
fact he is an ex-president of the Michigan 
association and has made speeches at many 
conventions in other States. So the Realm 
was glad of the opportunity to talk with 
him, between spasms of reporting, at one 
of the recent retail gatherings. 

In the course of this meeting there had 
been some discussion of retail stocks in con- 
nection with probable price trends, and quite 
a number of the boys had said their stocks 
were full. Now that statement alone doesn’t 
mean much unless you know what the par- 
ticular man means when he says his stock is 
up to normal. A normal stock for one man 
might seem too big 


mean much. A dealer has to watch all the 
conditions and try some experiments before 
he can tell how little or how much stock he 
needs. Some of my friends arrived at sat- 
isfactory standards back in the days of slow 
shipments and are still sticking to them. 
As a matter of fact shipments are now very 
prompt. We get cars from the West in 
a month at a maximum, where we used to 
have to count on four to six months. That 
fact has changed our policies of buying. By 
working this thing out I’ve reduced my stock 
investment by $25,000 in a couple of years. 
I count the interest on that sum of money 
one of the easiest and most satisfactory 
profits that I make. 


Five Own Millwork Plant 


“It seems to me there will have to be some 
other similar changes. Some people tell us 
the country is over-yarded, and probably it 





or too little to an- 
other. But Mr. Ha- 
ger guessed that 
most of the speakers 
had not changed 
their standards of 
maximum and mini- 
mum stock for sev- 
eral years, and this, 
to him, seems un- 
wise. 

“One of the prob- 
lems of retailing,” 
he said as we stood 
around in the lobby, 
“is that of invest- 





tion and finally bought a garage building. 
The building covers all the land, so the yard 
had to be just the size of this building. It 
was a fairly good size for a garage, but you 
can guess that it wouldn’t house a full-sized 
modern lumber yard. Weli, I didn’t want a 
full-sized yard, for it seemed to me there 
was no call for it. What we did put in is 
a miniature yard, stocked with a little bit 
of every kind of stock that anyone would 
stop in for. That is what we had in mind; a 
place where people could be supplied with 
the little items they wanted and could get 
them at once without having to come over 
to Lansing. The garage has a big show win- 
dow, and we maintain advertising displays 
and service helps. If anyone over in East 
Lansing goes into this branch yard to buy 
a garage bill, he finds that he can make the 
deal right there. The whole thing is fixed 
up. But the building material is delivered 

- to the job by truck 








from our main yard. 
The way it works 
out, this miniature 
yard does just as 
large a volume of 
business as it would 
if it were fully 
stocked. It supplies 
the cash-and-carry 
trade, the hurry-up 
stuff, out of its own 
bins. The bigger 
orders are sold 
there, thus bringing 
a complete sales 
service right to this 








ment; and another 
that is tied up with 
it is turnover. Meth- 
ods. in the retailing 
business don’t mean much unless they 
help us make net profits. A method 
may work just exactly as its inventor 
expects it to, but unless it makes him 
money it’s a poor method. I believe there 
is in general too heavy an investment in the 
lumber business. It hits you in a good many 
places. If two dealers are doing the same 
amount of business, and one has twice as 
much invested in stock as the other, the man 
with the smaller investment is pretty cer- 
tain to make more money. Any yard can 
pile up stock in such volume and in such a 
diversity of kinds and patterns that it will 
use up all its profits in carrying charges. 
This is a hard problem, and probably there 
is no rule for fixing upon the right volume 
that will work in every place. 


Profits by Reducing Stock 


“A good many dealers with whom I’m ac- 
quainted found that they had to increase 
their stocks several years ago on aecount of 
the uncertainty of shipménts. They couldn’t 
take chances on being caught without stuff. 
Anybody knows that a man can’t sell things 
to a retail customer if he hasn’t got them, 
and it’s a sound principle that he must buy 
enough to have a working stock all the time. 
But that principle, standing alone, doesn’t 


This branch yard at East Lansing, Mich., is run by A. J. Hager, of Lansing. Stock is small, but 
larger orders can be taken here and filled by truck from the Lansing yard. 


is. But I imagine that in a good many places 
the business could be improved for all yards 
without cutting any of them out if the thing 
were tackled in the right way. For instance, 
I guess you know that we have one planing 
mill in Lansing where we used to have five. 
All the dealers have subscribed to the stock 
in the plant, and all of them pay their bills 
to it on the fifteenth of the month. It car- 
ries no long accounts and no dead accounts. 
Business goes to the mill through the yards. 
See what this saves. First, it saves four 
mills with all their machinery equipment. It 
saves a good deal of wages; for with one 
mill working steadily all the yards can get 
their millwork done with fewer mill em- 
ployees than five would have to have. It 
saves four stocks of mill lumber. So now, 
our millwork is paying each of us a little 
profit instead of netting each of us a loss. 


A Miniature Branch Yard 


“Over in East Lansing is one of the State 
schools, and that part of town is really a 
town in itself with quite a population. I’ve 
felt for quite a while that it deserved a lum- 
ber yard of its own. I put off starting one 
for quite a while, but finally, for fear some- 
body would beat me to it, I got busy on the 
proposition. I went over to look for a loca- 


community, and the 
stuff is promptly de- 
livered from the 
main yard. This ar- 
rangement, as you can see, at a glance, 
helps us increase the rate of turnover on our 
entire Lansing stock; and turnover, when a 
man can get it, makes for better profits.” 


The Reserve Yard Idea 


' The Realm has been hearing, as it fully 
expected to do, quite a bit about centralized 
warehouses and reserve yards for carrying 
slow movers. This idea has been current 
for a number of years, but it will not work 
everywhere, and it isn’t being tried in many 
plaees where it would work. The idea is 
well known. Down in San Antonio, as read- 
ers of this department will remember, the 
dealers own the stock in a warehouse that 
buys and carries building hardware and, I 
believe, a few other things. One central 
stock supplies something like fifteen yards; 
but the stock does not need to be as large as 
the total of the stocks which the yards for- 
merly carried. It’s a buying organization; 
and so far as the constituent yards are con- 
cerned it does not have to maintain a sell- 
ing organization. Sales come to it of them- 
selves. It doesn’t have to have much col- 
lecting machinery, either. Each dealer car- 
ries samples and a little stock of the stuff 
most frequently asked for. But on large 
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jobs the stock goes right from the ware- 
house to the job. 

A similar thing is being tried in various 
places in carrying stock millwork, long tim- 
bers and the like; and the purpose here, too, 
is to get the advantage of relatively small 
stocks—small, that is, in relation to the 
amount all the yards would carry if they 
operated separately, and also the further 
advantage of buying steadily and in quan- 
tity. These central warehouses and reserve 
yards usually manage to turn their stuff 
quite rapidly; but the same materials 
stocked to the safety point in the separate 
yards, would turn rather slowly. As Mr. 
Hagar says, a rapid turnover, if you can 
get it, makes for better profits. 

These things will have to come as the 
trade is ready for them. There are plenty 
of places where they seem still to be im- 
practicable. Sometimes the town is too 
small, sometimes the dealers can’t work to- 
gether well enough. But the gradual in- 
crease in the number of such concerns is 
probably a sign of the times. All these de- 
vices for reducing investment without in- 
juring the service or the volume of sales are 
worth study. 


Thinks Tradition Hinders 


R. E. Saberson, of the Weyerhaeuser 
Sales Organization, for a good many years 
has been a convention speaker with the 
power to arrest attention and to compel 
people to think of their business from new 
angles. He has held positions that have en- 
abled him to study retailing in actual oper- 
ation, and he has made successful trial of 
a number of plans that seemed to some of 
his friends pretty radical. Saberson’s mind 
ranges well ahead of the game, but he’s 
always holding himself down to practical 
things. So he frequently appears on a pro- 
gram to speak on the subject, “Modern, but 
not too modern.” ' 

He has long had it in mind that’ a good 
many of the customs and traditions of the 
lumber business are standing in the way of 
progress. Dealers do the way they do be- 
cause it has always been done that way. 
For instance, a generation ago no dealer 
made it a practice to go out to his custom- 
ers in an effort to make sales. A retailer 
here and there might possibly go out to a 
farmer if there was some extraordinary rea- 
son for his doing it; the man’s barn may 
have burned down. Or the dealer may have 
known that one of his friends was well sold 
on a new house and was wanting to talk 
about it and yet was too busy to come to 
town. In such case the dealer might hitch 
up and drive out in the evening. But the 
idea of going out and making some sort of 
canvass for sales would probably have 
seemed to him undignified. 


Likes Personal Sales Efforts 


Well, automobile salesmen don’t think it 
is undignified. Some time ago some friend 
of ours must have dropped the remark that 
the Realm was considering the buying of a 
new car. Such happened not to be the case. 
We hadn’t thought of it or said anything 
about it. But somebody evidently hazarded 
a guess. For one day within a few hours 
salesmen from every garage in town came 
driving out, one after the other, in shiny 
new machines to demonstrate the finest buy, 
Sir, in the motor world! 


Saberson thinks if the automobile sales- 
man can do it and the bond salesman and 
the grocery specials salesman, the lumber 
salesman can do it too. He’s not for start- 


ing a man out in a flivver to stop at every 
house, without previous preparation by 
means of collecting prospects and specific 
information, but he says he does believe a 
good salesman could go out in this very 
way, without knowing names or needs, and 
make some kind of sale in more than half 
the places visited. The time has come, in 
his opinion, when the lumber dealer must 
break himself loose from his desk and his 
office and take his service out to the cus- 
tomers. The trend of modern business is 
that way. People are so bombarded by the 
extensions of the old absent-treatment ad- 
vertising methods that these methods are 
beginning to be less effective. Then, too. 
it is becoming more and more apparent that 
competition is widening. A retail dealer 
may well find that while he need not fear the 
competition of mail-order lumbermen or of 
his fellow retailers of lumber, he does need 
to fear the competition of other lines that 
are trying to reach deeply into the purse 
of his customer. The goods of civilization 
have become so numerous and so attractive 
that the average man soon sees he can not 
have them all. He must choose. Even the 
so called necessities he can reduce to a min- 
imum. Someone has said a modern house 








WHICH DOES YOUR FAMILY 
NEED MOST? 














Let Us Figure With You 
Hot Springs Lumber Company 


If you have to choose, this Hot Springs (S.D.) 
retailer implies, there can be little doubt as 
to which gives the better value for the neces- 
sary investment. 

















would soon consist of a sleeping porch and 
a five-car garage; and this little joke has 
its serious side for the building industry. 
The time seems to be near when our sales 
will be reduced to the minimum in order that 
people may have a fleet of cars or may travel 
abroad or may belong to fashionable clubs, 
unless the men most interested in the build- 
ing business carry their service on to the 
point where they come into personal con- 
tact with their potential customers and 
make a personal presentation of their sell- 
ing talks. Present-day ideas of service are 
good, but they will have to be revised in 
such a way as to permit of this extension. 
Mr. Saberson says he believes the next ten 
years of the lumber business will be more 
interesting than any previous period has 
been. He thinks that good dealers will 
make more money than they ever have made 


before. But he adds that in his opinion the 
country is over-yarded and that there will 
be a steady elimination of the less efficient 
dealers; of the fellows who are tied by tra- 
dition or laziness or lack of foresight to 
such an extent that they can’t make the 
necessary changes. This is pretty strong 
meat, but it is well worth considering. 


“Miracle Book” Makes Hit 


In our little talk Mr. Saberson mentioned 
the “Miracle Book,” the book of remodeled 
houses that the AMERICAN, LUMBERMAN has 
recently published. He was kind enough to 
say that if there were a Nobel prize for 
mercantile ideas, the AMERICAN, LUMBERMAN 
should receive it this year for this book. 
He mentioned the thousands of houses over 
the country that so far as materials go are 
sound of frame but that because of defects 
of design are not satisfactory. The idea 
that a house has a life of only fifteen years 
or twenty-five years or fifty years is per- 
fectly foolish; for there are in this country 
houses two hundred years old or older that 
are in perfectly serviceable condition, are 
beautiful specimens of architecture and 
command big sums either for rent or for 
sale. There is little limit to the life of a 
wooden house if it is kept up. Mr. Saber- 
son mentioned driving through an industrial 
district in a large city and seeing small 
houses that have been allowed to run down. 
They are not kept painted, the porches are 
out of repair, the windows are broken; and 
because they are in this condition the owners 
rent them for $10 a month to any shiftless 
outfit that comes along. They are well lo- 
cated in relation to the industrial plants, for 
people could walk from them to work. If 
the owners would spend $200 or $300 on 
each house, they could rent them instantly 
to a desirable class of tenants, get their 
investment in repairs back in the form of 
higher rents within a year, and increase the 
life of the buildings many times over. At 
the present rate they will be allowed to fall 
down within a very short time. 


A Valuable Business Getter 


This is but one instance of the condition 
that the “Miracle Book” of remodeled houses 
is intended to reach and help change. This 
is the industrial side; the side of the man 
who has renting properties and whose nat- 
ural customers are factory workers. But 
the field is wider than this. There are 
thousands of people who are not factory 
workers, living in unsatisfactory houses. 
Oftentimes they own the dwellings they oc- 
cupy. They can’t afford to build new ones, 
and yet they find it impossible to live hope- 
fully and healthfully and efficiently where 
they are. These people need the remodeling 
campaign brought to them in a graphic way. 
If they can be convinced that remodeling is 
safe and satisfactory and within their 
means they’ll be very ready to act upon 
their new knowledge. Dealers need these 
people, too. Every person in the community 
who is dissatisfied with his house and yet 
can’t afford a new one is a dead loss to the 
dealer if that dealer is interested merely 
in selling new houses. But if he is capable 
of putting across a remodeling story, this 
person becomes an active source of imme- 
diate profit. He also becomes a more valu- 
able member of the community. The 
AMERICAN, LUMBERMAN hopes that the re- 
modeling book will be a valuable tool in the 
hands of the dealer who really does go out 
in search of new business. 
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News and Business Ideas for Retailers 


New Book Tells of Dealers’ Helps 


In the 1925 edition of its book describing its 
dealers’ advertising service, the Long-Bell Lum- 
ber Co., Kansas City, Mo., has included com- 
plete descriptions, amply illustrated, of the vari- 
ous advertising and sales aids which it supplies 
to dealers handling its products. This is a 
book which every retail dealer can read and 
study to his advantage. It not only is packed 
with advertising ideas, but offers the dealer 
the means for effectively carrying them into 
execution. This compilation of advertising 
helps is in the form of an impressive book of 
144 pages, containing more than 250 cuts. 

Of particular interest and importance is the 
home building section, occupying more than a 
third of the book, which reproduces a large 
number of specially prepared newspaper adver- 
tisements featured by illustrations of attrac- 
tive homes of every type, cuts for which the 
company is prepared to furnish dealers. 

A number of the advertisements reproduced 
stress the benefits of remodeling, and ought to 
be of great service to dealers in connection with 
the present nation-wide campaign for the re- 
modeling of old homes. One of these advertise- 
ments is headed ‘‘Making New Homes Out of 
Old Ones,’’ and shows a picture of a remodeled 
house. Another bears the caption ‘‘This At- 
tractive Home is Just an Old One Dressed Up.’’ 
Still another suggests ‘‘Add a Home Conveni- 
ence Now and Then,’’ and proceeds to empha- 
size the added comfort that may be had by 
providing a sleeping porch and other con- 
veniences. 

The book also reproduces advertisements of 
barns and garages. The attractive lantern 
slides provided by the company are also illus- 
trated. A number of very convincing and well 
illustrated advertisements set forth the merits 
of the Long-Bell creosoted posts. 

A great deal of thought and labor, 
as well as advertising ability of a high order, 
have gone into the making of the various adver- 
tisements and other merchandising aids de- 
scribed and illustrated in this book, which any 
retailer desiring to make his advertising as 
effective as possible will find not only a veri- 
table mine of material, but a valuable advertis- 
ing text book, exemplifying correct principles 
of advertising illustration, display and sales 
appeal presentation. 


Retailer’s Big Ads Impress City 


EVANSVILLE, IND., Feb. 9.—Long known as 
one of the most enterprising advertisers in the 
retail lumber trade of the central States, the 
Luhring Lumber Co. of this city fairly outdid 
its previous long record of bold advertising 
strokes in a smashing broadside of publicity 
delivered Jan. 29, which has made a profound 
impression upon the entire community, and 
caused every man and woman therein to think 
for a little while anyway on the big question of 
home building. 

This notable advertising coup took the form 
of an 8-page supplement, captioned ‘‘ Luhring 
Lumber Co. Edition,’’ to each of the three daily 
newspapers of this city on the date named, mak- 
ing a total circulation of about 80,000. The 
thoroughness and care with which this big adver- 
tising stunt was planned is shown by the fact 
that all three editions carried on their fronts, 
full page ads of the Luhring company, 
each of a different design, hand drawn, and 
ranking in attractiveness and artistic merit 
with the best designed advertisements of the 
big mercantile establishments in the metropoli- 
tan centers. Each of the three designs shows 
a reduced layout of the company’s plant, and 
contains portraits of Elmer D. and Paul W. 
Luhring, but the very artistic border designs 
are entirely different. In two of the designs 
an artistic wood-cut effect is carried out, while 
~ third is of a plainer but very striking char- 
acter. 


The inside pages of the supplements are de- 
voted to exterior and interior views of the 


company’s plant, portraits of its personnel and 
specially prepared articles relating to the finan- 
cing, planning, building and equipping of homes, 
with numerous illustrations of desirable houses 
of various types, the whole making a valuable 
and very interesting compendium of informa- 
tion and inspiration for the prospective home 
builder, 

Just preceding the ‘‘springing’’ of these 
special editions of the three dailies, public in- 














Listen Folks! 


My name is Build. Will I. Build of Homesburg and I’ve 
come all the way from there to tell you a good story. I've 
been a rentpayer for years, but I have reformed. I built 
a home and wrote a story—a short but thrilling story 
that tells how I built “The Best Home In Town” with the 
use of the most complete building service. 


DON’T MISS IT! 
SEE TOMORROW'S PAPER 
“Everlastingly At It’’ 




















This unsigned ad appeared the day preceding the 
big publicity broadside 


terest and curiosity was stimulated by the ap- 
pearance of two ‘‘teaser’’ ads, occupying liberal 
space in the three papers, which ads are repro- 
duced here, though of course very much reduced 
in size. These ‘‘teaser’’ ads bore no signature, 
the only identification being the use of the firm’s 
slogans, ‘‘ Everlastingly At It,’’ and ‘‘ Luhring 
for Lumber.’’ 

Asked concerning the results from the adver- 
tising so far as manifested to date, Elmer D. 


This is to be Continued 


An Alluring Nursery Rhyme 
By-"Luhring for Lumber” 





Bing a song of sixpence, 
Ad full of ‘pep’, 
Built a first class lumber store 
And got himself a ‘‘rep’’, 
Built it with a Service Room, 
‘The first the town e’er had, 
Installed a set of plan books, 
Then wrote him out an ad. 
When the store was opened, 
The folks all called on him, 
And gave him lots of business— 
t started with a vim. 
They looked into his plan books 
With nifty pictures filled, 
Now wasn’t that a dandy stunt 
To make the people build? 
He showed them how to fix their homes 
Which he was expert at)— 
They followed closely his advice, 
* Bmp plan —— 
nd so the town kept growing— 
It was a happy tS. 
And as it grew from day to day 
The business grew apace. 


Now here's the moral of it, 
As m often said: 


“You've got to give folks service. 
If you want to get ahead.” 


See Thursday Press 


Jan, 29, 1925, 











Another ‘‘teaser’’ ad that preceded appearance 
of the special edition 


Luhring very modestly said: ‘‘This edition has 
created considerable interest and we are con- 
vinced that the advertising results will come up 
to our expectations.’’ 
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Line Yard Headquarters Moved 


OsaGE, Iowa, Feb. 9.—The headquarters of 
the Royal Lumber Co., which have for a great 
many years been located in Emmetsburg, Iowa, 
have been moved to Osage, Iowa. This move 








was caused by the death of the former treas- 
urer and general manager of the company, Mar- 
tin Ausland, on Dec. 4. The Royal Lumber Co, 
operates a chain of yards in Iowa. Stanley R. 
Smith is president. 


Transfers Retail Yard Headquarters 


MINNEAPOLIS, MINN., Feb, 10.—Headquarters 
of the Shevlin system of retail yards are to be 
moved from Minneapolis to Fargo, N. D., March 
15, John A. McDonald, general manager, an- 
nounced today. 

The Fargo Lumber Co. and the Moorhead 
Lumber Co. are units of the system. The change 
is to be made to have the seat of operations at 
the executive offices close to the points of service. 

The offices of the Fargo Lumber Co. are be- 
ing enlarged to accommodate the general ad- 
ministration offices. This construction will he 
completed March 15. 

Mr. McDonald will take with him to Fargo 
many of the older employees of the offices which 
heretofore have been conducted in Minneapolis, 
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Offers Bargains in Odds and Ends 


The way to move short lengths as well as the 
various odds and ends that accumulate in every 
lumber yard, is to let the class of buyers who 
are likely to be able to use such stock know that 
you have it, and that you are willing to part 
with it at prices which will make it worth their 
while to take it away. At least, that appar- 
ently is the idea of the Modesto Lumber Co. of 
Modesto, Calif., which has recently issued a 
circular captioned on the front ‘‘ Bargain Bulle- 
tin No. 1,’’ which was mailed to box holders on 
the rural routes adjacent to that city. 

The reverse side of this bulletin, headed ‘‘ Ten 
Days,’’ lists a number of items of redwood 
boards 4 to 8 inches wide, 6 and 8-foot lengths, 
specially suited for irrigation purposes, on which 
it quotes attractive prices. The bulletin goes 
on to say: 

After taking our inventory we find quite a few 
items of odds and ends, the greater part of which 
were left over from our recent bargain sale. They 
are mostly of the chicken house and farm building 
variety, but if you have use for any of them, you 
cannot go wrong at the prices quoted. 

There then are listed a dozen or more items, 
including ceiling, flooring, rustic siding, boards 
ete., mostly in short lengths, as well as cedar 
shingles, redwood shakes, grape stakes, and 
other items, the quantity available of each being 
indicated. 

A circular of this sort going to farmers, fruit 
growers and others who constantly have need 
of materials of the kinds listed is likely to be 
read with attention, and to produce sales. 

The circular is attractively printed in dark 
brown ink on buff stock of good quality, and in 
itself is a creditable piece of advertising, as 
well as carrying a direct sales appeal. 


Floor Covering a Good Sideline 


Dealers familiar with the merits of the Carey 
Asfalslate shingles, manufactured by _ the 
Philip Carey Co., Cincinnati, Ohio, will be inter- 
ested to know that the Carey company also 
manufactures a floor covering consisting of as- 
phalt saturated felt, which is coated with a 
specially distilled asphalt, with flake mica im- 
bedded in the wearing surface, making an 
extremely durable covering. This covering 1s 
easily laid, no cement or nails being required. 
It is light in color, easily cleaned, and will not 
curl or buckle. It is especially useful for offices, 
theatres, schools, schoolrooms, light manufac- 
turing establishments, public buildings etc. 
Being water and damp proof it is sanitary and 
preserves the wood floor beneath from decay. 
Carey floor covering is furnished in convenient 
rolls. It should be possible to develop quite 4 
demand for this product in the average fair 
sized town. Descriptive literature illustrating 
the various uses of the product ean be obtained 
by addressing the Philip Carey Co., Lockland, 
Cincinnati, Ohio. 
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A Plan That Helps Lumber Retailers Sell Homes 


A brand new home selling plan for retail 
lumber dealers, which presents unlimited possi- 
bilities, has been originated and worked out to 
the last detail by the Exchange Sawmills Sales 
Co., of Kansas City, Mo., and is now being 
offered to one Essco dealer in a community, its 
use being thus limited, unless used codperatively 
by a local group of dealers. 

The plan is based upon the fundamental idea 
that any family which has a dependable income 
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is a potential home owner. But it is universally 
known that there is a vast number of wage and 
salary earners who, while they could save from 
their current incomes sufficient money to keep 
up interest charges and make periodical pay- 
ments upon the principal, find the necessary ini- 
tial payment of 10 to 40 percent of the total 
cost of a home, an obstacle which they have 
heretofore deemed too great to be overcome. 

The plain fact of the matter is that they have 
never been clearly shown how they might get 
around, or over, this ‘‘lion in the path,’’ and 
given sufficient incentive to make the necessary 
sacrifices to that end. The Essco plan gives 
due consideration to all of these factors, and 
enables the local lumberman to place before the 
potential home builders of his community a prac- 
tical, workable plan, which if followed, will 
enable them to accumulate within a reasonable 
time the necessary amount for making the ini- 
tial payment upon a home. 

Of course, this involves systematic saving, 
even to the point of doing without some things 
that they might like to have. But that is no 
drawback. No way has yet been devised where- 
by the man of average income can possess a 
home, or anything else representing a consider- 
able outlay, without definitely saving for it. 
The automobile makers do not mince words in 
urging people to save in order to buy their cars, 
and there is no reason why lumbermen should 
not be equally frank, and even insistent, in 
urging saving for that which is much more 
desirable and essential—a home. The trouble 
has been that the average lumberman did not 
know just how to go about it to present this 
Proposition to his prospects in a forceful and 
at the same time attractive way. This problem 
has been completely solved by the Essco ‘‘Save- 
for-a-Home’’ plan, which not only makes sys- 
tematic saving easy and attractive, but sets 
before the saver the objective to be attained in 
80 alluring a light as to cause him to feel that 
the end is well worth the necessary effort. 

The Esseco plan is much more than merely a 
set of directions or a theoretical scheme. It pro- 
Vides the actual material that the dealer needs 
for putting the ‘‘Save-For-A-Home’’ plan into 





operation in his community, and more than that, 
it enlists the active codperation of the company 
in attaining the desired end. 

The first step in the plan is for the dealer to 
make up a list of the families in his community 
who have definite incomes and who might be 
induced to save and deposit at regular intervals 
some suitable amount as the nucleus for a home 
owning fund. When the list of names has been 
completed the lumberman starts a systematic 
campaign with each family, through advertising 
which will create the desire to save for a home 
and make that purpose paramount to every 
other. The advertising includes a consistent 
newspaper campaign, embracing a series of at- 
tractive and interesting ads, electros for which 
ure supplied the dealer all ready for use in his 
local newspaper except for inserting, in the 
space provided for that purpose, the dealer’s 
name and address. Other features of the cam- 
paign are a novel and very attractive little sav- 
ings bank, in the form of a miniature home; « 
strong series of letters and small booklets, a 
complete window display, movie slides, and sev- 
eral other distinctive novelties. 

The little savings bank is deserving of more 
than passing mention, because it typifies and 
visualizes the central idea of the whole* cam- 
paign, namely, thrift and systematic saving. 
Being in the form of a miniature house it keeps 
ever before the entire family the ideal for which 
they are striving. It will help attract prospects, 
who will make a deposit in order to get a bank, 
which is taken home, and helps to sell the ‘‘Save- 
Kor-A-Home’’ idea to the whole family. The 
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children can be taught to help with the saving, 
and thus learn the value of home ownership. 
Husband and wife will get in the habit of put- 
ting coins in the bank regularly. The money 
saved in this way is to be deposited from time 
to time, in addition to the regular weekly or 
monthly amounts determined upon, thus hasten- 
ing arrival at the desired goal. A few of these 
banks arranged in the dealer’s window may be 
made to form the central feature of an attrac- 
tive display. The bank also affords a basis on 
which prospects may be approached in personal 
calls. Finally, the little bank remains a dura- 
ble advertisement long after the saving cam- 
paign is finished, and is a valuable memento to 
the saver, bringing to mind pleasant thoughts 
of the dealer who helped him to acquire his 
home. 

Although the Essco ‘‘Save-For-A-Home’’ 
plan is based on the idea of the lumberman 
soliciting and inducing prospective home owners 
to start savings accounts with the definite idea 
of using the amount thus saved as initial pay- 
ment on a home, it is not contemplated that the 
savings should be deposited with the lumber- 
man, but with a savings bank or building and 
loan association. The codperation of such in- 
stitutions can readily be obtained and they will 
be glad to devote their show windows to dis- 
plays of the little banks and other accessories of 
the campaign. 

All of the features that have been mentioned 
as well as the series of sales letters, written on 


specially designed and very attractive letter- 
heads, folders and other literature, including 
‘<The Home Book,’’ which stresses the idealistic 
and sentimental side of home ownership; sug- 
gestions and material for window displays; 
movie slides; colored stickers for affixing to 
letters, and all other aids and accessories of 
the campaign, are fully described, and detailed 
instruction given for their use, in a handsome 
illustrated booklet, entitled ‘‘ How to Increase 
Home Building and Your Profits in Your Com- 
munity.’ 

It probably is safe to say that never before 
has so comprehensive and practical a method 
for inducing potential home owners to take the 
first step to become actual possessors,been offered 
to retail lumber dealers. A large number have 
already taken advantage of the offer, and many 
more doubtless will do so as its practical and 
workable nature becomes more widely known. 
The AMERICAN LUMBERMAN unhesitatingly ad- 
vises all eligible retail lumber dealers to get 
in touch immediately with the company and 
learn the details of this splendid plan. More- 
over, as it can be granted to but one dealer in 
a community, unless used codperatively, prompt 
action is desirable, for ‘‘the early bird catches 
the worm. ’’ 

While on the general subject of the aid and 
codperation which the Exchange Sawmills Sales 
Co. gives to its dealers, it is in order to call 
the attention of retailers in Illinois, Missouri, 
Kansas, Oklahoma and Texas to the notable 
Kssco farm advertising campaign, which is 
proving a wonderful help in lining up farm 
building jobs. The company is running large 
advertisements in a number of the leading farm 
papers of those States, these advertisements 
carrying coupons inviting farmers to write the 
company regarding any building project that 
they may have in prospect, and offering to 
furnish, free, blueprint plans for approved and 
economical types of farm buildings. Many 
farmers are planning to build this year because 
of the good crop yields last year and the 
greatly improved prices, so they are clipping 
these coupons freely and sending them in to the 
company. 

As the coupons are received, the company 
refers each one back to the dealer in the 
community from which it came, sending the 
dealer the blueprint, bill of material and other 
information desired. The company then writes 
a letter to the farmer who sent in the coupon, 
acknowledging his inquiry and telling him that 
blueprint, specifications etc., had been sent to 
the local dealer for delivery to him, and that he 
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could obtain same by calling at the dealer’s 
office. This brings the dealer in immediate per- 
sonal touch with the prospect, and enables him 
either to clinch the sale then and-there or to 
lay the foundation for a sale later. Dealers in 
the States named who have not already received 
full information concerning the big campaign 
which the company is conducting to aid them in 
working up farm trade should write the Ex- 
change Sawmills Sales Co., R. A. Long Build- 
ing, Kansas City, Mo., asking for the free book, 
(Continued on page 80) 
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Advertising, the Indispensable Associate of the Sales Representative 


St. Lours, Mo., Feb. 10.—R. B. Bearden, 
general sales manager of the Frost-Johnson 
Lumber Co., today is sending out to all of the 
Frost-Pine representatives sales bulletin No. 108, 
which deals entirely with the subject of the 
1925 advertising campaign of the company. 
Mr. Bearden, in addition to being a high-class 
merchandiser, is a firm believer in the use of 
intelligent advertising to back up the efforts of 
the sales representatives and it is this idea that 
he stresses in connection with his sales bulletin. 
Mr. Bearden was so keenly interested in getting 
the sales representatives to have the proper 
appreciation of the efforts being made through 
the company’s advertising to assist and codper- 
ate with the salesmen, that he has discussed the 
subject at considerable length. In his bulletin, 
Mr. Bearden says: 


What effect, in your opinion, does the appear- 
ance of a well dressed, prosperous looking, busi- 
ness-like, alert man, possessed with a pleasing 
personality and specially trained, all welded into 
the form of a traveling representative for a very 
large concern with an indispensable product to 
sell—a product that measures in the broadest 
sense as a distinctive leader—have upon the busi- 
ness executives on whom he calls for his company ? 

Just a moment—I am not looking for an answer 
as yet. This subject is of more importance than 
an immediate deduction from reading the initial 
introduction would indicate is to follow. Let us 
assume that the type of man of this description is 
hundreds and sometimes a thousand miles or more 
away from immediate point of contact with his 
employer and prepared, through years of strict 
training and close application to his work, to de- 
liver a service in the form of an economic product. 
He is watching his step, and cautiously so, never 
forgetful that he is a responsible factor in an 
organization whose activities reflect in his par- 
ticular work just as much as they do in those of 
his superiors, in the administration of a nationally 
known concern. 

Now, then, when the representative of a com- 
pany conducts himself in a manner that is illumi- 
nating to the whole industry, his activities are 
watched by others. The company which he repre- 
sents is commended for the selection of the splen- 
did type of men it employs. Is it not to be ac- 
cepted, then, that men of fine caliber prefer to do 
business with other men of equal standing? If 
that were not true then our whole fabric of sub- 
stantial business standing would become tatters, 
and instead of specialized minds seeking improve- 
ment tomorrow of today’s work the final result 
business would be compelled to contend with would 
be hazardous to contemplate. Then why should not 
the very spirit not only of the representative, 
but of the executives of business—the organization 
itself to the very smallest detail—be carried on 
as a heritage of business curriculum for the 
development of generations that are to follow? 

In my judgment this is advertising and on a big 
scale. It may be a little different perhaps from 
the generally accepted term of advertising, but I 
claim that if you will look far enough into the 
recesses of this statement you will be inclined to 
agree with me. 


What Is Advertising? 


Then what is advertising? There are many defi- 
nitions for it and a lot of good ones; possibly all 
are good. As I look upon advertising, it per- 
forms in various ways and it makes little differ- 
ence whether the product advertised be something 
to eat, something to wear or something to use if 
it gives comfort and satisfaction; and the form 
in which advertising is applied makes little differ- 
ence when a fundamental plan is definitely decided 
upon and a goal set to reach. Therefore, our ob- 
ject is to reach a definite and fixed goal, not 
hastily, feverishly or half heartedly, but with the 
application of the fine business ideals we have 
before us—these cherished ideals that have given 
us our commanding position in business affairs of 
the nation. These are ideals that permit us to 
clothe ourselves with the dignity that belongs to 
the business, maintain our fixed standards, respect 
our ethics and keep going everlastingly, never hesi- 
tating until the very goal of our purpose has been 
reached. 


The representative of a business, or the sales- 
man as he is generally called, the business leader 
of tomorrow, is so well groomed in business affairs, 
knowing his subject thoroughly, that he is given 
entree to the immediate presence of the very man, 
or group of men, whom he wants to talk with. 
Doors are not closed against him; that would be 
contrary to the conduct of good business. All 
doors swing inwardly for him. He meets indi- 


viduals and groups, attends meetings, becomes a 
sound fixture of substantial importance and during 
the course of his work not only makes friends of 
lasting endurance, but his advice is frequently 
sought regarding the application of new policies. 
Many men who bear the title of representative 
have tucked away well earned degrees in arts, 
science and letters and are every day breaking 
ground in newly discovered sections, pioneering 
the way, opening up new uses, creating new habits, 
stimulating trade activities and leaving fond im- 
pressions of the products which they have been 
entrusted to offer the public. 

May I not suggest that there are many defini- 
tions of advertising? It is perfectly all right for 
you not to agree with me. I am more inclined 
that you should understand me. Also it must not 
be inferred that my opinion is that to be a suc- 
cessful representative a man must have a college 
or university training. It is a matter of national 
record that among the greatest salesmen are men 
who have had only a very limited education. It 
would be almost a calamity to be misunderstood. 
That is not the purpose of this bulletin. 


Advertising Paves the Way 


It seems that a great deal is asked or expected 
from the representative and you wonder, possibly, 
how does the advertising—that you read in the 
business newspapers—become a correlative part of 
the representative. Well it does and it is so firmly 
a part that you will find it is almost a physical 
impossibility to separate one from the other. To 
even part them and attempt to have one function 
without the other would cause almost irreparable 
injury to the sales and production departments. 
I doubt if a sales manager, who has experienced 
the work of both, would 
give credence to a sug- 
gestion that sales could 
be kept normal through 
dispensing with either of 
these forces. 

This modern salesman 
has in another sense an 
assistant which travels 
with him, yet carries on 
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the work after the sales- 
man has left. The assis- 
tant is oftentimes many 
miles ahead of the sales- 
man, frequently at his 
shoulder, breaking new 
ground, more firmly ce- 
menting friendships that 
have long existed, always 
presenting the business 
as it is, creating good will, stimulating ambition, 
opening up new avenues of application for a 
product. This assistant is untiring and ceaseless 
in its efforts, regardless of climate or conditions, 
and marches onward courageously, providing fresh 
energy for the best interest of the salesman and 
the industry that is represented. This assistant 
is advertising, the advertising that appears in the 
business newspapers of the lumber industry. 








Influence of Advertising Never Stops 


I am satisfied in my own mind that there can 
be only one kind of advertising and that is good 
advertising. Any other kind is a penalty upon 
business, because anything other than good can 
not help but be a liability. Therefore, in the final 
analysis of advertising and to determine the good- 
ness that is in it we associate it with the repre- 
sentative of the business. 

A good representative has as his aid good ad- 
vertising and good advertising has as a co-worker 
a good representative. One is part of the other, 
but the representative has the advantage over 
advertising in that he can utilize at his own dis- 
cretion the very things with which he is endowed 
to make a favorable impression. He can talk, 
see, feel and hear. Coupled with these are other 
accomplishments which enable him to become the 
most congenial of companions. 


But with advertising it is quite different. There 
is no handshake about business newspaper adver- 
tising, no pat on the back; there is no telling 
stories or exploiting of adventures, no news to be 
passed from one to another. Advertising must 
depend upon other powers which it has developed 
that are not animate. Yet these powers do ex- 
They leave that warmth of a handshake, 


press. 





establish good will and maintain confidence by 
conveying the message—the actual truth of the 
business that the advertising represents, which 
is a record that the business stands upon and 
can not be destroyed. And its expressions can be 
referred to from time to time, day after day, kept 
even for years. They live longer than the spoken 
word or the handshake, because advertising is 
the printed word. 

There is something tangible about advertising 
that endears itself to those who read it. When 
all other things have ceased to go on in their 
usual way, to function as they should, advertising 
never stops. It carries on its big work through an 
almost endless chain of difficulties that resist the 
efforts of the representative. Some things can be 
replaced, such as men, machinery and money, but 
advertising is quite different. It is a profound 
business doctrine that does not require nursing 
or stimulating, it is fed on to vigorous health, 
and kept that way, by strict application to truth 
and sincerity of business purpose. So you _ see 
without the many accomplishments of the repre- 
sentative, advertising has something else. It is 
constructive, interesting and inviting. The good 
that advertising does lives after it. 


Business Must Have Representatives 


This is how I view advertising and its indis- 
pensable work with our representatives, and I 
have not allowed my enthusiasm to overinfluence 
me in the least. Big business must have repre- 
sentatives; so must small business have repre- 
sentatives if it ever hopes to get anywhere. And 
business, whether great, medium or small, can not 
ever hope to accomplish very much until it is for- 
tified with that assistant salesman—the spirit of 
the very business itself in its entirety which per- 
meates every civilized community, conveying the 
message of the great achievements of men and 
machinery, the evolution of natural resources into 
indispensable economic products, giving to the 
public the opportunity to participate in the big 
things that are being done, leading the primitive 
by his boot straps and instructing him so that he, 
too, may meet his fellow men upon congenial 
ground. 

This is advertising that the business newspapers 
of the lumber industry present to their readers 
in every issue and a sound reason why advertising 
is an indispensable force in the great work that 
keeps men pitted against each other in the wonder- 
ful aim for improvement. 


Frost Pine Advertising for 1925 


The Frost Pine advertising program for 1925 
that will appear regularly in the business news- 
papers of the industry is a valuable one. It is 
our custom to present a new form of advertising 
anntially. This year will be no exception. Frost 
Pine demands the best that can be accomplished 
in advertising. It has always been a leader and 
that responsibility is accepted. In presenting this 
new form of business association with all Frost 
Pine representatives you will doubtless be inter- 
ested to know how our program is developed, how 
the thought, research and various parts that com- 
pose it are applied. 

The thought comes to me, and only after a very 
intensive investigation of numerous kinds of prod- 
ucts advertised, that there are many ways in 
which advertising appears in publications. Some 
concerns in a sense telegraph their communica- 
tions, leaving a great deal to the imagination. 
This method has been used for years, and con- 
tinuously repeated for months. The telegraph 
form is highly convincing when constructed with 
the type dress that attracts attention sufficiently 
long enough to have the message read. Then there 
is the decidedly art style where the best talent of 
artists is employed. Wherever art work is used it 
must be exceptionally good. A commonplace de- 
sign, a flippant or cheap humorous illustration, 
destroys the value of advertising. Advertising is 
a serious business. It is not something to be 
laughed at. Then, from another angle, there is 
the form pictorial that conveys in itself an imme- 
diate message. It has been the custom in the past 
for advertisers usually to use only one of the three 
or four kinds of advertising, and to rest content 
that one selection would in itself be sufficient as 
a selling associate to the traveling representative. 


We plan the advertising of Frost Pine quite 
differently. We do not follow any set rule of any- 
thing that has been used before. Each program 
is a new one. There is originality presented in 
every part of our advertising. Our work is always 
fresh and attuned to the high standards of Frost 
Pine and reflects the ideals of the founders of this 
business. Our aim is to merge many forms into 
one and to make each advertisement distinctively 
in itself something that has possibly never beew: 
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attempted before in business newspaper advertis- 
ing. It may seem strange that this kind of ad- 
yertising was never attempted before, yet I think 
ita fairly sound assertion to make that Frost Pine 
advertising, which will appear in newspapers to 
the trade during 1925, is something quite different 
from any that has ever appeared before. A study 
of this advertising will soon convince the reader 
that the object of welding together numerous 
forms, any of which would perhaps be satisfac- 
tory, is now successfully presenting Frost Pine 
advertising and a more thorough description of it 
can be easily determined in the following explana- 
tion. 


Directing Attention to Exclusive Product 


Primarily our object is to direct attention to 
Frost Pine, which is our exclusive product. After 
concentration upon that name the reader might 
say, “Well, Frost Pine what?” and you see, “Avail- 
able Always.” Therefore, Frost Pine, the product, 
jg available always. That is easily understood. It 
doesn’t mean that it is available some times, occa- 
sionally, frequently or at an interim. Quite to the 
contrary; it means just what it says, ‘Available 
Always.” Firmly imbedded into this statement 
are supply, resources and the opportunity always 
afforded the dealer that he can get what he wants, 
when wanted and in any quantity. Could any- 
thing be more convincing than the definition that 
is applied to these few words? 

Here is presented in radio bulletin design the 
name of the product and its availability flashed 
quickly before the mind. Attention is immediately 
arrested. Look through the business newspaper 
as rapidly as you will; attempt, if you can, to 
overlook seeing this radio bulletin design. You 
can’t miss it. That is a reason why it is there. 
This is one form of present day newness in ad- 
vertising. Blended into the bulletin is the trade- 
mark name which has appeared in the past in all 
advertising of Frost Pine. It needs no introduc- 
tion. It is a familiar and recognized symbol of 
super-quality lumber. Yet this emblem has pre- 
viously been attached to the signature. The rea- 
son for blending it into the bulletin was to tie 
up the trade-mark name and combine magazine 
style advertising with the business newspaper. 
At the right of the emblem is a suggestion which 
is termed a thumb-nail sketch, a finger-print de- 
sign, yet clearly presenting a definite relationship 
in the business of Frost Pine. The executive is 
shown directing sales of Frost Pine and guiding 
the expression to be conveyed by assistants con- 
cerning production and distribution of the product. 

Just in passing along, please note the effect ob- 
tained in designing the emblem, as well as the 
finger print sketch. ‘These require different treat- 
ment and they are the work of two different types 
of artists; yet one has evidently caught the man- 
ner of the other so that the finished product looks 
as if one artist completed the work. You can 
more fully realize the amount of preparation that 
has been necessary in completing Frost Pine ad- 
vertising. The artist is specifically qualified to do 
the particular work that best fits him. This seems 
apparently a small detail to mention, yet it is a 
highly important one because we must have per- 
fection in our work and the right way to get it is 
not to overlook even the minutest detail. 


The Telegraph Form of Advertising 


Directly under the illustrations of the trade- 
mark name and finger-print design is introduced 
what is termed the telegraph form of advertising. 
This particular kind of advertising 
name through conveying rapidly an expression as 
an answer to something that has been suggested 
or received by telegraph, or by letter or phone call. 
No general 


expression is used; words are not 
wasted. The answer comes in a direct business 
communicative, pertinent form; hence telegraphie, 


supplying all the information that it is intended 
to convey upon a particular subject. 

In reading the telegraph announcement you will 
find that nothing has been omitted. The answer 
is clear and clarified as much as is necessary to 
Impart the meaning that is intended in each ad- 
vertisement. Instead of presenting this telegraph 
form in a straight line-for-line manner it is ar- 
Tanged in what is termed an inverted pyramid ef- 
fect, the largest line at the top and the smallest 
at the bottom. There is a reason, too, for this 
Serles of typographical display. The text is much 
tasier to read. That is decidedly important. We 
want our messages to be read and to be believed 
In; that is why we build them so they can be 
easily caught by the eye of the reader and be 
readily conveyed to the memory to stay there. 
That is precisely what advertising is expected to 
do, Telegraph expression in all Frost Pine ad- 
Vertising varies from thirty to thirty-five words— 
nO more and no less; all pure English that every- 
one can understand. There are no frills, exag- 
serations or cut and dried phrases. Sufficient 
White Space is allowed at the sides, as well as 


above, to enable the telegraph message to be as 
effective as possible. 

The signature at the bottom, Frost-Johnson 
Lumber Co., is a new type design. It is very 
different from anything in the form of signature 
arrangement that has been in use for many years 
in advertising Frost Pine. Yet this particular 
kind of type-featuring, as you will see, blends most 
satisfactorily with the type above and the white 
space which surrounds the telegraph description. 
It also affords splendid balance for the radio 
bulletin at the top. Harmony prevails through- 
out in the construction of this advertising. Too 
often the desired effect is destroyed when numer- 
ous kinds of types are used as well as when over- 
conspicuousness is given to some part of the ad- 
vertisement. Outstanding features, to be agree- 
able to the reader, must necessarily be finished 
through with the use of-mechanical means, such as 
have been applied to the radio bulletin. The soft 
tones inlaid back of the type reduce every possi- 
bility of conflict with the remainder of the adver- 
tisement. 

In the final analysis of this new Frost Pine 
advertising, which is so completely described in 
this bulletin, the following will refresh your mem- 
ory. The radio bulletin at the top with Ben Day 
insert supplies a magazine effect which is similar 
to the advertising that appears in the prominent 
periodicals. This becomes more _ pronounced 
through the expression previously referred to, 
“Available Always,” as shown in the first adver- 
tisement of the series. ‘The trade-mark name 
merged into the bulletin, together with the finger- 
print illustration, the telegraph form of expression, 
and the new signature type design, present in all 
one of the most distinctive, at least graphically 
speaking, series of advertisements that has ever 
appeared in the lumber newspapers. Each finger- 
print illustration is made especially for the adver- 
tisement in which it is shown. There is nothing 
about this advertising that is “stock” or that has 
ever been used before. In that there is originality 
and newness. 

To Present Many Interesting Thoughts 


This new series as it will appear in the lumber 
newspapers, with a change for each insertion, will 


present many interesting thoughts on lumber ad- 
vertising, lumber production and salesmanship. 
The series is quite comrehensive, each as highly 
important as the one that preceded it, and all en- 
veloped in truth controlled. by the thought so as 
to maintain the dignity and conserve to the final 
degree the prestige that is so highly developed in 
the administration of Frost Pine, and not unmind- 
ful in the least of the great value that advertising 
is to business. 

In closing, just a few words. I am mighty 
pleased, and I know you will be equally so, with 
the associate you will have during your work this 
year. You will find him a charming companion, 
staunch friend; a fellow who never quits on the 
job. Should anything ever prevent you from keep- 
ing up your pace, you will know that your asso- 
ciate is covering the ground and doing his level 
best for you. 

This new form of Frost Pine advertising has 
been prepared for the future, as in the past, upon 
a high plane of business presentation and expres- 
sion, which in itself is only a well deserved com- 
pensation to Frost Pine. 


“Chinook’’ Portends Log Shortage 


MENOMINEE, Micu., Feb. 10.—The Wisconsin 
and northern Michigan ‘‘Chinook’’ of the last 
week has paralyzed logging operations and 
practically destroyed ice roads. Millions of 
feet of logs will be left in the woods to rot unless 
there is a quick change in weather, with a liberal 
fall of snow. The present February thaw ex- 
ceeds any previous record in logging operations 
in the North and many camps will be broken 
up in the next few days. This abandonment 
of operations will result in a serious log short- 
age, as the majority of northern mills depend 
upon sleigh haul for their log crop. The most 
serious result, however, will be the necessity of 
leaving millions of feet of logs in the woods 
until another winter, at which time their value 
will be almost nothing. 
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obtains its. 


S. M. Winchester & Co., of 
Chattanooga, Tenn., are mak- 
ing a specialty of the manu- 
facture of lumber from long 
leaved pine, with an extensive 
mill at Gadsden, Ala. Great 
excellence is claimed for this 
lumber for bridging, flooring 
and carbuilding; and they are 
shipping large quantities of it 
to northern markets. 


* & 
The Lumbering Co., in 
Bethlehem, Conn., has _ had 
thirty-four six-horse teams 


drawing lumber to their mills. 
One hundred and fifty men 
and two hundred horses and 
oxen are employed and more 
are to come. 

s 8 * 


Lumber is one of the most 
important branches of the 
commerce of Chicago, and it is 
estimated that nearly one- 
tenth of the population of the 
city is supported from this 
branch of the trade, not in- 
cluding 2,500 sailors and their 
families, * * *® Thereare 
no less than 160 firms in this 
city engaged in the maufacture 
and sale of lumber aside from 
the many establishments that 
consume it in manufacturing 
sash, doors, etc. The largest 
firms doing business are Lud- 
ington, Wells & Van Shaick; 
the Peshitigo Co.; N. Luding- 
ton & Co.; Kirby, Carpenter 





& Co.; Mears, Bates & Co.; 
Menominee River Lumber Co.; 
Pere Marquette Lumber Co., 
and F. B. Gardner. These 
firms have each as much capi- 
tal engaged in the trade as the 
largest national banks of the 
City are carrying.—From a re- 
port by William L. Southworth, 
secretary of the Lumbermen’s 
Association, entitled ““Chicago- 
1872.” 


+ * *% 


Michigan has a_ sawmill 
which recently cut 370,797 
feet of lumber in one day, a 
big story, but then Michigan 
is a big State—for sawmills. 


* * * 


They burn mountain ma- 
hogany and fir wood for fuel 
at Silver City, Idaho, at $9 a 


cord. 
* 8 


The average value of sawed 
lumber during the seasons of 
1871 and 1872 has been very 
nearly the same—not varying 
much from $14 a thousand 


feet. 
es 8 & 


From the foot of Lake 
Pepin to Hannibal, Mo., not 
less than 25,000,000 feet of 
lumber are frozen in, a large 
portion of it lying in the river 
exposed to danger on the 
breaking up of the ice in the 
spring. The greater part of 





this lumber belongs to Min- 
neapolis, St. Paul and Chip- 
pewa millmen. 


*% *% + 


The lumber sales of Du- 
buque for 1872 were 52,000,- 
000 feet, 17,000,000 full 
bunches of shingles, and 12,- 
000,000 lath. 


* * *% 


Thirty thousand acres ot 
pine land were sold last 
Wednesday at St. Cloud, Minn. 
The price paid was $1.25 an 


acre, 
* + * 


Bladon Springs, Ala., 

February 3, 1873. 
Dear Sir:—Can you give me 
any information in regard to 
the wooden railroads in use 
in some of the northern States 
and Canada? I have heard 
there are such roads in suc- 
cessful operation, and that 
they answer equally as well as 
the iron roads for light traf- 
fic, and at a much less expense. 

Yours truly, 
G. W. Souls. 


» 8 * 
A correspondent writing 


from Green Lake County, Wis- 
consin, under date of Dec. 30, 
informs us that the Fox River 
of the North has been so low 
that the lumber yards have not 
been replenished for fifteen 
months. 
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*Not included in general totals; represents 21 percent of cut in region. 
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National Production, Shipments and Orders 

WASHINGTON, D. C., Feb. 9.—The following statistics were compiled by the National Lumber Manufacturers’ Association: 

Softwoods: Production Shipments Orders 
ded: 1925, Jan. 31; 1924, Feb. 2— 1925 1924 925 1924 1925 24 
aiateees Pine ipeoclation 5 ibaa Seri AiR STE REE RE 74,680,873 73,842,952 74,411,750 85,351,278 73,296,100 74,494,194 
Weel Const LAMMDETINGH’S ASSOCIATION .0...cccccccsccccesvccesseeres 103,898,678 104,068,687 98,636,646 105,601,264 92,104,234 95,898,881 
Western Pine Manufacturers’ ASSOCiAation.........-.02 cece eee eeeee 17,886,000 18,412,000 28,452,000 23,459,000 24,526,000 28,700,000 
Pes Teen BORARIANIOD.. oc ccccsvcaecccenscscsetoretosvusie 8,789,000 9,033,000 7,824,000 7,482,000 5,762,000 6,564,000 
Seri COPGNG, Lind. BAPOCIBTIOR 6 ooo. sc 0.000.065.0020 cceece nes enveede ,683, ,691,656 4,911,930 6,874,253 4,696,945 8,034,600 
Northern Hemlock & Hardwood Manufacturers’ Association...... 1,713,000 307,000 2,325,000 967,000 1,399,000 1,798,000 
Northern Pine Manufacturers’ AsSOCiation..........eeee cece eeeees 5,253, 6,554,900 8,381,300 8,303,200 504,000 12,291,000 
Kmgto<cal igre? | 

Ne RN IE? | sw es ba Oi aed ee 00s. o eee wia bs kies aise see lem 215,904,411 218,910,195 224,942,626 238,037,995 210,288,279 227,780,675 

i ks: , Dec. 28 to Jan. 31; 1924, Dec. 30 to Feb. 2— 
gteien tees pom ort Pe Fi : pe aeS ELLE AEE 347,824,089 349,210,929 324,318,596 396,258,459 336,806,764 420,069,279 
West Coast Lumbermen’s ASSOCIAtION........... cece erence eee eees 462,607 ,447 461,267,100 6,266,438 465,918,828 428,718,660 490,680,206 
Western Pine Manufacturers’ ASSOCIAatION.......0 0.0 cece eee e ee enee 76,687,000 74,101,000 129,833,000 127,838,000 114,779,000 165,512,000 
California Redwood Association. .....ccccsccccccccccccccccccevsece 39,587,000 38,811,000 1947,000 35,970,000 37,317,000 37,959,000 
Manet COrnlne FANGS. ASSOCIATION s06 0,0 6.010 tis.006:0 06001066 sipeassevnaes 27,683,799 29,044,652 29,706,052 31,104,432 1327 ,843 44,416,600 
Northern Hemlock & Hardwood Manufacturers’ Association..... 14,678,000 8,060,000 12,227,000 8,235,000 9,766,000 11,498,000 
Northern Pine Manufacturers’ ASSOCiatiON..............cceeeeeeee 26,571,000 32,158,800 40,675, 36,659,700 11,000 48,472, 

RRR VO EE. coos ohio 0a se cess wien seisunes2GGtescssee tees 995,638,335 992,653,481 1,045,973,886 1,101,984,419 992,926,267 1, 218,607,085 
bd ia White & Sugar Pine Manufacturers’ Association 
a one week.. - SEV ESSERE MS CaN waa s Saeco Vee enan ns eee see S 2,508,000 7,093,000 5,922,000 13,343,000 6,267,000 13,475,000 

RIE L9G WOOERS 5 sis isin. dso0 08 san seeesTeaacseseseeesesa scene 22,220,000 26,123,000 53,143,000 61,012,000 54,102,000 rer 

8: 

ee Remaeats & Hardwood Manufacturers’ Assn., five weeks 28,226,000 17,899,000 17,815,000 12,115,000 15,787,000 16,569,000 





Pacific Coast Cargo Shipments 







spection Bureau: 


Approximately 45 percent of the 1924 lumber 
shipments of Oregon, Washington and British 


SEATTLE, WaSH., Feb. 7.—The West Coast Lumbermen’s Association has issued the following 
analysis of the 1924 cargo lumber shipments from Oregon, Washington and British Columbia, 
showing comparison with 1923, based on the annual shipping reports of the Pacifie Lumber In- 


waterborne business, combined with the Atlantic 
coast trade, represented approximately 66 percent 


Production 
Shipments 


The West Coast Review 


SEATTLE, WASH., Feb. 7.—For the week ended 
Jan. 31, 118 mills report as follows to the West 
Joast Lumbermen’s Association: 


. 103,898,678 
«++ 98,636,646 


7% above orders 

















Columbia was sold on water delivery, according to of the Pacific Northwest's lumber movement by OTrgers. «cscs 92,104,234 11% below production 
the annual shipping report of Pacific Lumber In- water. Other domestic markets accounted for 2 hi 
spection Bureau. percent additional, leaving the export trade at 52 Shipments— 
Notwithstanding loss of trade, compared with Percent. Water delivery: Feet Feet 
1923, in one domestic and six export markets, Washington, in 1924, shipped 2,759,590,094 feet PIOIICRMC! 456.6 6.601 weiss ei siaisl eis 28,717,570 
there was a net increase of 4.4 percent in the by water. Oregon, 1,199,539.529 feet. British EXpOrt . 2... sees esse eeeeee 14,641,286 
waterborne business, primarily due to the domestic Columbia, 506,262,318 feet. The Washington in- POCA] “Wate? C449) nis vcccccs os cemecers 43,358,856 
Atlantic coast markets’ gain of nearly 87 percent crease over 1923 was 5 percent; Oregon, nearly, | Rail, 1,684 CarSt..cccccccccuccceuccecee 50,520,000 
over 1928. : ' : 6 percent, while British Columbia had a loss of Local auto and team deliveries coal «A ie 4,757,790 
The extent to which ee Croat =e are 3 et eee ie British gore ee 
gaining in east coast markets is indicate ya to United States Atlantie coast markets increasec r ’ ants 
sein © Vin en 75 yarn - >= ae two wate, 55 percent during the year. Posen aomuaaias RP Ca Pea ert One pete ae 98,636,646 
placing t os territory nor = vot pen nl oA ae ste The details of the 1924 waterborne business com- ona 
—s a eee the greatest market for jared with 1923 are contained in the following bag nad delivery: . 
w a mg ’ at si dicigainils alice laheiation * —” Seat trol ars rhe fa oe 
. ; Ja Percent PS 015) ee ee ’ ’ 
Percent 1924 — oe Total water (39%)......ssseseeeeees 35,506,444 
iiaatins Sieatian aie dsdideee Mar tone Australasia— Lumber—Feet Lumber Beet Loss | Rail, 1,728 carst......-..00sosceesceees 51,840,000 
pBLiC—— 5 m4 eo» OC : vew Zeal a... 16, ’ 732, 27.5 40Ca é - i ee 
California. ...1,671,114,448 1,812,234,973 *7.8 ey — 6,205 Local auto and team deliveries 4,767,790 
a Lee. Pee fee Islands 6,323,763 4,820,782 31.2 Total new business............... 92,104,234 
as day VU, 000, 0,200,009 UU... Latin America : | 
ee SPS ee eee ang. ek. bali. 204,351 1,415,673 *85.6 | Unfilled orders 
ZONE ....+- 907,808 3, Bf 82. eae 3 83! ri 9.495 *27.9 WOVICRTIC CANRO 606.6: 5:06 cee eewsiecs seu ee 130,502,639 
Cuba 10,618,925 17,965,040 *40.9 | Ol: Se 6,83 3,160 9,479,4 wD E t 108,656,450 
coll eoocce ’ , « ’ ’ Central America 169,401 21,520 687.2 Ran. 5 330 . ae teste rere reco rceceecccccce 159'600'000 
teedn 68,971,588 65.178.280 5.8 West coast South All, O,¢ CORPO cc tcc bree teers boceene . A 
: iia ‘ ? ‘ pr rae America 107,836,964 83,177,473 29.6 en aa a 
Philippine = 62 Bast coast South ‘ UME Cin sna Mi ee nae bw el aaewe 398,759,089 
ca ee ee ee America ATRAES «SE OTAOO 270 | ance ture 
~ domestic 17,347,240 3,132,172 453.8 Atrica— ee ‘eile acmumna uate a » 
south Arica. . yt ’ at, yt » al. 
T ag - oe 7,239,184 2,761,334 162.2 
“—— domes 052,219,368 2,836,383,011 ienees oe re 94,444,764 50,595,471 86.7 Cc lif ° Pi Sal 
Orient— Unclassified export 9,188,769 6,935,877 32.5 alrornia rine es 
Japan ....... 691,919,844 861,774,447 *19. . mate —n - 
ae ee eee we er ATS ett aon Pa Total foreign.1,4138,172,578 1,439,318,014 rs SAN FRANCISCO, CALIF., Feb. 7.—For the 
Australasia— Grand total. .4,465,391,941 4,275,701,025 4.4 | period Feb. 1 to 7, the California White & Sugar 
Australia 237,979,206 236,994,068 4 *Indicates loss. Pine Manufacturers’ Association reports sales 


Of the 4,465,391,941 feet shipped by water, the Paéific Lumber Inspection Bureau inspected 3,464,- 


017,799 feet. 


In addition, the bureau, during the year, inspected 134,310,869 feet of lumber shipped by 


rail; and 203,120,907 feet of logs and 15,513,698 feet of bolts exported to Japan. 
Summary by Districts 
The 1924 summary of shipments by districts shows the following results: 








DISTRICT— Domestic Foreign Logs & bolts Total 
SRR OUTER gets dion icwainicie eae s 288,239,511 218,022,807 128,563,061 634,825,379 
RU eTSOUNO ni cipinswce 5 00:5 cunewanene 1,137,792,163 434,586,757 26,332,041 1,598,710,961 
SO eee mene 657,022,177 295,880,106 37,489,570 990,391,853 
WIGBOR: SAGEDOP oo coc scensecsscseves 145,696,011 29,455,887 1,750,741 176,902,639 
ee a eee 533,743,919 383,181,488 5,688,791 922,614,198 
WOURTIAY ied SensenSGabssiecaenen aus 279,106,657 62,664,458 18,810,401 360,581,516 

3,041,600,438 1,423,791,503 218,634,605 4,684,026,546 





Hemlock and Hardwood 


OsHKOsH, WIs., Feb. 9—The following is a summary, for comparative purposes, of figures as 
to the hardwood and hemlock movement supplied to the Northern Hemlock & Hardwood Manufae- 
turers’ Association by twenty to twenty-five firms that ordinarily ship about 30 percent of the 
total monthly shipments reported by all members, and shows averages for November, December and 
year 1924, with weekly figures and average for January: 


Hemlock 
Firms Cut Shipments Orders 


Period 
Weekly average— 

November ... .. 2,746,000 2,880,000 2,249,000 

December ... ..° 3,555,000 2,416,000 2,312,000 

1924 ......... «. 2,928,000 2,432,000 1,908,000 
Jan. 3.......... 21 3,245,000 2,232,000 1,933,000 
Se ae 20 2,589,000 2,147,000 1,525,000 
ee es 3 3,303,000 2,687,000 2,466,000 
Jan. 24......... 24 4,023,000 3,142,000 2,462,000 
RS : egegnae . 20 2,330,000 2,777,000 1,709,000 
Jan. average .. .. 3,138,000 2,597,000 2,039,000 





‘ Hardwoods 

Period Firms Cut Shipments Orders 

eekly average— 

November ... .. 2,072,000 3,612,000 3,334,000 

December ... .. ,952,000 3,287,000 3,321,000 

BORE. Siswiews Kee cag 3,598,000 3,154,000 2,908,000 
ee 21 4,493,000 2,914,000 2,535,000 
| See ae 20 5,203,000 3,101,000 2,363,000 
NS Oe 23 6,010,000 3,771,000 2,983,000 
Se eee 24 7,486,000 4,441,000 5,061,000 
OD: SRS 20 8,140,000 4,810,000 3,996,000 
Jan. average . 6,266,000 3,807,000 3,387,000 








as follows: 


California White Pine Mixed Pines 
Feet Feet 
Nos. 1 & 2 clr. 60,000 Common— 
i BElECE 64 xu0% 351,000 i a SP 2,0 
D SelECE. 6.60 112,000 i er 314,000 
No. 3 clear.... 391,000 a Ser 612,000 
Inch shop .. 89,000 IG Baccscces 47,000 
No. 1 shop.... 559,000 ie 160,000 
No. 2 shop.... 783,00 No. 1 dimen 209,000 
No. 3 shop.... 271,000 No. 2 dimen 89,000 
D&btr., short. 2,000 Timbers ...... 23,00 
Shop, sort... 6.000 Lin. ft. 
anel, Bi -++-: 000 Beveled siding— 
Panel, %”..... i to. 52,000 
Sugar Pine $c 
Nos. 1 & 2 clr. 175,000 
ee) ae 40,000 White Fir 
C er eoeeee Ribs 4 Feet 
oO. Crear...» ’ 
Inch shop ..... 10,000 ae. Aes 30,000 
No. 1 shop.... 230,000 “?.% ©° 84,000 
No. 2 shop.... 94,000 WO" oomt''! 56,000 
No. 3 shop.... 74,000 3° 5 GPmen’’: 202,0 
No. 3 clr., std. 24,000 \° oo” ae 
Shop, std...... 80,000 No. 2 dimen... 1% 
Douglas Fir Box 
CI ss ciaace 109,000 Mix. pine, 5/4 & 125,000 
Com., 4/4 a. w. 100,000 eae K 


Com., 5/4 a. w. 258,000 


Ties & timbers 22,000 Lath 
Dimension .... 119,000 Mix. pine— Pieces 
No. 1....0-0> $25,000 
oaeer a seknae 405,000 
Miscellaneous . 580,000 le 5,000 





\ ee 


pre 


wo 


As 





» 1925 


607,085 
475,000 


569,000 


Ww 


ended 
2 West 


rs 
luction 


Feet 


358,856 


520,000 
757,790 


636,646 


506,444 


840,000 
757,790 


104,234 


502,639 
656,450 
600,000 


759,089 


yr the 
Sugar 
| gales 


23,000 
uin. ft. 


"52,000 
45,000 
25,000 


Feet 
30,000 


124,000 


125,000 


Pieces 
825,000 
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—_—_— 


Record of Direct Sales of Douglas 


7.—Direet sales of Douglas fir from Jan. 26 to 31, inclusive: 


SEATTLE, WASH., Feb. 


Fir 


——-Sales—_— Prices : ——Sales——- ———— Prices 
y.g. flooring No. Feet No. High Low Spread Drop Siding 6” me Feet No. High Low Spread 
| RIAs reer 5 34,000 4 $54.00 $49.00 $ 5.00 NOw 2S BOGREP <a cccivcccece 51 261,000 S $39.00 $32.00 $ 7.00 
NO. 
No. ERRNO rere secre ee 254,000 8 49.00 42.00 7.00 IRR GE cheb Sagcen ns Cekemehadeas 24 109,000 6 32.50 27.50 5.00 
No, § I ie ee tra crerare seat a 28 173,000 7 33.00 24.00 9.00 Common Ne. 1, SiS— 
flooring— : : er DOGG. canaweuks hgbwdaaeee ewe 36 211,000 6 20.50 16.50 4.00 
” f oe ang better ....<6<.. 18 121,000 6 31.00 27.00 4.00 PN Me Re Red oh ie 9 9 ) . 2900 8 00 
' ? | gacBhene ietyeiie 9 86,000 .5 26.00 20.00 ~—- 6.00 i Olga ; weet oe 
Pa No. 2 and better ......... 18 52,000 4 38.00 35.00 3.00 oe .-— =e + <a ae “a 
one ’ oe, > See Se) Hee © S@tccccrecvescsccccse A) A’ ©) Sh wr a 
No. and better...........-. 16 26,000 4 = 68.00 ~~ 65.00 3.00 aa Petia anaeeieinsicae Fr Te 000 7 31.80 17.50 £00 
Finish— 7 ; a , 7 saa aiuiaeteaa 99. . i Sete esecesdeseess 0 41:000 . 24°5 19. 2. 
Do petenseicccscresesecenne 20 64,000 4 58.00 51.00 7.00 2x67 88", oe 20 41, ‘ 24.50 19.50 5.00 
basing OE ME vin cas ccsceess 19 38,0005 66.00 = 58.00 8.00 ee sc Mee 4 BO 71 68 
, 5/8x4” Lath 
eyed MGREGH xcs ccdes §2 285,000 6 30.00 26.00 4.00) RIP. ocavceektuciewnaecevengvant 14 - 524,000 10 4.90 3.05 1.85 
MAO gine csevecesecseessccsee 15 91,000 AY 23.00 20.00 3.00 CON” i.dwalnda needa wat daceeics 3 80,000 2 5.00 4.00 1.00 
a _- 





Northern Hemlock 


QsHKOSH, Wis., Feb. 9.—The 

prepared the following data as to December, 

woods and hemlock, and stocks on hand Jan. 1, 
December, 1924, Statistics 


Unsold 

Production Shipments Dec. 31 
an pie we isve 441,000 627,000 2,988,000 
Sevseed 2,581,000 2,964,000 22,955,000 
BOO. cece 307,000 GENO wna ccs es 
acer . 793,000 9,020,000 31,050,000 
Tis ..s0s+s 3,562,000 2,670,000 12,629,000 
Waple ....-. 10,360, "000 9,342,000 47,065,000 
(MASc 102,000 239,000 1,466,000 
era 3,777,000 TO oa wre scie rn wie 


All hardwoods 26,923,000 
Hemlock, 1x2” 17,964,000 


Total 44,887,000 42,719,000 259, 006, 000 


The figures for twelve months, Jen. 1 to Dee. 
31, 1925, make the following percentages of the 
corresponding period of 1924: Propucrion—aAll 
hardwoods, 89 percent ; hemlock, 79 percent; total, 
85 percent. SHiIrpMENTS—AI] hardwoods, 75 per- 


26,820,000 118,153,000 
15,899,000 140,853,000 

















Northern Hemlock & Hardwood Manufacturers’ 


& Hardwood Data 


Associution has 


1924, production and shipments of northern hard- 


1925: 


Stock Summary Jan. 1 
HAkDWOOD— 


Unsold—- 
BM otc erk dicted ca es 69,955,000 
NNN ai i woah Sea) shale a1 48,198,000 
Total unsold...... 118,155,000 
RUN eke a dein ead ae 52,349,000 
"TOtG) WARRWO. 6.62 va deieeeens 170,520,000 
IIkEMLOCK— 
Oe es cc oe eas 140,855,000 
a 16,277,000 
Other thicknesses ..... 1,437,000 
"ROtA) WORIOON «6 ncc ds cccecnwss 158,567,000 








cent; hemlock, 75 percent; total, 75 percent. Total hemlock and hardwood, . 229,087,000 
Hardwood Stocks on Hand Jan. 1 by Grades 
Sold ————Unsold— - Sold - Unsold——--—— 
Dry & green Dry Green Dry & green Dry Green 
ASH— Sorr ELM— 
SS ae ee 1) 1 Pere 7) ae 185,000 CD? eke wawade 
Oe) A erat ee 3. 0)" |, ree ROR is uke Cesaanees PIC Eee 
0 4 ae MOND? vores ds bid were BOl URE ea ccewes yO | ere 
No. 1 & btr 16,000 GERM ae wiocic'e ais No. 1 & btr 277,000 154,000 84,000 
No. 1 com... 12,000 SHOMEM. -cagw. bce eae No. 1 com... 43,000 VENEER, os (ov oh agar 
No. 2 com... 58,000 CoC) eee No. 2 com... 178,000 551,000 95,000 
No. 3 com... 490,000 715,000 434,000 No.1&2com. ......... MINCUME i nica eal 
No. 2 & btr.. 829,000 881,000 661,000 No. % com... 1,259,000 1,022,000 1,236,000 
No. 3 & btr.. 45,000 54,000 5,000 No. 2 & btr.. 2,480,000 3,144,000 2,347,000 
-_ —— —- No. 3 & btr.. ZR ences kus 18,000 
1,450,0 1,888,000 1,100,000 nea eee . ——_— 
Basswoop— ew "4,449,000 5,034,000 3,780,000 
Bs oes: «3 632,000 580,000 277,000 OAK— 
BBM BOL... cds eee was FOG. “a4 ceiscacwe WA cicada, Bese ceene 33.000 147,000 
Selects ...... 40,000 GOOG vcscdsis tee Sie ee eine ak cal tab watorats rT || rere 
No. 1 & btr 1,150,000 1,976,000 1,675,000 No.1 & btr.. ......... 27,000 285,000 
No. 1 com 558,000 1,392,000 G50 000 No. © COM... ccense. 4,000 10,000 
No. 2 com 1,427,000 2,016,000 EGIEOGGG No. 2 COM... ce ccenucs 7)” ae heems 
No. 3 com 1,166,000 4,367,000 2,126,000 No. 3 com $0,000 126,000 135,000 
Merde 2 COM, ico se.0406 v1) eae No. 2 & btr 939,000 371,000 170,000 
No.2 & btr.. 1,947,000 3,920,000 1,802,000 No. 3 & btr. 80,000 25,000 83,000 
No. 3 & btr. . 422.000 354,000 SER er as “khbaGaaee Aesaaesee. donseueal 
Sel. & btr.... MOU” kacilancux “heuewaces NO 0 a COM ae ctenek: Kwacewens "“sened eau 
7,361,000 14,635,000 8,320,000 1 09! ), 000 636,000 830,000 
Birncu— HARD MAPLE- ’ 
LL ia 650,000 1,843,000 739.000 WAS. 2.0006 4 052,000 302,000 159,000 
Sel. & btr 184,000 PCJ | ee POMOE Aone dae ee seemed TE asieweewase 
MOM in. 5 ens wis oes ro rere FAS & sel 48,000 GARG  .caxicwean 
tT ee es ee No. 1 & bt 2,893,000 6,414,000 2,653,000 
No.1 & btr 1,923,000 4,774,000 2,153,000 No. 2 com... 2,493,000 729,000 982,000 
No. 1 com 2,686,000 1,381,000 872,000 No. 3 com... 3,894,000 9,064,000 6,595,000 
No. 2 com 2,793,000 1,627,000 1,869,000 No. 2 & btr. 3,567,000 5,819,000 4,675,000 
No. 1 & 2 com 34'000 633,000 597,000 No. 1 com. 1,110,000 1,150,000 1,101,000 
No. 3 com... 6,828,000 3,383,000 4,973,000 No.1 &2com. 2,775,000 1,035,000 1,128,000 
wo. ; é btr. 1,757,000 3,116,000 2,348,000 No. 3 & btr. FOMOGO vce adenks 120,000 
eee. TARO cccrccsee. caaiecarns - - - a 
™ 748, ee eres a as 18,034, 000 25, 145,000 17,413,000 
¢ 3,601,000 Sorr MarLe— 
Rock ELM— sieseceascnnellliaanin sien ieiasamnt OEE oiacecda déaxewess 42,000 45,000 
0. 1 & btr 100,000 36,000 Mit. Caleta. ices ss cw ence MN ie. arsnliicks 
No. 2 com 12/000 444°000 76.000 Sel. & bir.... ......--; fo  Aiiaptitpecie s 
% 3 com 162,000 664,000 111,000 No. 1 & btr 15,000 120,000 176,000 
0% 2 & btr 1,278,000 1,314,000 1,184,000 No. 1 com... «000+. 81,000 43,000 
ON... accces "5,000 27,000 No. 2 com 203,000 62,000 105,000 
FAS ra OAin nec, Pawn No. 3 com 103,000 222,000 153,000 
No.1 & 2 com. MEN succcives socataeas No. 2 & btr 475,000 2,163,000 1,280,000 
1,578,000 2,463,000 1,352,000 796,000 2,705,000 1,802,000 
Hemlock Stocks on Hand Jan. 1 by Grades 
1- and 2-inch—————_ —— Other 
Unsold, all lengths, dry and green Sold, dry and green thicknesses 
1x4 & wdr. 2x4 & war. 1-inch 2-inch on hand 
a gechatnw ana ehadecs 2,266,000 23,810,000 745,000 en 826,000 
Mecha san aaoks sid Aaknidade seis 6:879.000 55,771,000 1,583,000 6,839,000 611,000 
wa kelaas a Giles sc ok igs GW Wiscales oe ase 13,302,000 272 2°000 1,949,000 rere ry 
0 ; Ae eee Masekinee ares 5,854,000 30,114,000 1,044,000 2,979,000 ...... ‘ 
OS ich eat te ahi 17,856,000 122,997,000 3,644,000 12,633,000 1,437,000 
Totals, unsold and sold, 1 & 2”...... 140,853,000 16,277,000 








National Analysis 


WASHINGTON, D. C., Feb. 9—The National 
Lumber Manufacturers’ Association has issued 
the following analysis for the period ended Jan. 
31, orders and shipments being shown as per- 
centages of production: 


During During 5 
Week Ended Wks. Ended 
Jan. 31 Jan. 31 
No. of Ship- Or Ship- Or- 


Associations— 
Southern Pine 
West Coast 


mills ments ders ments ders 
awe 130 =©100 9S we 93 97 
118 bP So 103 98 


Western Pines ...... 3 159 137 169 150 
Cant. PIMOS cons ws 10) 236 250 239 243 
Calif. Redwood ..... 15 89 66 83 94 
No. Carolina Pine.... 39 33 128 107 99 
No. Hemlock & Hdwd.; 15 7 56 70 60 
Northern Pine ...... & 160 162 153 144 

£369 105 98 107 102 


*Represents 21 percent of cut in region. 
yIncludes hardwoods and softwoods. 
tLast week there were reports from 384 mills. 


North Carolina Pine 


NorFOLK, VA., Feb. -The North Carolina 
Pine Assoc siation mi is ‘the following analysis 
of figures from 41 mills for the week ended 
Jan. 31: 





Percentage of-—— 
Production Ship 
Production— Feet Normal* Actual ments 
Actual 6,458,795 63 wee oa 
Normal 10,200,000 a =e a 
Shipments ... 8,401,567 $2 130 ata 
Orders? <<. ° 5,904,945 58 91 an 


*“Normal” is based on the amount of lumber 
the mills would produce in a normal working day. 

7As compared with last week, there has been a 
decrease in orders of 29 percent; but last week 
there were reports from 48 mills. 


> o ge. 
Oak Flooring Statistics 
The Oak Flooring Manufacturers’ Associa- 
tion has prepared the following statisties for 
the weeks ended as shown, and comparative 
periods: 





1925— Production Shipments Orders* 
IEG’ wa cawacs 8,104,000 7,709,000 8,744,000 
WG AMR, 6 nacenes 8,236,000 6,908,000 6,971,000 


Dec. 29, °'24, to 
Jan. 31, _ 1925. . 39,835,000 
Dec. 31, °23, to 


34,245,000 31,249,000 


Feb. 2, i934. 28,793,000 30,666,000 38,118,000 
733 mills. £35 mills. 
*Orders booked for the week ended Jan. 81, 


were 8 percent over 
were 


production, 


( and shipments 
5 percent under production. 





Western Pine Summary 


PORTLAND, OrE., Feb. 7.—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Jan. 31 from 
thirty-four member mills: 

Percentages of 


Ship- 
Production— Cars7 Feet Cut ments 
Normal 30,325,000 
Actual 17,886,000 
Shipments 1,073 27,898,000 159.07 
Local deliveries 554,000 
Total shipments.... 28,452, 52,000 
Orders— 
Canceled .. 8 208,000 
OG ccéas 922 23,972,000 137.12 86.20 
On hand.... 4,164 108,264,000 


+Car basis is 26,000 feet. *Local sales included. 

Bookings for the week by thirty-four identical 
mills were 98.40 percent of those of previous week, 
showing a decrease of 390,000 feet. 





ere eR 


46 AMERICAN LUMBERMAN 


FEBRUARY 14, 1425 





Stock Report of Coast Mills 


SEATTLE, WASH., Feb. 7.—The Feb. 1 stock report of the West Coast Lumbermen’s Association 


is as follows: 
Stock report 


116 mills 124 mills 

Feb. 1 Jan. 1 
Flooring, v.g. No. 2, 1x4”..... 8,133,000 9,001,000 
Flooring, s.g. No.2&btr., 1x4”. 3,802,000 4,010,000 
Dr.siding(106), No.2&btr., 1x6” 3,304,000 2,930,000 
Ceiling, .No.2&btr., %x4”...... 6,079,000 5,837,000 


No. 1 81S or shiplap, 1x8”....17,057,000 15,200,000 
No. 1 SIS1E & rough, 2x4”...39,830,000 37,785,000 
ee a ae ae ee re 23,653,000 26,174,000 


Ninety-one identical mills Item comparisons 
Percent No. 


Feb. 1 Jan.1 increase mills Feb.1 Jan. 1 
7,747,000 7,575,000 2.27 67 121,388 140,641 
3,573,000 38,434,000 4.05 62 61,323 70,351 
3,180,000 2,495,000 27.45 48 68,833 66,591 
5,881,000 5,501,000 6.91 61 99,656 94,145 


15,944,000 14,330,000 11.26 70 243,671 223,529 
37,197,000 35,989,000 3.36 79 504,177 466,481 
21,532,000 20,562,000 4.72 62 381,500 373,914 





| California Redwood Data 


San Francisco, CAuir., Feb. 7.—The follow- 
ing information is summarized from the Cali- 
fornia Redwood Association’s report for the 
week ended Jan. 31: 

7 Redwood—————_,._ White 


No. 0 Percent of wood 
mills Feet production Feet 


Production .... 15 8,789,000 100 2,775,000 
Shipments ..... 15 7,824,000 90 1,454,000 
Orders— 
Received .... 15 5,762,000 65 930,000 
On hand ..... 14 34,348,000 ieee 5,969,000 


Detailed Redwood Distribution for Week 


Shipments Orders 

BO, CRUTOTMIA® ivsicsecsscs 3,391,000 3,330,000 
Southern California* ...... 1,682,000 1,060,000 
Lae rare ,000 57,000 
SS rer er re 2,042,000 1,267,000 
eer cesses. Weauen 48,000 
co) ec ere rier 7,824,000 5,762,000 





*North and south of line rynning through San 
Luis Obispo and Bakersfield. 

*Nevada, Arizona, Oregon and Washington. 

tAll other States and Canada, 





Northern Pine Stocks Decreasing 


MINNEAPOLIS, MINN., Feb. 10.—The report of 
Walter Ellinger, secretary Northern Pine Manu- 
facturers’ Association, shows that for the week 
ended Jan. 31 sales were 3,000,000 feet in ex- 
cess of production. The supply of stock on 
hand is therefore decreasing steadily. Last 
week eight mills manufactured 5,253,000 feet, 
shipped 8,381,300 feet, and sold 8,504,000 feet. 


Esteemed by Old Employees 


EvERETT, WASH., Feb. 7.—Although still a 
young man, R. Hambidge, treasurer and gen- 
eral manager of the Canyon Lumber Co., was 
pleasantly reminded the other day that he has 
crossed the Osler deadline. Dick was caught 
off guard by a delegation of old employees, 
headed by Earl G. Johnson, who has been with 
the organization for more than seventeen years. 
The spokesman held a suspicious-looking pack- 
age. ‘‘You have had the temerity to have 
another birthday,’’ said Earl to Dick. ‘‘ Young 
as you are, we know that you are at least sixty- 
two years old; and we recall the last decade 
and a half with mingled feelings of gratitude 
and affection, for throughout that interval we 
have had the good luck to be closely associated 
with you. While we can not put a brake on 
the wheels of time, we can at least tender to 
you a marker; and we are now placing in your 
hands such a token, which we hope you will 
cherish. May it long be with you, in keeping 
with the deep regard your helpful attitude and 
friendliness have aroused in us.’’ Having 
launched his pretty little speech, Earl dropped 
the package into Dick’s astonished grasp. It 
proved to be a handsome gold watch and chain. 
Dick is a man of few words; and he probably 
made the record for brevity in stammering his 
acknowledgments; but he certainly told the 
delegation he appreciated what they had done. 
There were thirty-seven ‘‘old-time’’ Canyon men 
in the party. The watch is suitably engraved, 
setting forth the esteem in which they hold the 
manager of the big plant. 


ST ERA EREERAELAAAAE, 


THE TIMBER resources of California are val- 
ued at $750,000,000, an amount sufficient to 
start a bank account of $220 for every man, 
woman and child in the State. 





Oak Flooring Stocks 


The Oak Flooring Manufacturers’ Association 
has prepared the following statistics as to stocks 
on hand Feb. 1: 








Per- 

Stocks Unfilled cent 

on hand orders sold 

SOMES nkess veeeee 4,809,000 2,310,000 48 
IRE ne ete 856,000 497,000 58 
SPREE Sin acuscaee 14,239,000 29,209,000 205 
Total 49” ......19,904,000 32,016,000 161 
RR el ye era es 7,242,000 3,852,000 53 
ee seassine haus 5,372,000 3,011,000 56 
"Total 36”) veces 12,614,000 6,863,000 54 
| || alll a a a 2,387,000 781,000 33 
ROME. fp dsc owen Meer 2,957,000 2,986,000 101 
Total 14” . 5,344,000 3,767,000 70 
EN 6hiea teens 426,000 161,000 38 
We newwnons ate tow 4,894,000 5,374,000 110 





Total ff,” ...... 5,320,000 5,535,000 104 
Grand total... .43,182,000 48,181,000 112 


Comparative Percentages of Stock Sold 


Feb. 1, Jan. 1, Feb. 1, 

1925 1925 1924 

BR Storck Ted ges Meee 161 205 177 
| dell Me SR LOT AN BE oi 54 65 99 
MET! & Gest nme eimimousrs 70 63 124 
Be ee oes he lads 104 109 223 
112 131 152 





Southern Pine Barometer 


New ORLEANS, La., Feb. 9.—For the week 
ended Feb. 6, Friday, one hundred twenty-eight 
mills report as follows to the Southern Pine 
Association : 

Percent Percent 
of pro- of ship- 


Carst Feet duction ments 
Production .. .... (lot! re 
Shipments .. 3,318 69,843,900 9408 2000s 
Orders*— 


Received .. 3,123 65,739,150 89.35 94.12 
On hand end 


week ...12,535 263,861,750 ..... pinata 


*Orders on hand showed a decrease of 1.53 per- 
cent during the week; 130 mills contributed to 
previous week’s report. 

{Based on December average load, 21,050 feet. 








To Furnish Statistical and Credit Data 


Detroit, Micu., Feb. 9.—The Lumber Service 
& Credit Co. has been established in this city as 
a distinct and separate organization from the 
Detroit Lumber Dealers’ Association which will 
remain in existence for social and civie purposes. 
The new company has leased the offices previous- 
ly oceupied by the Detroit association at 710 
Donovan Building, and already is arranging for 
additional space and the opening of new depart- 
ments. The officers of the company are: J. C. 
Cremer, president; Frank Day Smith, vice presi- 
dent, assistant secretary and treasurer. 

The new organization will issue market re- 
ports from time to time based upon the actual 
selling prices. Service contracts are being made 
with individual dealers with a view to conduct- 
ing the business on the same principle as the 
commercial rating agencies. No membership 
meetings will be held and relations with deal- 
ers will be entirely from a service standpoint. 
The plan of the new organization has been care- 
fully examined by legal counsel and is recom- 
mended to Detroit lumber dealers as preferable 
to the unincorporated association plan. The 
principal functions of the service company will 
be the furnishing of statistical and credit in- 
formation to the retail lumber trade of this city. 
Among its suhseribers are a number of Detroit’s 
leading yards. 


British Columbia Lamber Trade in 19% 


WasuHinoTon, D. C., Feb. 10.—Axel H, Oy. 
holm, chief of the lumber division, bureau of 
foreign and domestic commerce, has made pub. 
lic a report by Consul Harold S. Tewell, of Vap. 
couver, B. C., on the British Columbia lumber 
trade of 1924. In this report Mr. Tewell says 
that from a business standpoint lumber many. 
facturers and exporters in British Columbig 
look with no regret upon the passing of 1924 
Although there was an increased volume of bugj- 
ness during the year, the gradual decline jp 
prices netted very small profits. 

The Provincial Government is reported to haye 
determined the average cost of manufacturing lum. 
ber in British Columbia during 1924 as $24.30 4 
thousand feet, and the average selling price ag 
$24.45, compared with an average selling price of 
$26.35 in 1923 and $38.43 in 1920. 

The consul says the year opened with fair 
prospects, but unfavorable economic and politi- 
cal conditions in the principal export markets 
soon made it certain that the lumber trade would 
be seriously affected. Reports were broadcast 
from time to time presaging the imminent im. 
provement of foreign markets, but the orders 
failed to materialize. A buyers’ market prevailed 
during the summer with influential exporters 
carefully adjusting their purchases to cause the 
least disturbance to prices and production. The 
placing of orders for British railroad cross ties 
totaling approximately 30,000,000 feet, was the 
outstanding event of the period of depression, 
and was followed by the long anticipated im- 
provement in prices that eventually materialized 
late in November. 

Taking Vancouver shipments as # criterion, ex- 
ports from British Columbia to the Orient during 
1924 showed an increase over 1923 of about 30 
percent; to American Atlantic ports, 50 percent, 
and to the United Kingdom and Europe, about 
120 percent. Exports to “casual markets’—South 
Africa, India, Central and South America, Egypt, 
Fiji ete.—were almost double the exports to those 
markets in 1923. Shipments to Australia and 
New Zealand, however, showed a reduction of about 
40 percent below 1923, the principal decrease un- 
doubtedly being in exports to the former country, 
which apparently found American markets more 
favorable. 

The consul reports that to the exhibition of 
British Columbia woods at Wembley is given 
much of the credit for increased sales of lun- 
ber from Vancouver in the United Kingdom in 
1924, and the announcement that the exhibition 
will continue in 1925 is considered as an augury 
of increased orders from that market. Concern- 
ing the domestic trade, Mr. Tewell says: 

The construction program in Vancouver already 
totals $10,000,000 it is said, and it is unlikely that 
fewer dwellings will be built here during the year 
than in 1924, when over two thousand _ houses 
were completed at an average cost of $3,000 each. 
Building throughout the Province will doubtless be 
carried on on a similar scale. 

There is some skepticism as to whether the 
Canadian prairie markets will provide much more 
business in 1925 than during the last year. Farm- 
ers probably will require the return from_the last 
crop to discharge existing obligations and it may 
take another year of good crops and good prices 
to put the agricultural section in position to finance 
much building and repairing, badly needed 48 
these improvements may be. 

The American rail trade, however, apparently 
is looked upon more optimistically, both as Te 
gards midwestern markets and eastern industrial 
demands, particularly for railroad materials. The 
Atlantic coast market as well is considered 4 
very promising source of lumber orders during the 
year and British Columbia shippers confidently 
expect to participate in business from that section 
if any undesirable tendency to rapidly increase 
prices rapidly can be controlled. 


SRR AAAE: 


Veneer Drying Plant Burns 


EVANSVILLE, IND., Feb. 9.—The drying plant 
of the Evansville Veneer Co. here was destroyé 
by fire on Thursday, Feb. 5, with a loss of 
about $100,000. Two men, Charles Wilder, and 
J. R. Peacock, night foreman, lost their lives ® 
the fire. Wilder was cut off from escape and 
was suffocated before other employees could 
reach him. Peacock’s body was found i the 
debris several hours after the fire. Other oe 
ployees say that he had started to turn in the 
alarm when he was trapped. Thomas Venders, 
another employee, was badly bruised and su 
fered burns. The building was filled with fin- 
ished lumber. It is expected the plant will 
rebuilt at once. , 
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MILWAUKEE, WIS., 
Feb. 10.—The famous 
fraternal and function- 
ing Wisconsin Retail 
Lumbermen’s_ Associa- 
tion opened its thirty- 
fifth annual convention 
this .afternoon in the 
Pfister Hotel. Indeed, 
the crowds began to 
gather early this morn- 
ing, and the 125 exhibi- 
tors appeared yesterday 
with their countless 
signs and banners and 
their displays of goods 
which have turned the 
first four floors of the 
Pfister into a rather 
complete exposition of building materials and 
services. The hotel swarms with lumbermen 
and ladies, and the crowds seem to be in a holi- 
day spirit as they trample each other’s toes in 
the corridors and shout greetings to everybody. 
(. H. Ketridge, the dean of lumber writers, 
said with tears in his eyes, ‘‘Coming to this 
meeting is coming home.’’ Apparently the 
hundreds of visitors agree with him. 

But if the visitors come to renew old ac- 
quaintances, they come to attend the meetings, 
too; and when Secretary Montgomery pounded 
the gavel to begin the meetings promptly on the 
hour, the big hall was full; and within a short 
time people were standing along the walls. 

The President’s Address 

After Alfred Hiles Bergen had sung a group 
of songs, an usher brought in a great basket 
of roses which were presented to President Wil- 
liam Fountain, from ‘‘His Appleton Competi- 
tors’? When the applause had died down, 
President Fountain delivered his presidential 
address, 


It is a sincere and honest pleasure to welcome 
you Wisconsin lumbermen to this our thirty- 
fifth annual convention. I extend to you my 
most hearty greetings, because I feel that this 
will be one of our most valuable and worth- 
while get-togethers in the thirty-five years of 
our existence, 

I want to review briefly the year 1924, because 
of the bearing it has on conditions that confront 
us for 1925. A year ago, when we stood here 
gazing into 1924, we can not deny that optimism 
was a valuable asset. We needed all of the 
optimism we could find after our experience of 
1923. The year 1924 opened with general condi- 
tions quiet, but with our optimistic hopes very 
Much in evidence. During the early spring 
months business proceeded at a fair rate, In 
April a definite downward trend set in. Bus- 
iness throughout the summer, as a whole, was 
unsatisfactory, although there were a few bright 
spots throughout ,our territory to give us hope 
and cheer. A hopeful note appeared in August, 
the advancing prices for many farm products. 
It later developed that this marked the long 
awaited turn for the better in agricultural con- 
ditions. The results of the November election 
brought about one of the most remarkable 
reversals of sentiment in the history of Amer- 
lean business. A vigorous optimism sprang up 
almost overnight. The prices of stocks and 
bonds immediately started upward. The com- 
Mercial circles responded in like manner. Freight 
carloads reached record figures. There were 
other signs of revival in all lines. 


Sees Slow, Steady Improvement 
The year 1925 opens to more hopeful condi- 
— and hopes rest upon more solid founda- 
=< than in any year since the war. While 
ioe renee, particularly of housing and bus- 
po 8 buildings, has been largely overcome, yet 
ntinued high “real wages’’ and general pros- 
Oe, will create a continued demand because of 
nan standards of living, and the insist- 
or more elbow room and better housing 
oe One striking feature in the mainte- 
effect of Increased construction activities, is the 
ire which the automobile has had in increas- 
& demand for roaa construction, and in caus- 


JOHN M. RODGER, 
Fox Lake, Wis. ; 
Elected President 





Wisconsin Retailers Enjoyed Annual— 


Friendly Crowd Filled Convention Hall— 
District Clubs Have Proved Their Value 


ing the movement of population in many of our 
towns to new housing in the suburbs. Among 
conservative financial and business authorities, 
it may be truly said that the opinion for once 
is unanimous that the spring and summer hold 
good promises for general business, with a pos- 
sible continuance throughout the year. Some 
of the business forecasts for 1925 are obviously 
too rosy. In my opinion we will all be in a much 
safer situation if we simply look for a slow 
but steady improvement, taking the outbursts 
of our professional optimists with the customary 
“grain of salt.’’ 
Should Purchase Standard Sizes 

The standardization of lumber sizes has had 
the undivided attention of every branch of the 
industry. Some dealers apparently feel that they 
have nothing to do with this matter, that it 
makes no difference what sizes of stock they 
buy. This is wrong. All retailers should pur- 
chase only those sizes specified in the American 
Lumber Standards, which became effective for 
one year beginning July 1, 1924. 

Our relations with the National Retail Lum- 
ber Dealers’ Association have been most happy 
and harmonious. The National Retail continues 
to be one of the soundest assets of the retail 
lumber business, and deserving of the unanimous 
support of all lumber dealers everywhere. The 
National’s uniform cost accounting system has 
received the serious attention and deep thought 
of every dealer interested in the most important 
subject, ‘““My Cost of Doing Business.’’ The 











hope and salvation of our business lies wholly 
in the true knowledge of our costs. 


Will Join Hoo-Hoo; It Creates Harmony 


I commend to every member of the associa- 
tion, and to all lumbermen generally, member- 
ship in the Concatenated Order of Hoo-Hoo. I 
have noted the harmonious feeling which this 
organization has brought about among all the 
branches of our industry. I do not know as 
much about this organization as I would like 
to, but because of its accomplishments it is my 
purpose as your president to seek membership 
in Hoo-Hoo at its meeting in the Red room 
tomorrow night. In my journey through what 
are called the “Gardens” and the “Onion Beds” 
I will need company, and 1 would like those of 
you who are not members to make application 
for membership with me. 

Secretary Reviews Activities 

President Fountain then called upon D. 8. 
Montgomery, the popular secretary, for his re- 
port. Secretary Montgomery said: 

It is gratifying to report that 1924 witnessed 
the progress of the Wisconsin Retail Lumber- 
men’s Association in many lines of activities. 
Our total membership has now reached the 
substantial figure of eight hundred through the 
addition of forty-five new members during the 
year. Our percentage of membership is now 
ninety-four of all possibilities, an outstanding 
proportion in association work. We will soon 
reach the limit of numerical growth, but I am 
sure we will never reach the limit of service to 
our membership. 

If you were to ask me what one association 


activity left its deepest 
imprint on last year, I 
would answer with pro- 
found emphasis, “Our 
lumbermen’s clubs.’” We 
now have eight active, 
splendidly officered, en- 
thusiastic district clubs, 
covering three-quarters 
of the State. Two or 
three groups are still 
needed in northeastern 
Wisconsin to completé 
our club organization 
work. The plan of ac- 
tivity which we have 
followed in our club WILLIAM FOUNTAIN, 
meetings has been to Appleton, Wis. ; 
devote each meeting to Retiring President 
one definite subject. For 

example, we have had meetings—such as lien law, 
traffic, cost accounting, prepared roofing, coal, 
plaster and plaster products and sash and door 
meetings—at which it has been our policy to 
invite the manufacturers and their salesmen to 
participate. Most of our troubles as retail lum- 
ber merchants are due to misunderstandings, 
either among ourselves as competitors or be- 
tween ourselves and the manufacturers, but 
when we get together in little friendly groups 
for an earnest discussion of our troubles, sitting 
together at the luncheon or dinner table, tne 
little, petty troubles, as well as some of the 
larger difficulties, just seem to vanish in thin 
air. Business between friends is always pleas- 
ant. These club meetings strengthen old friend- 
ships, as well as develop new friendships, and 
for that reason alone, if for no others, I believe 
that the district club work should be developed 
to the fullest extent. 

The various departments of our association 
are so well organized that it will not be neces- 
sary for me to discuss in detail the work they 
have done. The legal and legislative depart- 
ment will be discussed later on by Mr. Drought; 
the traffic department, by Mr. Elkinton; the 
cost accounting department, by Mr. Colman, 
and the plan service department, by Mr. Bran- 
ton. 





Insurance Company Makes Gains 


Co-incidental with the association growth has 
been the growth of the insurance company. 
While the stock companies report that results 
in 1924 were not satisfactory, your company 
shows an increase in premiums of 10 percent, 
with a total of $94,000; increase in new insurance 
of $1,500,000, a 20 percent gain, with a total in 
force of $8,750,000. All of this in spite of the 
reduction in rates and the bitter competition 
which prevails. We did not lose a single policy 
in 1924 because of the reduction in rates. This 
illustration of loyalty on the part of our mem- 
bers was deeply gratifying and deserving of this 
special comment. It is the competition of the 
lumber mutuals which brought about this re- 
duction of stock company rates, and those of 
our members who are not policyholders benefited 
nevertheless by the rate reduction. Our com- 
pany is most certainly entitled to the serious 
consideration of those members who are. not 
policyholders. I am confident that their support 
will be forthcoming. Now let us set a mark 
to “shoot at’’ in 1925; namely, to reach the 
$100,000 mark in premiums, and to arrive at 
the $10,000,000 class in insurance in force. Witn 
the continued loyalty and support of our mem- 
bers this goal should be reached. 


Advisory Council of Former Presidents Suggested 


[ have been requested to bring to the atten- 
tion of the convention the amending of our by- 
laws to create an advisory board of former 
presidents. It is felt that this is a courtesy and 
honor due those men who have long served our 
association. It is felt that it would be an act 
of wisdom to retain the former presidents in a | 
position where they can be called upon for 
advice or consultation whenever the need arises. 
Our by-laws provide for amendments at any 
regular meeting by a vote of two-thirds present. 
This will be submitted for your approval Thurs- 
day morning. 


No Place for Liquor at Business Convention 


At a meeting of the board of directors last 
August, a resolution was unanimously adopted 
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which read: “It is requested that all persons 
while attending our annual convention do not 
bring or use any intoxicating liquor.’ This 
resolution was not intended to cast any reflec- 
tions on anyone. It is not the intention of your 
board of directors to pass upon the personal 
habits of anyone, or to act as an arm of the 
prohibition enforcement law. Your board simply 
feels that liquor has no place in serious business 
conventions, and that the convention itself is 
much better without it. If this simple request 
of your board of directors meets with your ap- 
proval, we trust you will support it. As far as 
we know, the Wisconsin association is the first 
association of its kind to take a definite stand 
on this matter. Since our position was made 
public, a number of similar associations have 
done likewise. 

During the secretary’s report, while he was 
announcing the members who have joined with- 
in the last few days, still another new member- 
ship was announced from the floor. 

Treasurer H. W. Wilbur, of West Allis, then 
made a detailed statement of the association 
finances. 

Committee Appointments 


Mr. Montgomery then read a list of commit- 
tees appointed by President Fountain. He an- 
nounced that President Fountain had inaugu- 
rated a new policy which he hoped would be- 
come a tradition; that of appointing on the nom- 
inating committee the former presidents of the 
association, with the one retired most recently 
acting as chairman. The committees follow: 

Nominations—H. E. Beckwith, Chetek; C. B. 


Babcock, Necedah; Otto E. Lay, Kewaskum; C., 
F. Kellogg, Wisconsin Rapids. 


Resolutions-—-W. J. Bagley, Eau Claire; Frank 
L. Guse, jr., Manitowoc; H. W. Langenberg, Kim- 
berly. 


Necrology—Henry Roettiger, Fountain City; B. 
L. Jones, Delavan; F. C. Cherney, Kewaunee. 

The secretary then read a telegram of greet- 
ing from President Fred Lowrie, of the Na- 
tional association. 


Insurance Company Elects 


At this point the convention resolved itself 
into a meeting of the Retail Lumbermen’s Mu- 
tual Insurance Co. of Wisconsin, and President 
W. O. Hoffman, of Ft. Atkinson, took the chair. 
Secretary Montgomery then read the report of 
last year’s meeting, and the election of officers 
followed. The retiring officers were reélected: 

President—W. O. Hoffman, Ft. Atkinson. 

Directors—H. I. Meyer, Hilbert, and H. E. 
Beckwith, Chetek. 

The insurance meeting then adjourned in 
favor of the lumber convention. 

Douglas Malloch, the Lumberman Poet, of 
the AMERICAN LUMBERMAN, then delivered his 
address, ‘‘The Average Man.’’ Malloch is a 
long-time favorite of the Wisconsin dealers, and 
they were highly appreciative of his humor and 
philosophy. 

Northern Manufacturer Adresses Retailers 


The Northern Hemlock & Hardwood Manufac- 
turers’ Association met in Milwaukee this morn- 
ing and asked that a committee from its body 
might have the privilege of appearing before the 
retailers and presenting some matters of mutual 
interest. 

Edward Hines, of Chicago, who headed this 
committee, stated that he was glad to follow Mr. 
Malloch, for the Poet had put the audience in a 
good humor to listen to matters that, while not 
amusing, were of considerable importance both 
to Wisconsin manufacturers and retailers. He 
stated that the northern manufacturers had been 
asleep at the switch and had allowed a situation 
to develop that is unfortunate. Consumers of 
lumber in Wisconsin have been led to believe 
that the State no longer is producing lumber 
of a kind used in general building; and so Wis- 
consin manufacturers have been trying to sell 
their hemlock in other markets, especially in 
eastern States. But water freight rates have 
been so much lower than rail rates that western 
woods going around by the Panama Canal are 
displacing Wisconsin hemlock in that territory. 
Consequently these manufacturers have seen 
their selling territory considerably restricted. 

Mr. Hines then stated the reasons why Wis- 
consin softwoods should be sold in Wisconsin. 
These millmen are heavy tax payers. The labor 
charges in manufacturing this lumber are a very 
large percentage of the cost of the finished prod- 


uct, and these wages are spent in the State. 
But the State market for the product has shrunk 
in the last few years; for when the deflation 
came, Wisconsin manufacturers decided to hold 
their timber and held it too long. They saw 
the local market largely absorbed by western and 
southern woods. If they are to continue paying 
taxes and employing large numbers of men and 
buying supplies in the State, they must have a 
market. 

It seems to Mr. Hines that the retailers have 
a real interest in this matter; their State pride, 
the welfare of tax-paying industries and the 
prompt service available from State mills all 
make it a question of importance. The Wesi 
and the South buy nothing from Wisconsin, but 
the northern part of the State does buy great 
quantities of material from the southern part. 
High freights from distant points and the many 
weeks in transit must add much to the cost of 
retail operation. Purchases from Wisconsin 
mills involve low freights, prompt shipment and 
rapid turnover. Mr. Hines also emphasized the 
point that Wisconsin hemlock is a superior wood 
for the uses to which it is commonly put. 


Fund for Advertising Wisconsin Hemlock 


The plan the manufacturers have in mind in- 
volves an intensive advertising campaign within 
the State. Such a campaign has popularized 


Wisconsin birch all through the country. The 
manufacturers have raised a fund of $75,000 for 
the purpose of advertising Wisconsin hemlock 
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among the State users of wood. They expect to 
reach architects and contractors. They want 
the codperation of the retailers; not in raising 
money, for retailers will not be asked for money, 
but in the appointment of a committee to work 
out all these things with a similar conmmittee 
of the manufacturers’ association. 


Other members of the committee, including 
C. C. Collins, C. A. Goodman and Arthur Holt 
spoke along the same lines. At the conclusion 
of their addresses the convention voted that a 
committee of five be appointed, as the hemlock 
manufacturers had asked. 

Adolph Pfund, who is a former secretary of 
the Wisconsin association, was introduced and 
spoke briefly of the matter that had been under 
discussion. He stated that he was glad to see 
the different branches of the industry preparing 
to cooperate for their common welfare. He was 
especially glad to hear Mr. Hines’ statement 
that retailers are entitled to make whatever local 
sales that arose in their communities. It was 
one of the first times that he had heard a man- 
ufacturer make so out-and-out a statement on 
a subject that the National association has long 
been striving for; namely, maximum dealer 
distribution. He complimented the association 
on its splendid work. 


Secretary Montgomery stated that not only 
are manufacturers aiding the retailers but that 
the order of Hoo-Hoo is doing a splendid work 
along the same line. He then introduced FE. A. 








Ehlert, Vicegerent Snark for Wisconsin, y, 
Ehlert in a brief speech reminded the conyep. 
tion of the concatenation to be held tomorroy 
night. A class of more than fifty kittens ig 4 
be initiated, and he asked that still others py 
in their application at this time. 


WEDNESDAY MORNING 


The annual dinner of the association, «&. 
panded to include cabaret entertainment and , 
dance, was held last night in the magnificent 
Arcadia ballroom of the Antlers Hotel. Vig. 
itors to this convention have become accustomed 
to real splendors and riots of fun at this dinner, 
and they found last night that former standard 
had been exceeded. The decorations, the lights, 
the entertainment, the food and the dancing wer 
highly satisfactory. The festivities continued 
until a late hour. 


Standards Will Do Much for Industry 


This morning’s session opened with an addres 
on Lumber Standardization by Arthur T. Upsoy, 
lumber standards adviser of the National Lun. 
ber Manufacturers’ Association, Washington, 
The new standards, Mr. Upson stated, represent 
one of the industry’s greatest accomplishments, 
In formulating these rules of practice, every 
branch of the industry was asked for active ¢p- 
operation. The standards set up for yard lun. 
ber are clear and comprehensive, and they are 
practical, All the scientific information in the 
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hands of the Department of Agriculture was 
placed at the disposal of the workers. The stand: 
ards seem generally acceptable to the trade, 
and they have the sanction of the Department 
of Commerce. It seems certain that if these 
standards are universally applied they will do 
more for the industry than any other single 
action recently taken. 


Harmonize Grades of All Softwoods 


Eventually standardization will cover all forms 
of lumber. The American Lumber Standards 
for yard lumber are construed to mean standards 
of size and grade, and the agreement to submit 
to official association inspection any complaint 
involving either size or grade. Mr. Upson then 
mentioned the new sizes, including the extra 
standard measurements. The extra-standard 
sizes were included for trial for a year to sub- 
ject the various contentions on that subject to 
the test of actual use. It is only by fair trial 
and fair play on both sides that the reall} 
definitive proofs can be gathered. Mr. Upso 
mentioned also the safeguards that have beet 
erected around matters of tally and measure 
ment, inspection and shipment. In thie subject 
of quality grades, three principles were recog: 
nized: Uniformity in designating various qual: 
ties of yard lumber, uniformity in deseribing 
defects, and minimums as to the quality of the 
poorest pieces admitted to any one grade. be 
the application of these principles, all softwoo 
used for the same general purposes will he har- 
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monized into grades of equal quality so far as 
the characteristics of the different woods will 
allow. Mr. Upson stated that it was hard to see 
how these principles of classification could be 
improved upon. 

Changes Fortify Position of Wood 


The extent of recognition given to the new 
standards has been remarkable. Six of the ten 
manufacturers’ associations making softwoods 
have issued new grading rules to conform es- 
sentially with the recommendations, and the 
other four are in process of doing so. This 
means that retailers are now able to buy lumber 
that meets the new standards. Publication of 
grading rules does not necessarily mean con- 
formance to them in manufacture; but members 
of the conforming associations are in most 
eases following the new rules. It is desirable 
that distributers, also, should conform; and a 
number of retail associations have endorsed the 
new rules. This retail conformance is not uni- 
versal, due to misunderstandings or to local dif- 
ficulties. Orders for lumber of off-grades and 
in sub-standard sizes are still being placed; but 
this practice is being overcome. If the lumber 
industry is to make progress and is to fortify 
the position of wood against its substitutes, some 
changes in trade practices must come. The 
problem can not be solved by being ignored. 
One of the heavy retail responsibilities at pres- 
ent is the rendering of service; and few services 
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can be of more importance to the consuming 
public than the certainty of being able to buy 
4 standard product well adapted to the use in- 
volved. 

Edward P. Ivory, manager of the trade ex- 
tension department of the California White & 
Sugar Pine Manufacturers’ Association, deliv- 
ered his address on California woods that was 
printed in full on page 49 of the Jan. 31 issue of 
the AMERICAN LUMBERMAN. He told the story 
of California gold discovery by a lumberman 
and pointed out the fact that the forests of the 
State have produced more wealth than the gold 
mines. He described the various kinds of Cali- 
fornia woods and their uses and the standards 
Which manufacturers are following in making 
this lumber. 


Remodeling Deserves Retailers’ Attention 


Elmer C. Hole, secretary and manager of the 
AMERICAN LUMBERMAN, then led the discussion 
of ‘Old Homes Made New.’’ Conventions this 
winter, he said, have been discussing practical 
subjects that will directly improve sales and 
Service. One of the subjects discussed has been 
the conservation of timber; and another subject 
ike it and directly involved in it is the eonserva- 
tion of old homes. Mr. Hole then described his 
own experience in remodeling a house in Chi- 
cago and in rebuilding a summer cottage. His 
own satisfactory results led him to think of the 
ow lem in general; so last summer he sent out 

© staff photographer to get photographs of 





satisfactory remodeling jobs. He wanted, 
among other things, to prove to lumbermen that 
while they were neglecting this matter, they 
were none the less selling lumber that was being 
used in remodeling. His plan was to show the 
house as it had been and as it is after being 
renewed. He got the idea from the children’s 
picture cut-outs in some of the magazines. He 
found a man in Chicago who was capable of do- 
ing this work and is now keeping him busy get- 
ting out a remodeling book showing twelve of 
these successfully remade houses. In the last 
sixty days some seventeen thousand of these 
books have been sold, and the demand is far 
outrunning production. 


Books Prove Remodeling Successful 


Dealers are using these books in various ways 
to prove to their customers that remodeling is 
successful. Some are photographing old houses 
and then are placing suitable cut-out remodeling 
strips over them, showing what can be done. A 
dozen farm papers are publishing the pictures. 
The AMERICAN LUMBERMAN is furnishing news- 
paper cuts and mats. The Secretary of Agricul- 
ture sent for a dozen copies and has written that 
all but one have disappeared and that he has 
this one locked up in his desk in order to keep 
it. Hardware men are interested; and in fact 
all merchants whose goods have to do with homes 
are finding it to their interest to press the cam- 
paign. Mr. Hole read a poem written by a 14- 
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year-old boy after the lad had seen the book. 

Dealers who are in business twenty-five years 
from now will then be selling new homes to peo- 
ple who are children now; but in the meantime 
they can increase their sales and add comfort 
to the lives of elderly people by making these 
remodeling efforts possible in cases where new 
homes can not or will not be built. This is non- 
competitive business, and dealers can have 
women and children aiding in their sales if they 
get them interested in these possibilities. Peo- 
ple learn through their eyes more readily than 
through their ears, and the book has been de- 
signed to teach by means of the eye. Many 
lines of business are increasing their sales 
through discovering and developing new ave- 
nues of service; and the remodeling of old homes 
is such an avenue for the lumber retailer. 

Some discussion followed this address, and a 
vast deal of interest was indicated by the ques- 
tions asked Mr. Hole personally when the meet- 
ing had adjourned. 

Harry J. Colman, of Chicago, spoke on ‘‘A 
Few Facts Revealed by the Use of the National 
Standard Cost System.’’ Mr. Colman gave 
some account of the progress made by that sys- 
tem, but added that its installation can not give 
full results unless the dealer makes proper use 
of it. As an illustration of the beneficial results 
achieved he quoted some figures and findings 
from Fort Wayne, Ind., and he showed by this 
means that uniform cost figures if intelligently 
analyzed are an excellent index to the health 


of every part of the business. It shows, for in- 
stance, that contrary to general belief the cut- 
ting of prices does not increase the volume of 
sales. It has shown that stocks over the country 
are about normal. In many cases it proves that 
dealers have been deceiving themselves in re- 
gard to the number of times in a year they turn 
their stocks. It is warning some dealers that 
they are expanding their plants and services 
beyond the capacity of their communities to 
make this investment a paying one. Some deal- 
ers are dissatisfied with the system because it 
shows that their net profits were smaller than 
they had thought; but this showing is of great 
value to a dealer. If he makes no profit and 
yet has handled his yard efficiently, it proves 
that the prices he asks do not contain a profit. 
He ought to know this if it is true. The opera- 
tion of the system has shown that accounts re- 
ceivable are usually too great, and that accounts 
run too long. Mr. Colman closed by describing 
a simple form got out by the National Retail 
that makes the ageing of accounts easy. If a 
dealer actually sees his past-due accounts listed 
together, he is stimulated to pay attention to 
the necessary matter of collection. 


WEDNESDAY AFTERNOON 


At the opening of the afternoon session, Sec- 
retary Montgomery read a telegram from the 
Spokane Hoo-Hoo Club inviting Wisconsin deal- 
ers to the national Hoo-Hoo convention to be 
held in that city next fall. He also read a tele- 
gram of greeting from the Northwestern asso- 
ciation at Minneapolis. 

At the request of the president, Adolph Pfund 
introduced ‘‘ Mike’’ Hand, a veteran lumberman 
and one of the ¢harter members of the associa- 
tion. Mr. Hand in a brief and informal talk 
said that coming to the Wisconsin convention 
was like coming home. He said he wondered 
what had become of the ‘‘lumber trust,’’ the 
bogie that used to be discussed at all times. In 
the old days somebody was always busting this 
trust, while retailers were busy busting each 
other. Apparently this old scare has been done 
away with, and lumbermen are busy working 
out their problems for their own and the publie 
good through the association method. 


Play Presents Retail Ups and Downs 


Last year the employees of the John Schroeder 
Lumber Co., of Milwaukee, scored a hit with a 
little play called ‘‘ Selling Lumber—Plus.’’ By 
special request they presented another and a 
more ambitious play this afternoon; a play that 
was written, staged and directed by B. F. 
Springer, secretary of the company. The fame 
of these amateur players has gone abroad; and 
although many extra chairs were placed in the 
Fern room, every seat was taken, standing room 
was all occupied and the crowd pressed around 
the door in an effort to see and hear. The play 
is named, ‘‘Call It a Day,’’ and presented in a 
most graphie and witty way the ups and downs 
of the lumber business. The prolog presents as 
a horrible example ‘‘Mr. Down’s Lumber Lard 
Office.’’? Following is the cast: 
OUT—Bookkeeper in Down’s Lumber Yard..... 

Seccedectocaeteneadaceceueceseusa Jack Hade 
Mr. DOWN—Proprietor............. Ed. Schickel 
FLASH—Salesman for Starite Flashing -Co.... 

* “~Ctnd canada nacdnnadacagh hen Harry Koerble 


ANDY NAILER—Carpenter contractor........ 
Keetndsdnadadémmitunienudaaaad Wm. Wuesthoff 


This pathetic prolog uncovered in a few min- 
utes most of the sins that keep a lumber yard 
‘“down’’ and ends with the decision of the pro- 
prietor to sell out. 

The succeeding act is ‘‘Mr. Up’s Lumber 
Store—Modern Office.’’ Following is the cast: 











Mr. UP—Proprieter ...........- Franklin Schoen 
TILLIE—Stenographer ..........-. Dora Fritzke 
WINNIE—Office girl ...........- Gertrude Qua 

BUTTONS—Messenger boy.......... Iris Brocke 
ADMAN—Advertising salesman........ Jack Hade 


SUPERAD—Aé€vertising specialist. .Harry Koerble 
Mr. CARR—Customer for wallboard .B. F. Springer 
ur. Grom; Te social charity workers 
Inez Zetterlund and Eunice Cooley 
CUB—A young salesman........... Ed. Schickel 
Mr. ROOFUS—Salesman for Soakem Roofing 
CM tcncdnudaticdesatankega Harry B. Koerble 
ANDY NAILER—Carpenter contractor........ 
esGadecestaeneeed macaw eaae Wm. Wuesthoff 


This act presented in rapid succession, and 
with convineing realism, the flock of problems 
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that confronts the modern dealer and the way 
in which a modern dealer meets them. , The 
players held the closest attention to the end, 
and they were constantly interrupted by laugh- 
ter and applause. These clever amateurs may 
feel that they succeeded splendidly in getting 
Mr. Springer’s lines across to the audience. 


Farmers Suffer From Poor Marketing 

John M. Kelley, of Baraboo, spoke on the 
subject ‘‘The Farmer and the Lumber Dealer.’’ 
He took as his argument the statement that 
while farming represents the greatest single 
business in the country and the most important 
in Wisconsin, the farmer is not making money 
because he is not organized to advertise and 
market his product on a sound basis. The so 
called recent improvement in farming conditions, 
with grain reaching a high market level, has 
proved a boomerang to the farmer. He has got 
little benefit from high prices, but he has had 
to pay still higher prices for the articles he 
buys. American farms are not yielding a net 
profit; for while farmers have given much at- 
tention to producing they have given almost 
none to marketing. Wisconsin has the biggest 
cheese business in the country; but that means 
little when it yields the farmers no profit. It 
would mean much to the State, if only this 
great industry could be put on its feet and made 
to pay. But farmers have reached the point 
where if they are not helped they will never 
organize. 

Should Know Costs; Standardize Products 


Wisconsin produces a million dollars’ worth 
of dairy products every day, and it produces 76 
percent of the nation’s cheese; but not a pound 
of this product is marketed or advertised under 
a trade name with a recognized standard of qual- 
ity behind it. Farmers have little idea of cost 
accounting. They are not producing econom- 
ically. To be sure they live economically, get 
little for their labor and throw in the labor of 
their wives and children. But they are not pro- 
ducing or marketing efficiently. Lumbermen 
must know costs and overhead, must eliminate 
waste, arrange credits, carry a balance sheet, 
compare inventories and determine profit and 
loss. But farmers do not do these things. They 
must themselves become business men. At pres- 
ent their buying power is paralyzed. 

The way out lies through organization for 
standardizing products and for intelligent mar- 
keting. Mr, Kelley stated that this marketing 
will involve advertising. He then displayed ad- 
vertising of oleomargarine that is being sold in 
the dairy State of Wisconsin. He stated that 
the appeals universally used in advertising are 
three; the appeal of health, the appeal of the 
pretty girl, and the appeal of the color red. 
He then displayed quantities of illustrative ad- 
vertising and told of the success that had come 
to the various companies using them. 


Must Check Increase of Taxation 


James T. Drought, of Milwaukee, the associa- 
tion’s general counsel, spoke on ‘‘ Wisconsin’s 
Legislature.’’ Before beginning his own ad- 
dress he made a brief protest that Wisconsin 
farmers are not so helpless or inefficient as Mr. 
Kelley had intimated. Turning to legislative 
matters, he gave most of his attention to pending 
tax bills. Some bills are simply silly; not al- 
ways or often because the legislators introduc- 
ing them do not know better, but because the 
pressure in their districts for the introductions 
of the measures is strong. Tax legislation in 
Mr. Drought’s opinion is becoming a serious 
matter. The burden is becoming hard to bear, 
and in his opinion there is no need for more 
money in the treasury and, on the contrary, 
there is need for calling a sharp halt to this 
progressive attack upon industry. He mentioned 
a number of examples of individuals and of cor- 
porations that have left the State to escape 
the Wisconsin tax burden. He outlined some 
pending tax legislation that he considers espe- 
cially bad. There was considerable discussion 
of the matter, and on motion it was referred to 
the board of directors with the request that suit- 
able action be taken to make effective the asso- 
ciation’s protest against the measure. 


State’s Industries Too Heavily Burdened 


At the request of Mr. Drought, ex-Senator 
C. H. Werden, of the Wisconsin legislature, 
spoke briefly on the effect of taxation upon in- 
dustry, and other matters. In twenty-five years 
the State has dropped from seventh to ninth 
place among the States in industrial activity. 
Conditions, in his opinion, are getting worse. 
Politicians are working for their own political 
advancement at the expense of the general in- 
terest. It seems certain that when the present 
legislature adjourns, the industry of the State 
will be bearing the greatest burden in its his- 
tory. He gave the present faction that is in 
power credit for having remedied serious con- 
ditions that existed years ago; but these old 
abuses are gone, and seemingly new ones are 
coming to take their place. 

Before the convention adjourned a motion was 
passed instructing the secretary to send a tele- 
gram of sympathy and good wishes to Will 
Kellogg, of Wisconsin Rapids, who is ill in Chi- 
cago. 

: NORTHWESTERN SALESMEN 

At its annual dinner and business meeting 
today, the Northwestern Lumber & Sash & Door 
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Association 


Traveling Salesmen’s Association elected the 
following officers: 
President—C. H.” Allen, Milwaukee. 
Vice President—H. H. Lane, Darlington. 
Secretary—-Robert Blackburn, Milwaukee. 
About seventy-five members were present at 
the dinner, and they had the usual jolly time. 


CONCLUDING SESSION 


At the Thursday morning session Alfred 
Hiles Bergen, whose signing has roused so 
much enthusiasm, was introduced, after his 
vocal numbers, as a member of the Milwaukee 
school board and told briefly of a project for 
spending two millions for a fine arts building 
for the city schools. This proposed building 
is to house the administrative offices of the 
schools and is to furnish instruction rooms 
and auditoriums for publie school music. It 
is to be a 12-story building. 

F. M. Elkinton, association traffic manager, 
Milwaukee, described the activities of his de- 
partment at some length and laid special em- 
phasis on the fact that despite the very ap- 
parent benefits, a comparatively small per- 
centage of dealers avail themselves of the 
services. He then spoke of the growing im- 
portance of traffic regulatory bodies and prob- 
lems and stated that railroad commissions 
seem to be getting the status of courts; and 
instead of protecting shippers by themselves 
going to any lengths to get the necessary evi- 
dence, are confining themselves to the evi- 
dence submitted in the complaints that are 
filed with them. The efficiency of the rail- 
roads has inereased admirably the last few 
years. This was brought about largely by 
whole-hearted codperation between roads and 
shippers; but now that the roads are in much 





better condition, they seem a bit inclined to 
take advantage of this spirit of codperation 
for selfish advantages. The problem of rate 
control is extremely difficult and is reaching 
into all sorts of complications. Mr. Elkinton 
spoke of the rate problem of the dairy men, 
especially the rate on cheese, as being of great 
indirect importance to lumbermen, since upon 
rates must depend the welfare of the greatest 
industry in the State. 

Senator W. A. Titus, of Fond du Lae, was to 
have spoken on ‘‘ Licensing Dealers in Coal,”’ 
but he wired that he could not leave his legis. 
lative duties at Madison. Secretary Mont- 
gomery recalled that the subject had been dis. 
cussed last year and that progress has been 
made toward the introduction of a licensing 
bill into the Wisconsin legislature. Senator 
Titus has the matter in charge. 

A. W. Holt, of Holt-Bid fame, displayed a 
little model and explained some of the prin- 
ciples of his system of rapid and accurate 
estimation of costs of building, based on a re- 
finement of the old square method. The great 
advantage of his system, he stated, is the fact 
that it offers service before sales. It is pos- 
sible to make a very accurate estimate with- 
out taking off a material list. He wondered 
how much time has been used in taking off 
lists that have never been sold but that have 
been peddled to competitors. 

P. W. Branton, of the plan service depart- 
ment, made a brief statement about the new 
services recently issued, including a new plan 
book, calendars, truck posters and the like, 
He described the gratifying increase in the 
number of users of the service and offered to 
answer questions at the department’s display 
booth. 

Resolutions Adopted 


The following resolutions were adopted: 


If the lumber standardization movement is to 
receive a continuation of the support of the lun- 
ber dealers and the confidence of the public, it 
must be based on a fully defensible single stand- 
ard; therefore, be it 


Resolved, That we reaffirm the position taken 
unanimously by twenty-six retail lumber associa- 
tions, including the National Retail Lumber Deal- 
ers’ Association, at the December, 1923, Washing- 
ton general standardization conference that }#-inch 
is the minimum thickness fully defensible as a 
single standard for surfaced boards and finish; 
be it further 


Resolved, That our representatives at the next 
lumber standardization general conference are 
hereby instructed to stand for revision of the 
American Lumber Standards so as to make }#-inch 
the single standard of thickness for boards and 
finish ; and be it further 


Resolved, That our representatives at future 
standardization general conferences stand for 4 
single standard of thickness for surfaced dimen- 
sion if and when the local building code situation 
makes such action feasible. 


Resolved, That conservation of timber and the 
most economical retail distribution and use of 
lumber requires that lengths shorter than 8 feet 
shall be marketed separately and not included in 
random length shipments except by special con- 
tract; be it further 


Resolved, That our representatives at the next 
lumber standardization general conference be in- 
structed to stand for inclusion in the American 
Lumber Standards of a paragraph stating that 
lengths shorter than 8 feet shall be marketed 
separately and not included in random length 
shipments, except by special agreement. 


We are strongly opposed to the practice of lum- 
ber mills selling lumber under names not recog 
nized by the grading rules and recommend that 
our members do not buy or sell lumber under such 
terms. 

WHEREAS, A practice has been adopted by some 
mills of shipping off-grade material and short in 
count, we urge our members to carefully check and 
inspect each car of lumber received and promptly 
reject or demand official inspection where the sbip- 
ment falls substantially short of the specifications 
in the order, either as to quality, manufacture oF 
count. 


Resolved, That an amendment be made to Arti- 
cle V of the bylaws of the Wisconsin Retail Lum- 
bermen’s Association to read as follows: “In ad- 
dition to the foregoing named officials, there shall 
be an advisory board comprised of former. presh 
dents, and the immediate past president shall be 
recognized as the chairman of that board. Their 
office shall be honorary in character, and their 
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duties shall be advisory in nature to the board of 
directors.” 
Report of Necrology Committee 

The necrology committee reported a resolu- 
tion of sympathy to the families of the fol- 
lowing members who died during the year: 
C, M. Peaslee, Dubuque, Iowa; J. S. Fifield, 
Janesville, Wis.; T. E. Brittingham, Madison, 
Wis.; R. Miller, Antigo, Wis.; Jacob Morten- 
son, Wausau, Wis.; I. W. Piehl, Seymour, 
Wis.; George T. Rayne, Madison, Wis.; Peter 
McGovern, Florence, Wis.; Joseph Cotton, 
Horicon, Wis.; George Cooper, Bangor, Wis.; 
G. N. Mihills, Fond du Lac, Wis.; Louis Laun, 
Elkhart Lake, Wis.; F. H. Giesen, Superior, 
Wis.; John Dunphy, Elkhorn, Wis., Hans Poul- 
son, Crystal Falls, Mich.; Jesse Cappen, Mil. 
waukee, Wis. 

At the request of the president, Adolph 


Pfund spoke at length on the progress of the 
standardization movement, outlining its his- 
tory and stating that one of the serious 
dangers to good results is the waning interest 
in the subject among retailers. He stated that 
it is necessary to have a defensible single 
standard with which to come to the publie. 


Officers Elected 
The committee on nominations presented 
the following nominees, who were unanimously 
elected: 
President—John M. Rodger, Fox Lake. 


Director (to fill Mr. Rodger’s unexpired term)— 
William Fountain, Appleton. 


Directors (for four years)—-George F. Meyer, 
Platteville ; Gordon H. Barker, Green Bay ; Hawley 
W. Wilbur, West Allis. 


After the new president had been installed, 


a vote of thanks to the retiring president was 
passed by a rising vote. 


Entertainment for Delegates and Ladies 

An association theater party was held 
Wednesday night at the Wisconsin Theater 
and was. followed by a dance on the Wisconsin 
Roof. 

The ladies were entertained on Tuesday at 
luncheon in the Red Room of the Pfister Hotel. 
On Wednesday the ladies held their annual 
business meeting and were entertained at 
luncheon at the Milwaukee Athletic Club. In 
the afternoon there was a card party at the 
Pfister. The committee in charge of the 
ladies’ entertainment consisted of Mrs, H. E. 
Beckwith, Mrs. W. O. Hoffman, Mrs. D. 8S. 
Montgomery, Mrs. W. A. Schneider, Mrs. H. C. 
Miller and Mrs. C. H. Allen. 


Wisconsin Retailers Optimistic Over 1925 Prospects 


E. J. TouSIGNANT, Ontonagon, Mich.—Business 
at present is fair and prospects for early spring 
are even better. Considerable residence building 
jg under contemplation for the ensuing year. Col- 
lections are good, but of course one must keep 
after them. 


RALPH. NuzuM, Nuzum Lumber Co., Viroqua, 
Wis.—We are entering 1925 prepared to put up 
a good battle, and expect that when the end of 
the year comes round our books will show a sub- 
stantial increase in business at all of our six 
yards. Except for the locally poor tobacco crop 
conditions seem fundamentally favorable toward 
a good business year. We will take full advantage 
of all our opportunities. 


B. J. CHAasp, Sun Prairie, Wis.—Conditions to- 
day show considerable improvement over what 
they were a year ago, but are not yet up to par. 
Prospects as far as we locally are concerned would 
be immensely increased with an improvement in 
the tobacco market. The farmers have received 
advances from their pool, but the total of these 
advances is inconsiderable as compared with the 
value of the crop. 


W. J. McGillivray, McGillivray Lumber & 
Manufacturing Co., Black River Falls, Wis.— 
Conditions are good, but not excellent, in our 
territory and the farmers seem fairly happy 
and prosperous. I expect we will do a better 
business than during the last two years. Mr. 
McGillivray said that he used regular adver- 
tising space in the newspapers of his territory 
and in writing his ads practically always used 
ideas he obtained from the American Lumber- 
man, 


Otro Lay, H. J. Lay Lumber Co., Kewaskum. 
Wis.—We are in a dairy country, where milk is 
selling at extremely low prices, but despite this 
fact the business outlook is more encouraging than 
it was last year. I think, however, that the 
farmers must have another good year before they 
can really be said to be “on their feet.’ 


Peter OLSEN, Blanchardville Lumber Co., 
Blanchardville, Wis.—Residents of our community 
depend largely on dairying for their income, and 
as milk and cheese have not been selling normally 
well we do not look for anything better than a 
fair trade during the ensuing year. On the whole, 
however, I believe that conditions are funda- 
mentally better than they have been, and that we 
are entering upon an era, of prosperity. Mr. Olsen 
attended the first convention of the Wisconsin 
Retail Lumbermen’s Association thirty-five years 


_ and has only missed three meetings since that 
me, 


WILLIAM CHAPMAN, E. A. Chapman & Bros. Co., 
South Wayne, Wis.—Business in our territory is 
only comparatively good. It is slightly better 
than it was last year at this time, but that is 
about all we can say about it. We are not going 
to push sales for the present because we don’t 
believe that one year of prosperity has been 


enough to get the farmers entirely out of their 
difficulties. 


H. J. Hansen, Bessemer, Mich.—We operate 
ina mining town and our prosperity generally 
depends on that of the neighboring mines, 
some of which are not being worked at present. 
From other sources, however, our business is 
800d and I look for a steady improvement 

& the year. A considerable amount of 
tfemodeling is in prospect and it is probable 
that this amount will be further increased by 


continued use of the ‘‘Old Homes Made New’’ 
idea. I think the American Lumberman is 
advancing, in this idea, the most practical sin- 
gle aid the industry has received in many 
years. It provides'a man with something tan- 
gible to work with in talking to prospects. 


W. J. THELEN, Green Bay Planing Mill Co., 
Green Bay, Wis.—We are looking forward to doing 
a good business during 1925. Considerable build- 
ing started last year is still in progress and we are 
making some deliveries to those jobs. Additional 
work is being contemplated, and inquiries on sash 
and doors and interior finish are being received 
in increasing numbers. 

C. HE®NNINGSEN, Oakfield, Wis.—Trade has 
shown slight improvement during the last few 
months over that of 1924, and prospects for the 
future are very bright. I am expecting to do a 
large spring business. 


P. H. McCarty, Brownsville, Wis.—The out- 
look for business at present is better than 
it has been in two years. Any number of new 


buildings are in prospect and in the ‘‘Old 
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Homes Made New’’ idea of the American 
Lumberman there is a virtually untouched 
field at the door of every retail yard in the 
country. We intend to put the campaign 
across in our territory. 


A. M. Ouson, Rib Lake Lumber Co., Rib Lake, 
Wis.—We are expecting more business this year 
than we have ever had in our history. Suying 
really has not opened up in volume, but it should 
in the near future. Prospects are very bright for 
early spring, and it looks as if faithful old hem- 
lock has come back into its own. 


Vicror SHALLE, The Killman & Shalle Co., 
Green Bay, Wis.—Business at present can be 
characterized as somewhere between fair and good. 
It should increase materially, however, by late 
spring and throughout the summer. We are ex- 
pecting a good year. 


ALFRED FENGLER, Rice Lake, Wis.—We are 
stocking up for a bigger business year than we 
have ever had. Farmers have had a good year 
in our territory, and we expect there will be a 
good number of farm homes and large new barns 
erected. The size of the orders we have and are 
placing indicates the confidence with which we 
are entering the new year. 


C. R. Kant, E. J. Rohrer Lumber Co., Clin- 
tonville, Wis.—We have been incorporating 
the ‘‘Old Homes Made New’’ idea of the 
American Lumberman in our newspaper ad- 
vertising since the first of the year and have 
obtained surprisingly good results. The out- 
look for spring business is exceptionally good 
and we expect that 1925 will be bigger in 
every respect than was 1924. 





F. J. PurnaM, Flambeau River Lumber Co., 
Ladysmith, Wis.—We are extremely optimistic 
over business prospects at our retail yard, and 
are making our plans accordingly, although busi- 
ness has not been good the last two seasons. We 
expect that there will be more building in our 
community the next few months than there has 
been in the last three years, considered as a whole. 


A. C. ScHrogepER, Orfordville Lumber Co., Or- 
fordville, Wis.—We expect the ensuing year will 
be comparatively good. Building in the town 
should be excellent, but in the rural district 
should be only fair, consisting mainly of the more 
imperative repairs. It takes more than one year 
for the farmer to stage a real “come back.” 


A. R. T1mMM, Butternut Lumber Co., Butternut, 
Wis.—We are looking forward to a comparatively 
good spring and summer business, but do not an- 
ticipate that it will reach boom proportions. Pros- 
pects are that a good number of barns will be 
erected in our territory. 


Ralph Gates, Caldwell & Gates Lumber Co., 
Lima Center, Wis.—Reports from all our eight 
yards indicate that trade is better at present 
than a year ago. Considerable remodeling 
along lines suggested by the American Lum- 
berman is being contemplated and many of 
the farmers are planning to erect new barns 
during ‘the ensuing year. 


A. L. Rounps, Amherst, Wis.—The potato crop 
has been poor in our locality and I do not expect 
business will be especially good during the ensuing 
year. A community can be no better than its cash 
crop and ours was too big last year to bring in 
revenue. There was no market for potatoes. Some 
building, however, will be done and the village 
trade will show a slight improvement over last 
year according to present indications. 


J. J. Reese, Reese Lumber & Fuel Co., Wales, 
Wis.—Farmers in our territory are exceedingly 
prosperous and we consequently are very opti- 
mistic and are preparing for one of the best years 
in our history. Practically every farmer is figur- 
ing on some building project, many of them plan- 
ning to erect large new dairy barns. The farmers 
of the district practically all specialize in certi- 
fied milk sales. 


O. H. AMUNSON, Cloverland Builders’ Supply 
Co., McGregor, Minn.—Conditions seem all set for 
a pretty fair and constantly improving spring and 
summer business. We are located in a lakes area, 
and although winter business has been slack, we 
expect that an unusually large number of summer 


(Continued on Page 80) 
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Illinois Association Alters Name and Increases 
Dues in Move to Extend Field of Its Usefulness 


With the object of extending its field of use- 
fulness and being of even greater service to 
the members than at any previous time in the 
thirty-five years of its existence, the Illinois 
Lumber Merchants’ Association at the conclud- 
ing session of the annual convention, held in the 
Hotel Sherman, Chicago, Feb. 6, unanimously 
adopted a new schedule of dues so as to provide 
additional funds for this purpose. It was also 
decided to give retailers of building materials 
representation on the board of directors by in- 
creasing the membership of the board from nine 
to twelve, and change the name of the organ- 
ization to the ‘‘Illinois Lumber & Material 
Dealers’ Association’ to more fully designate 
the nature of the business in which the member- 
ship is engaged. 

Approximately one thousand were in attend- 
ance during the three days the convention was 
in progress, and the interest in the proceedings 
lasted clear to the end of the final session of 
Friday, the Crystal Room of the hotel being 
packed at both morning and afternoon sessions. 
[Nore: A report of the proceedings of Feb. 4 
and 5 appeared on pages 62-67 and 99 of the 
Feb. 7 issue of the AMERICAN LUMBERMAN.— 
EDITOR. | 


Awards in Model Homes Contest 


John B. Bruso of Collinsville, a director, pre- 
sided at the Friday morning’s session, and called 
on F, W. Weinel of Columbia for a report on 
the model homes contest. Mr. Weinel said that 
there were twenty models on exhibition this 
year against fourteen in 1924, and this year’s 
models showed a higher and better type of work- 
manship than those exhibited at the previous 
convention. The judges were Mrs. Archibald 
of Cairo; George Raymey, architect of Cham- 
paign; and Mr. Schultz, builder, of Elmhurst. 
Mr. Weinel stated that the committee in award- 
ing the prizes took into consideration the utility, 
workmanship, individuality and practicability 
of the model homes. The plan followed in 
awarding the prizes was this: Mrs. Archibald 
was in the market for the purchase of a home, 





J. B. BRUSO, 
Collinsville, I11.; 
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F. W. WEINEL, 
Columbia, II. ; 
Chairman Model 

Homes Committee 


and the architect and builder acted as advisers, 
pointing out the good and bad features of the 
models displayed. The winners of the contest 
as a result of this method were: 


A prize ($100)—Ernest Hartnett, LaSalle, 


Second prize ($50)—Willard Ohlson and Rino 
Seffren, Rockford, Ill. 


Third prize ($25)—-Rudolph Wurzburger, Bloom- 
ington, Ill. 

Fourth prize ($15)—Wressey Cooke, Marion, IIl. 
_ Fifth prize ($10)—Stautz and Steege, Bloom- 
ington, Ill. 


The other members on the committee with 





Mr. Weinel were Alden Hunter of Henry, and 
H. J. Troup of Kankakee. 


Cooperation with Neighboring Dealers 


‘*Our Neighboring Dealers’’ was the subject 
assigned Rolla M. Treece, of West Frankfort, 
who handled his topic in an interesting way, 
saying in part: 

I would like to impress upon you the first thing 
the meaning of the word “coédperation,’’ which 
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signifies two parties or different people working 
in harmony to the same end. There is no ques- 
tion but what codperation is profitable in several 
different ways. Codéperation is not a new word; 
it has been in practice more or less since the be- 
ginning of time. We find not only the individuals 
of the human race codperating, but also that birds, 
bees and other insects have more or less of that 
cobperative ability. In the early days our fore- 
fathers cojperated in building up the country, and 
so it has gone on until the present day. Our 
parents have coéperated in bringing us up to make 
the community in which we live better. By co- 
operation schools, churches and libraries are built. 

I think there is no one in your community you 
should codperate with more than your neighbor- 
ing dealer, as you can work together in many ways. 
You have the benefits of buying merchandise to- 
gether; of grading your credits, and discussing 
many other things of mutual interest. In our 
community we buy lime together, and split it up 
between the four yards of our town; plaster and 
oak flooring in the same way, and there are a good 
many ways in which your neighboring dealer can 
coéperate and help your business. I consider my 
competitor one of the greatest assets I have. Prior 
to the organization of district No. 9 we had all 
kinds of grief, but now it is like doing business 
in another community, as dealers in our section 
are thirsting for coéperation. 

The assets of a pleasant business career are: 
Smile, glad hand, bank account, educate your chil- 
dren, good schools, libraries and churches, and a 
community that any man is proud to move his 
family into. The rewards of an unpleasant busi- 
ness career are: Backbiting, cut-throat competi- 
tion, frown on your face, and pass out with a 
cloudy estate. We have got to codperate in order 
to do business successfully nowadays, and that is 
what we are doing in district No. 9, and it makes 
business more pleasant all around. 


Chairman Bruso suggested the elimination of 
the word competitor, stating that neighboring 
dealer was a better term. He stated that there 
is a different attitude in the district he is located 
in since the organization of the local asso- 
ciation. r 


The Delivery Problem 


Perey Jones of Tuscola, discussed ‘‘ The Deliv- 
ery Problem,’’ stating that, according to some 
lumber dealers it is a free service to the cus- 
tomer, who naturally feels that delivery as a 
part of the business. He contrasted this free de- 
livery service with the fact that when the dealer 
buys a car of lumber from the manufacturer 
the price is usually f.o.b. mill, and the retailer 
pays the freight. Mr. Jones believed that if a 
reasonable price is quoted at the yard, then a 





retailer is losing money on the bill when he 
delivers the material to the job free of charge, 


For example, said Mr. Jones, where a man 
comes into your yard and asks you to haul mate. 
rial three to five miles; if you_ refuse to make 
free delivery your customer tells you that the 
other yard will do so, so you take the order and 
haul the material at the yard price, and you have 
to pay your driver, as well as absorb other itemg 
in connection with that delivery. Here are some 
figures on the cost of delivering certain building 
materials and lumber. The city drayage concern 
which hauls our material, figured the following 
charges on a recent haul: Lumber, gross amount, 
$8.76; delivery charge, $5; on shingles priced at 
$75.80, delivery charge was $5. We have always 
considered that the delivery was taken care of ip 
overhead. 

I believe there are several items entering into 
the lumber business today that should stand on 
their own feet, and delivery is one of them. In 
my opinion we should sell our material f.o.b. yard, 
and keep a page in the ledger to carry the deliy. 
ery charge just the same as is done with lumber, 
shingles, or any other account. Some dealers who 
employ trucks figure that it only takes a little 
gasoline to make the delivery, and therefore they 
do not make any charge. I think one of the 
worst competitors we have today is the dealer who 
does not know his cost of delivery. If we sell 
our material and service at the yard, as I gee it 
the delivery charge should be added to the cost 
of the material. 


Chairman Bruso said that this delivery prob- 
lem is something that should be solved, and a 
discussion should prove enlightening. 

Mr. Paddock stated that the most pernicious 
thing in the lumber business is the delivery 
problem, as it costs his company more money to 
deliver the goods than it should. ‘‘It is a 
fact,’’ said he, ‘‘that if you deliver four miles 
without charge, the next customer wants you 
to deliver a further distance.’’ 

Mr. Jones suggested that the dealers should 
arrange their delivery service so that the custo- 
mer pays the charge, whether the city drayage 
people or a dealer’s own trucks haul the ma- 
terial. 


Hauling Done by Teaming Contractor 
Mr. Treece said that the delivery problem did 


not bother them, as they have adopted a scale 
of prices for delivery. ‘‘ We have an agreement 
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with a teamster and turn all the drayage to 
him, and when we sell a bill of goods we add 
the drayage charge and the teamster realizes 
the benefit from the drayage. We did away with 
our truck and sold our team, as we have foum 
the arrangement with the teaming contractor 
is more economical than doing our own hauling. 
That is the practice throughout the coal fields 
in which we are located.’’ 

Morris L. Hecker, Champaign, said that they 
price their stuff at a delivered charge on the 
job. They handle 30,000 to 35,000 tons a ben 
and employ their own trucks and teams, It 
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gsts us 96 cents a ton for every ton we haul,’’ 
gid Mr. Hecker. ‘‘Everything we price we 
add $1 a ton for hauling, eity delivery only. If 
the customer does his own hauling we deduct 
the delivery charge from the bill. We charge 
35 cents a ton additional for outside deliveries, 
ghich eliminates entering the territory of an- 
sther dealer in the adjacent town.’’ 


Joe Mallonee of Harrisburg, stated that they 
jeliver by trucks practically everything they 
wll, and make the price cover the delivery cost. 
We figure that in our territory it is part of 
the service to our customers to deliver the 
suff,’’? said Mr. Mallonee. ‘‘We sell every- 
thing a man needs to build a house. We don’t 
garry plumbing fixtures, but we will furnish 
these if wanted.’’ 

Mr. Treece said that they pay their drayman 
$1.50 a thousand for delivering material from 
the car to the yard. 


Value of ‘‘Own Your Home’’ Shows 


In speaking on the topic ‘‘Own Your Home 
Shows,’’? Chaire A. Barber of the J. H. Patterson 
00., Rockford, commented on such expositions 








this second exposition will increase the building 
operations even more than our first show.’’ 


Codéperative Advertising 


Clarence B. Elliott of LaSalle outlined the 
cooperative advertising campaign conducted by 
LaSalle, Oglesby and Peru last year, covering 
a period of eight months. Newspaper publicity 
was used through the active part of the building 
season. The whole campaign was built around 
the ‘‘own your home’’ idea, all the dealers in 
the three towns participating. Every newspaper 
advertisement contained such statements as 
‘*build a home you can afford now, and not put 
it off to some future date,’’ and also the offer 
of free plan books to prospective home builders. 
The publicity matter appeared under the name 
of the Tri-City Lumber & Millwork Bureau, 
the billboards put out by the. architectural 
service bureau of the Illinois Lumber Merchants’ 
Association also being used to advantage in this 
campaign. This codperative advertising plan 
accomplished considerable in the way of edu- 
cating people along the idea of owning their 
homes. During the period that this plan was 





— 





Building & Loan Institute, Kansas City, Mo., 
offered the help of his organization to the field 
men of the Illinois association in building and 
loan efforts. 


Fred Faber of the “Faber-Musser Co. of 
Peoria, in discussing the topic of ‘‘ Dealers and 
Distribution,’’ said that the problem of the 
dealer in the large cities who sacrifices his profits 
sometimes to get business is not so pressing as 
that of the small dealer who needs the protec- 
tion of this organization. He deplored the prac- 
tice of some manufacturers of builders’ sup- 
plies selling their product to more than one 
dealer in a town. ‘‘The idea of a dealer work- 
ing with the manufacturer on the basis of 
friendship and mutual understanding is the one 
to be sought,’’ said Mr. Faber. 

R. H. Hildebrand of Soyth Bend, Ind., secre- 
tary Indiana Builders’ Supply Association, was 
introduced by Chairman Bruso. Mr.. Hilde- 
brand said that ‘‘we impress upon our dealers 
the factor of consideration for the other fellow. 
Proper consideration must be given to the mar- 
keting of builders’ supplies, which is still in 
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heing worth while if they successfully cover the 
following purposes: (1) Stimulate general in- 
terest in the building of one-family homes; (2) 
bring about teamwork between all those ele- 
ments of a community that can further the 
tome building movement; (3) effectively adver 
tise the exhibitors. Mr. Barber gave sugges 
ions as to the best method of laying out such 
athibits to get across the message of the ex- 
hibitor, and said that. more constructive work 
tan be done where retailers codperate in putting 
om such shows. The speaker said that the ex- 
uibitor who does not stimulate the home-owning 
mstinct in the visitor is not getting the benefits 
to be expected from the show. 


Mr. Barber described in detail the features of 
the “Own Your Home Show’’ held last year 
® Rockford, which he said was attended by 
‘proximately ten thousand people, the general 

ission being 25 cents. The show lasted four 
ys, and the results were decidedly satisfactory. 
A number of questionnaires gave actual sales 
m the floor, and a splendid list of prospects 
was secured by retailers, many of which re- 
wulted in actual business during the following 
weeks, ‘‘It is significant that in 1923 with no 

Own Your Home Exposition’ the number of 
me-family homes built in Rockford was 397,’’ 
‘tid Mr. Barber, ‘‘while in 1924, the year of 

¢ first annual exposition, the number of houses 
ouilt jumped to 527. This year’s show has been 
“ progress of development since the first week 
1925, and we have every reason to believe that 


under way approximately two hundred plan 
books were distributed. The cost of the entire 
campaign was $1,800, and results were very 
satisfactory and worthy of the consideration of 
the retailers in other districts, said Mr. Elliott. 


Directors’ Plans for Enlarged Program 


Secretary Bryan announced at this stage that 
the board of directors had worked out a pro- 
gram of greater activity for the future, with 
the object of getting the dealers cobperating 100 
percent. The more aggressive campaign planned 
will cost money, said Mr. Bryan, and the associa- 
tion needs additional funds to carry on the 
work. 

We want $30,000 every year to put this thing 
over; we need more field men—one in every dis- 
trict if we had the funds, continued the secretary. 
To get the right kind of service $100 a year is 
but a drop in the bucket; it is an investment in 
service. It is a valuable adjunct to your busi 
ness. Your board wants to determine whether 
you are willing to increase your dues to carry on 
a policy of “go ahead” and have an organization 
that commands the respect and confidence of manu- 
facturers, wholesalers and all the business interests 
in the United States. The plan of the board is to 
increase the schedule of dues whereby it will put 
more of the burden on the retailer who is doing 
the biggest volume of business. 

Following Secretary Bryan’s remarks a mo- 
tion was adopted that the policy of the board 
of directors for an enlarged program be en- 
dorsed, and the board instructed to go ahead 
with it. 

Frank A. Chase, of the American Savings, 


its infancy, and compared to which the mer- 
chandising of lumber is an old business.’’ 


Discusses Transportation Problems 

President Gauen presided at Friday after- 
noon’s session, the first speaker being R. J. 
McBride, manager of the association’s traffic 
bureau, who stressed the faet that this service 
is free to the membership and urged them to 
make a more extended use of it. He said that 
one of the most important problems confront- 
ing the members is the question of freight rates 
applicable on their products. It is essential 
that the dealers know their freight costs and 
pay no more than is required. Mr. McBride 
discussed rates on fir lumber from the Pacific 
coast to Illinois points, and spoke of efforts 
put forth to iron out the difficulties on the 
varying rates now in effect. He urged mem- 
bers to send in their freight bills for auditing 
at regular intervals. He commented on the de- 
velopment of the regional advisory boards fos- 
tered by the railroads through the American 
Railway Association, the personnel of these 
boards consisting of railroad men and shippers, 
the object of the boards being to enable the 
carriers to more properly serve shippers, par- 
ticularly in the matter of car supply. 


Credits Committee Report 


The report of the committee on credits was 
the next subject taken up, and in the absence 
of E. E. Hinchliff, chairman, and John A. 
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Three of the prize winners in the Model Homes Contest conducted by the Illinois Lumber Mer- 
chants’ Association 


Wheeler, secretary, the report was presented by 
President Gauen, as follows: 


Early last year we began to talk about credits 
and collections, more especially in our district 
organization meetings, and it seemed the real live 
topic in our line of business. This subject is of 
nationwide importance. At these district meetings 
a committee of three was appointed from each 
district to meet and submit at the annual con- 
vention of the association some recommendations 
for the membership. 

After a general discussion the committee on 
credits and collections adepted the following rec- 
ommendations : 

“That the members of our association adopt 
individually the follewing as their terms of sale: 


“Terms—We sell for cash and extend credit 
on the following terms: All merchandise bought 
during the month and paid for by the tenth of 
the following month will be construed to mean 
cash; all merchandise not settled for by the 
tenth of the month following delivery will be 
construed to mean credit. Credit where allowed 
will bear interest at 7 percent per annum from 
the first of the month following purchase. In 
connection therewith it is the committee’s ree- 
ommendation that the terms as set forth should 
be made a part of the contract at the time of 
the sale.” 


Discussion on Terms of Sale 


Charles Schuck, of Springfield, asked what 
effect this would have on nonmembers, and 
President Gauen said the best way to answer 
that would be to induce them to join the asso- 
ciation. 


The recommendations of the committee were 
concurred in by practically everyone present. 

Mr. Abell, of Assumption, gave an interesting 
account of over forty years’ experience in col- 
lecting accounts, and formed his opinion early 
in life, that ‘‘any time you find a man gets 


mad when you send him a statement he has ° 


the disposition to beat you even if he does not 
actually do so.’’ Mr. Abell said he will give 
the new terms a thorough trial for a year to 
see how they work out, and suggested that the 
members print the terms of sale on their sta- 
tionery. 


H. S. Hargrave, of Hillsboro, said: If the busi- 
ness methods of the Illinois dealers is to get on to 
a higher plane it will be through the efforts of 
those in this meeting. In our seven yards we 
closed 1924 with very few accounts on our books 
and not a dollar owing the banks. 

President Gauen: It is up to the members through 
coéperation to do what is best for the business. 
We don’t expect you can change any policy over- 
night, but we can get on a higher plane and on a 
new basis by displaying a little energy, and as a 
member of the committee and of this organization, 
although I have not done so before, I intend to put 
these new terms into practice. From this day 
forward you are going to have some idea as to 
terms in business. 

Mr. Hecker said: After an account is sixty 
days old we ask the customer to sign a note, but 
that plan has only been partly successful. 

President Gauen: This is a contingent liability 
and you have closed the contract up only tem- 
porarily. We want to get away from that. Asa 
whole this is a step in the right direction and if 
we just get a start this year and only 20 percent 
of the members try it out at the beginning we will 
get somewhere. The idea is to get a definite date 
of settlement. We ought to know what the ability 
of the customer is to pay before selling him. It 
is the financial condition of the purchaser you 
must get a line on. All the dealers in the State 
will be notified of these terms of sale as recom- 
mended by the committee and adopted by the as- 
sociation, 


Ray Durham, of Harrisburg, in speaking on 
‘‘Opportunities of the Retailer’’ put over a 
virile message that touched a responsive chord 





MRS. C. L. SCHWARTZ, 
Naperville, Il. ; 
Elected Treasurer 
Ladies’ Auxiliary 


Cc. L. SCHWARTZ, 
Naperville, Ill. ; 
In Charge Association 
Year Book 


in the hearts and minds of the hosts of dealers 
present. Mr. Durham said in part: 

As we approach this thirty-sixth milestone in 
our career there is something to look back to as 
well as forward. The last ten years of the asso- 
ciation’s history has been a chronicle of achieve- 
ment, and the advancement made in that length 
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of time has been very rapid. There is just 
word which should be engraved on the thirty-gix¢f! 
milestone, and that is “OPPORTUNITY,” signify 
ing the ability with which you will be able to Sr agp 
and grapple with the situation as it confronts you, 
The small difference between success and failure 
is the margin of profit. 

Opportunities are varied. First of all you are 
considerate of the money side; educate as far gg 
we can the farmer to help lay out his plang op a 
more ornate scale. One of the big opportunities 
we have in southern Illinois is this association 
The exchange of new ideas and ideals is going to 
help us out in the opportunities we have for aq. 
vancement. As a community force you have the 
most constructive ideas in your community. Yop 
should be an active force and power in that cop. 
munity. We should keep on top in thought ang 
action. Encourage thrift, home life, happiness 
and these things will eliminate worry. Lumber. 
men should have ambition, confidence, faith, {p. 
tegrity and optimism. 

There are fewer shadows on the horizon now jp 
our country than ever before. We are in an erg 
of sane legislation. I think every lumberman owes 
it to his community to have a religious attitude, 
which will give him a realization of better things 
Here is something to take home with you: New 
hopes you have had aroused in you; with a little 
more love in your hearts for the association, its 
officers and especially for one another. The great. 
est commandment we have now is to love ou 
enemies and love one another. 


Opportunities in Remodeling Homes 


In introducing the next speaker, E. C. Hole, 
secretary and manager of the AMERICAN Lux. 
BERMAN, President Gauen said: ‘‘I know all of 
us are intensely interested in the subject of 
‘Creating Future Business,’ and there is 
nothing more constructive than being able to 
take up something that might be called a new 
opportunity for retailers. Mr. Hole has spon- 
sored a new idea and he will teli us about it.’’ 

At the outset of his address Mr. Hole said: 
**T trust you will take home with you those 
vital things which Mr. Durham has so ably put 
before you,’’ and continued: 

Are you making your office an attractive place 
in which to tell prospective home builders and 
other clients all about the material you handle? 

These old houses illustrated in the remodeling 
book, “Old Homes Made New,” were built of good 
lumber, and there are ten million old homes in the 
United States which could be remodeled just as 
attractively as those pictured. 


Creating Desire for Improvements 


Mr. Hole then cited instances of retailers 
picking out old houses and then writing a letter 
and inviting the owners to come in and see the 
book. This got them interested and created a 
desire for the improvements. 


The beauty of this remodeling proposition is 
that it is a noncompetitive business, said Mr. Hole, 
but it is not going to come to you; you will have 
to go out and get it. There are twelve farm papers 
now using the cuts of these pictures in their pub- 
lications, with the idea of improving farm houses 
and making the home so interesting and attractive 
that the boys will want to stay there and not leave 
the town in which they were born and raised. 
These old homes need new flooring, and with 4 
few slight additions and improvements the owners 
can live in modern homes made possible through 
this remodeling proposition. 


Mr. Hole touched on women’s place in busi- 








One of the attractive exhibits at the Illinois convention was that of the Long-Bell Lumber Coy 


of Kansas City, Mo. 
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ness and the necessity of having them on the 
retailers’ side in this matter of remodeling. He 


continued : 

Is the service you are rendering the warm kind 
of a thing that brings business into your yard? 
pride in your business and in the town and com- 
munity and in the old home is one of the things 
that will bring business to you. We do business 
today; today is the tomorrow that you worried 
about yesterday; tomorrow you will do business 
either good, bad or indifferent as you have planned 
today. Are you planning for twenty-five years 
ahead for that boy, for that grandson? Here is an 
opportunity. You want to intensify and magnify 
our business and do it in such a way that your 
community will recognize you as a_ benefactor. 
The man who goes after the business is going to 
get it. Why not have your bank advertise Christ- 
mas savings clubs like some of the large banking 
institutions in the metropolitan centers? Why not 
et this money in circulation for home building? 
Why not talk to your building and loan associa- 
tions to get money for this remodeling campaign? 

Pictures tell a wonderful story. Our business 
js to promote yours. Our purpose in bringing this 
remodeling campaign into being is to make it pos- 
sible for you_to do more business. This is your 
pusiness and I am glad to have had an opportunity 
to talk to you about it. Are you going home to 
try and make this year a bigger and better year? 
Do you believe in yourself? If not, you ought not 
tobe in it. With faith and courage, together with 
a constructive plan of procedure the volume of 
our business in 1925 should be greatly increased 
by this remodeling program, 


Report of Bylaws Committee 


Fred Wenthe of Effingham in submitting a 
report as chairman of the committee on bylaws 
said that at a recent meeting of the board of 
directors it was decided to give retailers of 
building materials representation on the board, 
and in line with that suggestion the committee 





We give hearty endorsement to the activities of 
the State officers and directors during the last 
year in perfecting the organization; the enlarged 
program that has been adopted and carried for- 
ward; and recognize with pleasure the progress 
that has been made. We want at this time to 
commend the State officers for their diligent work 
and the members for their codperation and splen- 
did work and support. The enlarged program for 
1925 meets with our approval, and this convention 
pledges support and what help we can give in 
carrying forward the work as outlined by our 
board of directors. 

This organization reaffirms the declaration of 
the 1924 convention favoring further trial of the 
present interstate commerce laws to the end that 
the carriers may be able to rehabilitate themselves 
to handle the vast traffic that is now in sight, and 
we are hopeful that Congress’ will withhold 
changes in our national traffic laws until such time 
as it has been fully demonstrated that changes 
are needed to carry on the commerce of the coun 
try. 

Single Standard Favored 

If the lumber standardization movement is to 
receive a continuation of the support of the lum- 
ber dealers and the confidence of the public, it 
must be based on a fully defensible single standard. 
We reaffirm the position taken unanimously by 
twenty-six retail lumber associations, including the 
National Retail Lumber Dealers’ Association, at 
the December, 1923, Washington general standard- 
ization conference that }%-inch is the minimum 
thickness fully defensible as a single standard for 
surfaced boards and finish. 

Our representatives at the next lumber standard- 
ization general conference are hereby instructed 
to stand for revision of the American Lumber 
Standards so as to make }%-inch the single stand- 
ard of thickness for boards and finish; and at fu 
ture standardization general conferences stand for 
a single standard of thickness for surfaced dimen- 
sion if and when the local building code situation 
makes such action feasible. 

We realize that conservation of timber and the 
most economical retail distribution and use of 
lumber requires that lengths shorter than 8-foot 





organization they represent stands for dealer dis- 
tribution against any unfair methods, and for the 
sale of all goods in their proper classes; and we 
further endorse and commend them for their ac 
tion in discontinuing the marketing of so called 
seconds in composition roofing and shingles. 

We are grateful to the traveling salesmen for 
their assistance and codperation in making our 
annual dance such a success. They were a valua- 
ble factor in the management, and added much to 
the enjoyment and pleasure of members and 
visitors. 

We appreciate the support given this organiza- 
tion by the trade papers. They have been gener- 
ous with space and commendation, and we wish 
to express our appreciation of this active and ag- 
gressive support. We also want to thank the press 
throughout the State for help given at district and 
club meetings. 

Since the last convention six of our members 
have passed away. They are: George P. Heartt, 
president Lord Lumber Co., LaGrange; George P. 
Luce, manager Lord Lumber Co., LaGrange; T. H. 
Bruning, Havana; D. F. Velde, Pekin; William 
Springman, Alton; William Hammerschmidt, Lom- 
bard; George Rothan, Peoria, and B. W. Zimmer 
man, East St. Louis. 

To the families of our deceased members we 
extend sympathy and assure them that we feel 
the passing of these good citizens with whom we 
have been associated in years past. 

We all regret the sudden illness of Mrs. E. E. 
Hinchliff, member of the Galesburg Ladies’ Quar- 
tet, wife of our member, Everett Hinchliff, and 
who is now in St. Lukes Hospital, Chicago. We 
sympathize with Mr. and Mrs. Hinchliff and hope 
for a speedy recovery. 


Officers Elected 
The nominations committee presented the 


following report, which was unanimously 
adopted: 

President—A. C. Gauen, Collinsville, Ill. (re- 
elected). 


Vice president—J. W. Mackemer, Peoria, III. 
Directors at large (one year)—James P. Flan- 








A FEW OF TWENTY MODELS EXHIBITED IN CONNECTION WITH THE MODEL HOMES CONTEST 


recommends that the bylaws be amended so as 
to increase the membership of the board from 
nine to twelve, and that three representatives 
be elected solely engaged in the retailing of 
building materials. 

The committee also recommended that the 
bylaws be amended so that dues be assessed on 
the following basis of gross sales: Under 
$15,000 per annum, $15; $25,000 to $35,000, 
$25; $35,000 to $50,000, $35; $50,000 to $75,- 
000, $50; $75,000 to $100,000, $75; $100,000 
and over, $100; sustaining members, $120. 

Under name of organization, the committee 
recommended that Article 1 be changed to read 
as follows: 

The name of the organization shall be the IIli- 
hois Lumber & Material Dealers’ Association and 
the territory embraced by it shall be the State of 
Illinois, 

Other recommendations of the bylaws com- 
mittee included the following: 

Section 2 of Article V be enlarged by adding the 
following after the first sentence : 


“That at the annual meeting of 
Members shall elect the directors at large who 
are member building material dealers other 
than lumber; one for a term of one year; one 
or a term of two years, and one for a term of 
three years, and in annual meetings hereafter 
one director at large shall be elected to fill the 
vacancy caused by expiration. 


1925 the 


All the recommendations of the committee on 
ylaws were concurred in. 
Resolutions Adopted 
Charles A. Glore of Centralia, chairman of 
the committee on resolutions, submitted the 
owing report, which was adopted: 
The IMlinois Lumber Merchants’ Association as- 


Sembled in thirty-fifth annual meeting give ex- 
Pression to some of the important subjects need- 


hg attention of the members as follows: 


shall be marketed separately and not included in 
random length shipments except by special con- 
tract. 

Our representatives at the next lumber stand- 
ardization general conference are instructed to 
stand for inclusion in the American Lumber Stand 
ards of a paragraph stating that lengths shorter 
than 8-foot shall be marketed separately and not 
included in random length shipments, except by 
special agreement. 

The thanks of the Illinois Lumber Merchants’ 
Association are heartily extended to all who took 
part in the convention program. To the ladies 
who furnished the music we are deeply grateful 
and hereby express our appreciation of their good 
work. We also want to thank the officers and 
committees for their activity and attention to de- 
tails; and to the members in attendance for their 
coéperation and help we give our expression of 
high appreciation. The management of the Sher- 
man Hotel has given us splendid service and we 
wish here to publicly thank them for their atten- 
tion to details and the hospitable entertainment 
given our members and visitors. 

We recognize in the Ladies’ Auxiliary a valuable 


addition to the State association work. The of- 
ficers of that organization have made splendid 


progress during the last year and are deserving 
of the thanks of our entire membership. Of course 
we all want the help and codperation of the ladies ; 
their presence at this convention is appreciated and 
we are hopeful that they have had a profitable 
and enjoyable time. The officers and members of 
the State association pledge continued support to 
the Ladies’ Auxiliary and are ready to do anything 
we can to advance the interests of that organiza 
tion. 

Ve are all grateful to Charles L. Schwartz for 
his intelligent and aggressive work in publishing 
the Association Year Book. He has been very dili- 
gent, spending a lot of time and effort. and we are 
all pleased with the results. The 1924 Year Book 
was one of the best—so far as we are advised— 
issued by any association, and we know that the 
1925 book to be issued soon will be a credit to 
Mr. Schwartz and the association. 

We appreciate the help given in our program by 
representatives of manufacturing associations and 
their words of good cheer and kindly greetings. 
We wish to thank them for their codperation and 
help. It is especially gratifying to be assured by 
representatives of the roofing association that the 


nery, East St. Louis, Ill.; (two years) Fred Faber, 
Peoria; (three years) Morris L. Hecker, Cham- 
paign, Ill. Second district: George F. Colton, 
Rockford, Ill.; fourth district, F. B. Elliott, La 
Salle, Ill.; sixth district, John A. Bryden, Spring- 


field, Ill. 
All Interested in Service Idea 


President Gauen after expressing his great 
appreciation for the honor again conferred, said: 

There are a great many men who have been able 
to find themselves, due to the efforts of this or- 
ganization. While he did not seek reélection, 
President Gauen said he accepted on condition that 
there would be manifested the same spirit of co- 
ordination and codperation that your officers have 
enjoyed the last year. Without the efforts of the 
members the work of your officers would amount 
to little. It is true the sphere of activity has 
been greatly enlarged during the last year, and the 
program for 1925 is broader than that in 1924. A 
continuation of the idea of true service as set forth 
by Director Ray Durham will be a wonderful help 
to the membership. If you will work along those 
lines; if you will adopt that as a principle and get 
it firmly established in your minds, and with a 
real true feeling coming from the heart, there is 
no question of the inspiration that your officers 
will gain the new goal the association stands for. 

There is a place for ali in this association who 
are engaged in the industry. We are all interested 
in the service idea. In the main the majority of 
the retailers are not fully acquainted with the 
different woods they handle. In this organization 
we have a man who has made a study of the vari- 
ous woods. It is a service we need, and through 
the ideas of getting better acquainted with the 
uses of the woods and possibly with the aid of 
this man who has volunteered his services, I think 
we ought to profit. From the spirit displayed we 
look with confidence to a bigger and better business 
in 1925. 

Vice President Mackemer in acknowledging 
the honor conferred, urged the members to go 
back home and make it their personal business 
to sell their neighboring dealers on the asso- 
ciation idea. 

After a few remarks by Director Elliott offer- 
ing codperation, the convention adjourned. 
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Connecticut Retailers Discuss Standardization, Short Lengths— 
Members Urged to Push Building and Loan Associations 


Hartrorp, Conn., Feb. 10.—John G. Schwarz, 
jr., of Schwarz Bros. Lumber Co., Bridgeport, 
was elected president of the Lumber Dealers 
Association of Connecticut at a large and en- 
thusiastic meeting held here today in the Hotel 
Bond. It was the thirty-third annual conven- 
tion of the organization and one of the most 
successful in its history. 

Action was taken by the association on sev- 
eral important problems which vitally concern 
eastern lumber dealers. Resolutions were unan- 
imously adopted regarding short lengths of 
random lumber, a single standard for inch- 
boards and dimension sizes, the promotion of 
standard sizes, and more strictly enforced grad- 
ing rules for Pacific coast fir and No. 2 common 
&better yellow pine. 

The Connecticut dealers went on record by 
declaring that— 

Conservation of timber resources and, economical 
distribution from retail yards demand that lengths 
shorter than 8-foot shall not be included in random 
length shipments except by special contract ; 

If the lumber standardization movement is to 
receive the support of the lumber dealers and the 
confidence of the public it must be based on a 
fully defensible single standard, and as }%-inch is 
the minimum defensible thickness for boards the 
association’s representatives at the next standard- 
ization conference will insist on revision to_that 
basis, and also demand a similar standard for 
dimension when and if the Connecticut building 
code situation makes such action feasible; 

Lumber manufacturers be requested to furnish 
the association with a list of producers able to 
aecept and fill orders for extra standard lumber, 
inasmuch as the Connecticut dealers agree that at 
no time since the agreement was entered into be- 
tween the retailers and the manufacturers at the 
suggestion of the Department of Commerce has 
extra standard lumber been available in adequate 
quantities and the manufacturers are not believed 
to have kept their agreement ; 

The association condemns the practice of mix- 
ing grades in any species of lumber and specifically 
believes that No. 1 common fir should not be sold 
as such with a substantial percentage of No. 2 
eommon included except provision for this be spe- 
cifically made in the selling contract, and that the 
so-called grade of No. 2 common&better yellow pine 
should not be sold except when the percentage of 
grades is written into the contract. 


Board of Directors Meet 


The board of directors met at 10 o’clock this 
morning for reports and special business. Those 
present were H. M. Swinney, of Niantic, G. 
Fred Thompson, of Stamford, John G. Schwarz, 
jr., of Bridgeport, Richard Warren, of New 
London, John C. Barry, of Portland, and Will- 
iam J. Riley, of Hartford. 

It was voted to resume the summer outings 
which have been so popular and successful in 
former years. Tentative plans provide for a 
two- or three-day trip among forestry projects 
and a final good time for dealers and their 
families. 

The business ethics or principles as proposed 
by the Chamber of Commerce of the United 
States were endorsed by the board and it was 
voted to bring this matter before the full con- 
vention in the afternoon for similar action. 

It was voted to change the by-laws of the 
association to provide for two vice presidents 
instead of one as hitherto. 

The board favored the stand of the Chamber 
of Commerce of the United States on its ref- 
erendum No. 44 in regard to reforms in the 
postal service and agreed to bring the matter 
before the convention. 

William J. Riley, chairman; John G. Schwarz, 
jr., and H. M. Swinney were appointed to pre- 
pare the resolutions for the action of the con- 
vention. 


Officers Nominated Are Elected 


The following nominating committee was ap- 
pointed to prepare a slate of officers for the 
ensuing year: Richard Warren, of the Thames 
Lumber Co., New London; John G. Schwarz, 
jr.; W. G. Glenny, John C. Barry, Strong & 
Hale, Portland; and Hobart H. Richards, H. H. 
Richards Lumber Co., West Haven. President 
N. B. Richards, Manchester Lumber Co., South 
Manchester, had declined to accept a renomi- 


nation and Mr. Schwarz was persuaded to ac- 
cept the nomination. Other officers nominated 
and later elected by unanimous vote were: 

First vice president—H. E. Thompson, Water- 
town Lumber Co., Watertown. 


Second vice president—-Albert Siebold, DeForest 
& Hotchkiss Co., New Haven. 

Secretary—-Cariton FE. Underwood, 
Lumber Co., Norwalk. 


Treasurer—-I]. H. Richards, H. WH. Richards 
Lumber Co., West Haven. 

Directors (for terms expiring in 1928)—N. B. 
Richards, Manchester Lumber Co., South Man- 
chester; G. Fred Thompson, Getman & Judd Co., 
Stamford; George H. Lowenthal, The Gustave 
Lowenthal Co., Middleton, and Willis Austin, Ed- 
ward Chappell Co., Norwich. 


Directors (for terms expiring in 1926)—-H. M. 
Swinney, Niantic Lumber Co., Niantic, and R. G. 
Murphy, Frank Miller Lumber Co., Bridgeport. 


AFTERNOON SESSION 


President Richards opened the afternoon 
business session at 2 o’clock in the large ball- 
room. The call of the roll by Secretary Under- 
wood showed a good attendance, Treasurer 
Richards’ report showed the finances in excep- 
tionally healthy condition. Secretary Under- 
wood’s report referred to the large amount of 
valuable work carried on by Secretary-manager 
Paul 8. Collier, of the Northeastern Retail 
Lumbermen’s Association, with which the Con- 
necticut organization is affiliated, and his as- 
sistants. He said the district groups in Con- 
necticut were proving to be an exceptionally 
valuable feature of the association’s activities. 


Norwalk 











The secretary also referred to the important 
work President Richards has been doing the 
last year in stimulating interest in and further 
organization of building and loan associations. 

Activities of the Northeastern association 
have relieved the Connecticut organization of 
many burdens, President Richards said in his 
address, but there are many local problems 
which must be handled locally by the dealers 
in this State. The State, the public and the 
lumber dealers have a common interest in the 
organization of more building and loan asso- 
ciations. Proposed lien laws particularly must 
be watched in the legislature. There must be 
still greater interest and better attendance at 
district group meetings. When such meetings 
are called dealers must make this their most 
important business, attend them and take active 
part in them. Many Connecticut dealers at- 
tended the recent convention of the Northeast- 
ern retailers in New York, and no one could 
have attended this last gathering without get- 
ting great profit from it and real benefits that 
are lasting. 

Reporting as national councillor, Mr. Siebold 
spoke of the adoption of general principles of 
business ethics recommended by the Chamber 
of Commerce of the United States, and de- 
clared them to be the greatest advance in the 
last twenty years of business. The association 
is now on record in favor of the universal adop- 


tion of these business principles by America, 
business men. 


Discusses ‘‘Aids to Home Builders’’ 


John C, Barry led the discussion on ‘‘ Aids tp 
Home Builders.’’ Connecticut has forty build. 
ing and loan associations, he said, with 4,09 
members, while New Jersey has 1,100 with 
700,000 members. New Jersey has two and 
one-half times the population of Connectiey 
and twenty times as many members in its logy 
associations for home-builders. In his home 
town, Mr. Barry said, they have a little loan 
association only five years old which already has 
$140,000 in capital loaned to home-owners, mor 
than the bank in the same town which has beer 
in business many years. The policy of theg 
loan associations is to lend 80 percent of the 
value, so that if a man builds a $6,000 house he 
can borrow $4,800 and it only costs him $48 g 
month for twelve years, just like paying a mod. 
erate rent but with the advantage that the 
home is soon paid for. 

Mr. Barry said he did not think much of the 
second mortgage company scheme. It costs the 
home-owner too much in fees, bonuses ete. The 
building and loan associations have not had 
the publicity they deserve in Connecticut, he 
thought, for their good work done very quietly 
and efficiently. Lumber dealers should get be 
hind them and boom them. In his town the 
association with 418 members has receipts of 
$4,000 a month to be used in the construction 
of more houses. ‘‘We must get behind this 
movement,’’ concluded Mr. Barry. ‘‘It has 
the hearty approval of President Coolidge and 
of Secretary Hoover. It should have ours,” 

H. J. Carroll, of the New York Telephone 
Co., gave a very interesting talk on the proper 
use of the telephone in business. He demon- 
strated how the telephone can be made a most 
valuable asset to the lumber dealer through 
proper, courteous use, or become a real liabil- 
ity that loses friends and orders. 


Lively Discussion on Standardization 


‘‘Standardization’’ was the subject discussed 
by William A. Gately, of the Department of 
Commerce, and it aroused the greatest interest 
and discussion of the day. He said the lumber 
retailer usually thinks he can pass on to the 
consumer whatever he gets, and the public 
thinks the lumber dealer is out to get a for 
tune as quickly as possible. He outlined the 
history of the standardization movement and 
declared: ‘‘ You yourselves formed the lumber 
standards. But they aren’t the lumber stand- 
ards until you use them—and you aren’t using 
them. It isn’t sufficient to make a few grace 
ful gestures. You’ve got to get down to brass 
tacks and use them. It’s up to every lumber 
dealer to adopt these standards and use them. 
Non’t look at this as a fight. It isn’t. It’s 
chance for real codperation. It’s something 
that is a first step to put the lumber busines 
on the same plane as other modern business.” 

Everett J. Lake, of the Hartford Lumber 
Co., a former governor of Connecticut, vigor 
ously criticized the new standards and said he 
couldn’t ‘‘see anything in this standardization 
stuff.’? He thought the department should dle 
vate instead of trying to standardize the lower 
grades. 

In his reply Mr. Gately said that if a steam 
roller were running away down hill the first 
thing to think about is stopping it, and plans 
for getting it back up the hill can be considered 
later. 

Charles Hill, general sales manager of the 
Southern Pine Sales Corporation, New York 
City, declared that the fundamental need was 4 
universal nomenclature. He said any grade 0 
softwoods used for a common purpose shoul 
have a common meaning. The defects 
should be the same in North Carolina pine, 
southern pine, or yellow pine. Board measurt 
is the same for all woods. Grades should be the 
same. There shouldn’t be what is ealled roofers 
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in one species and No. 2 common in something 
else. The lumber manufacturer is influenced by 
the so-called standards, he said, to throw away 
$3 worth of lumber to save 50 cents in freight. 
He told of one customer who bought last year 
400,000 feet of 13/16-inch boards from him and 
300,000 feet of %-inch from another mill willing 
to sell the thin stock. He has just repeated his 
order for the thicker boards and still has most 
of the scant stock on hand. Mr. Hill urged the 
dealers to educate their customers and refuse to 
handle the scant sizes. 
William J. Riley, of the Hartford Lumber 
Co., as chairman of the resolutions committee, 
resented the resolutions on standards and 
ding and they were adopted without any 
negative votes. 


Contractors’ Special Trade Discount 


Mr. Schwarz led the discussion on the ques- 
tion of allowing contractors a special trade dis- 
count of 10 percent. He opposed the proposi- 
tio as unfair and unethical. It has been 
brought to an issue by the forming of a con- 
tractors’ association thruout New England and 
a recent demand by the new association for a 
trade discount from building material dealers. 
Years ago dealers here allowed a 5 percent dis- 
count on lumber if paid for by the tenth of the 
following month and 14% percent if paid in 
thirty days, but the contractors now want the 
10 percent trade discount irrespective of when 
they pay their bills. A list compiled here re- 
cently showed there were 180 customers who 
might be classed as contractors on retail lumber 
dealers’ books as against only twenty who are 
members of the new association asking for the 
discount. To give to the few and withhold from 
the many would be rank discrimination, Mr. 
Schwarz argued. This also appeared to be the 
general view of those present. 


Appeals for Greater Interest in Forestry 


Secretary Phillip L. Butterick, of the Con- 
necticut Forestry Association, made an appeal 
for greater interest in public forestry activities. 
He declared that the State should have a mini- 
mum of 200,000 acres of forestry land, developed 
from cheap land now idle and unproductive. In 
forty years boxboards would be produced profit- 
ably and in sixty years there would be high 
grade white pine from big trees, he declared. 
The State now has only about 10,000 acres of 
woodland. Bills for action along this line are 
now before the State assembly and he appealed 
to the lumber dealers to lend them their active 
support. 

President Walter R. Pettit, of the Northeast- 
ern Retail Lumbermen’s Association, of A. S. 
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Pettit & Sons, Huntington, L. I., spoke of the 
Breat opportunities for codperation presented 
y the union of the Northeastern group of 
tates in one association of retailers. ‘‘We 
should have more group meetings,’’ he said. 
tig have on every side evidence of the need 
% group action and group study. So I make 


the appeal for more group meetings and study 
as the keynote of our association activity this 
coming year.’’ 

William Lueas, secretary of the Eastern Mill- 
work Bureau, New York City, led the discussion 
on cost-finding practice and urged the dealers to 
make greater use ‘of this service offered by the 
Northeastern association. 

Thomas M. McIntosh, field secretary, for the 
Northeastern, made a similar address on adver- 
tising, sales promotion and the use of the plan 
books the Northeastern association has been 
featuring for several years. 


Gov. Lake told of a personal experience as a 
bank director when his banker associates were 
able to make a much larger loan to a certain 
Connecticut lumber yard recently, as the result 
of information secured from a statement pre- 
pared on the yard by Mr. Lucas, than they 
would have been able to grant on the strength 
of the sort of regulation auditor’s report sup- 
plied by the ordinary first-class auditors. 


Secretary Collier, of the Northeastern associa- 
tion, delivered one of his characteristic inspira- 
tional addresses and received a warm welcome. 
He outlined the association activities in a most 
interesting way. He suggested ‘‘yard house- 
keeping’’ with as many entries as possible from 
Connecticut yards as one good and valuable 
activity for 1925. 

On motion of Mr. Riley a vote of thanks was 
passed in appreciation of the unusually hand- 
some dinner menus which have been supplied 
each year by the associated mutual lumber in- 
surance companies. 


ANNUAL BANQUET 


More than 300 dealers and their friends among 
the lumber trade were welcomed this evening 
by the retiring president, Mr. Richards, at the 
annual banquet. Gov. Lake was presented as 
the toastmaster. There was a delightful musical 
entertainment and one of the most humorous 
speakers ever heard by the association. Others 
who addressed the gathering were.Mayor Nor- 
man C. Stevens, of Hartford, and J. C. Howell, 
the New York expert economist. 

Mr. Howell painted a bright picture of the 


general economic situation and predicted a pros- 
perous year with the necessity of care to detail 
and securing a reasonable profit in a very com- 
petitive market by keeping expenses at the abso- 
lute minimum. An era of consolidation is ahead, 
he declared, and consolidations of motor con- 
cerns during the-coming year will be startling. 
He declared that many retail lumber yards in one 





WILLIAM J. RILEY, 
Hartford, Conn. ; 


JOHN C. BARRY, 
Portland, Conn. ; 
Chairman Resolutions Led Discussion 
city or town were evidence of unsound economy, 
and he recommended that the dealers consider 
carefully the wisdom of making consolidations 
in their own trade which would insure fair busi- 
ness profits at moderate prices by curtailing the 
cost of overhead. 

Mr. Pettit was again called upon and he spoke 
in similar vein to his afternoon address. 

A concatenation of Hoo-Hoo was held here 
last night and a number of kittens were initi- 
ated. A special delegation of Boston lumber- 
men came down for the ceremony and attended 
the convention today. 


Georgia-Floridans Discuss Grades 


[Special telegram to AMERICAN LUMBERMAN] 

JACKSONVILLE, FLA., Feb. 11.—One of the 
liveliest meetings of sawmill men that have con- 
vened in a long time was held here today. 


The meeting was called to order at 10:30 
a. m. by J. E. Graves, of Hosford, Fla., presi- 
dent of the Georgia-Florida Saw Mill Associa- 
tion, and was attended by about thirty-five lum- 
bermen from throughout the Southeast. Be- 
sides the members of the Saw Mill association 
there were present several representatives of 
the Florida Lumber & Millwork Association. 


J. P. Williams, of Orlando, Fla., president 
of the last named association, gave a short and 
interesting talk on the work, stating it had been 
organized with eleven members several years 
ago, and now has a total membership of 150. 
At his suggestion a committee was appointed 
from the Georgia-Florida Saw Mill Association 
to attend the meeting of the Florida associa- 
tion to be held here tomorrow. Speaking fur- 
ther, Mr. Williams touched on the allied inter- 
ests of both associations and stated it is the 
purpose of his association to work in coopera- 
tion with the Georgia-Florida Saw Mill Asso- 
ciation. 

C. B. Harman, of Atlanta, Ga., secretary of 
the Southern Sash, Door & Millwork Manufac- 
turers’ Association, with members in eleven 
southern States, spoke of the need of close af- 
filiation between the different lumber organi- 
zations. His principal remarks were concern- 
ing blue stained lumber and how it could be 
best put to use. Mr. Harman showed several 
samples of stained lumber which had been prop- 
erly prepared and painted to further his talk. 

Discussion among the manufacturers fol- 
lowed as to the best way of handling the lumber 
at their plants. E. C. Harrell, secretary of the 
Georgia-Florida Saw Mill Association, made an 


interesting talk regarding general conditions 
affecting the lumber industry with special ref- 
erence to grading rules for structural timbers, 
standardization and workman’s compensation, 
and other legislative matters. He urged all 
members to report their sales in order that this 
feature of the association work may be still 
more complete. 

J. 8. Farish, traffic manager of the Georgia- 
Florida Saw Mill Association, spoke of im- 
pending rate adjustments vitally affecting the 
interests of the manufacturers in the South, 
especially those relating to the proposed new 
rates to Virginia cities, and also in regard to 
the interstate rates in the territory in which the 
association operates. He also touched on the 
situation existing on the east coast of Florida, 
where the vast volume of traffic offering had 
forced the placement of an embargo to many 
points on the Florida East Coast Railway, stat- 
ing that his association is working in the clos- 
est harmony with the Florida East Coast Rail- 
way, in an attempt to clear up the existing con- 
gestion. Hé also showed the effect of the oper- 
ation of the Florida, Western & Northern Rail- 
way, which is that new portion of the Seaboard 
Air Line extending some two hundred miles from 
Coleman, Fla., to West Palm Beach, Fla., which 
route establishes a cross-State line, thus per- 
mitting freight and passenger service to and 
from the east and west coast of Florida with- 
out the necessity of coming to the northernmost 
part of the State to make connections. 

Following these addresses by the officers of 
the association there was a general discussion 
among the members of the many matters af- 
fecting their interests. Many of the most prom- 
inent members of the association were present 
and the session lasted until late in the after- 
noon. A buffet luncheon was served in the as- 
sembly room at noon. 
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lowa Associations in Joint Meeting Discuss Business 
Essentials, Conservation and Scientific Merchandising 


Mason City, Iowa, Feb. 11.—The joint con- 
vention of the Northwest Iowa Lumbermen’s 
Association and the Central & Northeastern 
Iowa Lumbermen’s Association, which is being 
held in the Hanford Hotel here today and to- 
morrow, promises to be an alert meeting with 
dealers absorbing a great amount of good from 
the carefully arranged program. Action char- 
acterized the opening session in which the 
formal addresses of the presidents, the secre- 
taries’ reports and the appointment of com- 
mittees were taken up. Early registration in- 
dicated that the attendance would run around 
the 300 mark, although it is possible that this 
estimate will be bettered before he convention 
closes. In addition to a large number of retail- 
ers and their wives, many wholesalers are pres- 
ent. Probably twenty exhibits are located in 
hotel rooms where they may be inspected by the 
visiting lumbermen. 

While the convention was assembling Will- 
iam Woodruff, of this city, sang three solos and 
then led the convention in the ‘‘Iowa Corn 
Song’’ which imparted the necessary zest to 
the meeting to give it a rousing send off. 

John Smith, of Spencer, president of the 
Northwest Iowa association, called the meeting 
to order and introduced L. L. Forbes, mayor of 
Mason City, who delivered the address of wel- 
come. Mr. Forbes, who is a young lawyer and 
an energetic Legionnaire, proved to be an en- 
tertaining speaker and one well versed in the 
history and problems of the lumber industry. 
In opening his address he quoted a poem dear 
to the heart of every news editor entitled ‘‘ Boul 
it Down,’’ saying he intended to boil his ad- 
dress down. 

Describes Timber Conservation in France 


The speaker referred to the way in which 
France handles the problem of conserving its 
timber supply as he had observed it while a 
member of the American Expeditionary Forces. 
He said that every tree is marked with a date 
and year signifying the time when it may be 
felled. He then reviewed the French method of 
manufacturing lumber emphasizing the care 
which is taken to use every bit of the tree even 
down to the leaves. ‘‘They waste absolutely 
nothing,’’ he said, ‘‘and we could well afford 
to follow their example.’’ Mr. Forbes told 
how his battalion had given the war orphans 
in a little French village a Christmas party and 
how a few days after an uncouth peasant had 
appeared on the scene with a bill for 70 frances 
to cover the cost of a pine tree which the Sam- 
mies had cut down for a Christmas tree. 

Crossing over to the lumber industry in the 
United States, Mr. Forbes said that the history 
of the industry in this country is the history 
ot its settlement. He then traced the advance 
of lumber operations and the growth in demand 
for the commodity from the early operations in 
New England to the present mammoth manu- 
facturing projects on the Pacific coast, men- 
tioning the changing demand for the various 
species and referring particularly to the char- 
acteristics of the hardwood industry. 

The settlement of our country has been well 
done, he said in closing, and the lumbermen have 
fulfilled their duty by contributing to this devel- 
opment. But they can not sit idly by now. If 
the United States is. to maintain her position as 
the foremost republic of the world and not go the 
way of the old Roman Republic, the lumberman 
must build a nation of home owners and home 
builders. And my plea to you is to make Iowa 


and the nation at large a mighty nation of home 
owning people. 


Address by Northwest’s President 


President Smith in his address dwelt on the 
purposes of the meeting and how the convention 
happened to be brought to Mason City. Be- 
cause of the slim attendance at some of the 
former meetings of his association, it was de- 
cided to hold a joint meeting with the Central 
& Northeastern association since it would then 
be possible to offer the retailers a better pro- 
gram than if they had met by themselves. Mr. 
Smith said that a manager was doing an injus- 


tice to his employer if he did not attend the 
sessions of the convention and he urged those 
present to stay throughout the sessions, saying 
that the program this year was one of the best 
in the history of the organization. 


Makes Plea for Increased Membership 


G. H. Kiefer, of Pocahontas, secretary-treas- 
urer, reporting for the Northwest Iowa asso- 
ciation, stated that the organization had a bal- 
ance on hand of $456.73 and that on the whole 
the finances were in gaod shape. He brought 
up the matter of membership which had been 
considered at last year’s meeting but said there 
was no appreciable increase over last year. 
The value of the association to its members, he 
declared, is illustrated by its activities in oppo- 
sition to the Howell-Barkley bill, the Burling- 
ton rate case, and the provisions of the new 
income tax act that would affect retail lumber- 
men. Mr. Kiefer closed with the suggestion 
that more effort be expended in 1925 in secur- 
ing new members. _ 

Address of Central & Northeastern President 

John A. Limback, of Cedar Rapids, president 
ot the Central & Northeastern association, then 
addressed the delegates as follows: 


Greetings to the joint meeting of the Northwest 
Iowa and Central & Northeastern Lumbermen’s 
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associations. In extending the glad hand of wel- 
come we must follow what is termed the new ideal 
formed in business which is service. Most people 
think of business as money making but more and 
more the men of business are realizing the truth 
that business is service and that money is only 
the wage of service. The recognition of service as 
the law of business is ushering in a new age. The 
people are turning away from political demagogs, 
away from socialism; away from radicalism. In 
the opinion of the sanest political observers, the 
last presidential election has shown a defeat of 
radicalism that has astonished the world, and in 
their opinion it will lay the foundation for at 
least ten years of sound prosperity. This means 
more building construction and everything points 
to better business conditions in the retail lumber 
lumber business for 1925. Have you ever taken 
a personal inventory of yourself and your stocks? 
I am going to suggest a few points on which 
lumbermen might well check up to see where they 
stand. 
Credits 


Have you been too lenient about credits? Most 
lumber dealers are. Building materials are too 
often sold without the dealers first securing full 
and complete information as to the customer’s 
ability to pay and the exact time stipulated for 
payment. 

Meager Profits 

What was the reason for small profits? Were 
retail prices too low? If the margin is not suffi- 
cient to cover all overhead and expenses and permit 


a reasonable profit, was it your competitor's fault 
or your own? Too many dealers put the blame 
on the competitors for short margins when really 
the dealer himself is partly at fault. It is easiop 
to meet the fellow’s price than it is to meet him 
occasionally face to face and man to man. There 
is nothing that will improve business relations 
like a friendly feeling toward competitors. Haye 
you been friendly? Have you been neighborly? 


Turnover 

Profits made by lumber dealers in large citieg 
are mainly due to frequent and quick turnover, 
The prices are low and margins small. The volume 
of business saves the day. Many large city dealers 
turn over their stocks several times during the 
year. In small communities it is not always pos 
sible to turn stocks often, therefore purchases 
should be made in quantities accordingly. 


Courtesy to Customers Pays 

Real courtesty is often lacking in some lines of 
business. From observation it can be truly said 
that many lumbermen lack this requisite. Very 
few merchants are discourteous, but many fail to 
go out of their way to please customers. Courteous 
treatment does not only mean serving the cus- 
tomers to complete satisfaction, but the general 
attitude and the facial expressions that are pleas- 
ing should be inculeated in dealers and their em- 
ployees. A blank look on the faces of clerks and 
salesmen in lumber offices is very noticeable. This 
is particularly true in smaller offices where one 
or two persons do the clerical work as well as at- 
tend to the wants of the customers. Everyone 
likes to walk into a store and be waited on im- 
mediately. Delay in service is readily countenanced 
when the sales force is busy with other purchasers, 
It seems to be a habit with lumber yard book- 
keepers to want to finish adding a column of figures 
while the prospective customer waits for them to 
do it. And there is nothing so detrimental as 
having customers wander around the yard looking 
for somebody to wait on them. It sure does knock 
business. 

; Get Out of Ruts 

So, lumbermen, let’s take a psychological in- 
ventory. It’s pretty hard to change habits and 
difficult to get out of mental ruts, but it costs 
nothing to do it. Many a merchant goes plodding 
along in the same old way without ever stopping 
to consider a change of mental attitude. 

With these few thoughts, in all it is service 
and courtesy that brings the profits. Let us speed 
up our associations toward a new goal and hope 
that the new business year will be one of pros- 
perity and happiness. 

Robert Connor, of Des Moines, secretary and 
treasurer of the Central & Northeastern Iowa 
association, reported a balance on hand in the 
treasury of $559.51. He said the other speak- 
ers had not left much for him to say but he 
did wish to call attention to the exceptional tal- 
ent on the program. Some of the speakers, he 
asserted, had never addressed lumbermen’s ¢con- 
ventions before and therefore something new 
was in store. 

The following committees were appointed: 


Central & Northeastern lowa Association 
Nominations—William Vosburg, Gilman; Harty 
Dunkelberg, Waterloo; A. F. Nonnemacher, Jesup. 
Auditing—Fred Henry, Belle Plaine; H. 8. Ris- 
ser, Mount Vernon; A. L. Alcorn, Cedar Rapids. 
Northwest lowa Association 


Nominations—W. A. Wiegert, Palmer; S. ™. 
Furrow, Ft. Dodge; W. J. Pohlen, Everly. 


Auditing—BE. T. Henrich, Alton; George Sohol, 
Sibley. 


Joint Resolutions—Hugh Harrington, North 
English; A. M. Fellows, Lansing; John T. Grant, 
Rolfe; M. J. Quinn, Algona; O. L. Lighter, Spen 
cer; H. A. French, Titonka. 


WEDNESDAY AFTERNOON 


The afternoon session opened promptly 4 
the scheduled hour and moved forward with 
the same snap and precision that character 
ized the morning session. The first address 
on the ‘‘Science of Selling’’ was delivered by 
L. R. Putman, of Chicago, a former retailer 
and advertising director Southwestern Lum- 
bermen’s Association, who is now associate 
with a large advertising concern. Mr. Put- 
man pointed out some of the psychological 
factors that must be given consideration 
modern merchandising and drove home his 
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points with elever and appropriate stories. 


Lumber is not scientifically’ sold, he said. I 
suppose you are as interested in selling as in any 
other part of your business for selling is the most 
jmportant part of business. The lumberman has 
created a market for shingles and lath only to have 
some manufacturer of substitutes come along and 
take the business away from him because the latter 
has adopted better sales efforts and has advertised 
more extensively. The lumberman must wake up, 
push his sales and increase his advertising. For 

oods well bought these days are half sold; and 
goods half sold are those well advertised. 

In surveys which we have made we have found 
that the retail dealer is becoming more of a ware- 
house man and less of a merchant. He stocks his 
bins with lumber and his shelves with paint and 
waits for someone to come around to buy. This 
must be changed ; he must go after the business. 

Speculators have grown up in the building busi- 
ness. They put up houses as cheaply as they can 
and sell them for as high a price as they can get. 
The speculator hurts the game and it is up to the 
retailer to get him out. On the other hand the 
mail order concern is pointing the way to better 
merchandising. You can’t legislate them out of 
pusiness; you’ve got to meet their competition. 
The lumberman must render the same service as 
the mail order house. They have made it easy 
for people to build through their plan services and 
by lending financial assistance. There is one place, 
however, where the retailer has it over a mail 
order concern. He has the opportunity to build 
good will by meeting his customer face to face, 
sizing him up and convincing him he ought to buy. 
If the lumberman does this he need.not fear the 
mail order concern. 

Plan ahead. Plan in the winter for the summer 
and in the summer for the winter. Get people to 
think about building. Get them to visualize your 
products. They are not interested in shingles and 
boards. They are interested in what they are go- 
ing to get out of them; show them homes. Beauty 
is a great aid in selling; it arouses the interest of 
the women. Advertising copy should be prepared 
with these points in mind. Study your customer 
and appeal to his prominent qualities for the per- 
sonal equation is a great factor in selling. Fix up 
your office and make it attractive so that the 


' women will not hesitate to enter it. 


Remodeling Campaign Most Constructive 

Here I would like to say that the AMERICAN 
LUMBERMAN has gotten out one of the most con- 
structive ideas in years in its remodeling cam- 
paign which shows what can be accomplished in 
beautifying a home oe remodeling and over- 
hauling. This idea is going to mean millions of 
dollars to the lumber industry in the next few 
years if it is taken up and pushed as it should be. 
And when one home is dressed up it gets other 
home owners dissatisfied and they take steps to 
improve their dwellings, and so it goes. 

Write stories for your local paper. The editor 
will be glad to publish them. ‘Tell your story in 
your advertising. Don’t advertise upon a spas- 
modic basis for it doesn’t pay. In the long run 
Truth in 
advertising is also essential; and it is important 
to use short words that the average reader can 
easily understand. Suggestive selling should be 
used more extensively in the retail lumber busi- 
ness. Dealers’ helps furnished free by manufac- 
turers should be put to use. And the customer 
should be made to feel you are giving him some- 
thing valuable when you pass out.literature of this 
sort, or souvenirs. Codperative advertising such 
as is carried on by some of the great lumber asso- 
ciations is a great thing. It should be put to use 
in more fields. 

Mr. Putman closed with the thought that 
business is based on advertising, especially 
the sales and merchandising end, and that 
it is the man with the idea who will be able 
to put things across and realize profits in this 
day of scientific merchandising. 


Tells About Lien Law 


At the close of this address, RB. F. Clough, 
prominent Mason City attorney, led a dis- 
cussion on the lien law. He explained the 
period of time allowed for the filing of the 
lien after the delivery of the last material, 
the conflict between liens and mortgages, the 
time and procedure of foreclosure, releases, 
the application of liens where the contractor 
i9 forced to give bond when under contract 
with a corporation, and the necessity of filing 
accurate descriptions of the property to which 
the lien is attached. In the latter case a mis- 
take does not invalidate the lien provided only 
its error is not done with an intent to de- 
fraud, Mr. Clough said the court had held. The 
most important thing for the business man to 
remember, the speaker said, is the time limits. 
he statute provides that liens must be filed 
within sixty or ninety days from the time when 
the last delivery .of material is made, the 
Period of time depending upon whether the 
filer is to be classed as a sub-contractor or 
contractor. Foreclosure may be made at any 
time Within two years after the date of ex- 
Pitation for filing the lien. 

he convention evidently got more kick out 


of Douglas Malloch’s inspirational talk, 
which was the next number on the program, 
than they would out of a quart of 101 percent 
white mule. The ‘‘Lumberman Peet’’ of 
the AMERICAN LUMBERMAN, Chicago, started 
out like a pious preacher when he took as the 
text of his talk one of his own poems ‘‘If I 
Could Make a Friend’’ but once started he 
was a potent parson, for he put on the gloves 
and handed a few knockout wallops to the 
knocker, the pessimist, the grouch, the quit- 
ter, and the loquacious individual. His hear- 
ers enjoyed the slaughter and he was given 
a great ovation at the close of his address. 
President Limback stated that he had heard 
Mr. Malloch talk many times but that he was 
convinced this was his best address. 


A short talk by Mr. King, of the reinsur- 
ance department of the Northwestern Lum- 
bermen’s Association, closed the afternoon 
session. Mr. King briefly pointed out some of 
the advantages of the mutual insurance sys- 
tem of the association and urged the retailers 
to take advantage of it since it was being 
maintained at their expense. 


THURSDAY MORNING 


[Special telegram to AMERICAN LUMBERMAN] 

Mason City, Iowa, Feb. 12.—The attendance 
at the Thursday morning session was even 
larger than on Wednesday afternoon when the 
convention hall was about filled to capacity. 
The opening number was a rapid fire address 
by Prof. C. W. Wassam, of the school of Com- 
merce of Iowa State University. Prof. Was- 
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sam skilfully blended business, humor, 
patriotism and common sense in his talk. He 
first related his experiences with two lumber 
yard managers to show how the retail indus- 
try is viewed by an outsider and his advice to 
the dealers was to quit their cussing, talking 
hard times ete., and to read their trade jour- 
nal where, he said, they would find things 
true of their own community that they didn’t 
know themselves. 


Referring to some remodeling work he had 
had done on his home, Prof. Wassam stated 
that he had expended $1,500 with the result 
that his property had increased in value 
$3,000. 

The remainder of the address was a review 
of the professor’s recent trip through the 
European countries where, he said, he had 
come to appreciate America. ‘‘If you’ think 
America is behind the times, go over there 
where they are doing things the same as in 
the time of Christ,’’ he said. ‘‘ America is a 
million times better off industrially and eco- 
nomically than Europe. Europe is seething 
with hatred; and the situation is hopeless 
until they get this enmity out of their minds. 
America, on the other hand, is a great melt- 
ing pot, a happy combination of Jew and 


Gentile, Protestant and Catholic, Methodist 
and Presbyterian.’’ 

Prof. Wassam declared in closing that there 
is a tendency in small towns for the people to 
get divided over politics, business and re- 
ligion and he urged the people to forget their 
differences, to get together, and codperate. 


Discussion on Dealer Distribution 


E. W. Dailey, secretary of the North Iowa 
Brick & Tile Co., who opened the discussion 
on dealer distribution in the absence of Sena- 
tor W. J. Goodwin, of Des Moines, said that 
the lumber business is gradually taking on 
the complexion of a building material busi- 
ness. Clay products are coming into promi- 
nence and the demand for them is so great 
as to indicate they are here to stay. As to the 
margin of profit allowed on these commodities, 
he said the volume of business would settle the 
problem for both sides. Mr. Dailey predicted 
that the time would come when hollow tile, 
brick and other clay products would be as im- 
portant items in the retailers’ business as 
lumber. The building supply dealer, he de- 
clared, can help himself by becoming familiar 
with the clay products industry as he will 
then be in a better position to push sales of 
these commodities. 

Mr. Dailey then introduced James King, 
advertising manager of the Mason City Brick 
& Tile Co., who related several incidents to 
show the problems confronting the clay prod- 
ucts manufacturers, and explained the co- 
operative advertising campaign that these 
interests are planning. According to Mr. 
King, $10,000 will be spent in this campaign 
in which the superior features of clay prod- 
ucts will be presented to the public through 
the columns of various farm papers, the Iowa 
Magazine and other papers in the State. The 
phrase ‘‘sold through the local dealer’’ will 
appear in every advertisement, he said. Mr. 
King also pointed out that the differential 
was not the only profit the lumber dealer re- 
ceived when clay products, especially tile, 
were sold in his community since drainage 
would increase the productivity of the land, 
thereby adding to the total wealth of the 
community. 

Between the morning and afternoon ses- 
sions the visiting retailers were conducted 
through Mason City’s farm. 


BANQUET FEATURES 

[Special telegram to AMERICAN LUMBERMAN] 

Mason City, Iowa, Feb. 12.—The banquet 
was held last evening in the spacious dining 
room of the Hanford Hotel. About three hun- 
dred and fifty were present. Tom Wells’ enter- 
tainers furnished music during the meal and 
convention, singing was the order between 
courses. At the close of the banquet the room 
was cleared of tables and a program, consisting 
of an address of welcome by Ben A. Webster, 
State commander of the American Legion, songs 
by the Mason City Chamber of Commerce Glee 
Club, and a group of songs and dances by a 
vaudeville troupe were presented. In the mean- 
time, the ladies had been the guests of the 
Mason City ladies at a complimentary dinner 
at the Damonigou tea room, followed by a the- 
ater party. On their return to the hotel danc- 
ing was enjoyed until a late hour in the evening. 


THURSDAY AFTERNOON 


Thursday afternoon’s session opened with 
reports of the auditing committee. The com- 
mittee chairmen reported that the books had 
been examined and the accounts of both as- 
sociations found to be correct. 


Resolutions Adopted 


Resolutions were adopted thanking whole- 
salers and retailers for the splendid enter- 
tainment and the people of Mason City for 
their cordial weleome and gracious hospital- 
ity; suggesting that a joint convention of all 
Iowa associations be held in Des Moines in 
1926; opposing the proposed State income tax 
law, advocating less legislation and more 
economy in national, State and local govern- 
ment as advised by President Coolidge; and 
thanking the association officers for their 


(Continued on page 80) 
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Penn Retailers Favor Single Standard and 
Marketing of Short Length Lumber Separately 


PitTsBurGH, Pa., Feb. 9.—The Retail Lum- 
ber Dealers’ Association of Pennsylvania 
last Friday afternoon concluded its eight- 
eenth and in many respects most successful 
convention. It has been rich in music and 
other entertainments and in inspirational and 
practical addresses and discussions. [Note: 
A telegraphic report of the Wednesday and 
Thursday sessions appeared on pages 82 and 
83 of the Feb. 7 issue of the AMERICAN LUMBER- 
MAN.—EDITOR. | 

The first address at Friday morning’s ses- 
sion was given by William Schuette, of Pitts- 
burgh, chairman of the trades relations com- 
mittee of the Pittsburgh Wholesale Lumber 
Dealers’ Association, and past president of 
the National-American association, on the sub- 
ject, ‘‘Results of Codperation in This Dis- 
trict.’ 


At the outset may I remind you that coédperation 
is not a new discovery, as a matter of fact co- 
operation is as old as the human family. It had 
its first great application when God decided that 
He would furnish seed and soil, sunshine and 
shower, and that man should codperate by tilling 
the soil and earn his bread in the sweat of his 
brow. 

It has played its part in every great accomplish- 
ment down thru the centuries. The outstanding 
victories of war or peace have been achieved by 
men working together, helping one another to ob- 
tain a coveted goal. Without it progress is pain- 
fully slow. With it things move forward by leaps 
and bounds. It is particularly helpful in business. 
Cut-throat competition has left the shores of the 
ocean of industry strewn with wrecks innumerable, 
but codperation is building up a great sturdy body 
of successful business men in every branch of in- 
dustry. 

Now the question before us today is, which way 
shall we take in the lumber industry? Shall the 
distributers of lumber in western Pennsylvania 
hang together or hang separately? ‘The wholesaler 
and the retailer are both with us. It is a con- 
dition not a theory that confronts us. 


Three Strong Reasons for Codperation 


There is only one reason that I can think of 
why we shouldn’t, and that is that we are so short- 
sighted that we can’t see beyond the end of our 
own noses, but I can think of a hundred reasons 
why we should codperate, but need only mention 
three, as they are more than sufficient. 


First: We can benefit ourselves by maintaining 
stable prices. It is not half so important as to 
whether you pay $30 or $31 a thousand for a 
certain kind of lumber, as it is that if the list 
price in your section is $50 a thousand that you 
sell it for $50 and not $45, and if the distributers 
in western Pennsylvania coédperate properly, fair 
prices can be obtained and unfair competition done 
away with, to the benefit of all concerned. 


Second: We can benefit the lumber industry as 
a whole by cotjperating to stabilize production as 
well as price. Bverybody knows that the lumber 
industry suffers at regular intervals from the bane 
of overproduction ; we are rarely on an even keel; 
the market is always going up or going down; 
sometimes there is too little and sometimes too 
much. Now in my judgment one of the principal 
causes for this is the fact that in recent years we 
have been drifting from our old moorings. Instead 
of allowing lumber to flow through its regular chan- 
nels from the manufacturer to the wholesaler, and 
from the wholesaler to the retailer, we have been 
trying all sorts of devices to get over and around. 
Ask the men whose business it is to visit the 
mills and they will tell you that at times the mills 
are flooded with inquiries until they imagine that 
the markets are going to be clamoring for lumber. 
Trace many of the inquiries and you will find 
that many of them are from the same source, but 
coming through different channels. The same re- 
tailer writes to mills, gives his list to the whole- 
saler and then hands it over to two or three com- 
mission men. Then after a while what looks 
like a flood finally resolves itself into a gentle 
shower, and in the meantime production has been 
geared up to the flood stage. Let the natural chan- 
nels be followed and codperation can do‘ much to 
stabilize the production of lumber. 


Third: We can serve the public better. After 
all, doesn’t Mr. Public get the worst of it when 
as a result of cut-throat competition through 
wholesaler or retailer, he gets thin boards, scant 
dimension and poor grades? Isn’t the average 
man, who only builds one or two homes in a life- 


time, better off if he pays a fair price and gets 
substantial material in return? 


Suggestions as to Solution of Problem 

Granting then, that we accept these reasons as 
good and sufficient and are willing, even anxious, 
to work together toward the solution of our prob- 
lem, How can we best codperate? Here are three 
suggestions: 

First: Let us decide to cut out the practices 
that cause the most of our trouble; the whole- 
saler confining his offerings and sales to the real 
retailer, not the psuedo-retailer, or any form of 
go-between, and let the retailer buy from the re- 
sponsible wholesaler, and not from those who are 
constantly seeking to break down our ethical lines 
for so much a car, or from far away organizations, 
who have not one iota of personal interest in your 
welfare or success. 


Second: Let us work together for the elimina- 
tion of thin, narrow, poorly manufactured and 
badly graded lumber, which is the cause of so 
much friction and price disturbance. If we are 
determined not to sell-it or buy it, lacking a market 
its speedy disappearance is assured, and standard- 
ization will be made effective. 

Third: Let us build up a coéperative service, 
between wholesaler and retailer, by practicing the 
three “Promptments’—prompt placement; prompt 
shipments; prompt  settlement—a system  s0 


thoroughly worked out, that because of its very 
dependence it will eliminate much of the necessity 
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for transits and eventually enable the retailer to 
carry less stock in his yard and thereby increase 
his annual turnover—a service that will also ex- 
press itself in prompt settlements to the whole- 
saler, and will reduce the heavy expense of carry- 
ing open accounts, so large a factor in his over- 
head. 

These are only a few of the many helpful things 
that can be accomplished by codperation between 
the retailer and the wholesaler. 

The final and important question is—Will we 
do it? 

Uniform Accounting 


L. G. Battelle, of Dayton, Ohio, brought 
his important message of uniform accounting. 
The subject had already been mentioned by 
several speakers; so Mr. Battelle plunged at 
once into a description of the system. He 
spoke of the chart of accounts, the division 
by departments, the monthly statement of 
overhead, the monthly profit and loss state- 
ment and finally the comparison of costs. He 
demonstrated with charts the fallacy of mark- 
up on a straight percentage basis, and he 
demonstrated the working of the system by 
charts. He stated that it was elastic and 
could be fitted to a small as well as to a large 
yard. 


Strong Appeal for Single-Tax System 


John M. Henry, of Pittsburgh, attempted 
an analysis of the tax system of the United 
States and made a strong appeal for the 


single-tax system. Taxation, he said, is 
merely a payment for service received and 
should then be based upon a system of pay. 
ment by each for the service that really 
comes to him. Instead of this, taxes fal] 
most heavily upon those best able to pay. In 
private business, charges can be isolated and 
allocated; but this is not true in the business 
of government. He stated that a tax on 
business results in higher prices, for it is im. 
possible to keep capital from passing the tax 
on to the public. If it can not do this, capita] 
simply withdraws from business. There are 
but two places upon which taxes can be made 
to fall; on land and the product of labor upon 
land, or on business. If high taxes on busi- 
ness make for high prices, then, he asserted, 
low taxes upon land also make for high 
prices. It enables large quantities of land to 
be held out of use for speculative purposes 
and imposes the whole burden of ultimate 
production upon a part of the land. He 
quoted Blackstone as stating that original 
title te land was given for the purpose of se- 
curing to men the fruits of their labor upon 
it. But title to land has become a privilege 
of taxing the public by private owners. His 
plea was for a general tax upon land values 
that have been created by the public. The 
returns which private owners can get from 
city property have been made possible by 
the congregation of large numbers of people 
in that place; a social and not a personal ere- 
ation. This disciple of Henry George stated 
that a general land tax upon socially-created 
values would take a burden off the shoulders 
of business and would destroy such calamities 
as periodic panics. 


Foundation of Association Structure 


La Salle Felheim, of Erie, spoke on ‘‘The 
Foundation of the Association Structure,’’ 
and described the workings and benefits of 
the local association in his city. Experience 
has shown that lumbermen can not make 
more than a fair mark-up price on their sales, 
and they may easily get much less than a 
fair return. It has proved necessary, in Erie 
at least, to keep retail prices in line with 
wholesale; for leaving the price at too low a 
level does not stimulate a greater volume of 
sales, and presently the dealer finds that he 
has merely run out of stock and must replace 
it at the high figure. Nor can he keep it at 
a high level on a declining market, for in 
that event he loses trade. Experience also 
proves that there is a certain section of busi- 
ness that a given retailer can not get. The 
pricing of lumber is but remotely connected 
with completing most deals, for many other 
and more important considerations have 4 
greater effect. It is vital that local dealers 
have mutual confidence in each other, else 
price slashing will begin and will lead into 
conditions harmful both to dealers and to the 
public. The Erie dealers manage this by being 
and keeping acquainted, by meeting once 4 
week. Sometimes there is just a pleasant 80- 
cial time, sometimes a civic matter is dis 
cussed, sometimes principles and practices of 
business are discussed. 


One of the very pleasant features of the 
final day’s sessions was two addresses by 
Dr. W. Warren Giles, of Newark, N. J. Dr. 
Giles is a venerable divine of commanding 
presence and winning personality. In his aft- 
ernoon lecture he made an eloquent plea for 
the Constitution. 


The final address of the afternoon session 
was made by M. A. Kendall, vice president 
of the Farmers’ Deposit National Bank, 
Pittsburgh, on the subject, ‘‘Why Is a Mil- 
lionaire?’’? Mr. Kendall took as his thesis 
the statement that fortunes are not made by 
getting but by giving; giving unusual serv 
ices, new ideas, better processes and the 
like, and that every millionaire in acquiring 
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his own fortune makes many other fortunes, 
large or small, for other people. He illus- 
trated his points by the careers of such men as 
J, J. Hill, Charles Schwab, John Wanamaker 
and Henry Ford. 


Gist of Resolutions Adopted 


The resolutions committee reported reso- 
lutions favoring a single defensible standard 
for lumber sizes and affirmed the belief that 
13/16-inch is the minimum defensible stan- 
jard for inch lumber surfaced two sides. It 
also affirmed the belief that short lumber 
should be marketed separately and not in- 


Witt1aM H. WILLIAMS, president May Lumber 
Co, Pittsburgh—The outlook for the lumber busi- 
ness in the Pittsburgh district is very good, as 
there are any number of factors that are of a 
favorable nature. The steel business is now on 
the mend, with plants running 80 to 85 percent 
and enough orders now on hand to keep them busy 
for a long time to come. Money is a lot easier, 
credits not being as stringent, the turnover period 
having shrunk from ninety-two days in October to 
sixty-one days at present, and I expect that it 
will go down to forty-eight or forty-nine days. All 
in all, financial conditions are much improved. 
The coal business has improved with the steel 
business. The big building projects in progress 
here and those to be under way soon mean that 
the average man will have more money, and that 
home building will consequently be better. In 
view of all the conditions, I am very optimistic 
about the future. 


F. A. MogstAa, president Heilman Lumber Co., 
Ford City, Pa.—The outlook from my viewpoint 
for 1925 is that we will have a good substantial 
building season, but I do not look for a boom. 
The less hurrah we have, the better. 

Frep. H. Cook, of the Cook-Anderson Co., 
Beaver, Pa.—The outlook for the lumber business 
for 1925 in Beaver County is very good. There 
will be the usual number of dwellings built, to- 
gether with a large amount of business property, 
construction of which has been held off for the 
last few years. There will also be some industrial 
building and plant enlargements. We are look- 
— to a very prosperous business for 


8. W. Muans, of S. W. Means Lumber Co., East 

End, Pittsburgh—With an improvement in almost 
all lines of business in this territory, we are look- 
ing for a larger volume than in 1924, which was a 
very satisfactory year. For some time the dealers 
have been giving more attention to finding ac- 
curate costs of doing business, in both yards and 
Planing mills, and are naturally enjoying better 
profits than in previous ‘years. 
CR. 8. Woopwortn, of the Commercial Box Co., 
New Kensington, Pa.—Conditions in this district 
point to a good building year during 1925. In 
fact, I think it will surpass 1924, which was a 
very good year. 


B. K. Barnert, Charleroi, Pa.—The outlook in 
Charleroi for 1925 is as good as 1924, which was a 
very good year in the lumber trade. 


A, J, Wenger, Cumberland, Md.—Regarding the 
business outlook for 1925, locally, I would say that 
business should be very good. Our industries 
contemplate improvements, which will necessitate 
increased employment. Contracts to be let in the 





near future and those that have already been let 
‘approximate $1,500,000, and I have every reason 
‘o believe that 1925 will be our best year unless 
something unforeseen arises that may hold up 
vs of the contemplated improvements and an- 
ounced programs of the industries. 


G 
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ZORGE BE. Evans, of the Fairchance Lumber Co., 
— Pa.—With reference to business for 
» We are looking forward to a very prosper- 


| °US year, but it is yet too early to prophesy, owing 


. the very unsettled conditions of the coal busi- 
ss in this district. 


sere ROLAND, New Alexandria Lumber Co., New 
lumber en Pa.—Concerning the outlook for the 
contin usiness for 1925,.1 will say that with the 
tailed ‘tte cold weather, which has greatly cur- 
some wot, building business in this territory for 
eteten ae it is hard to express an optimistic 
of favor, tga I believe that with the coming 
in builds le weather, there will be quite a revival 
will cae but as to how long good business 
determined cei yt, Westion which I believe will be 
dustri ed by the activity of the coal and iron in- 

*$ and the attitude of mechanics in the 


cluded in random lengths except by special 
contract, and it asked that the standardiza- 
tion conference include this among the new 
standards. It commended the project for 
simplifying millwork sizes and offered a spe- 
cial resolution commending the work of Her- 
bert Hoover in the aid he has brought Ameri- 
can business. 
Officers Elected 


The secretary then read the list of officers 
as elected by the board of directors, as fol- 
lows: 

President—S. W. Means, Pittsburgh, Pa. 

First vice president—J. G. Marks, Cresson, Pa. 


Views of Pennsylvania Retailers on 


building trades. I believe also that the present 
increased prices for farm products will bring a 
more favorable condition in the lumber business in 
general and to the yards in agricultural communi- 
ties in particular. Taking it all in all, I am opti- 
mistic enough to predict a good year for the lum- 
ber business in 1925. I do not expect a boom 
year and hope we do not have it. 

W. R. Coxe, of the People’s Planing Mill, Punx- 
sutawney, Pa.—At this time a period of prosperity 
for all kinds of business, and especially the retail 
lumber and builders’ supply business, in territory 
covered by the Retail Lumber Dealers’ asso- 
ciation, looms large. I can not foresee or 
imagine any condition that could _ prevent 
1925 being a banner year in general. This opti- 
mistie forecast does not apply to local conditions 
in our own territory, where business is hit hard 





Cc. E. ROLAND, WILLIAM SCHUETTE, 
Pittsburgh, Pa. ; 


Who Took Prominent Part in Proceedings 


New Alexandria, Pa.: 


on account of union miners and mine operators 
quarreling. We hope they will adjust their dif- 
ferences soon. 


A. M. HAINES, manager Connellsville Construc- 
tion Co., Connellsville, Pa.—In our opinion, the 
lumber business in Connellsville and vicinity will 
be anywhere from 25 to 50 percent better this 
year than in 1924, 


J. G. Marks, of the Cresson Lumber Co., Cres- 
son, Pa.—lI believe that an opinion from the cen- 
tral Pennsylvania district would not be a safe 
barometer for the industry at large, as there has 
been no time in the last ten years that the lumber 
men in this field had so little to look forward to. 
In a careful survey of the coal situation, which is 
after all the backbone of the lumber business 
throughout this district, we find that the output 
is steadily decreasing, and this in itself is very 
significant, when you take into consideration that 
the steel mills throughout the country are work- 
ing almost to capacity. The answer seems to be 
that the union field of central Pennsylvania can 
not compete with the non-union fields that are 
operating on a scale of about 38 percent of the 
cost that the operators in this district are obli- 
gated to for at least another year and more. The 
house building program in this district is pretty 
well caught up, and there is no probability of any 
speculative building until business in general 
shows a decided improvement. The yards through- 
out this district show all dealers carrying ample 
and well balanced stocks, and there is little likeli- 
hood of any heavy buying for some months. These 
are the facts as they obtain here, and which I 
trust are pertinent only to this district. 


Second vice president—H. B. Daugherty, In- 
diana, Pa. 

Counsel—Carl Van der Voort, Pittsburgh, Pa. 

Treasurer—G. P. Textor, Wilkinsburg, Pa. 

Secretary—W. B. Stayer, Pittsburgh, Pa. 

Assistant secretary—R. FP. McCrea, Pittsburgh, 

a. 

Secretary Stayer then made an eloquent 
speech and presented to retiring President W. 
R. Cole a pair of diamond studded cuff links. 
He also presented to Master-at-Arms Fred L. 
Chase, of Buffalo, an umbrella and cane. 

President Means was then installed, and 
after making a brief speech of thanks he 
adjourned the convention. 


Business Outlook 


GEORGD DILLICH, of the Dillich Lumber Co., 
Butler, Pa.—The building prospects in the Butler 
district for 1925 look very flattering. Our in- 
dustrial trade is making preparations for full 
capacity. Our coal mines are working at a fair 
rate, considering the price of coal. Having re- 
ceived two substantial increases in the price of 
erude oil, and looking for more, we anticipate a 
good volume of business from this source. The 
year 1924 was good in the building line, and we 
expect 1925 to equal or surpass it. 

E. Bruce HILu, of the BE. M. Hill Lumber Co., 
Pittsburgh—Lumber trade prospects are good, 
with house building as active as last year and 
industrial conditions very much better—an impor- 
tant factor. It looks like a very good year, bar- 
ring possible labor troubles, as business is now 
ahead of what it was at this time last year, al- 
though the weather this year has been more un- 
favorable, 





W. E. Hatcu, Keystone Lumber Co., Pitts- 
burgh—The industrial demand is showing improve- 
ment, although not to the extent expected. Many 
plans are being figured, and a good building year 
is anticipated. Yards generally booked more 
business last month than ever before in January. 
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Installing Latest Model Machinery 


SEATTLE, WASH., Feb. 7.—John Alberts, man- 
ager of the Allis-Chalmers Manufacturing Co. 
in this territory, is installing a 9-foot double-eut 
band mill in the plant of the Panhandle Lumber 
Co., at Spirit Lake, Idaho. Two carriages are 
included in the order. The installation willbe 
complete with Allis power setworks, roller-bear- 
ing and motor-operated, representing the latest 
development in this type of machinery, and 
giving to the Panhandle Lumber Co. something 
entirely new on the Pacific coast. The new 
equipment will be ready for operation about 
the middle of February. 

The Allis-Chalmers Co., through Mr. Alberts, 
is also installing new machinery for the Me- 
Goldrick Lumber Co., Spokane, Wash. The or- 
der calls for electric motors for the transmission 
machinery, including electric friction clutches 
for operating the band mills. 


os om 
Lumber Companies Aid Farmers 

BRANDON, Miss., Feb. 9.—Lumber companies 
of this section will coéperate with the farmers 
to insure early delivery of fertilizer by hauling 
shipments of the commodity to convenient points 
over their own log roads. Among the com- 
panies that will engage in this commendable 
piece of work are the Finkbine Lumber Co., 
the Pearl River Valley Lumber Co. and the 
Appolonia Lumber Co. 

The Finkbine Lumber Co., which has codper- 
ated with the farmers in this way in former 
years, has informed County Agent Simmons that 
it stands ready to haul fertilizer over its log 
roads again this year. Similar assurance was 
received from Mr. Koch, of Canton, general 
manager of the Pearl River Valley Lumber Co., 
and the Appolonia Lumber Co., who said that 
coéperative shipments to the farmers of north 
Rankin would be hauled to nearby points. 

Orders for the fertilizer are now being placed 
and shipments will soon be made to several 
points in this vicinity. The farmers deeply 
appreciate the manner in which the lumber in- 
terests have codperated with them as it means 
the elimination of a long haul of more than 
twenty miles over bad roads. 
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Canadian Lumbermen’s Association Discusses Standardization, 
Shingles, Pine and Spruce Publicity and Freight Rates 


QUEBEO, QUE., Feb. 9.—Action, in the form 
of resolutions, was taken on a number of ques- 
tions of paramount importance to the lumber 
industry during the seventeenth annual con- 
vention of the Canadian Lumbermen’s Asso- 
ciation which was held here Feb. 4 and 5 with 
200 delegates in attendance. 


The convention was opened by an address 
of welcome by Mayor Joseph Samson. George 
W. Grier, of Montreal, president of the asso- 
ciation, thanked Mayor Samson for his wel- 
come and said that the delegates deeply ap- 
preciated being back in the Ancient Capital 
after an absence of five years. 


The president then asked the secretary to 
read the list of names of those members of 
the association who died in 1924 and while 
this request was being complied with the 
members stood as a mark of respect and re- 
gret. These included the late F. C. Barre, 
of Sarnia, Ont.; W. J. Lovering, Toronto; 
J. C. Edwards, Ottawa; F. Burns, Liverpool, 
England; Sir William Price, Quebec, and W. A. 
Firstbrook, of Toronto. 


President’s Address 


In his annual address President Grier de- 
clared that last year had been a very difficult 
one for Canadian manufacturers and whole- 
salers of lumber. A sales tax committee and 
a committee on legislature had been appointed 
during the year and they had given un- 
stintedly of their time and labor in trying to 
solve a number of difficult matters which con- 
fronted the association. Regarding arbitra- 
tion of disputes between the members or a 
non-member and a member, the president said 
a committce had also studied this question and 
the directors were of the unanimous opinion 
that a well defined system of arbitration would 
be of the greatest benefit to the members of 
the association and the trade in general. If 
a system of arbitration were decided on dur- 
ing the convention he believed that the meet- 
ing in Quebec would be of great service, if for 
this alone. Continuing, Mr. Grier said: 


As far as the last year is concerned, I am rather 
at a loss how to express my opinion, as there is 
probably a rule against such language. I suppose, 
however, that such a year as 1924 has its lessons. 
We have learned that Europe, instead of being an 
export market for our lumber, has unexpectedly 
become a rival, competing against us in the New 
York and New England markets. It has even been 
reported that European lumber has gone as far 
west as Buffalo. We know what the competition 
of the western States means to those of us who 
are endeavoring to market white pine and spruce 
in the United States. The manufacturers of soft- 
wood lumber in Ontario and Quebec and the Mari- 
time Provinces might as well realize that the trade 
of the eastern States, now our principal export 
market, is not going to come to us served, as it 
were, on a silver platter. We have to go after 
the business and meet the keenest kind of competi- 
tion if we are to hold a footing in this market. 
We have to meet competitors who put up grades 
and sizes demanded by the trade and who are 
willing to cut prices before they will allow busi- 
ness to go elsewhere. 

The public, and quite a few lumber manufactur- 
ers in Canada, are still under the delusion that the 
United States must have our lumber to fill their 
requirements and that they must perforce pay us 
our price and take what we offer in the way of 
=. That day may come in the near or distant 
uture, but today the plain fact of the matter is, 
we need the United States market much more than 
they stand in need of our lumber. I should say, 
therefore, that the chief lesson to be learned from 
our experiences from the year 1924 is that for the 
present at least, and until the world demand more 
approximates the world supply, we must manufac- 
ture and distribute our lumber at the lowest pos- 
sible cost and must be content with narrow profits 
if we wish to develop our trade with the United 
States and, indeed, hold the trade we now have. 
To keep any product or commodity moving regu- 
larly year after year through certain channels of 
consumption which may be depended on is a greater 
benefit to the manufacturer than always seeking 
to obtain the highest price for his product, thereby 
frequently closing the channels of consumption 
and driving customers to seek cheaper substitutes, 
which they very frequently succeed in finding. 


What of the Future? 


As to what the future holds in store, it is ad- 
visable for me to use great caution at this juncture. 
It does seem safe, however, to prodict that 1925 


will be better than 1924 for the very good reason 
that it could hardly be worse. Prices of lumber 
today are considerably better than could be ob- 
tained, say, in October last, and the general con- 
sensus is that this improvement will continue to a 
further extent. Personally, I do not expect that 
prices for 1925 will be greatly in advance of those 
obtained during the early part of 1924, but I be- 
lieve that they will be quite as good, and, if Euro- 
pean affairs were to improve, the benefits accruin 
to lumber manufacturers of Canada and the Unite 
States would be very considerable. If the busi- 
ness of European countries develops sufficiently to 
take care of their own output of lumber and compel 
them possibly to look to us for a certain amount 
of stock, our troubles would quickly vanish. It 
does seem likely that European affairs and trade 
conditions will greatly improve. 

The fact that the farmers of the western States 
have had such a prosperous year in 1924 is another 
bullish factor. The Canadian farmer, unfortu- 
nately, has not done so well owing to poor crops. 
The wheat crop in Canada alone was over two 
hundred million bushels less than the 1923 crop, 
so that in spite of higher figures, there is not so 
much money coming into Canada from crops as 
in 1923. This shortage also has its effect on the 
Canadian railways, there being that much less 
grain for them to haul. It is confidently expected 
that the greater prosperity now enjoyed by the 
farming districts of the United States will result 
in a considerably larger consumption of western 
lumber and may relieve the pressure that western 
shipments have continuously exerted on the eastern 
markets for the last two or three years. It is 
also evident that general business in the United 
States is steadily improving and in conclusion I 
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may say that I think lumbermen are justified in 
looking forward to 1925 with conservative op- 
timism and are a safe in assuming that it will 
be a year of profit, even if the profits are not over- 
whelmingly large. 


Secretary’s and Committee Reports 


The reports of the secretary and treasurer 
were read and showed that the association was 
in a sound finaneial condition while the mem- 
bership had been increased from 182 to 186. 
Reports of the executive and legislation com- 
mittees and the transportation department 
were also read and unanimously adopted on a 
motion of A. C. Manbert, Toronto, and Mr. 
Currie, Charlo, N. B. 


The report of the executive committee dwelt 
at length with the difficulties involved in the 
application of the sales tax and from its gen- 
eral tenor it appeared that few suggestions 
from the executives of the association had 
been acted upon by the commissioner of cus- 
toms and excise at Ottawa. One concession 
was granted by the department, this being to 
the effect that machinery for sawing lumber, 
up to but not including the point of planing 
and complete parts thereof, not to include 
motive power, machinery, logging cars, blocks 
and tackle used in logging operations’ would 
be exempt from sales tax. 


During the year several complaints had 


been received from members relative to the 
amount of retail information they wer 
obliged to supply the Dominion bureau of stg. 
tistics on sawmill operations and operations 
in the woods. As a result of information ang 
suggestions received from the members which 
were afterward sent to the interested depart. 
ment, the department’s forms had beg, 
greatly simplified while being drawn up in, 
manner which enabled the supplying of jp. 
formation on the more essential points, 


Tests of roofing materials had been inaugy. 
rated at the Government laboratory at Mon. 
treal by the committee on combustibility of 
roofing materials of the Dominion Fire Pro. 
vention Association and steps had been taken 
by the Canadian Lumbermen’s Association to 
have manufacturers of wood shingles from all 
over Canada send samples of their product ts 
the roofing combustibility committee for test. 
ing purposes. All sections of the country have 
therefore been taken care of in these tests go 
far as the wood shingle is concerned, 


Lumber Standardization Presented 


The executive committee had also watched 
with interest the proceedings which had taken 
place in the United States during the last year 
in connection with the standardization of lum- 
ber and had procured copies of a pamphlet oa 
this question and had distributed them to the 
members for their consideration. 

The legislation committee, in its report, 
drew the attention of the association to the 
fact that legislation had been enacted in the 
Province of Ontario which did not include 
wood shingles as ‘‘incombustible material” 
along with prepared roofing. A commission 
has been appointed to revise the statutes of 
the Province of Ontario and it is altogether 
likely that an application will be made to this 
commission demanding that wood shingles 
shall be included in the definition of ‘‘incom- 
bustible material’’ in the revision of the con 
struction laws, thus placing them on an equal 
footing with prepared roofing. 


One of the important events in connection 
with transportation was the publication during 
the year of Canadian National Railways Tarif 
No. C. F. 160 and which became effective 
Dec. 1, 1924. This new tariff cancelled about 
twenty-seven tariffs, some of which had been 
in effect for a great many years. It has had 
the effect of consolidating freight rates from 
Quebec and the Maritime Provinces to points 
in the eastern United States and has proved 
of great benefit to the trade. 


New Yorker Discusses Standardization 


At the request of the president, W. W. 
Schupner, secretary-manager of the National: 
American Wholesale Lumber Association, New 
York, spoke briefly on the questions of stand: 
ardization and arbitration. The present situs 
tion in the standardization question, he said, 
was one of waiting and collecting data as t0 
the extent to which American and Canadian 
lumber shippers could codperate in the appl 
cation of some system which may be drawt 
up during the convention which will be held 
at Atlantic City of American wholesalers of 
lumber products. 


Mr. Schupner also addressed the delegates 


on the question of drawing up a system of | 


arbitration for the handling of disputes be 
tween members, and members and non-mew 
bers. He told them about the voluntary até 
compulsory arbitration systems by one oF tht 
other of which the members of the National 
American association had all disputes settle 

The few Canadian lumbermen who comment 

on the American arbitration system Pr 
nounced themselves as being decidedly agains 
the compulsory system though in favor of her 
ing a voluntary system brought into opers 
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tion for their association. Here the meeting 
was adjourned for lunch. 


WEDNESDAY AFTERNOON 


At the Wednesday afternoon session several 
very interesting addresses were delivered and the 
gubjects treated were the methods of com- 
etition adopted by manufacturers of com- 

sition roofing at the expense of the wood 
shingle industry; and the present situation in 
the markets for northern white pine and 
spruce. 

Col. J. W. Warden of the Red Cedar Shingle 
Bureau, Kansas City, Mo., discussed the ex- 
tensive propaganda that was being carried on 
against wooden shingles in order to boost the 
business of ready-roofing manufacturers, tell- 
ing of the formation of the Red Cedar Shingle 
Bureau and its purpose to combat the inroads 
of the patent shingle on the wooden article. 
He spoke of the various interests that were 
behind the substitute shingle and their mo- 
tives therefor. In answer to a question by 
one of the delegates, Col. Warden said that 
weather-dried shingles were much superior in 
durable qualities than the over-dried ones 
which passed through the dry kiln. 

Here the proceedings were interrupted 
while the secretary read a telegram from 
Frank Hawkins, former secretary of the asso- 
eiation, who was unable to attend on account 
of illness, and who expressed the wish that 
the seventeenth annual convention of the asso- 
ciation would be the most successful ever held. 
Another telegram from the Niagara Falls 
Chamber of Commerce contained best wishes 
and expressed the hope that that city would 
be considered in the voting on the next con- 
vention city. 


Urges Publicity for Northern White Pine 


J. J. McFadden then addressed the gather- 
ing on ‘‘Northern White Pine.’’ He said it 
was high time this particular kind of lumber 
was advertised by Canadian dealers in order 
to meet competition. Laboratory tests proved 
that Canadian northern white pine was the 
best of all woods. Every kind of wood was 
useful in its own place but it should be kept 
there. He voiced the opinion that the western 
farmers would now purchase more lumber from 
points nearer. them which would cut down 
competition from lumber companies on the 
west Coast. He thought the association mem- 
bers had every reason to be confident, but 
they should not be too optimistic that prices 
would soar, and it would be for the better in 
the long run if the increase in price was more 
gradual, 

W. F. Beck said there were numerous prob- 
lems concerning the manufacture of white pine 
which he would like to put before the con- 
vention. It certainly was noticed, he said, 
that the market was becoming smaller and 
smaller, and he believed that the association 
should organize a bureau similar to the Red 
Cedar Shingle Bureau. This bureau could 
study the question from all points of view and 
endeavor to secure better returns for the 
product. 

The lumbermen, Mr. Beck continued, should 
undertake an educational campaign to set the 
architects and builders right regarding white 
pine. The bureau could also study stump- 
age dues which had gone so high in Ontario 
that it was impossible to follow the legislation 
regulations and get a new dollar for an old 
one, He suggested that the members of the 
association should meet two or three times dur- 
ing the year instead of only once and they 
could exchange ideas and codperate with one 
another to a far greater degree than was 
possible at a single meeting. 


Outlook on Spruce Market 


Angus McLean, Bathurst, N. B., addressed 
the delegates on the present outlook of the 
market for spruce. -He also approved the sug- 
gestion of Mr. Beck as he believed that 
through more frequent meetings the lumber- 
men would be able to cut down the cost of 
Production. Speaking about spruce, he said 
times had changed; trees could no longer be 
cut for $7 or $8 a thousand feet, but instead 
It cost from $20 to $25 to get the logs to the 


mill and two or three times more than it used 
to to manufacture them. The lumbermen were 
now selling spruce at cost and less than the 
cost price of manufacture. One company had 
decided not to put another spruce log on the 
market, while if present conditions continued, 
several others would do likewise. They all 
wanted to keep the spruce on the market but 
would have to change about and go into an in- 
dustry which would give them profits for the 
money invested. 

The situation they had to face today was 
that spruce manufacturing was a thing of the 
past. If the men of the Province of Quebec 
could get together with those of Ontario and 
the Maritime Provinces he thought exchanges 
of experiences would do a great deal to cut 
down logging expenses, which figured largely 
in the cost of production. If they could not 
get a better price for spruce than they had 
obtained during the last three years they might 
as well change to a different wood, Mr. 
McLean said. 

In conclusion he declared that he need not 
say anything about the merits of spruce, but 
if the wholesalers wanted the manufacturers 
to continue in that wood, they would have to 
give the manufacturers the greatest assistance. 
One thing had been done to cut down the cost 
of production and that was instead of paying 
the men in the woods by the month, on which 
arrangement they cut 500 feet a day, they had 
put them on so much a thousand feet with the 
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result that the men cut 1,000 feet a day and 
earned more money. The effect of this in- 
crease in production was obvious. 


Compares Conditions in U. S. and Canada 


Spencer Kellogg, of Utica, N. Y., declared 
that he thought Messrs. McLean and Beck had 
struck the keynote when they called for more 
frequent conferences of the lumbermen. He 
said that United States wholesalers wanted 
to pay a living price to the eastern Canadian 
lumber manufacturers. The conditions feared 
here regarding spruce were not coming in the 
States but had come, he said, and it was now 
utterly impossible to manufacture spruce in 
his country. He believed, however, that con- 
ditions in the general lumber industry in 
Canada and the States were improving. The 
States never had been in a position like the 
present and able to do such a volume of busi- 
ness; the steel business was prosperous and 
general industries were much better than two 
years ago and all this would have a beneficial 
effect on the lumber industry. The wholesalers 
in the States were to blame themselves to a 
certain extent for keeping the cost of lumber 
down, as they did not demand the price they 
were entitled to. Canadian lumbermen, Mr. 
Kellogg declared, would have to do away with 
the odd measurements if they wanted to go 
ahead in the American market, as there was 
no demand for odd measurements, such as 11- 


and 15-foot lengths which came from Canada. 
Odd lengths were not marketable in the States 
without a big loss and Canadian lumbermen 
should correct this. 

President Grier then declared the meeting 
adjourned for the day and drew the attention 
of the delegates to a dance which was start- 
ing in another part of the hotel, to which they 
were invited with their wives. 


THURSDAY MORNING 


A great deal of important work was accom- 
plished during the Thursday morning session 
when ten resolutions dealing with the pulp- 
wood embargo, arbitration and freight rates 
and expressing the views of the association on 
other questions of importance were carried 
without dissenting votes. 

An atmosphere of a kind of desperate 
determination seemed to pervade the meeting 
as several members stood up in turn to criticise 
hotly the unreasonably high railway freight 
rates and the president of the association was 
requested to take steps immediately to have a 
10 percent reduction in freight, telegraph and 
express rates on the Canadian railways en- 
forced by the Canadian Government. 

A number of important addresses were also 
delivered during the morning, dealing in gen- 
eral with the conditions prevailing in the lum- 
ber industry all over the world, but especially 
as they affected business on this continent. 
A number of valuable suggestions to improve 
conditions were advanced also. The need of 
codperation among all those engaged in the 
industry, whether in Canada or the United 
States, was stressed by nearly every speaker, 
one of them declaring that this was absolutely 
necessary as the United States absorbed the 
greater part of the Canadian output of lumber. 


Railway Rates Attacked 


J. H. Harquail, of Campbellton, N. B., 
started a very interesting discussion on rail- 
way freight rates when he asked the chairman 
what this convention intended doing to have a 
reduction in rates of at least 10 percent 
granted by the railways. He made a strong 
appeal to the directors of the association to 
have a delegation of fifty or sixty members 
appointed to go to Ottawa and lay before the 
Government the very pressing need of a reduc- 
tion in freight, express and telegraph rates, 
all of which played an important part in the 
cost of lumber transportation. He declared 
that the charge of $6 per 1,000 feet from Camp- 
bellton to Montreal and $9 per 1,000 feet from 
Campbellton to Toronto was absolutely un- 
reasonable. 

It was all right, he said for the Canadian 
Pacific Railway to say that if it cut the rates 
the whole business of the country would suffer, 
but on the other hand the lumbermen had no 
choice but to lower the prices of their products. 
The trouble with the railways, in his opinion, 
was that they were operating at the same cost 
as during the World War. The lumbermen 
should demand, Mr. Harquail said, that the 
Government compel the railways to accept a 
reduction of 10 percent in their rates to start 
with and let the railways set to work and re- 
duce their cost of operation as much as 
possible if such a reduction seriously affected 
them. Since the war, the railway had not 
suffered any losses according to its annual re- 
ports, whereas many lumbermen, particularly 
in eastern Canada, had been wiped out. He 
demanded that this special delegation be sent 
to Ottawa within the next two weeks and con- 
tinue to press their demands thereafter until 
they got results. 

Angus McLean, of Bathurst, N. B., and A. 
H. Campbell, of Montreal, strongly supported 
the suggestion made by Mr. Harquail. Mr. 
McLean also said that while the delegation was 
in Ottawa it should press the Canadian Govern- 
ment to withdraw the Canadian Government 
merchant marine from the ocean freight rates 
combine in order to enable Canadian lumber- 
men to compete with some measure of success 
with the American shippers to overseas coun- 
tries through a consequent possible reduction 
of ocean freight rates. 

A. C. Manbert, of Toronto, said that the 
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association had certain machinery for dealing 
with such questions and though he appreciated 
the fervently expressed views of Messrs. Har- 
quail, McLean and Campbell, in his opinion 
the delegates would do better by leaving these 
problems in the hands of the directors and that 
special committees could be appointed to assist 
them in their work and the association would 
thus stand a better chance of achieving its 
goal. No definite action was taken on this 
proposal, however. 


Resolutions Adopted 


A resolution was passed in the early part of 
the meeting, to the effect that the association 
was opposed to the immediate imposition of 
an embargo or export duty on exported pulp- 
wood, for the reasons that it would deprive the 
present owners of freehold timber limits of a 
large part of their value without compensation 
and in violation of fundamental property 
rights, causing great hardship among smaller 
holders and the demoralization of the timber 
industry in general. 


It was also resolved that, whereas, the 
Canadian sales tax as a means of raising 
revnue is economically unsound; and, whereas, 
it can not be administered without grossly un- 
fair discrimination both in the imposition of 
the tax and the cost and annoyance of collec- 
tion; and, whereas, it is destructive to enter- 
prise and frequently a levy on capital, the 
association unreservedly condemns this tax and 
pleads for its complete abrogation and aban- 
donment. 


Four resolutions were also passed relative 
to the operation of Canadian taxes in order 
that they should not bear too heavily on one 
class of taxpayer. These resolutions also 
asked the Federal Government to reduce the 
income tax to the level of that of the United 
States in order that capital and population 
might be retained, and contained several other 
important recommendations. 


One change resulted from the balloting to 
choose the twenty-one members of the board 
of directors for the year, J. 8. Gillies, of 
Braeside, Ont., replacing W. E. Bigwood, 
of Toronto. The new director with G. C. Ed- 
wards, Ottawa, will represent the Province of 
Ontario on the board, W. G. Power, Quebec 
City, will represent the Province of Quebec 
and Angus McLean, Bathurst, N. B., the Prov- 
ince of New Brunswick. The two American 
members of the board of directors for the year 
are Spencer Kellogg, Utica, N. Y. and R. E. 
Stocking, of New York City. 


Election of Officers 


The election of officers was held in the 
afternoon and resulted as follows: 


President—David Champoux, Restigouche, P. Q. 
First vice president—R. HW. Dickie, Stewiacke, 
N. 8. 


Second vice president—W. M. Ross, Ottawa. 
Treasurer—R. G. Cameron, Ottawa. 
Secretary—R. L. Sargant, Ottawa, 


Mr. Champoux is the first French-Canadian 
to be elected president of the Canadian Lum- 
bermen’s Association. 


The general meeting that was to have been 
held in the afternoon was cancelled on account 
of the directors’ meeting which ended at 4 
o’clock. 


The convention was closed in the evening 
by the traditional annual banquet which was 
attended by about 700 persons including the 
wives of delegates and many prominent 
Quebec citizens. The principal speakers at 
the function were:| Honore Mercier, pro- 
vincial minister of lands and forests, and Sir 
Henry W. Thornton, president of the Canadian 
National Railways. Retiring President George 
W. Grier acted as chairman of the event and 
introduced Hon, Mr. Mercier, who gave the 
delegates the view taken by the provincial 
government on matters affecting the lumber 
industry. Sir Henry Thornton made an opti- 
mistie address on the relationship between 
Canada and the United States. 





Western Canadians Tell of Prospects 


WINNIPEG, MAN., Feb. 7.—During the recent 
convention of the Western Retail Lumbermen’s 
Association here there were many wholesalers 
and manufacturers attending, all of whom felt 
most optimistic as to business for 1925. Opin- 
ions regarding prospective conditions were given 
by some of those in attendance, as follows: 


J. A. Raucw, manager of the Globe Lumber & 
Coal Co., with headquarters at Calgary, stated 
that he thought there was going to be a very nice 
volume of business done in certain parts of Al- 
berta and he also looked for a very marked im- 
provement toward the fall of the year, provided 
prospects for a crop were at all encouraging. 


GEORGE NICHOLS, manager of the Eagle Lumber 
Co. at Giscome, B. C., felt very optimistic as far 
as the operations of his particular company were 
concerned and after returning from a month’s 
trip in various parts, he declared he thought the 
mills in the interior for the first time in a good 
many years would enjoy a real nice volume of 
business. 


I. R. Poon, secretary of the Mountain Lumber 
Manufacturers’ Association, spoke before the dele- 
gates on various matters pertaining to mills operat- 
ing in the Mountain district and said that it was 
the hope of association members that great im- 
provement would be shown in the volume on the 
prairies this coming season. 


H. K. AGnew, of the Retail Lumbermen’s Pur- 
chasing Agency, announced that the concern had 


vention for a good many years had so many orders 
been placed with the building department as ther 
were during this one. This, he stated, clearly jp. 
dicated that 1925 has promise of being one of the 
best years the association’s members have had jp 
some time. He spoke of the optimistic tone inqj. 
cated by all delegates attending, particularly ag 
they were anxious to take on some advertising fog. 
tures in which they previously could not be inter. 
ested. 


A. G. MoLSTAD and E. CoMPTON, of the North 
Star Lumber Co., operating about ten yards ip 
Saskatchewan, left immediately after the conyep. 
tion for a business trip to Minneapolis. They are 
both very optimistic as to the future. 

H. T. Partripce and T. T. JONES, of Minne- 
apolis, both attended the convention and took an 
active part during the Hoo-Hoo concatenation 
which was held on the second night and in which 
there were twenty-six kittens initiated. 


Broadcast Banquet Talk on Conservation 


‘¢Congratulations on the excellent talk broad- 
casted by H. N. Wheeler. Wish I could meet 
him and thank him personally for it.’’ This 
message contained in a letter to Station CNRW, 
the Canadian National Railways broadcasting 
studio at the Fort Garry Hotel, Winnipeg, sum- 
marizes well the written, telegraphed and tel- 
ephoned opinions of radio fans who listened in 
to the broadeast on Jan. 29, when H. N. Wheel- 








Left to right—Standing: D. McNichol, Winnipeg, Man., director; George Fuller, Saskatoon, Sask., 
director; William Mertz, Weyburn, Sask., director ; H. A. Manning, Camrose, Alta. ; and T. A. 
Sparks, Winnipeg, Man., director. Sitting: F. W. Hess, Calgary, Alta., director; A. K. God 
frey, Winnipeg, Man., president; E. W. Stacey, Medicine Hat, Alta., vice president ; and Fred 


W. Ritter, Winnipeg, Man., secretary. 


decided to wind up its affairs as it had really ac- 
complished all that it had proposed to during the 
years which it had been in operation. Mr. Agnew 
who has been located in Vancouver for a great 
many years, did not announce what his future 
plans are, but it is expected he will continue in 
some branch of the lumber business. 

THEO. A. SPARKS, sales manager of the T. A. 
Burrows Lumber Co., briefly outlined to the dele- 
gates the operations of the northern spruce mills 
and gave them a brief report of the cut for 1924, 
how it was disposed of, and then briefly told how 
the American market was being developed for 
northern spruce products. 


CLAYTE SHERRY, who carries on a wholesale busi- 
ness in Saskatoon, reported that he looked for 
great improvement for 1925. 

CHAS. GOODYEAR, a representative of the Great 
West Lumber Mills, confirmed what Mr. Sherry 
said and declared that particularly in the southern 
parts of the three Provinces a large volume of 
business is expected. 


F. W. Rirrer, secretary of the Western Retail 
Lumbermen’s Association, stated that at no con- 


er, chief lecturer of the United States Forest 
Service, spoke to the Western Retail Lumber- 
men’s Association at a dinner furthering the 
all-important subject of forest conservation. 
The talk was given to 250 of the association's 
members, the bulk of whom are Hoo-Hoo, to 
gether with representatives of the service clubs 
and other prominent business organizations, and 
the press, under the auspices of the local Hoo- 
Hoo club. Long distance telephone calls from 
all over Manitoba were received, in addition to 
one from Shellock, Minnesota. Telegrams came 
from Manitoba, Saskatchewan, Minnesota, and 
North Dakota, and letters from all parts of the 
West and of the United States, expressing aP- 
preciation of Mr. Wheeler’s talk and of the 
broadcast which followed it. 


Cagaaaaaaaanm 


Oscar Lewellyn, manager Pinnell-Coombs 
Lumber Co.’s branch at Lebanon, Ind., has be- 
come branch manager of a finance company 
Indianapolis. 
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SatT LAKE Criry, 
UTAH, Feb. 7.—The for- 
mation of a Salt Lake 
City regional lumber- 
men’s association to in- 
clude wholesale and re- 








P. A. SIMPKIN, 
Supreme Chaplain 
of Hoo-Hoo : 





tail lumbermen and 
representatives of affili- 
ated industries, was 
authorized Feb. 5 at a 
meeting of Utah and intermountain lumbermen 
held in this city under the auspices of the 
Salt Lake Lumbermen’s Club. A committee 
was appointed to draft a constitution and by- 
laws which will be submitted for approval at 
another meeting to be held in the course of 
the next few months. 

The gathering was attended by nearly 200 
lumbermen and members of affiliated indus- 
tries in Utah, Idaho, Wyoming and Nevada. 
James S. Taylor, of the Morrison-Merrill Co., 
of this city, presided over the two business 
sessions which were held at the Chamber of 


_ Commerce. 


Chairman Taylor welcomed the delegates on 
behalf of the Salt Lake Lumbermen’s Club 
and Mayor C. Clarence Neslen offered a wel- 
come to the out-of-town delegates and vis- 
itors on behalf of the city. 

Benefits of Traffic Bureau 

Roy Brown, the traffic manager of the West- 
ern Retail Lumbermen’s Association, then dis- 
cussed the work of his department. He la- 
mented the fact that large numbers of mem- 
bers of the association do not yet avail them- 
selves of the service and help offered by his 
department. He explained that the depart- 
ment gives individual lumbermen a voice with 
the carrier they could not otherwise have. An 
association always had more weight than an 
individual. It aimed, he said, to maintain 
friendly relations with the carrier, but saw 
to it that members seeking the aid of the traf- 
fie bureau were treated fairly. The bureau is 
open, the speaker said, to perform any traffic 
service for the associztion’s members as well 
as the work of getting refunds on overcharges. 

Robert Anderson, of Logan, former presi- 
dent of the Western association, expressed his 
confidence in the work of the traffic bureau 
represented by Mr. Brown. Mr. Anderson 
said that his own company had not personally 
benefited by it to any great extent, but that 
was largely because it had not had much oc- 
casion for its services. 

Chairman Taylor observed that the bureau 
must be of great value because the larger con- 
cerns in the business were making use of its 
services regularly. He urged those not using 
the bureau to do so. ‘‘We spend a lot of 
time selling a bill of goods,’’ he said, ‘‘and 
then more time getting the money, and yet we 
neglect to collect that due us on freight bills 
when it is so easy to mail them to Mr. Brown 
for attention.’? 

Tells Merits of Wood for Homes 

Prof. Early J. Glade, of the department of 
commerce and finance of the University of 
Utah, whose specialty is advertising and sales- 
manship, gave a talk on ‘‘ Why Not Lumber?’’ 
He said that every family is entitled to a de- 
tached home. Its members were better off in 
every way when they could have a home of 
this kind. He then launched into a discus- 
sion of the most suitable materials for home 
building. One of the first essentials, he said, 
was durability, and he claimed that lumber 

ad this quality, citing numerous examples. 

€ speaker said another important feature 
of home construction was that of cost, and he 


4 Salt Lake Regional Association to Be Formed— 


Retailers Find Closer Co-operation Is Needed 


contended lumber measured up well in this 
respect. There was flexibility in the use of 
lumber, and he held that it beat all other mate- 
rials going in home construction in this re- 
spect. 

‘Even the fire hazard should not deter one 
from building a frame house,’’ said the pro- 
fessor. He told how he had consulted the 
board of fire underwriters on the point and 
found that frame houses were regarded as 
very little more hazardous on the whole than 
those of other materials. He emphasized that 
in any city subject to an abnormal amount of 
smoke a lumberman should be able to sell 
frame houses on the ground that they lend 
themselves to frequent renewing and that the 
city needs that type of structure if it is to 
maintain its charm. 

Prof. Glade said the lumbermen could 
change the ideas of the people by a proper 
presentation of the facts. He did not suggest 
going after them too strongly at first. He 
advocated an exposition each year in which 
frame and stucco homes could be shown in 
miniature and by pictures or plans. The peo- 
ple needed a consistent program of building 
education. He contended that in Utah the use 
of lumber has never been stressed as it ought 
to be. He reminded his hearers that the mak- 


ers and distributers of roofing material other , 


than of lumber had prospered by advertising 
and pushing their product, and it was up to 
the lumbermen to do the same. But if the 
lumbermen do anything they must not do it 
sporadically. They would accomplish noth- 














W. P. Monson (Right), of Morrison-Merrill 
§ Co., Salt Lake City, who was a president of 
the former Utah Retail Lumber Dealers’ Asso- 
ciation and was a member of the State indus- 
trial commission; and A. L. Porter, Spokane, 


Wash., secretary-treasurer of the Western 


Retail Lumbermen’s Association 


ing that way. ‘‘You must get a fine, clear- 
cut perspective,’’ he said, ‘‘then put it over, 
and you can not help but increase your busi- 
ness here.’’ 

Professor Glade’s address made a great im- 
pression. Delegates discussed it during the 
noon recess and all thought it of great value. 
Secretary-treasurer Porter, of the Western as- 
sociation, told the gathering he would like to 
see lumber organizations all over the country 
take up the scheme proposed by the profes- 
sor, and employ men of Professor Glade’s abil- 
ity and vision to travel and deliver addresses 
before clubs, schools and various other organi- 
zations. Mr. Porter said his association hoped 
to get some finance organizations at work that 


would enable more people to build, and he told 
of the funds put aside by life insurance com- 
panies for this work. This matter, he said, 
was under consideration by the big associa- 
tions in the industry. 

Features of the noon luncheon were the ex- 
cellent musical numbers and ‘‘Parson’’ P. A. 
Simpkin’s ‘‘Heart to Heart Talk.’’ He said 
there were three essentials in business: Sense, 
Cents and Sympathy, and discussed them one 
by one. Mr. Simpkin’s address was full of 
sound business sense in which was interwoven 
much valuable advice of an ethical and spirit- 
ual character. Frank Maher, of the Utah- 
Portland Cement Co., was chairman of the 
luncheon, and announced a committee to meet 
and arrange for the entertainment of the lum- 
bermen who will stop off here later in the 
month on their way to the Western retailers’ 
annual convention. 


AFTERNOON SESSION. 


Thos. O. Sheckell, president of the Inter- 
mountain Association of Credit Men, was the 
first speaker at the afternoon session. His 
talk was entitled ‘‘Control of Credits.’’ He 
said he was not unmindful of the fact that he 
was talking to both wholesalers and retailers. 
But the principles were the same anyway. 
He showed that there is no money in business 
in the final analysis if collections are neg- 
lected. Credit went back to the days of barter, 
and the more complicated civilization be- 
comes, the more complicated and important 
becomes credit. He said the salesman is often 
to blame for credit troubles by overloading 
the customer. There was, he said, an element 
of speculation in every transaction in which 
credit was a part, and the lumbermen’s prob- 
lem was to reduce the speculation or risk to 
a minimum. He discussed the three ‘‘Cs’’ of 
eredit—character, capital and capacity— 
showing that character was the most impor- 
tant after all that might be said about the 
others. He emphasized the importance of get- 
ting information regarding a man’s credit be- 
fore selling him goods and said that the limit 
of credit must be governed by the number of 
firms he is buying from. It could be 20 per- 
cent in some cases, but more or less in others. 
He showed why creditors who put all their 
money into fixed assets are poor risks in many 
cases, in spite of the fact that assets may be 
well ahead of liabilities. Records were of 
vital importance. Personal acquaintance was 
of a great aid and credit men of some 
big firms are sent out to meet the customers 
in the field. He urged the necessity of fire 
insurance in every case, and said one should 
not be too easy regarding shortage claims, 
‘‘Make sure they are correct,’’ he said, and 
told how a man had added to his profits for a 
long time by claiming shortage from a whole- 
saler until discovered. ‘‘Don’t apologize for 
pressing an account,’’ he said. If the money 
was due that was all that need be said. 


Cash and Credit Customers 


Mahlon E. Wilson, well known Salt Lake 
City attorney, then wittily discussed ‘‘ Legal 
Accessories for the Lumbermen.’’ He said 
there are two classes of customers—cash and 
credit, and he could not help saying a word 
for the poor animal known as the cash cus- 
tomer. He was not sufficiently appreciated. 
One did not need many legal accessories when 
dealing with him. The lumbermen as business 
men ought to appreciate him more than he, 
the lawyer. Mr. Wilson urged his hearers to 
be careful when building a house to see that 
the man who gives the order owns the real 
estate. He showed how crooks will cheat 
them if they get an opportunity. He agreed 
with the previous speaker regarding the look- 
ing up of credit ratings and said, dramatically, 
‘“See if he is a crook, for if he is he will beat 
you before he gets through! ’’ 

The speaker declared that ‘‘you can not 








oe 


Pres 


A PO RPO en SNe ends CP nc 


access ASAE Settee, nia aa ahead Capac aahinlg amis tr bai 


66 AMERICAN LUMBERMAN 


FEBRUARY 14, 1925 





hurt an honest man by checking up on him.’’ 
He advocated a little business ostracism for 
the crooks. ‘‘The sooner business takes this 
up the sooner business will gain,’’ he said. 

He said the lumbermen could not be too 
careful regarding contracts. It was no use 
signing a contract printed in and for another 
State, yet this was sometimes done. The con- 
tract must be in harmony with the local laws. 
He urged his hearers to keep out of court. 
When they do go to court let the other side 
see that it has a fight on its hands by getting 
counsel. 


Ten Minute Talks on Various Subjects 


There were four 10-minute talks by Robert 
Anderson, Logan, on ‘‘Boundary Disputes;’’ 
O. A. Spear, Provo, on ‘‘Terms of Sale as a 
Competitive Factor;’’ J. Francis Merrill, 
Brigham City, on ‘‘Profits From Side Lines; ’’ 
and by W. H. White, Ogden, on ‘‘Service— 
Wise and Otherwise.’’ 

Mr. Anderson said ‘‘territorial rights’’ 
have exercised the whole civilized world. He 
thought there was among the lumbermen suffi- 
cient desire and ability to iron out all diffi- 
culties of whatever kind. He was opposed to 
any user of lumber, he said, getting supplies 
other than through retailers. He lauded the 
value of associations and the trade press. He 
wondered if enough of the members of the in- 
dustry were reading the trade press as they 
ought to do. The trade press, he declared, 
was of inestimable value to all. 

Mr. Spear in his talk said too many firms 
through their salesmen are using the terms of 
sales as a factor in competition. They fell 
before the temptation to sell a bill of mate- 
rials without proper credit safeguards. This 
was bad for the industry. Credit extension 
should not properly be used as a competitive 
factor. There was a point beyond which none 
could go with safety. His company, he said, 
uses rating cards in its own business, and it 
was laughable how they are filled out some- 
times. Salesmen thought so much of getting 
an order that they ignored credit principles 
too often. He was of opinion that at the 
close of 1924 there were more outstanding ac- 
counts than ever before. ‘‘We are,’’ he said, 
‘*too eager to sell and too indifferent about 
credit and following up our claims.’’ 

Mr. Merrill’s talk on ‘‘Profits From Side 
Lines’’ showed how a lumber firm had 





From left to right: R. W. Todd, secretary Lum- 
bermen’s Bureau, Salt Lake City; Robert 
Anderson, Logan, Utah; O. A. Spear, Provo, 
Utah (Messrs. Anderson and Spear are former 
presidents of the Western Retail Lumbermen’s 
Association) ; and James 8S. Taylor, Salt Lake 
City, who presided at conference 


branched out in order that it might find em- 
ployment for the family without any of the 
members thereof going away or starting up 
another business. He said he had been asked 
what was a good side line? His firm handles 
implements, glass and paint, operates a plan- 
ing mill ete. He said a planing mill is a good 
side line for a lumberman. It helped to in- 
crease the business, among other things. He 
said one must, when entering the side line 
business, have a division of responsibility. 

herefore, in his firm one brother had lumber, 
proper, another the planing mill, another im- 
plements, and so on, yet they operated as one. 
It was also important to keep the merchan- 
dise separate, and not to pay for implements 
with money taken for lumber. Each depart- 
ment should be entirely separate and each 





should be held responsible for a share of the 
overhead expenses. 

In his talk on ‘*Service—Wise and Other. 
wise,’’ Mr. White said that prior to the ad. 
vent of the auto truck lumber merchants were 
able to handle building materials through the 
yards at about 25 percent of what they do 
today. Today, he said, the average contractor 
or buyer expects you to call upon him about 
twice a day and if you get an order to make 
delivery in 15 minutes to an hour. On ae. 
count of this condition, costs of service were 
rising. Fifteen years ago the lumberman wag 
not considered the architect of his city. To- 
day, however, he must furnish plans, and in 
some cases he must even supervise the con- 
struction of the building. Mr. White com. 
mented on the plan of financing the contractor 
and home owner, which the lumberman has not 
always had to do. Here again was expensive 
service. The trouble was that all followed the 
lines of least resistance. 

Mr. White urged standardization of stocks 
in such a way that each dealer will not be 
compelled to carry ‘‘forty-leven’’ different 
grades of various items, when half a dozen 
will serve the public equally as well. Here 
again was a service cost item to be considered, 
He advocated a State organization to help 
eliminate some of the evils complained of, 


Lumbermen’s Insurance Facilities 


A. L. Porter, of Spokane, gave the conclud- 
ing address of the business session and dis- 
cussed his association’s insurance facilities, 
He told of the change from a mutual organiza- 
tion to what is known as an inter-insurance 
exchange. Mr. Porter explained the three 
systems of insurance, stock companies, mutuals 
and inter-insurance exchanges. 

After some discussion regarding a State as- 
sociation it was decided that a Salt Lake City 
regional association would be better. Robert 
Anderson made the formal motion and it was 
unanimously carried. All agreed that ex- 
penses should be kept down and that no paid 
officers or office be hired. 

A banquet and a dance were held at the 
Hotel Utah in the evening at which the dele- 
gates rejoined their ladies. The ladies had a 
well planned program for the day. The morn- 
ing was spent in shopping, the afternoon at 
the theater, and the evening with the men at 
the banquet and dance. 


Northern Producers Will Advertise Hemlock 


MILWAUKEE, WIS., Feb. 10.—Intensive pro- 
motion of hemlock lumber will immediately be 
undertaken by the Northern Hemlock & Hard- 
wood Manufacturers’ Association, according to 
a decision made at the annual meeting of that 
organization, held today at the Wisconsin Hotel, 
this city. This campaign will in its essentials 
resemble those previously and so successfully 
undertaken in behalf of birch and maple, but 
will be confined largely to the retail trade. Ex- 
perts will be employed to visit all retail yards, 
architects and contractors in Wisconsin and 
Michigan for the purpose of demonstrating the 
fact that hemlock, from the standpoint of both 
price and service, is the logical building mate- 
rial for the North. The country press will also 
play an important part in the promotion work, 
a good deal of the money made available for 
campaign purposes to be spent in advertising, 
which naturally will lead to editorial support as 
the editors become familiar with the virtues of 
the product. 


The argument of State loyalty will be force- 
fully presented in this advertising. The keynote 
will be that Wisconsin and Michigan homes 
should be built out .of Wisconsin and Michigan 
products, especially. as the lumber produced in 
these two States is peculiarly adapted by nature 
to the climatic conditions of the region. Care 
will also be taken to point out the economic im- 
portance of ‘‘home trade.’’ The money that 
now drifts to the Pacific coast, the South or 
other lumber producing sections, if spent at 
home will furnish capital for further enterprise, 
will give employment and will in other ways in- 


crease the prosperity of the two States, redound- 
ing to the benefit of all residents. 

At the directors’ meeting held last night it 
was decided to launch this campaign, provided 
enough manufacturers subscribed to the plan, 
at a rate of not less than 15 cents per 1,000 feet 
of hemlock shipped, to create a minimum fund 
of $30,000 a year for two years. This meant that 
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the subscribers would have to guarantee ship- 
ments of 200,000,000 feet during 1925. 


Plan Unanimously Endorsed 


When the plan was brought up at the general 
meeting, it was greeted with enthusiasm, all 
those present agreeing as to its desirability. 
Edward Hines, of the Edward Hines Lumber 
Co., Chicago, explained its purposes, and then 
introduced a resolution for its adoption, pro- 
vided sufficient subscriptions were received. At 
the same time he made the suggestion that the 
rate of 15 cents be increased, perhaps to as 
much as 25 cents; for the more money made 
available, the more intensely could the campaign 
be waged. Leo H. Schoenhofer, of the Bissell 
Lumber Co., Marshfield, Wis., offered an amend- 
ment increasing the rate to 19 cents, which to- 
gether with the 6 cents per 1,000 feet shipped 
already assessed for general association. work, 
would make the total rate 25 cents. Both the 
resolution and amendment were adopted with- 
out a dissenting vote. Secretary O. T. Swan 
was then instructed to make a roll call, each 
member to respond with a statement of the total 
of hemlock lumber shipments he would guar- 
antee for 1925, together with his intention re- 
garding subscription. The result was that prac- 
tically every firm represented signed the agree: 
ment circulated by Secretary Swan and gave 
absolute guaranties of shipments of 223,000,000 
feet for 1925. Most of those who did not sign 
and offered no guaranties stated that they 
would undoubtedly do so following consultation 
with superiors. The fund available for work 
during this year therefore started off at $42,750, 
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_considerably above the minimum agreed upon, 
with every prospect of being further added to. 

President C. C. Collins, of the C. C. Collins 
Lumber Co., Rhinelander, Wis., stated that he 
had assurances from several large manufac- 
turers who were not represented at the meeting 
that they would join in fhe campaign, and he 
expressed the belief that there would be a 100- 
ercent participation by hemlock producers. He 
stated that participation would not be limited 
to association members, but that all manufac- 
turers would be invited to join. He said that 
the total hemlock production in Wisconsin and 
the upper peninsula of Michigan was not much 
over 250,000,000 feet a year, and he called upon 
members to visit all mills in their counties which 
had not already subscribed in an effort to secure 
their cooperation. There were plenty of volun- 
teers for this work. 


Birch and Maple Campaigns Successful 


Secretary Swan then presented the report of 
Treasurer George E. Foster, of Mellen, Wis., 
which showed the association’s finances to be in 
excellent shape, with assets totaling more than 
$50,000. The secretary also recounted the suc- 
cess of the birch and maple campaigns during 
the last year, and said that plans called for 
even more intensive work in this connection 
during 1925. The association will be represented 
at the building shows in Chicago, Detroit and 
Milwaukee, and probably will have an exhibit 
of maple and birch furniture at the furniture 
shows next July. 


Relations Between Producers and Retailers 


Edward Hines spoke at length upon relations 
between the northern manufacturers and the 
retail trade, especially in Wisconsin and Michi- 
gan. He said that if the retailers in these 
States could be induced to handle hemlock on a 
larger scale, instead of preferably drawing from 
other softwood sources, it would be to their 
benefit in more ways than one. They would keep 
the money ‘‘at home,’’ which they could be 
pretty sure would result in larger business. They 
would not have to carry stocks nearly as heavy 
as at present, as they could get their supplies 
from nearby mills in very short time. He said 
that it was the manufacturers’ duty to the in- 
dustry to point these things out to their retail 
friends, and that they should make particular 
efforts to inculeate State pride, so that residents 
of the North would preferably use the products 
of the North. The State of Wisconsin, he said, 
could easily consume all the hemlock manufac- 
tured, but that individual efforts would never 
produce this desirable end. Codperation alone 
could do that, and he felt convinced that the 
united promotion campaign decided upon at this 
meeting would quickly prove the worth of co- 
operation by raising hemlock out of its present 
depressed condition. Mr. Hines said that the 
part architects play in determining which 
woods are to be used must not be neglected. He 
also dwelt on the necessity of ‘‘ getting closer’’ 
to railroad managements, in order that they may 
get a better understanding of the problems of 
the lumber industry. This would do much to- 
ward changing the tactics of railroad purchas- 
mg agents, among other things. 


Reports of Nomination Committee 


George N. Harder, of the I. Stephenson Co., 
Wells, Mich., chairman of the nominations com- 
mittee, presented the report of that committee, 
as follows: 

President—W. B. Clubine, of the Edward Hines 
Hardwood & Hemlock Co., Park Falls, Wis. 


Vice president—W. G. Saunders, of the Cummer- 
Diggins Co., Cadillac, Mich. 


Treasurer—George E. Foster, of the Foster- 
Latimer Lumber Co., Mellen, Wis. 


r Directors—M., J. Fox, of Iron Mountain, Mich. ; 
rank Bissell, of Marshfield, Wis.; C. C. Collins, 
ef Rhinelander, Wis.; C. J. Kinzel, of Merrill, 
1s.; R. B. Goodman, of Marinette, Wis. and 
W. A. Holt, of Oconto, Wis. 

Mr. Harder expressed the association’s re- 
gret at the broken physical condition of A. L. 
Osborn, of Medford, Wis., which has recently 

en aggravated by an operation. It would 
Probably prove impossible for Mr. Osborn to 
Serve the association any longer as active chair- 
pom of the bureau of legislation and transpor- 
ation, which post he has occupied with re- 


markable success for many years; but in ap- 
preciation of his past services the nominating 
committee suggested for him the honorary title 
of general chairman of the bureau of legislation 
and transportation, while B. Heinemann, of 
Wausau, Wis., was named chairman for Wiscon- 
sin, and E. A. Hamar, of Chassell, Mich., chair- 
man for Michigan, these two men also to have 
seats on the board of directors. 

This report of the nominations committee was 
unanimously and enthusiastically accepted by 
the membership. However, there immediately 
arose a storm of disapproval over the fact that 
Mr. Harder’s name had been dropped from the 
board of directors. Mr. Harder explained that 
he had served on the board continuously since 
1915, and it was time for him to step out in 
favor of someone else. This did not satisfy the 
floor, so Mr. Collins chivalrously offered to step 
out in favor of Mr. Harder. Nor did this prove 
satisfactory to the floor, and Mr. Fox arose and 
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forced the association to accept his resignation 
from the board and to accept Mr. Harder in his 
stead. But still there was no satisfaction, for 
everybody wanted Mr. Fox on the board, too. 
The situation was finally untangled when M. J. 
Wallrich, of the Wallrich Land & Lumber Co., 
Shawano, Wis., proposed an amendment to the 
constitution creating another directorship, mak- 
ing nine in all, This motion was quickly sec- 
onded and passed, and M. J. Fox was thus re- 
elected to the board. 


The secretary was instructed to telegraph Mr. 
Osborn the association’s deep regret over his 
illness and desires for his recovery, and also to 
send him some flowers. 

Retiring President Collins then read his mes- 
sage to the association whose energetic and pop 
ular head he had been for two years and relin- 
yagi the gavel to Mr. Clubine, who with a 

ew appropriate words thanked the members 
for the honor they had bestowed on him. 


To Prepare Reforestation Questionnaire 


A report on the forestry conference recently 
held in Chicago was given by E. A. Hamar and 
Secretary Swan, both of whom expressed grati- 
fication at the sane attitude taken on that oc- 
casion toward reforestation and the lumber- 
men’s part in it. On a recommendation from 
Mr. Hamar, the association instructed the secre- 
tary to prepare a questionnaire, under the super- 
vision of the forestry committee, for circulation 
among the membership in Wisconsin and the 
upper peninsula of Michigan to ascertain how 
much land each has available for reforestation, 
so that the information will be at hand should 
the Government ask for it. 

Several other matters dealing with legislation 
and transportation were discussed before ad- 
journment was taken. In the afternoon the 
manufacturers in a body attended the session 
of the Wisconsin Retail Lumbermen’s Associa- 
tion, held at the Hotel Pfister, at which a num- 
ber of subjects of common interest to manufac- 
turers and retailers were discussed, as reported 
on another page in this issue of the AMERICAN 
LUMBERMAN. 


Western Retailers Plan Institute 


SEATTLE, WasH., Feb. 7.—A forecast of the 
twenty-second annual institute of the Western 
Retail Lumbermen’s Association and the Lum- 
bermen’s Mutual Society, which will be held at 
the Hotel Olympic, in this city, Feb. 18, 19 and 
20, indicates a large attendance. Outside of 
business hours there will be plenty of entertain- 
ment, and during the session the proceedings 
are well calculated to be of benefit and value 
to everyone present. Secretary A. L. Porter has 
summarized the program as follows: 


Each of the sessions will be opened by music. 
The address of welcome will be delivered by Alvin 
Schwager, of the Nettleton Lumber Co., president 
of the Hoo-Hoo Club of Seattle. This will be fol- 
lowed by the annual address of the president, C. H. 
Crawford, of the Tum-A-Lum Lumber Co., Walla 
Walla, Wash., by Mr. Porter’s report as secretary, 
and by the report of R. S. Brown, traffic manager. 

Phe rn from the Saw” will be both entertaining 
and instructive as given by T. M. Shields, of the 
Simonds Saw & Steel Co., of Seattle. 

“The Business Outlook for 1925” will be an 
address by Robert B. Allen, secretary of the West 
Coast Lumbermen’s Association, who will give his 
views and reasons for the demand during 1925, 
and his opinion of what the market will be. 

“The Code of Ethics’’ will be discussed by Robert 
Anderson, of Logan, Utah, and I. G. Kjosness, of 
Lewiston, Idaho. 

That the future holds an abundance of good 
business for all retail lumbermen will be disclosed 
in a discussion of the universal topic, “Remodeling 
of Old Houses into New Homes.” The discussion 
will be opened by J. P. Austin, manager Pacific 
coast department of the AMERICAN LUMBERMAN, 
who will present his argument graphically, through 
the aid of enlarged photographs showing instances 
of actual transformation. Following the initial 
talk, the subject will be still further developed by 
H. E. Crawford, secretary of the Tum-A-Lum Lum- 
ber Co., Walla Walla. 

During the convention, “Overhead Expense” in 
various phases will be discussed by Professor K. 
E. Leib, of the department of business administra- 
tion, University of Washington. 

“Rental Charge for Trackage per Foot on Rail- 
road Right-of-Way” will be discussed by Traffic 
Manager R. S. Brown; “Building a Business That 
Lasts” by B. J. Williams, director of sales, Paraf- 
fin Companies, San Francisco, Calif.; “How to 


Control Excessive Inventories and Frozen Credits” 
by Prof. William A. Russell, business administra- 
tion department, University of Washington ; “Cred- 
its and Collections” by Charles A. Giblin, credit 
manager, Columbia Valley Lumber Co., Seattle, 
Wash., and Herbert Eshelman, credit manager, 
Potlatch Lumber Co., Spokane, Wash.; “Getting 
Your House in Order” by O. A. Spear, Smoot Lum- 
ber Co., Provo, Utah; “Sales Promotion” by 
Cc. W. Gamble, manager, Boise-Payette Lumber Co., 
Boise, Idaho; “Economical Lumber Buying” by 
Harry I. Worth, Worth Lumber Co., Seattle, 
Wash.; “Human Factors in Modern Business” by 
Dr. W. J. Hindley, educational director, Washing- 
ton State Retailers’ Association, Seattle. 

The Seattle committee will provide a “Seeing 
Seattle Trip’ for the ladies, probably Thursday 
afternoon. 


Wednesday evening, Feb. 18, there will be a 
Hoo-Hoo concatenation in the Italian room of 
the hotel; and during this meeting there will be 
a theater party for the ladies. Thursday after- 
noon there will be a steamboat excursion taking 
the lumbermen and their guests for a ride along 
the water front of Eljiott Bay, thence through 
the locks of the Government canal into Lake 
Union and Lake Washington. During the con- 
vention there will be an automobile caravan 
affording the visitors a view of the beauties of 
Seattle’s boulevards and residential sections. 
The high point of the entertainment will be 
reached Thursday evening, at a dinner and 
dance, with vaudeville show, in the Spanish 
ballroom of the Hotel Olympic. 


It is expected that the convention will be 
attended by lumbermen from all parts of the 
United States. Among the delegations to be 
present during the sessions will be a large 
number of members of the Northeastern Retail 
Lumbermen’s Association, which has just closed 
its thirty-first annual convention at the Pennsyl- 
vania Hotel, New York City. They will come 
to Seattle by special train, under the direction 
of Paul 8. Collier, of Rochester, N. Y., see- 
retary. 
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Northern White Cedar Men Will Demonstrate Products’ 
Values as Basis for Advertising Campaign—Officers Elected 


MINNEAPOLIS, MINN., Feb. 10.—As a means 
of meeting the northern pole situation produc- 
tion methods should be improved and only such 
timber cut as is well suited for the purpose, de- 
clared E. N. Whyte, of Duluth, Minn., president 
of the Northern White Cedar Association, at the 
opening of its two-day annual convention here 
today at the Radisson Hotel. This situation, 
owing to the increased production of western 
and southern poles and the fact that they can be 
produced and marketed at a very low price, is 
very seriously restricting the handling of north- 
ern poles at a profit, he said. 

The last year, while witnessing a gradual im- 
provement in most lines of industry and the 
stabilizing effect on general business of the coun- 
try by the election of President Coolidge, he said, 
has also brought to you a lessened demand and 
reduced prices for practically all the commodities 
that we handle with the possible exception of 
white cedar posts, so there is even more oppor- 
tunity for this association to show its value now 
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than for some time past. Present indications 
fortunately are that we are at the low point 
right now, as far as prices and demand are con- 
cerned and the remaindtr of the year should wit- 
ness a steady improvement, There is plenty of 
money available for new financing and most of the 
railroads are in a very healthy condition. The 
farming communities on the whole are in good 
shape, there being special improvement in North 
and South Dakota, so that taking these factors 
into consideration the outlook is considerably 
brighter. 

The demand for softwood ties is also light this 
season and prices consequently are low, but as 
there is a rapidly increasing demand for hard- 
wood ties and indications are that large quantities 
will be required during the next few years, in- 
creased prices will result. The post situation is in 
a healthy condition and we are experiencing a 
good demand, especially in the smaller sizes. But, 
at the same time in order to protect and hoid the 
trade we now have, we should continue to be care- 
ful as to grade and manufacture, which will put 
us in better position to meet the increasing com- 
petition from steel posts and other classes of 
wooden posts. Owing to the lack of water for 
grinding, at the pulp mills during the last two 
years and the fact that the paper business was dull 
the first eight months of the year, the demand for 
pulpwood is below normal, but fortunately pro- 
duction is being so restricted this winter that this 
situation will undoubtedly show considerable im- 
provement by next fall. 


Must Meet Wide-Spread Competition 


The time has arrived when it is not so much a 
question of meeting competition from firms in our 
own community, but we now have to meet competi- 
tion from other localities and districts, including 
the far West, the South and even Canada, and I be- 
lieve you will all agree with me that this can be 
much better accomplished through an understand- 
ing of each other and through coéperation in the 
association. 

Railroad tie buying is much better organized and 
standardized than formerly and the competition 
the Minnesota producer has to meet from Wiscon- 
sin and Michigan is not nearly so vital as the 
competition that he has to meet from the south- 
ern treated ties and the western fir ties than he 
now has to reckon with in this branch of our in- 


dustry. The same is true with regard to pulp- 
wood, as our market is now very much influenced 
by Canadian competition and I feel that by _co- 
operation we can arrange to regulate our produc- 
tion so that it will show our producers a fair 
return on their investments. The situation is the 
same with respect to cedar posts and poles, as 
we have the steel posts and western pole competi- 
tion to meet and really not the competition of our 
neighbors, if we will but look at it in that way. 
Such problems as these call for very close co- 
operation and the members should familiarize them- 
selves with what the association is trying to do 
and can do for them with proper support. 

Mr. Whyte suggested that some arrangements 
be made whereby either the tie committee or 
the individual members who are largely inter- 
ested in ties would get in touch with their local 
railroads early in the season and ascertain 
just what class of ties they expect to be in the 
market for, so that the production may be guided 
accordingly during the early cutting months. 


Report of Advertising Committee 


W. M. Wattson, Minneapolis, chairman of the 
post advertising committee, said that the com- 
mittee had been authorized to raise funds and 
spend them to the extent of $2,000 for adver- 
tising. Starting with a deficit of $150 at the 
beginning of the year, the committee had col- 
lected $2,840, spent $968, and had a balance in 
the fund of about $1,700. This was raised 
through the customary method of assessing, at 
the rate of 75 cents a car on poles shipped to 
retailers and 25 cents a car on shipments be- 
tween members. The association voted to fix 
a straight 25-cent rate per car for next year. 

About 65,000 folders had been distributed to 
the trade, which in turn were sent to customers. 
The response from the dealers was not what 
was fully expected, he said, from some of the 
advertising. 

The association decided to continue advertis- 
ing, partly for the sole purpose of refuting 
arguments set out by the steel post people, who 
are furnishing the hardest competition. 

‘*To discontinue post advertising would be 
unthinkable,’’ T. M. Partridge, Minneapolis, 
said. ‘‘ We have to advertise to keep the cedar 
post and pole before the consumers and to refute 
the knocks of the steel post firms.’’ 

A. T. Naugle, Chicago, suggested that if 
folder advertising did not produce satisfactory 
results, the association send a man out with 
a ‘‘flivver’’ and canvass an entire country, say 
in some good Iowa district, as a test, dealers in 
that vicinity to report on the results to the 
association. The consumer, such as the farmer, 
will read literature handed to him, whereas he 
would throw the same literature in the waste 
basket if it comes in the mail,’’ he said. ‘‘Be- 
sides it would be very inexpensive to try this 
experiment.’’ 

Murray K. Bissell, Escanaba, Mich., suggested 
continuing the advertising campaign to the 
extent of $1,000 next year and then proceed with 
the ‘‘flivver test.’’ 

The association decided to take no action on 
the request of the Chamber of Commerce of the 
United States to ascertain the opinions of 
members on the proposed legislation to increase 
the pay for postal employees, after Milton 
Schussler, Minneapolis, explained that the 
Chamber of Commerce had presented both an 
affirmative and negative side on this question 
for consideration of various memberships. 

Mr. Naugle, in discussing the demand for 
telephone poles among the independent farmer 
companies, said they had made no provision 
for a depreciation reserve fund, and therefore 
had no means for building up the lines that have 
been torn down by storms. ‘They can’t finance 
reconstruction,’’ he said. ‘‘Many lines are now 
hanging on the fences. In Illinois there is a 
vast mileage down, but they won’t be replaced. 
The independent farmer telephone business is 
dying and will stay dead unless the farmer pays 
more for his phone service.’ 

Reports were received, however, of unusual 
activity among large eastern and western tele- 


phone companies in the way of construction 
during 1925. A large part of this business wij] 
be in the way of demand for telephone poles, 

The first day’s session was concluded with a 
banquet at the Radisson Hotel. 


SECOND DAY’S SESSION 


The Northern White Cedar Association, on 
the second and closing day’s session determined 
to conduct a series of tests as a means of meet. 
ing claims made for other types of poles. These 
tests were decided on particularly to show the 
consumer that substitutes for cedar poles do 
not measure up to the strength and lasting 
qualities of the northern white cedar variety, 
Minor changes in the specifications for cedar 
poles also were adopted at the closing session. 
These are designed to improve the quality of 
the poles. Officers elected were: 

President—H. S. Gilkey, of Minneapolis. 

Vice president—T. M. Partridge, Minneapolis, 

Treasurer—H. F. Partridge, Minneapolis. 

Secretary—Norman E. Boucher, Minneapolis, 

Directors—M. E. Bissell and Allen Bole, both 


of Escanaba, Mich.; E. N. Whyte, Duluth; and 
W. C. Meader, Minneapolis. 


Strength and Durability Tests 


‘<The tests to show the strength and durabil- 
ity of northern white cedar poles are to be 
undertaken,’’ T. M. Partridge explained, ‘‘as 
a means of demonstrating their worth along 
lines which have been adopted by our competi- 
tors. Other producers of wooden poles as well 
as the manufacturers of substitutes for wood 
poles are carrying on these demonstrations. We 
believe our product is superior and we have 
adopted this means of proving it.’’ 

The demonstration is to be conducted in Min- 
neapolis, a recognized distributing center for poles. 


It will be started probably about March 1 or 
sooner if arrangements can be made. _ Certified 


engineers, equipped with necessary machinery, are 
to make the tests for the members of the associa- 
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tion . The poles will be put through rigid tests 
to show how far they will stretch, when they 
break and if they break with the grain. 

The plan is to assemble the posts at this distri- 
bution center from various parts of our district. 
In that way we will have a thorough test and it 
will be valuable to us as well as to the trade. 
We want to see how the poles from the various 
parts of the district compare. 

Secretary Makes Report 

Secretary Boucher read his annual report on 
the closing day, covering activities of the asso- 
ciation for the year. On behalf of the railroad 
committee, headed by G. H. Ramsey, of Esca- 
naba, the secretary’s office effected numerous 
changes of minor nature in the rates, for which 
need developed in the course of the year, ac 
cording to Mr. Boucher. 


We negotiated with carriers for reeognition of 
the combination rate rule in connection with ship- 
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ments given transit privilege and secured the de- 
sirable results, amounting to a saving of several 
cents per hundredweight on shipments, he re- 
orted. Through codperation with other shippers 
we were able to secure restoration of the 30,000- 
pound minimum secured through association action 
in 1918. Our rate sheets were changed to reflect 
reductions, as of Jan. 15, to Iowa, Minnesota and 
Nebraska. We are now. working to secure reduc- 
tions in the rates on cedar to Texas and the 
Southwest generally that will prove advantageous 
to northern cedar if successful. 

Considerable difficulty has been experienced by 
Twin City transit operators through enforcement 
of clearance regulations in connection with ship- 
ments to the East, because of the inability to load 
up to present tariff minimum. The matter is 
pefore the transcontinental lines and an early de- 
cision is awaited. 

Other accomplishments of the association dur- 
ing the year as reported by the secretary are: 

Inducing a change in the reconsigning rule so 
that the charge for group ioads is the same as for 
single car shipments. 


Successful opposition to a change in the rule 
for advancing inbound charges on reshipments 
from storage. 


Continued agitation to induce recognition of the 
association’s specifications by various State high- 
way commissions. 


Minnesota has practically adopted.the specifica- 
tions of the association, and other States recognize 
the association’s specifications. 


SRAAARABBEERRABaAR: 


North Carolina Piners Discuss Grades 


[Special telegram to AMERICAN LUMBERMAN] 

NorFoLk, VaA., Feb. 12.—The North Carolina 
Pine Association pre-annual meeting was held 
at the Monticello Hotel at 10:30 a. m. today. 
The attendance was very good and several im- 
portant matters were disposed of. The chairman 
of the inspection committee will make a de- 
tailed report of the changes in inspection rules 
etc. at the annual meeting. A tentative draft 
of new rules to conform with the standard 
grading rules will be drawn by the committee 
for submission at the standardization conference 
in Chicago this month. Copies will be dis- 
tributed to association members for study, and 
final action will be taken at the annual meeting 
in March. 

The Ruby Lumber Co., Wadesboro, N. C., and 
the Omahundro Lumber Co., Scranton, S. C., 
were elected members. 

The chairman of the transportation committee 
reported no new developments in lumber rates 
since the Charleston meeting. The decision of 
the Interstate Commerce Commission on milling- 
in-transit rate was held up until a similar case 
in grain is decided. Attention was called to 
the application for reduction of rates on box 
shook from west Coast to Central Freight Asso- 
ciation territory. The opinion was expressed 
that if this was obtained, an effort would be 
made to extend reduction to the East, and 
steps will be taken to block this. The Southern 
Hardwood Association is now fighting this re- 
duction. 

The attention of the members was called to 
levies made by the North Carolina Geological 
& Economic Survey covering the cost of fight- 
ing forest fires, the payment of which would 
make Jumbermen and railroad operators liable 
for damages and survey employees witnesses 
against lumbermen in suits brought for damage. 
Further steps, looking to codperation between 
the railroads, lumbermen and timber owners in 
maugurating a general fund for the payment of 
fire fighting bills, thus eliminating liability, will 
be taken. 

F. 8. Spruill, general counsel, called attention 
to the workmen’s compensation legislation in 
North Carolina, and advised that no such act 
Would pass this session of the legislature. A 
fair bill will be presented at the next session 
two years hence with a good chance for passage. 

Charles Hill, of New York City, general sales 
Manager of the Southern Pine Sales Corpora- 
tion, who was absent from several meetings on 
account of injuries sustained some time back, 
talked to members on market prospects and 
standardization problems. 

Committees for proper handling of the annual 
meeting and banquet were appointed and will 
pet to work at once. The annual meeting and 

anquet in the Monticello Hotel Thursday, 
rch 26, will be a big affair with good speak- 
ers. The usual delightful luncheon was served 
after the meeting adjourned today. 


Criticizes Marketing Methods of 1924 


SEATTLE, WASH., Feb. 7.—After an absence 
of two weeks in Minneapolis and adjoining ter- 
ritory, B. R. Lewis, president and general man- 
ager of the Clear Lake Lumber Co., with mills 
at Clear Lake, Wash., has returned home with 
two-fold impressions. On the one hand, he is 
most favorably impressed with the outlook for 
spring business; and on the other, he voices a 
most caustic criticism of the marketing methods 
of lumber prevalent during 1924. Mr. Lewis 
says: 

In fact, spring seems to be here right now. 
Last Monday the weather began to soften, and 
there is plenty of evidence on every hand that 
the backbone of winter has been broken. We 
could see the effect at once. There was a greatly 
enlarged volume of inquiry, and orders began to 
come in at such a pace that we have felt pretty 
good over it. According to my way of thinking, 
the prospect for the lumber business is now the 
best it has been in a long time. 


Impressions and Convictions of Lumber Business 


I have come back from this trip with some 
very definite impressions and convictions about 
the lumber business, particularly from the view- 
point of the manufacturer. There isn’t any doubt 
that all the average millman thinks about is to 
run his mill at top speed, and get all the lumber 
out of it that he can. The net result of such a 
practice, affecting the industry as a whole, is 
written into the record of the west Coast industry 
for 1924. The industry made much more lumber 
than during an average year, the total being close 
to the peak; and we sold our cut—and it is 
really a shameful thing that all this work was 
done for a little less than nothing. The industry 
has lost money during one of the best years it has 
ever had. Why the lumber manufacturer does 
not give sum constructive thought to proper 
marketing methods, and in that way help to keep 
the market steady, is something I can not under- 
stand. There is about as much sense in running 
at capacity during the winter months, and then 
dumping tke product on the market, as there 
would be in selling straw hats in January. The 
lumber industry ought to know where “it’s at”; 
but the trouble is that most of the manufacturers 
have no conception of proper marketing. They 
are like children. They imagine they are business 
men; but the plain, unvarnished truth is that 
most of them are merely foremen advanced to the 
dignity of a job that is too big for them. 


If the people of this west Coast country could 
become truly conscious of the appalling fact that 
the actual returns from stumpage are nil, and 
that the millmen are actually sacrificing’‘and wast- 
ing the most splendid natural asset any community 
ever had, we could not blame the people if they 
were to rise up in their wrath and take the 
business away from the lumbermen. It is cer- 
tainly a pretty mess. If manufacturers, with all 
the world as their market, can not get enough out 
of their lumber to pay for their labor and other 
overhead, to say nothing of a legitimate profit for 
themselves, where are they, anyway? It is hard 
to think that this industry has lost money. 


Manufacturer Should Study Consumer’s Needs 


If our manufacturers could be brought to realize 
the condition of the middle West, for example, at 
the time our mills are running full tilt, perhaps 
they would not be so keen to cut lumber up to 
capacity. Anybody who has studied the situation 
knows that when the thermometer registers any- 
where from 20 to 35 degrees below zero, and a 
blizzard is blowing, that is no time to crowd an 
accumulation of lumber on the market. There is 
no volume of building under those conditions; 
there is no chance for making repairs; in fact, 
there is no chance for a retail yard even to open 
for business until weather conditions have moder- 
ated. 

As a rule, the lumber manufacturer doesn’t 
know what is happening in consuming territory. 
While he doesn’t want to be listed as a gambler, 
he takes the gambler’s chance oftentimes, when 
he is morally certain to lose. But let something 
happen out here, affecting the cost of production, 
and what do we find among the keen business 
men who handle lumber at the marketing centers? 
If today there is a variation in the price of logs, 
they all know it tomorrow. They know instantly 
everything that happens out here; and they would 
not be good business men if they did not take ad- 
vantage of their knowledge. The dealer and con- 
sumer wants a steady market; and they do not 
object to a price that gives the manufacturer a 
reasonable profit. 

It is hard to confess that the lumber business 
has been demoralized. It seems to me that during 


the last ten years our marketing methods have 
degraded their standard fully 50 percent. We 
have lost caste; we have deprived ourselves of 
prestige and dignity ; we have permitted the selling 
of lumber to become degenerated into a shameful 
and disgraceful scramble; we have stood aside 
for a ridiculous and ruinous process whereby the 
only idea of getting an order is to cut the price. 
Our lumbermen, in their wild rush to slash one 
another’s throats, have discountenanced them- 
selves in the eyes of the public and of their own 
men. I have in mind that the recent revelations 
of the Western Pine hearing, which is typical, 
showed a variation in prices that was simply 
ridiculous. It was a farce. It was enough to 
make one ashamed to think that he belonged to 
an industry like that. 

But spring is here—and I’m glad of it. They 
say “hope springs eternal in the human breast’; 
and I’m certainly hopeful thet lumbermen will 
actually begin to “learn some xense” during 1925, 
and will be able to some extent to wipe out the 
horrible disgrace of 1924, when the industry as a 
whole manufactured billions upon billions of feet 
of lumber, sold it all, and actually lost money in 
the process. 


Basketball Team Gets Even Break 


JACKSON, Miss., Feb. 10.—The basketball 
team of the Finkbine Lumber Co. Y. M. C. A., 
D’Lo, Miss., invaded the home court of Missis- 
sippi College team Friday night and Saturday 
afternoon, emerging with an even break in the 
two games. The Lumberjacks won the first 
game 29 to 27 and lost the second, 28 to 42. 
This was the first defeat suffered by the team 
this year, but the members are not dismayed on 
this account as they captured three games of 
four from the Mississippi College team, having 
defeated them twice earlier in the season. 

Last night the Lumberjacks played the 
quintet of Birmingham Southern College at 
D’Lo, which team is said to rank high in the 
South, having defeated Center College and 
Sewanee College this year. For the first ten 
minutes the game was nip and tuck and very 
pretty. Then the Lumberjacks seemed to get 
their goal-shooting eyes properly focused and 
the end was no longer in doubt, the final result 
being Finkbine Y. M. C. A. 45, Birmingham 
Southern College 15. 

The Lumberjacks now have rolled up a total 
ot 476 points to their opponents 226, having 
played seven games with Southern College 
teams, three games against Y. M. C. A. teams 
and one high school team. 


First Showing of Pine Films 


ATLANTA, GA., Feb. 9.—The first showing of 
the new ‘‘Southern Pine Series’’ of photoplays 
showing the development of the forest industry 
in the South was made at the Howard Theater 
here Saturday morning, when the film, ‘‘ From 
Seed to Sawmill,’’ was shown, under the aus- 
pices of the Atlanta Women’s Club, to several 
hundred school boys and girls of Atlanta. 

The second showing was made tonight at the 
Chamber of Commerce Building, where three 
films, ‘‘ Dual Purpose Trees,’’ covering turpen- 
tine operations from tree to market, ‘‘ From 
Seed to Sawmill,’’ covering natural reforesta- 
tion, and ‘‘Pines for Profit,’’ covering pine 
planting and the care of woodlots, provided 
two hours of entertainment to Atlantans inter- 
ested in forest conservation. 

Admission was free, and the show started 
promptly at 7:30 o’clock, following brief ad- 
dresses by Bonnell Stone, president of the 
Georgia Forestry Association; B. H. Barker, 
secretary of the Atlanta Chamber of Com- 
merce, and others on the subject of forestry. 

The three films were shown through the co- 
éperation of the Georgia Forestry Association 
and the Atlanta Chamber of Commerce. Later 
the films will be shown throughout the State in 
the interest of better forestry methods. 
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Northern Hardwood Wholesalers in Annual “Cautiously Optimistic” 


MILWAUKEE, Feb. 9.—The annual convention 
of the Northern Wholesale Hardwood Lum- 
ber Association was opened this afternoon 
at the Athletic Club with the usual roll call, 
following which, on motion of T. T. Jones, of 
Minneapolis, chairman of the membership 
committee, two new member firms were 
elected. These are the Caldwell-Crosby Lum- 
ber Co., of Rhinelander, Wis., and the Na- 
tional Lumber & Cedar Co., of Park Falls, Wis. 
Secretary J. F. Hayden, of Minneapolis, then 
read the report of last year’s annual meeting. 


President Declares Co-Operation Necessary 


President Arthur Jarvis, of Eau Claire, in 
beginning his official message, stated that in 
his opinion hardwood lumbermen should lay 
their plans for 1925 with exceptional care. 
‘“Business has formed, and is forming, habits 
of straight thinking and right acting,’’ he 
said, ‘‘because they are economically sound 
habits. Its standards are reflected in the 
growth and prosperity of every organization 
and in every kind of business. I believe the 
time has come when organization and codper- 
ation are absolutely necessary to the success 
and development of every branch of industry. 
I believe this is an opportune time for our 
association to demonstrate its real value and 
its purpose of existence, by lifting itself to 
a position of the very highest degree of use- 
fulness. I know no reason why this organi- 
zation should not take an active part in all 
legislative propositions for the betterment 
of the lumber industry, and for the common 
good of all who are engaged in it.’’ 


Wholesaler Must Know, and Play Fair 


No one else, he continued, is going to help 
solve lumber problems, and lumbermen need 
no outside help. One of the matters that has 
been given attention is the right of stop-over 
for milling and drying lumber in transit at 
a nominal charge over the through rate. This 
arrangement may not benefit all members, 
but it should have the support of all forthe 
good of the industry. In closing, Mr. Jarvis 
made some comment on the markets. He be- 
lieves the outlook for a satisfactory hard- 
wood market is encouraging. Market values 
are slowly gaining, but no one wants a state 
of inflation. Foreign credits have been 
strengthened, and agricultural conditions are 
improving. ‘‘The problems of the wholesale 
lumberman,’’ he said, ‘‘differ very little 
from those of any other line of business. He 
who hopes to succeed must know his game 
well, play fair and fight to a finish.’’ 


Secretary Says Wholesaler Needs No Apology 


Following a_ statement of association 
finances, Secretary J. F. Hayden reported 
that the organization has lost a few members 
and has gained more. He mentioned a re- 
port of the Department of Agriculture on a 
number of middle northern states, showing 
that farm values have increased about 40 
percent in the last year. This is an important 
indication of the trend of events and prom- 
ises more sales. The secretary said he had 
gathered some material showing the essential 
soundness of the wholesaler’s position in the 
scheme of marketing lumber, but had de- 
cided that there was no good reason for mak- 
ing any apologies for the existence of this 
branch of the industry. It is going to be 
necessary to convince certain mill men of the 
useful place of the wholesaler; men who fol- 
low the inconsistent policy of selling in small 
lots to customers, taking the credit risk and 
the expense of sending representatives out 
to call on these customers, at the same price 
they quote to wholesalers. This is a condition 
that can usually be remedied by explaining 
these things to the mill men. 


Seek Stop-Over Privilege on Shipments 
A. H. Ruth, of Chicago, chairman of the 
special traffic committee, reported the work 


that is being done in attempting to secure 
a stop-over privilege for milling and drying 


, cussion of the business situation. 


lumber. Several conferences have been held 
with the railroads, and at present the matter 
rests in the hands of these carriers. Mr. Ruth 
mentioned a proposal by the carriers for es- 
tablishing certain rates within Wisconsin on 
a mileage basis. This matter will come up 
before the Wisconsin railroad commission. 


Wholesalers Optimistic, But Cautious 


Then followed one of the characteristic 
features of these conventions, a general dis- 
The gen- 
eral opinion seemed to be one of cautious op- 
timism, with statements of isolated condi- 
tions that are rather less than satisfactory. 
H. A. Walker, of Chicago, stated that condi- 
tions were spotted; and while trade has not 
opened as well as he had noped, yet business 
is going forward on an increasing scale, and 
there is a general feeling, in his and neigh- 
boring firms, of optimism. H. E. Christian- 
sen, of Milwaukee, stated that he had re- 
cently been in the East and that he had found 
much of the eastern optimism originating in 
the stock market of New York. But after 
this excess optimism has been discounted, the 
fact remains that building is better than it 
has been, and that it is advancing on a saner 
and sounder basis. Mr. Christiansen echoed 
what Secretary Hayden had said in regard to 
the necessity of the wholesalers selling their 





A. BH. RUTH, 
Chicago ; 


ARTHUR JARVIS, 
Eau Claire, Wis. ; 
President-Elect and Retiring President, Respectively 


service to the millmen. F. D. Timlin, of 
Wausau, also stated that the wholesaler is 
proving himself indispensable in the chain of 
lumber marketing. It would be unfortunate, he 
said, to have a recurrence of a runaway mar- 
ket. Conditions on the whole are favorable 
to business of fair volume. Automobile man- 
ufacturers are not buying as heavily as in 
former years. It seems possible that the sat- 
uration point in auto owning has been nearly 
reached. It might have been reached sooner, 
had the auto makers not introduced the sales 
system of weekly payments. Mr. Timlin also 
mentioned the policy of certain millmen in 
selling to the retail trade as cheaply as to 
wholesalers, though such sales cost more to 
make. 


Volume More Important Than Price 


T. T. Jones, of Minneapolis, past presi- 
dent of the association, took up the argument 
of the wholesaler’s place in the business. He 
insisted there was no argument about it 
and that no excuses were called for. He be- 
gun his talk with the statement that he was 
proud to be a jobber. Then he stated that so 
far as he was concerned he was much less in- 
terested in the upward price trend than in 
volume of sales. Volume of sales is the first 
interest of the wholesaler. Having disposed 
of this, he began talking of a matter in which 


he stated he was for the moment supremely 
interested; namely, the Hoo-Hoo concateng. 
tion to be held Wednesday night in conneg. 
tion with the Wisconsin retail convention, 


Big Demand From Auto Makers Expected 


H. W. Maffett, of Appleton, stated that 
trade had been better than he had expected, 
and that prices are satisfactory. He had 
found mill men quite ready to see the point 
of view of the wholesaler and to codperate 
with him. He was not sure what the gen. 
eral future of the auto business might be, but 
he ealled attention to the fact that twice as 
many closed cars are being built as formerly, 

Secretary Hayden called attention to the 
fact that the replacement work in the auto in. 
dustry would furnish a large and continuous 
market. 

Nominating Committee Appointed 


President Jarvis then appointed the nomi- 
nating committee, consisting of F. D. Timlin, 
Wausau; T. T. Jones, Minneapolis; H. A, 
Walker, Chicago; H. W. Maffett, Appleton, 
and William Kelley, Milwaukee. 


Trend of Business Is Discussed 


W. W. Brown, of Chicago, stated that he 
was well satisfied with the trend and volume 
of business since the election. The volume 
may not be much greater, but the feeling is 
much better. The trade is taking up about: 
all the dry stock at the mills. Logging con- 
ditions in the North have not been very sat: 
isfactory, and it is probable that before a 
great while green lumber may be shipped. 

Robert Blackburn, of Milwaukee, stated 
that conditions were fair. Both Milwaukee 
and Chicago have caught up with the house 
shortage. 

Fred Peschau, of Milwaukee, said that log- 
ging conditions are improving and that lun- 
ber is not over plentiful. 

At this point T. T. Jones made a motion 
that the secretary issue a new pamphlet con- 
taining the names of officers and members of 
the association and the constitution and by- 
laws. This was carried. 

F. B. Andrews said he believed there will 
be a steady flow of business, though some 
buyers seem to be staying out of the market. 

A, H. Ruth, of Chicago, said buying was in 
progress but that many buyers are not antici- 
pating their needs very far in advance, Lunm- 
ber loadings have been satisfactory, and the 
Chicago interior finish industry has shown 
renewed activity. 


Take Action on Hardwood Standards 


Secretary Hayden read some letters in re- 
gard to the activities of the Central Commit- 
tee on Lumber Standards. T. T. Jones then 
made a motion, which was carried, that the 
association go on record as opposed to any 
changes in the grading rules except as sug- 
gested by the rules committee of the National 
Hardwood Lumber Association. Mr. Jones pre 
sented another motion, which was also carried, 
that the new president and two members ap- 
pointed by him be instructed to attend the meet- 
ing of the hardwood consulting committee to be 
held in Chicago on Feb. 27. 

W. D. Wheeler, of Marshfield, said, ‘‘ Every- 
thing looks all right to me.’’ 

Others who spoke briefly were W. S. Thom, 
Wausau; William Kelley, Milwaukee, and J. 
K. Ware, Minneapolis. 


Officers elected were as follows: 


President—A. H. Ruth, Chicago. : 

Vice president—H. BE. Christiansen, Milwaukee. 

Treasurer—H. A. Walker, Chicago. 

Secretary—J. F. Hayden, Minneapolis. 

, piretare—S. J. Adams, H. W. Maffett, Earl Gil- 
ette. 

President Jarvis expressed thanks to the 
trade press. T. T. Jones made a motion, 
which was carried, that the association eX 
tend a vote of thanks to President Jarvis al 
the other officers. 

At six o’clock the association banquet was 
held at the Pfister Hotel. 
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Portable Mills for Ties and Lumber*® | 





anapenmer anes 


Should anyone desire evidence that the world is 
growing better, especially in its business relations, 
he has but to attend a few trade conventions and 
note the spirit of codperation and helpfulness that 
has displaced old-time trade antagonisms. Pre- 
sumably, your chairman in inviting me, an outsider, 
to participate in your convention, may have had 
in mind that I, in some way, may also prove 
helpful. 

Mr. Swanger then reviewed the development 
of the small mill, which originated as a mulay 
saw run in connection with a local grist mill 
operated by water wheel, continuing: 


Later on, the steam tractor and the stationary 
gasoline engine became considerable factors in the 
small sawmill trade. More recently, however, the 
advent of the gasoline and oil tractor has enor- 
mously increased the use of the small sawmill. 
Owners of these tractors, being already in posses- 
sion of an ideal small power plant, are purchas- 
ing sawmills just as they do harvesting and thresh- 
ing machinery for individual use or for neighbor- 
hood sawing. 

Portables Make Woodlots Productive 

It is said that 32 percent, or 150,000,000 acres 
ef our remaining forests are in the form of farm 
woodlots or other small timber tracts. Many 
ef these, in the past, have remained unproductive 
except for furnishing small quantities of fuel or 
fencing. 

Farmers, in the aggregate, are among the larg- 
est consumers of rough lumber, and the condition 
has existed whereby the farmer has been pur- 
chasing high-priced lumber on the market that 
has been transported hundreds, or perhaps thou- 
sands of miles, while within sight of his door 
available mature timber has been actually wasting 
in the woodlot. For a crop not harvested is a 
crop wasted, and this applies equally as well to 
the timber crop as to other products of the soil. 

An enormous amount of mature, fallen or other- 
wise partially defective timber which has hereto- 
fore gone to waste, is now, by means of the 
small sawmill and the tractor, being turned into 
a valuable product, and the farm woodlots are 
being made to pay dividends, or to bear their 
share of the farm overhead by providing profit- 
able employment for teams, tractors and men dur- 
ing odd seasons when other farm work is not 
pressing. For, unlike other crops, the timber 
crop may be harvested at any season of the year. 

An Aid to Reforestation of Small Tracts 

It is also stated that by careful selection and 
culling, and perhaps reforesting to a limited ex- 
tent where the growth is thin, an annual crop of 
500 board feet of lumber may be produced an- 
nually an acre; and if you will multiply 500 feet 
eof lumber by 150,000,000 it becomes apparent 
that a really worth-while amount of lumber is 
available in these farm woodlots, and may be 
produced virtually at the cost of sawing. 

Now, these small sawmills are not destroyers 
of forests. Rather, they are a prime factor in the 
movement toward forest conservation and a close 
utilization of all its products, providing, as they 
do, an economical means of manufacturing lumber 
in small quantities as needed, and byproducts also 
in such limited quantities as may be readily ab- 
sorbed by local markets. 

The rapid depletion of our large virgin forests, 
the increasing cost of stumpage, and the difficulty 
ef obtaining sizable timber tracts makes the subject 
of conservation one of increasing importance, and 
I believe that in no other field of lumbering opera- 
tions can a greater saving be effected than in the 
sawing of railroad ties instead of the wasteful 
hewing process. 

Closer Utilization Practiced at Big Mills 

Not long ago a bonfire was made of a good 
third of the log, or it was piled in a huge heap to 
be wasted by the elements, and even today in the 
hewing of railroad ties it is scattered throughout 
the forests in the form of worthless chips. 

In a recent article in one of the lumber trade 
journals mention was made of a large southern 
lumber company having given notice to its former 
customers that they could no longer depend upon 
It for their supply of fuel wood, stating that the 
company had paid so much attention to the utiliza- 
tion of its byproducts that the term sawmill waste 
had become obsolete. At the Forestry Conference 
recently held in Washington I listened to Mr. 
Goodyear’s remarkable story of effort toward close 
ee 
P *Address delivered at annual meeting of Na- 
onal Association of Railroad Tie Producers, 
Chicago, Feb. 5-6, 


[By W. E. Swanger, General Sales Manager, American Saw Mill Machinery Co., Hackettstown, N. J.] 


utilization, in which he stated that in their great 
plant the refuse burner is now practically obsolete. 

In answer to a letter of inquiry more than 
twenty prominent lumber and tie concerns were 
kind enough to give me some information prin- 
cipally along the lines of hewn railroad ties. Here 
are a few extracts from these letters: 

“Tie hackers are getting scarcer and scarcer as 
time passes, and we think eventually all ties will 
be sawn. Our forests are wasted when ties are 
hewn.” 

Another said: “In many sections at present it 
is impossible to secure good tie hewers, and it has 
been necessary to resort to some other method for 
the manufacture of ties. It is becoming necessary 
more and more to resort to the sawmill. We buy 
smaller tracts of timber and go on the opposite 
theory from that of the band mill. Their theory 
is to move the timber to the mill, ours to move 
the mill to the timber. By buying smaller tracts 
we usually get the timber a good deal cheaper 
than it would be possible to buy it in larger tracts. 
We saw on the 25 h.p. mills about 250 ties per 
day, including the siding. On operations using 
the tractor the average cost is 12 or 13 cents a 
tie.” 

Another states: “It is our experience that the 
actual cost of working up ties is about the same 
when hewn or sawn. Logging to the mill runs 





whom the smeil of woods mold and sawdust is not 
exhilarating tonic. 

The lowest cost of hewing ties mentioned in 
these letters is 10 cents for the small 6-inch ties. 
The highest cost for standard ties is 40 cents. An 
average of 38 costs recorded was 23c a tie. These 
letters, I will say, were received from widely 
separated sections of the country, and therefore 
represent general conditions. 

The relative advantages of hewn or sawn ties as 
to their durability etc. I shall not attempt to dis- 
cuss, except to state that apparently the old idea 
that hewn ties are better than sawn ties seems 
to be pretty well dissipated, and in conversations 
with railroad officials I find a growing preference 
for sawn ties. 


Side Lumber Produced with Sawn Ties 


In the November, 1922, issue of the Railway 
Maintenance Engineer there is a discussion of this 
subject in which the weight of evidence seems 
clearly to be in favor of the sawn ties. 

In a recent forestry bulletin forestry experts 
estimate that one-third of the wood loss in hewing 
ties can be economically avoided by sawing, and 
they also estimate that one and a half billion 
board feet of lumber may be the annual saving. 

An average of 1,000 feet of board lumber may 
be made from the sides of 100 ties, or if turned 





Portable mill with gas tractor cuts ties and lumber economically and brings profit to operator 


on the average about 15 cents a tie. This addi- 
tional 15 cents for sawed ties is discounted by 
the fact that the side lumber is worth approxi- 
mately 7 cents a tie. The timber is also worked 
clean, and the ties being stacked in one place, cost 
of hauling to the shipping point is reduced, and it 
also eliminates a certain percentage of loss for 
ties allowed to rot where made. In addition to 
the foregoing, labor conditions make it practically 
impossible to work timber jobs of any size by 
hewing alone.” 

Another says: “We are of the opinion that 
sawing is the best method of getting out ties 
under present labor conditions. Then, too, you can 
saw more ties from a tract than you can produce 
by hewing, because sawn ties can be made from 
twisted timbers that can not be hewn.” 

Another says: “I have not had any ties got 
out with the ax during the last ten years. We 
make all of our ties with portable sawmills.” 


Gas Outfit Solves the Labor Problem 

Nearly all of the writers of these letters refer 
to the difficulty of obtaining competent tie hewers, 
but none of them refer to any difficulty in obtaining 
sawmill help. I therefore believe that a slogan 
recently adopted in advertising literature, ‘Tie 
hackers are hard to get and harder to keep— 
everybody likes to work in a sawmill” is well 
grounded, for where is the man who is not se- 
duced by the whir of the circular saw and to 


into some other form of product, 3,000 lath or the 
equivalent in crating material, furniture squares 
ete. may be made. In addition to this a con- 
siderable quantity of slab wood fuel is produced, 
which in most sections finds a ready market at a 
profitable figure. 

Sawn ties may be made from large and twisted 
timbers as well as tie size timbers. More can be 
produced from a given acreage, more can be hauled 
at a load; they pile better, they grade better and 
are more easily handled in preserving plants. Leav- 
ing out the question of byproducts, I believe that 
sawn ties may be produced at a sawing cost not 
exceeding 10 cents or 12 cents each. 


Slabs Converted into Lath at Profit 

Some time ago, in the state of Washington, I 
visited a number of these mills in which 200 ties 
seemed to be a daily stunt, running eight hours a 
day. One of these mills, driven by a small tractor 
and operated by three men, was sawing 200 ties a 
day. The slabs were being turned into lath; 
producing, I was told, 3,000 laths for every hun- 
dred ties sawn. 

The operating cost was approximately $16 a 
day, the sawyer receiving $4.50 a day, the helpers, 
$3.50, and the cost of fuel and oil being about 
$4.50 a day. 

The method of operation was to saw ties three 
days, then hitch the tractor to the lath mill and 
saw lath one day, producing about 18,000 laths. 
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These were then selling for $7.50 a thousand at 
the railroad, and netting $6 a thousand at the mill. 
The operating expense for four days amounted to 
$64, and the return from the byproduct $108, leav- 
ing $44 to apply against the logging operations, 
or about 7 cents a tie. If the logging cost amounted 
to 15 cents a tie as stated in one of the letters 
referred to, then the ties on this job were actually 
being produced in the yard at a net cost of 8 cents 
a tie. 

On another operation in the same neighborhood 
a similar outfit was also sawing 200 ties a day. 
This mill was operated by two men, the mill being 
located on the edge of a ravine and the ties skidded 
down its side to a roadway below. No byproduct 
was produced, but they were saving the slabs, 
and the owner said his lath rig would be there in 
a few days, and that lath were bringing $7.50 a 
thousand at the railroad. 


Long Logs Cut to Length at Mill 


On another job which I did not have an oppor- 
tunity to visit 2,010 ties were sawn in one week 
of six days. This mill was driven by a 22 h.p. 
gasoline engine and operated by three men. The 
logs were brought to the mill in long lengths and 
cut off on the yard by means of a drag saw op- 
erated by one man. Leaving out the question of 
byproduct, the cost of production here, including 
the drag saw operator, was about 7 cents a tie. 

On another job a day's work consisted of 282 
ties, and about 4,000 feet of ‘side lumber. The 
ties here were sawn double length and cut off 
after having been squared, thus leaving the side 
lumber in more salable lengths. 

In a recent letter an operator at Fox Park, Wyo., 
states that the tractor tie mill was put in as an 
experiment and that it has proven a success, saw- 
ing 200 ties a day. 

I also visited one mill where a father and son 
(a boy of perhaps 17) were turning out 125 ties 
a day, This mill was driven by 16 h.p. stationary 
gasoline engine. 

On an operation in central Pennsylvania the 
owner advised that the sale of byproducts, consist- 


ing of boards, crating material, furniture squares 
ete. more than paid the entire operating expense, 
including the cost of the logging. 

In New Jersey the owner of a similar plant, 
operated by a 22 h.p. gasoline engine, stated that 
his fuel sales alone average $9 a day at the mill. 
At the time of my visit he had on the yard about 
40,000 feet of l-inch oak boards partially air 
dried which he informed me were worth $40 a 
thousand at the railroad. Since then a wedge 
outfit has been installed to make wedges for con- 
crete forms which I have understood is a profitable 
disposition of byproduct. 


Larger Operators Learning Small Mills’ Value 


Now, gentlemen, there is no doubt a tendency 
among large producers to look upon the little saw- 
mill as a toy rather than as a practical earner of 
dividends, but its possibilities can, I believe, be 
expressed in no better words than those of a 
prominent southern lumberman, who said to me 
recently that his little two-man-and-a-boy sawmill 
is earning more per man and dollar of investment 
than are his larger lumbering interests. 

There may also be a tendency to judge of results 
by experience obtained through the use of the 
steam sawmill. The chief drawbacks to the steam 
portable sawmills were fire and water. A some- 
what exhaustive study of the subject several 
years ago led me to the conclusion that about one- 
fourth of these mills were destroyed each year 
either by fire or by water. Sparks from the stack, 
or the improper banking or cleaning of fires created 
a constant fire risk, and many of these mills were 
destroyed each year in addition to much manu- 
factured product and valuable timber. The plac- 
ing of these mills along water courses for an ade- 
quate water supply caused many of them to be 
washed away each year by freshets. 


Fire Risk and Water Supply Problems Solved 


The gasoline or oil tractor eliminates, first, the 
fire risk; and, not requiring a large water supply, 
these mills may be placed upon the mountain top, 
on the hillside, or wherever most convenient to 


the timber. They do not require a licensed ep. 
gineer nor husky fireman. There are no leaky 
flues nor boiler explosions. 

As no address is complete without at least one 
poem, and I know you have been looking for 
this, right here I am going to recite a poem 
entitled—“The Unraveling of Two Hanks.” 


Mr. Swanger here recited two humorous poems 
recounting the experiences of ‘‘two Hanks,’ 
the one operating a steam portable mill and the 
other a gasoline outfit. In conclusion, the 
speaker said, with regard to the portable mill: 


Now, these small sawmills, when equipped with 
a modern inserted tooth saw are quite easy to 
operate, and almost any bandy man, with a little 
experience, may become a good tie or lumber 
sawyer. 

As to the cost of such rigs, that of course de- 
pends upon the size of tractor selected. Recently 
I visited five of these mills in Mississippi, the 
average cost being $1,155 delivered. The tractors, 
I understand, now sell for about $100 more, 

With more expensive tractors, an outfit will 
cost probably $1,500 to $1,800. This, of course, 
is more than the cost of a good broad-ax, but the 
price of a tie or two a day is sufficient to cover 
interest and maintenance charges of an outfit 
a of turning out ties quickly and of uniform 
size. 

Furthermore, I believe that as our ties must 
come more and more from small timber tracts the 
question of the utilization of the waste can not 
much longer be ignored. Public sentiment, as 
expressed in such gatherings as the Forestry Con- 
ference recently held in Washington, has a way of 
enforcing its decrees, not by compelling the manu- 
facturers to produce at a loss, but by bringing about 
a market condition that will absorb the byproducts 
at a profitable figure. 

The ever advancing costs of raw material and 
the consequent advances in the price of lumber 
will, I am sure, make it just as unprofitable to 
utilize trees for ties alone as it is to kill hogs for 
hams alone. 


Tie Producers and Railroad Officials Discuss Mutual Problems 


The seventh annual convention of the Na- 
tional Association of Railroad Tie Producers 
at the Congress Hotel, Chicago, last Thursday 
and Friday was marked by the participation 
of railroad officials in the program, who, with 
producers, discussed their mutual problems 
to the end that there might be better codpera- 
tion between these two interests, 

Charles H. Markham, president of the Illi- 
nois Central Railroad, Chicago; F. D. Reed, 
vice president and general purchasing agent 
of the Rock Island Lines, Chicago; Earl Stim- 
son, engineer maintenance-of-way, Baltimore 
& Ohio Railroad, Baltimore, and Frank Mc- 
Crory, chief tie inspector, Rock Island Lines, 
were the spokesmen for the railroad interests. 

Mr. Markham, who spoke at a luncheon in 
his honor at the Congress Hotel, declared that 


there are three interests directly involved in | 


all railway questions: The interest of the 
patrons, the interest of the employees and 
the interest of the stockholders. Mr. Mark- 
ham told of improvement in railroad condi- 
tions, especially of the increase in freight 
facilities and of the favorable change of atti- 
tude of the general public toward the rail- 
roads. 

The first day of the convention was given 
over largely to routine matters. In the ab- 
sence of President Walter Poleman, the con- 
vention was called to order by A. R. Fathman, 
vice president of the Western Tie & Timber 
Co., St. Louis. The invocation by J. H. John- 
son, B. Johnson & Son, Richmond, Ind., was 
followed by the address of welcome by F. 8S. 
Pooler, tie agent, Chicago, Milwaukee & St. 
Paul Railway, Chicago, with response by How- 
ard Andrews, Nashville Tie Co., Nashville, 
Tenn. 

Reports of President Poleman, Secretary 
John 8. Penney, treasurer Ben J. Finch and 
the various standing committees showed the 
association to be in a prosperous condition. 


Suggests Loading More Ties on Cars 
E. RB. Ross, Marsh & Truman Lumber Co., 
Chicago, chairman of the transportation com- 
mittee, lauded the work of the shippers’ ad- 
visory boards and especially praised the fine 
service given by the railroads of the country. 


Mr. Ross made this suggestion as to the load- 
ing of ties in cars: 

It is felt it would be possible for the carriers to 
effect actual saving in dollars and cents to the 
railroads if the number of ties loaded per car were 
increased one-third. It is recognized that the cost 
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to the producer of loading more ties to the car 
would be something of a factor, but this certainly 
should not cost more than one-half cent a tie. If 
the saving to the buying railroad was 5 cents a 
tie, and the saving to the railroads as a whole was 
20 cents a tie, it is believed that the purchasing 
carriers could very justifiably offer to pay the 
producer 2 cents a tie more than the average price, 
for every tie loaded in the car above the average 
number. This would mean that the purchasing 
railroad would be making 3 cents a tie, while the 
carriers as a whole would be making 17 cents. 


European Cross Tie Practices 


Nelson C. Brown, professor forest utilization, 
New York State College of Forestry, Syracuse, 
N. Y., spoke on ‘‘ Lessons for Us in European 
Cross Tie Practices,’’ which was illustrated with 
stereopticon slides made by Prof. Brown while 


in Europe. He declared that with the advane- 
ing cost of materials of all kinds in this country 
and particularly in cross ties, that our Ameri- 
can railways may have to revise the character 
of their rolling stock. The crux of the situa- 
tion, he said, is ‘‘Do we want to extend our 
present $200,000,000 in cross ties to $400,000,000 
or $500,000,000 or more?’’ Continuing, he said: 


European cross tie producers get a great many 
more cross ties out of their small sized trees than 
we do in this country. The specifications that the 
European railroads largely prescribe are a rela- 
tively narrower top surface but a lower surface 
as broad or even broader than in this country, 
with approximately the same length. This means 
that a tree of a given diameter if cut in the 
middle, lengthwise, will produce two cross ties 
instead of one oy larger tie as in this country 
and that from the larger sized trees four cross 
ties may be produced instead of two as in this 
country. With a narrower bearing surface of 
European ties and the protection of tie plates they 
secure a greater efficiency and utility from the 
same amount of wood volume, 


The speaker pointed out that no satisfactory 
substitute for the wooden tie has been found. He 
offered the following suggestions: 


1. More cross ties could be used per mile and 
give the same protection as is given by the pres 
ent larger tie. They could be placed closer to- 
gether, depending upon the character of the traffic 
loads. The cost of railroad ties is in direct pro- 
portion to their size and shape. The 7x9 tie is 
far more difficult to get out and therefore is cost- 
ing more money, consequently, than the amount of 
wood required in a 6x6 or some of the smaller ties. 

2. The American railways may find it economical 
gradually to reduce the traffic loads; that is, by 
reducing the weight and size of our freight and 
passenger cars. The same degree of safety, speed, 
and expense is attained on the European roads at 
a much lower initial expense and consequently 4 
much lower overhead which permits the use of & 
much smaller cross tie. 

3. All cross ties should be given proper. pre- 
servative treatment to increase their length of 
service. More and more species are used with @ 
lower native durability than ever before. 

4. Mechanical devices such as rail plates OF 
chairs and screw spikes should be more universally 
adopted. These will permit the use of smaller 
cross ties with a given load than without these pro- 
tective devices. One of the principal and most 
sucessfully operated railroads in this country has 
been using these mechanical protective devices 
since 1910 with great success and it is reasonable 
to expect that they will be more universally 
adopted by the American railways in the future. 


Frederick Dunlap, secretary of the Missouri 
Forestry Association, Columbia, Mo:, opened the 
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second day of the convention with a discussion 
of ‘What the Clarke-McNary Forestry Law 
Will Mean to the Tie Producer.’’ Fire protec- 
tion for his timber lands is the first benefit, he 
gaid. The second benefit is an indirect one, 
resulting from what is accomplished on farm 
timber patches by the operations under sections 
4 and 5 of the law, because: ‘‘A farmer who 
himself cares for his own growing timber will 
fnd it easy to understand the problems of the 
larger land owner whose main crop is timber.’’ 


Third in importance, he declared, is the prob- 
lematic benefit the tie producer may some day 
enjoy as a result of the knowledge of tax laws 
and tax procedure which may be made available 
by investigation conducted under section 3 of 
the law. ‘Too great stress can not be laid on 
the fact which the Clarke-McNary law empha- 
sizes; namely, the fact that forestry today and 
in the future is a private problem to a much 
larger extent than has been recognized in the 
past, said the speaker. 

W. E. Swanger, general sales manager, Amer- 
ican Saw Mill Machinery Co., Hackettstown, 
N. J., next spoke on ‘‘The Value of Portable 
Saw Mills to the Tie Producer.’’ [Note: This 
address appears on pages 71-72 of this issue.— 
EDITOR. | 

Fluctuations in Cross Tie Purchases 


F. D. Reed in discussing ‘‘Reasons for the 
Wide Fluctuations in Cross Tie Purchases,’’ 
declared that ‘‘readjustment after the war 
period and radical legislation are more respon- 
sible for the fluctuation in business in this 
country than any other thing. We all know 
what the conditions have been in Europe, and 
they are just beginning to get squared away. 
Their condition has had a great deal to do with 
the fluctuation in business in this country, in- 
cluding the tie industry. All industries in this 
country, especially those that sell largely to 
railroads, have been hit the same as tie pro- 
ducers, on account of fluctuations in purchases 
by railroads. ’? 

Mr. Reed pointed out that on account of the 
use of preservatives, the purchases of ties on 
the Rock Island are growing less each year. 
He declared that the uniform specifications es- 
tablished during Federal control have done more 
to help stabilize the tie industry than anything 
else. 

Timmons Harmount, Harmount Tie & Lumber 
Co., Chillicothe, Ohio, told of the ‘‘ Effect of 
Wide Fluctuations on Tie Production.’’ He 
referred to the periods of readjustment brought 
about by war conditions as not only expensive 
but harassing. He declared that proper allow- 
ance must be made in the margin that the tie 
companies must have and secure from the con- 
sumers, the railroads, that will be sufficient to 
meet the losses and expenses of these wide 
fluctuations. 


Development of the Cross Tie 


Earl Stimson gave a most interesting history 
: 2 development of the cross tie. He de- 
clared: 


The increase in the size of the tie is notable. 
Twenty years ago, aside from a few heavy traffic 
roads in the East, the common size of ties was 
6x8 inches x 8 feet. Today grade 5 tie, 7x9 
inches x 8 feet 6 inches and grade 4, 7x8 inches x 
8 feet 6 inches are main track standard on a large 
number of’ roads. It is not possible to design a 
tie and calculate its dimensions, as is done with 
bridge members, on account of the indeterminate 
factors entering into the problem arising from the 
varying conditions such as those of the road bed, 
the condition of the wood in the ties ete. It 
however, may be stated as a result of experience 
that the minimum dimension for cross ties for 
eavy traffic lines are 7 inches by 8 to 10 inches 
Maximum wide by 8 feet 6 inches long. 

The physical properties of the wood are an im- 
Portant element in the serviceability of ties; 
strength to resist bending and crushing, tough- 
hess to resist splitting, adhesiveness to resist spike 
pulling, and hardness to resist abrasion or me- 
be anical wear. The oak tie meets these require- 
the’ better than any other available for use in 
roreteountry, and for heavy traffic lines through 
rough country where the curvature and grades 

heavy, it is almost indispensable. ... . 

- € denser pines make a very satisfactory tie 

‘xcept under the most severe service demands. 
and € they are not as resistive to mechanical wear 
oe pfrushing as the oaks, their durability is 
Sp ow I know of some remarkable instances of 
Da Tieng vty of longleaf yellow pine ties. One in 
berecular I will cite—that of ties still in track 
dat een Washington and Philadelphia that bear 

ng nails of 1901. Aside from being deeply 


adzed, on account of the rail having been changed 
out three times during a service of twenty-four 
years, they are still sound. These ties, of course, 
are only the last few survivors of the nore : put 
in at the same time, but they show what is ob- 
tained from the best. These few untreated pine 
ties have given as good service as we now expect 
from treated ties. 


Should Get Full Measure of Service 


There is not yet a tie famine, nor is there one 
immediately pending, but the relations of timber 
supply to demand are such that we give serious 
thought to that time, perhaps in the none too dis- 
tant future, when we will face the problem. There; 
fore every means should be used to get full meas- 
ure of service out of every tie. 

In the first place we should start out with a 
tie well made from sound timber. Poor workman- 
ship in making the tie often makes it necessary 
to adze heavily to get the proper rail bearing. 
This starts the destruction of the tie before it is 
in service. 

In the second place the treatment of the tie 
after it is made has great influence on the service 
it gives in the track. This treatment is of two 
kinds—the physical treatment, too often mistreat- 
ment, and the chemical treatment. It is generally 
agreed that all ties should receive chemical treat- 
ment and that it is something short of an economic 
crime to use them untreated. The economy of 
treatment is now self-evident, but it should not 
be viewed from this standpoint alone. It also has 
its appeal from the standpoint of conservation, as 
the reduction in the annual cost of the renewal of 
the tie, on account of increased life due to treat- 
ment, means a reduction in the number of ties 
required. 

The treating has now extended for a sufficient 
number of years and over a sufficient mileage to 
show returns that indicate that the drain on the 
timber supply to meet the demand for cross ties 
for renewals is already retarded and in a few 
years will show marked decreases. 


‘‘Separation of Cross Ties by Grades and 
Groups,’’ was discussed from the standpoint of 
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the railroads by Frank McCrory, from the stand- 
point of the producer by A. R. Fathman and 
from the standpoint of the treating plants by 
George E. Rex, vice president, National Lumber 
& Creosoting Co., Kansas City, Mo. 


Opposed to Change in Railway Act 
The following resolution bearing on the rail- 
road situation was adopted: 


Resolved, That the National Association of Rail- 
road Tie Producers hereby records its strong op- 
position to various legislative and other proposals 
now being advocated to change the constructive 
policy of railway regulation embodied in the Trans- 
portation Act of 1920. As a result of the return 
of the railways to private operation and their 
regulation under this law, railway operating ex- 
penses have been greatly reduced; five reductions 
of rates have been made; the efficiency of the trans- 
portation service rendered has been notably in- 
creased; and the railways, encouraged by the assur- 
ance given by this law that they will be allowed to 
earn a fair return, have been for two years, and 
still are, engaged in raising large sums of capital 
for the improvement and expansion of their prop- 
erties. Actual experience under the Transporta- 
tion Act has shown that it is a sound law, working 
beneficially to railway employees, the railway com- 
panies and the public. We are ye ogee f opposed 
to such measures as the Gooding bill, which would 
reduce the authority of the Interstate Commerce 
Commission in determining and fixing reasonable 
rates; to the Howell-Barkley bill, which would 
destroy all real participation of representatives of 
the public in the settlement of railway labor dis- 
putes; and to proposals for special reductions in 


rates on farm products which under present con- 
ditions are not justifiable. 


Officers Elected 


Officers of the association were elected as 
follows: 

President—Howard Andrews, president, Nash- 
ville Tie Co., Nashville, Tenn. 


Vice president—J. J. Schlafly, Potosi Tie & Lum- 
ber Co., St. Louis, Mo. 


Second vice president—B. R. Ross, secretary, 
Marsh & Truman Lumber Co., Chicago. 


Treasurer—E. BH. Boehne, general sales manager, 
International Creosoting & Construction Co., Gal- 
veston, Tex. 


Secretary—John S. Penney, superintendent treat- 
ing plants, T. J. Moss Tie Co., St. Louis,.Mo. 


District directors: Pacific Coast—E. H. Meyer, 
Charles R. McCormick & Co., San Francisco, Calif. ; 
Rocky Mountain—Otto Gramm, president, Fox 
Park Timber Co., Laramie, Wyo.; North Central— 
M. H. Schussler, Minneapolis, Minn. ; Northeastern 
—R. M. Killey, Acme Tie Co. of Michigan, Reed 
City, Mich.; Southeastern—O. S. Bond, Bond 
Bros., Louisville, Ky.; South Central—R. E. Mce- 
Kee, Long-Bell Lumber Co., Kansas City, Mo. 


Standing committees: Finance—W. J. Foye, 
president, W. J. Foye Lumber Co., Omaha, Neb., 
chairman; S. C. Ewing, S. C. Ewing & Co., Nash- 
ville, Tenn.; C. R. Johnson, Union Lumber Co., 
San Francisco, Calif. Membership—Roscoe Hobbs, 
Hussey-Hobbs Tie Co., St. Louis, Mo., chairman ; 

- G. Thompson, president, Arkansas Tie & Lum- 
ber Co., Fayetteville, Ark.; M. T. Blassingham, 
M. T. Blassingham & Co. (Inc.), Norfolk, Va. 
Publicity—Page Harris, vice president, National 
Lumber & Creosoting Co., Texarkana, Tex., chair- 
man; T. T. Poleman, secretary-treasurer, Western 
Tie & Timber Co., St. Louis, Mo.; John Johnson, 
B. Johnson & Sons, Richmond, Ind. Audit— 
Robert P. Woods, president, Consumers Tie Service 
Co., Kansas City, Mo., chairman; J. A. Tiller, 
Johnson & Tiller, Little Rock, Ark.: Bert S. Lee, 
vice president and treasurer, Hobart-Lee Tie Co., 
Springfield, Mo. Transportation—J. HE. Gerich, 
president, MacGillis & Gibbs Co., Milwaukee., Wis., 
chairman ; . McGinty, Republic Creosoting 
Co., Indianapolis, Ind.; Robert Abeles, Abeles & 
Taussig Lumber & Tie Co., St. Louis, Mo. 

Hot Springs, Ark., was selected as the meeting 


place for the 1926 convention. 


Demand Is Brisk; Will Be Better 


DuLutTH, MINN., Feb. 9.—Edward Hines was 
reélected president of the Virginia & Rainy 
Lake Co. at its annual meeting here Feb. 5. 
Other officers and directors, all reélected, are as 
follows: Vice president, William O’Brien; 
secretary, H. C. Hornby; treasurer, F. E. Wey- 
erhaeuser. Thos. 8S. Whitten continues as gen- 
eral manager; C. H. Rogers as general super- 
intendent, and F. N. Taylor as sales manager. 

That evening Mr. Hines entertained sixty 
retail lumber dealers of Duluth and Superior 
at a get-together dinner at the Holland Hotel, 
this city. General Manager Whitten, of the 
Virginia & Rainy Lake Co., presided. Mr. 
Hines made an interesting address, in the course 
of which he forecast a satisfactory year’s busi- 
ness for all lumber interests—sawmill com- 
panies, wholesalers and retailers. He strongly 
advised retail dealers against selling lumber at 
an inadequate profit, and stressed the necessity 
of a careful watch on credits, and of making 
prompt collections. 

Mr. Hines, following the dinner, stated in an 
interview that he expected the interests he rep- 
resents to continue logging in northern Wis- 
consin for fifteen to twenty years longer. De- 
mand at present exceeds the supply, Mr. Hines 
stated, and he described the volume being done 
by the Hines interest as ‘‘the biggest in years.’’ 
He ascribed this extraordinary demand to build- 
ing activity throughout the country, and to an 
increase in the production of furniture and 
other manufactures of wood. ‘‘We have very 
little lumber on hand now,’’ Mr. Hines contin- 
ued; ‘‘not enough to fill the demand.’’ He ex- 
pects higher prices for lumber. 


Mr. Hines asserted that despite recent mod- 
eration in the weather, it is ideal for woods 
operations, and that his companies are experi- 
encing no difficulty in handling the large num- 
ber of logs being cut this winter. To meet the 
improved demand for lumber, logging output 
has been increased, the Hines companies having 
over two thousand men in the woods today. Mr. 
Hines considers the outlook for the season 
bright. 
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oe gee Trade Club of Boston, Boston, Mass. 

noual. 

Feb. 17—Northern Pine Manufacturers’ Association, 
Radisson Hotel, Minneapolis, Minn. Annual, 

Feb. 17-18—Western Pine Manufacturers’ Association, 
Davenport Hotel, Spokane, Wash. Annual. 

Feb. 18—Plywood Manufacturers’ Association, 
torium Hotel, Chicago. Mass meeting. 

Feb. 18—Michigan Old Guard, Pantlind Hotel, Grand 
Rapids, Mich. Annual luncheon. 

Feb. 18-20—Michigan Retail Lumber Dealers’ Associa- 
tion, Pantlind Hotel, Grand Rapids, Mich. Annual. 

Feb. 18-20—Western Retail Lumbermen’s Association 
(U. 8.), Olympic Hotel, Seattle, Wash. Annual. 

Feb. 18-20—Western Planing Mill & Woodworking As- 
sociation and Millwork Institute of California, Los 
Angeles, Calif. Special joint conference. 

Feb. 18-20—Cornhusker Knot-Hole Club, Rome Hotel, 
Omaha, Neb. First annual institute. 

Feb. 18-20—Nebraska Lumber Dealers’ 
Rome Hotel, Omaha, Neb. Annual. 

Feb. 19—Eastern Iowa Retail Lumbermen’s Association, 
La Fayette Hotel, Clinton, Iowa. Annual. 

Feb. 21—East Texas Mill Managers’ Association, Lum- 
bermen’s Club, Houston, Tex. Monthly meeting. 
Feb. 23-27—Consulting Committee on Lumber Standards 
and Hardwood Consulting Committee, and subcom- 

mittees, Congress Hotel, Chicago. 

Feb. 24—Roofer Manufacturers’ Club, Macon, Ga. 
Monthly meeting. 

Feb. 25-26—Southern Retail Lumber Dealers’ Associa- 
tion, Hotel Chisca, Memphis, Tenn. Annual. 

Feb. 25-26—North Dakota Retail Lumbermen’s Associa- 
tion, Fargo Commercial Club, Fargo, N. D. Annual. 

Feb. 26—Northern Indiana & Southern Michigan Retail 
Lumber Dealers’ Association, Oliver Hotel, South 
Bend, Ind. Annual. 

Feb. 26-27—Naticnal Association of Commission Lumber 
Salesmen, Lumbermen’s Club Rooms, Chicago. An- 
nual, 

March 10-12—American Railway Engineering Association, 
Congress Hotel, Chicago. Annual. 

March 11-12—South Dakota Retail Lumbermen’s Asso- 
ciation, Sioux Falls, 8. D. Annual. 

March 18-19—National American Wholesale Lumber As- 
sociation, Ambassador Hotel, Atlantic City, N. J. 
Annual. 

March 18-19—Southern Sash, Door & Millwork Manu- 
facturers’ Association, Shreveport, La 

March 24-25—Southern Pine Association, 
Hotel, New Orleans, La. Annual. 

March 24-26—Southeast Missouri Retail Lumber Dealers’ 
Association, Northeast Missouri Lumbermen’s Asso- 
ciation, Central Missouri Association of Retail Lum- 
ber Dealers and Southern Illinois Retail Lumber 
Dealers’ Association, Chase Hotel, St. Louis, Mo. 
Joint annual convention. 

March 26—Southwestern Hardwood Manufacturers’ Club, 
New Orleans, La. Monthly meeting. 

March 26—North Carolina Pine Association, Monticello 
Hotel, Norfolk, Va. Annual. 

March 28-April 4—Milwaukee Home Show, Auditorium, 
Milwaukee, Wis. 

April 6-11—Home Complete Exposition, Manufacturers’ 
Building, Indianapolis, Ind. 


April 14-16—Lumbermen’s Association of Texas, Beau- 


Audi- 


Association, 


Roosevelt 


mont, Tex. Annual. 

April 16-17—Millwork Cost Bureau, Congress Hotel, Chi- 
cago. Annual. 

April 21-22—Appalachian Logging Congress, Sinton 


Hotel, Cincinnati, Ohio. Semiannual meeting. 


April 28-30—National Lumber Manufacturers’ Associa- 
tion, Chicago. Annual. 


eae ey Standardization Conference, Washing- 

on, D. 0, 

May 5-6—Hardwood Manufacturers’ 
Chisca, Memphis, Tenn. Annual. 


May 20-22—Chamber of Commerce of the U. 8S. A., New 
Washington Auditorium and New National Chamber 
Building, Washington, D. C. Annual. 


Texans Are Getting Ready 


BEAUMONT, TEX., Feb. 9.—W. Carroll Keith, 
“aang chairman of committees of arrangement 
or the forthcoming annual convention of the 
Texas Lumbermen’s Association, left Sunday 
for a ten days’ visit to Washington, D.C. Be- 
fore leaving he stated that all preliminary ar- 
rangements for the convention, in so far as the 
sotial end is concerned, are now practically com- 
plete and await the furnishing by Secretary J. 
C. Dionne of an outline of the business sessions, 
so that the social features can be fitted in. 

The convention will come to order Tuesday 
morning, April 14, and continue throughout 
Thursday, April:16. Tuesday morning, it is 
expected, will be devoted to registration and a 
brief business session. Tuesday afternoon the 
local committee will take the visitors for an 
inspection trip through the plant of the Mag- 
nolia Petroleum Co. and a ride down the river 
on an ocean steamship. Tuesday night will be 


Institute, 


Hotel - 


featured by a big concatenation, for which local 
Hoo-Hoo are making elaborate plans. All day 
Wednesday, it is expected, will be devoted to 
business sessions, with the annual dinner 
Wednesday night at the city auditorium; at 
this twelve hundred guests are expected. It is 
believed that the business sessions will close by 
noon Thursday, and that Thursday afternoon 
will be devoted to an inspection of the hardwood 
mills of the Kirby Lumber Co., at Voth. A 
special train will take the visitors to and from 
Voth, and the day will close with an elaborate 
barbecue with the compliments of the Kirby 
company. 

The publieity committee, headed by E. Claude 
Bracken, expects to receive the agenda for the 
business sessions during the coming week, and 
immediately will issue an elaborate program, 
a copy of which will be mailed to every lumber- 
man in Texas, several hundred copies going to 
Louisiana, Arkansas and Oklahoma lumbermen. 


Plywood Mass Meeting 


Announcement is made that the twenty-ninth 
mass meeting of the Plywood Manufacturers’ 
Association will be held on Wednesday, Feb. 18, 
at the.Auditorium Hotel, Chicago. The program 
will consist of reports of President F. L. Zaug 
and Commissioner Wulpi, together with those 
of the various committee chairmen. An address 
will be made by M. C. Dow on ‘‘Is a Sale With- 
out Profit Ever Justified in the Plywood Indus- 
try?’’ An open forum will also be held on 
various questions of importance to the plywood 
manufacturers. 


Industrial Display for South Dakota 


Stoux Fauus, S. D., Feb. 9.—In connection 
with the annual meeting of the South Dakota 
Retail Lumbermen’s Association, to be held here 
March 11 and 12, arrangements have been made 
for an industrial display in the Coliseum by the 
Tri-State Association of Building Material 
Salesmen. A folder is being sent out by the 
salesmen’s association showing the plan of the 
first floor of the Coliseum and stating specifi- 
cations covering exhibits that will be made. The 
association reports that considerable space has 
already been spoken for, with requests still 
coming in, and it is expected that this industrial 
display will be worthy of the notice of dealers 
attending the convention. 

The program for the South Dakota convention 
is in the hands of Secretary James W. Horner, 
and will be announced later. 


Michigan All Set for Annual 


GRAND Rapips, Micu., Feb. 9.—Michigan re- 
tailers have completed all arrangements for 
their annual meeting, to be held Feb. 18, 19 and 
20 at the Pantlind Hotel here. The officers’ 
reports will take up most of the opening session, 
which will close with an address by Frank A. 
Chase of Kansas City, on ‘‘ Building and Loan.’’ 

At the Thursday morning session, addresses 
will be made by A. C. Gauen, president Illinois 
Lumber Merchants’ Association, Collinsville, Ill., 
on ‘‘Credits and Collections’’; and by Harry 
J. Colman, of Chicago, on cost accounting and 
up to date methods of doing business. This will 
be followed by a talk and discussion on remod- 
eling of old homes. At the afternoon session, 
Fred L. Lowrie of Detroit, president of the 
National Retail Lumber Dealers’ Association, 
will make an address, followed by William A. 
Gately of the Department of Commerce, on 
‘‘Lumber Standardization.’’ Kenneth L. Mc- 
Donald will lead a discussion on ‘‘Group 
Organization of Districts.’’ Edward P. Ivory, 
of the California White & Sugar Pine Manu- 
facturers’ Association, will tell what his organ- 
ization is doing toward standardizing lumber. 

The Friday session will be opened with an 
address on the lien law by Frank D. Smith, of 
Detroit, the association’s legal advisor. An ad- 


dress will also be made by P. W. Branton, of 
Chicago, on ‘‘ Association Plan Book Service,’’ 
Archie Wright, of the Marshall-Wright Lumber 
Co., Ionia, Mich., will discuss ‘‘ Standardization 
of Front Doors, Windows and Cupboards.’’ 
As previously announced, Hoo-Hoo will con- 
catenate on Wednesday evening, and the annual 
meeting and banquet of the Michigan Associa- 
tion of Traveling Lumber & Sash & Door Sales- 
men will be held at 12 o’clock noon, Feb. 19, at 
the Morton Hotel. The retailers’ annual ban- 
quet will be held at 6:30 p. m. on Thursday. 


East Texas Mill Managers’ Monthly 


Houston, TEx., Feb. 9.—Announcement is 
made by George R. Christie, secretary of the 
East Texas Mill Managers’ Association, this 
city, that the monthly meeting of the organiza- 
tion will be held on the morning of Feb. 21 at 
the Lumbermen’s Club in Houston. 


Western Planing Mill Convention 


Los ANGELES, CALIF., Feb. 7.—The next quar- 
terly meeting of the Millwork Institute of Cali- 
fornia will be held here at the Alexandria Hotel, 
February 18, 19 and 20, in conjunction with the 
third annual convention of the Western Planing 
Mill & Woodworking Association. The first day 
of the convention will be occupied with the 
meeting of the Western association, while the 
second and third days will be given over to the 
‘sessions of the Millwork Institute. 

On the occasion of the second congress of the 
Western association in Portland, Aug. 22-25, 
1923, it was voted to hold the next congress in 
the metropolitan district of Los Angeles dur- 
ing the third week of February, 1925. With the 
Institute’s quarterly meeting scheduled for the 
same week, practicability suggested that it be 
held in the same city and immediately after the 
Western’s meeting. 

The convention will close Friday, Feb. 20, but 
it is expected that many of the delegates will 
board a special train for Tia Juana, at mid- 
night. There will be a sightseeing trip through 
San Diego on Saturday morning after which 
the visiting delegates will cross the border at 
Tia Juana. 


Western Pine Date Set 


PoRTLAND, ORE., Feb. 7.—There was a general 
home coming celebration today at the offices of 
the Western Pine Manufacturers’ Association, 
with A. W. Cooper, secretary-manager, and 8. J. 
Sharp, statistician, returning from the hearing 
at St. Paul of the Federal Trade Commission 
case against the association, and R. J. Knott, 
traffic manager, returning from the Gooding 
bill hearing at Washington, D. C. 

Immediately upon their arrival they began 
getting ready for the association’s annual meet- 
ing to be held at the Davenport Hotel, Spokane, 
Wash., Tuesday and Wednesday, Feb. 17 and 18. 

It is announced in this connection that mem- 
bers of the Northeastern Retail Lumbermen’s 
Association, who are on a tour through the 
West, will be guests of the pine men on Feb. 
18, and a trip to Coeur d’Alene is being ar- 
ranged for them so that they may have oppor- 
tunity to visit some of the pine mills and see 
the grades of lumber. 

The banquet will be held on the evening of 
Feb. 18 when the retailers will be the guests. 

Mr. Cooper stated that the hearing at St. 
Paul was conducted with as little delay a8 
possible but it may be some time before 4 
decision may be looked for since briefs have 
to be filed and many matters have to be gone 
into thoroughly. 

The Gooding bill, better known as the long: 
and-short-haul measure, which was up for hear- 
ing in Washington for several days, Mr. Knott 
attending for the association, is opposed by the 
latter pn several grounds. The author of the 
bill would give to interior points the same rate 
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poe 
that ports with the advantage of water compe- 
tition enjoy. Mr. Knott contends that the 
Gooding bill will be of benefit to the water 
carrier and a detriment to the transcontinental 
rail carrier; that it will take away from these 
transcontinental carriers what little water com- 
etitive traffic they now enjoy, cause them to 
haul more empty cars west, decrease their net 
revenues and prolong the day when rates are 
further reduced. 


Southern Pine Association 


New ORLEANS, La., Feb. 9.—The annual 
meeting of subscribers to the Southern Pine As- 
sociation, to be held in New Orleans, March 
94 and 25, promises to be one of the most im- 
ortant and interesting gatherings of lumber 
manufacturers ever held in the history of the 
industry, according to announcement by Secre- 
tary-manager H. C. Berckes in a communication 
to subscribers today. The general meeting of 
subscribers will be preceded by meetings of the 
poard of directors and standing committees on 
March 23. All sessions will be held in the 
Roosevelt Hotel. 

The program for the annual meeting has not 
been completed, Secretary Berckes states, but it 
will include a minimum of set speeches, and afford 
ample opportunity for all lumbermen attending to 
make known their views on the numerous import- 
ant problems now confronting the industry. 


There perhaps, never has been a time in the his- 
tory of the southern pine industry when there was 
a greater need for coéperative thought and effort 
on the part of the manufacturers than the present. 
Grade-marking, standardization, conservation and 
greater utilization of forest products all reflect the 
evolution through which our industry is going, and 
the attitude of the Southern Pine Association on 
these vitally important issues can only be deter- 
mined after mature deliberation by the individual 
subscribers. 


Canadians Adopt Standards 


CALGARY, ALTA., Feb. 7.—The annual meet- 
ing of the Mountain Lumber Manufacturers’ 
Association was held here on Jan. 26 and 27, 
with a very representative attendance. Officers 
were elected (Note: These were reported on 
page 87 of the Feb. 7 issue of the AMERICAN 
LUMBERMAN.—EpiTor) together with the fol- 
lowing directors: C. D. MeNab, Waldo, B. C.; 
Harry Burns, Blairmore, Alta.; W. K. Nichols, 
Giscome, B. C.; H. B. Cornell, Golden, B. C.; 
Paul Klinestiver, Lumberton, B. C.; Charles 
Howarth, Hutton, B. C. 

In his report, Secretary I. R. Poole, of Nel- 
son, gave a resumé of the association’s activi- 
ties during the last year, and showed that lum- 
ber production in the interior of British Colum- 
bia was somewhat less than in the preceding 
year. This was also true of’ the shipments 
made during 1924. He declared that operations 
during the year were not very satisfactory; that 
while 1924 began with a fair volume of busi- 
ness, lumber values slumped badly during the 
spring and summer months and reached a very 
low level in October. Speaking of the outlook, 
he said: 

The rise in value of farm products and the gen- 
erally improved business outlook resulting frona 
favorable heh ge in the political situation in 
various parts of the world gave considerable im- 
petus to business in general during the last two 
months of the year. This was reflected in a 
marked increase in the demand for lumber. This 
increased demand was accompanied by higher lum- 
ber prices, and the year closed with the prospects 
for the early part of 1925 greatly improved. 

_One of the questions that came up for diseus- 
sion had to do with the standardization of 
grades and sizes of lumber, and the meeting 
approved of the so called American Lumber 
Standards, and in the interest of uniformity of 
grades and sizes agreed to adopt these stand- 
ards. A discussion on logging and manufactur- 
ing costs was led by Paul Klinestiver, manager 
of the B C Spruce Mills, and the conclusion ar- 
rived at was that more economical and practical 
methods of logging and manufacturing are es- 
sential if costs are to be reduced to a minimum. 
It is also felt that in the interest of timber con- 
servation, loggers and manufacturers should 
endeavor to obtain the greatest possible returns, 
both as to quantity and quality. 

John Cosgrove, British Columbia lumber 
commissioner in eastern Canada, gave an inter- 
esting addrese on work of his department which 


was primarily of an educational nature, with 
the object of extending the use of British Co- 
lumbia woods. 


Plans of Southern Retailers 


MEMPHIS, TENN., Feb. 10.—Edward Hines, 
president of Edward Hines Lumber Co., of Chi- 
cago, will be the principal speaker at the annual 
meeting of the Southern Retail Lumber Dealers’ 
Association which will be held here at the Hotel 
Chisea on Feb. 25 and 26. More than 200 re- 
tailers are expected for the meeting. 


The detailed program as announced today »y 
Secretary William R. Friedel indicates that the 
first morning session will be devoted to the an- 
nual meeting of officers and directors and the 
appointing of committees. At the afternoon 
session, President W. A. Sheddan, of Jackson, 
Tenn., will make his annual report, as will Sec- 
retary Friedel. John M. Pritchard, secretary of 
the Hardwood Manufacturers’ Institute, Mem- 
phis, will address the convention on ‘‘ Value of 
Organization.’’ A discussion on off-grade stock 
will be led by T. H. Smith, of Memphis, repre- 
senting the dealers and by W. B. Ross, of Mem- 
phis, representing the manufacturers. R. E. 
Montgomery, jr., of Memphis, will discuss ‘‘ Side 
Lines and Speciaities.’’ 

At the Thursday morning session, V. R. Smith, 
of Memphis, will address the convention on 
‘Shall We Have a Code of Ethies?’’ This will 
be followed by discussion. Other addresses on 
the Thursday morning program are by A. S. 
Johnson, Martin, Tenn., on ‘‘Problems of a 
Small Town Yard;’’ by Harry J. Coleman, 
Chicago, on ‘‘Cost Accounting;’’ and by D. R. 
Russell, Little Rock, Ark., on ‘‘ Association Work 
and Benefits.’’ 
roundtable discussions. At the afternoon ses- 
sion, Edward Hines, of Chicago, will make his 
address. This will be followed by reports of 
committees and election of officers. 

The sessions will be opened by songs, ‘and 
on Wednesday night there will be a theater 
party. Thursday night the annual banquet will 
be held, with George Morris, editor of the Mem- 
phis News-Scimitar, acting as toastmaster. 
Moving pictures will be shown at the Thursday 
afternoon session by the Great Southern Lumber 
Co., of Bogalusa, La. On Wednesday afternoon 
the visiting ladies will be given an automobile 
ride over the city, and on Thursday afternoon 
they will be invited to a special motion picture 
show to be held at the Hotel Chisca. 


Paper Men May Establish Forests 


New York, Feb. 8.—Demonstration forests 
to be established in every paper-making State 
by the paper industry were recommended at 
the annual meeting here last week of the Amer- 
ican Pulp & Paper Association. The recom- 
mendations were contained in a formal state- 
ment of the officers of the association. 

The American Pulp & Paper Association five 
years ago initiated the campaign for legisla- 
tion for a national forestry policy, which re- 
sulted in the Clarke-McNary bill passed at the 
last session of Congress. The paper industry 
now proposes to take another forward step by 
establishing demonstration forests in all the 
paper-making States as a means of initiating 
the formation of State forest policies in con- 
formity with the national act in order to make 
the movement effective in the various States. 


Urges Greater Utilization of Hardwoods 
The statement, presented as an association 
recommendation follows: 


One encouraging phase of the wood situation is 
the increasing use of hardwoods. Hardwoods may 
in fact help in large part to tide over the lean 
years between the end of our virgin forests and 
the time when the forest lands will be under rea- 
sonable management, resulting in continuous pro- 
duction. We know that there are very large 
amounts of hardwood throughout the eastern sec- 
tions of the United States. Good would come, be- 
yond a question, from research and demonstration 
in the use of hardwoods in the manufacture of 
various forms of paper. It would make a de- 
cidedly favorable impression upon the people of 
this country, and bring very valuable direct if not 
indirect results to the paper industry, if we could, 
as an industry, through the association, actually 





FREE FILM 


Here’s the Way 
to Reach Prospects 


Few people know how 
logs are got out of the 
woods, especially in flood 
time. Ox teams and trac- 
tors pull these massive 
logs through seas of mud. 
Sure-footed mules haul 
them down hillsides, on 
their way to the sawmills, 
where they are plain or 
quarter-sawn into boards, 
or sliced, sawn, or rotary 
cut into veneers. 


2,000 Feet Movie Film 


Shows how it is done. 
This film drew crowds in 
Chicago. It’s education- 
al. Contains no advertis- 
ing. Everybody will stop 
to see it. 


Free to You 
Bartholomew will lend 
this film to any dealer 
who will arrange to show 
it. Your local movie will 
help you secure a port- 
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These talks will be followed by 








able machine and an 
_ Operator for showing in 
your place of business, or elsewhere. 


A real selling idea for you. First come, 
first served. Better write us today. 


E. BARTHOLOMEW HARDWOOD Co. 


4052 Princeton Ave., CHICAGO Tel. Boulevard 0636 


Wire our expense for prices on oak and maple flooring, 
hardwood lumter, etc. Any quantity, delivered any- 
where. All shipments guaranteed for quality. 
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“We Will Save 
You Money 


Whether you desire a new mill or are 
planning to remodel your present plant, 
our engineers will show you how to econ- 
omically and efficiently do the work. 


We'll make the specifications, furnish 
labor, superintend construction and 
guarantee our work. 


Write for list of mills we have 
built; also data on our service. 


THRALL&S HEA 


MECHANICAL SAWMILL ENGINEERS AND DESIGNERS > 
Lake Charles, La. 
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own small areas of forest land in two or three of 
the principal paper-making sections, for sensible 
demonstration of what may be done to insure 
permanency, not only of our forests, but of our 
industry itself. 

Increasing Competition Enforces Economy 


Henry W. Stokes, president of the association, 
said in his annual address: 

Business promises to be good for the next year. 
There seems to be no possibility of a boom, and no 
one wants a boom. We are approaching this 
period with full knowledge that we must face in 
time ever-increasing competition, which will de- 
mand of the industry greater economy and ef- 
ficiency. The paper machines in this country have 
a potential capacity of 10,000,000 tons of paper a 
year, yet the estimated production for 1924 was a 
little less than 7,000,000 tons of all grades. In 
the five-year period, ending 1924, 210 paper ma- 
chines were established with an estimated daily 
capacity of more than 8,000 tons of paper a day. 


Nebraska-Knot-Hole Program 


OmauHa, Nes., Feb. 9.—Final arrangements 
have been completed for the program for the 
thirty-fifth annual convention of the Nebraska 
Lumber Dealers’ Association, which is to meet 
jointly with the Cornhusker Knot-Hole Club in 
the latter’s first annual institute. The conven- 
tion will be held here on Feb. 18, 19 and 20, 
with headquarters at the Rome Hotel. 


A meeting of the district directors and secre- 
taries of the Knot-Hole Club will be held Tues- 
day evening, Feb. 17, followed at 6:30 p. m. 
by a salesmen’s luncheon and committee meet- 
ings. The opening session of the joint conven- 
tion will begin at 11 a. m. Wednesday, Feb. 18. 


At the Wednesday afternoon session, R. E. 
Saberson, of the Weyerhaeuser interests, Min- 
neapolis, will tell the lumbermen how to make 
money in the retail lumber business in 1925. 
Porter Stone, reciprocal insurance expert from 
Kansas City, Mo., will tell the Nebraskans why 
they should have their fire insurance at actual 
cost. C. R. Judkins will tell why the Nebraska 
Lumbermen’s Mutual Insurance Association 
should be reorganized. 

On Wednesday evening there will be a ban- 
quet to which retailers only will be admitted. 
Knot-Hole District No. 7 will hold a coon hunt 
at 7:30, and at 8:30 Don Critchfield will tell of 
the first nine months’ activities of the Corn- 
husker Knot-Hole Club. W. 8. Richardson, of 
Clarinda, Iowa, former president of the South- 
western Iowa Retail Lumbermen’s Association, 
will tell how to obtain 100 percent codperation 
with the brick and tile manufacturers. The 
district directors will then discuss the question 
of whether or not the Knot-Hole Club shall rep- 
resent all Nebraska lumbermen. This will be 
followed by group meetings of each district, 
with the election of officers. 

The first session of the institute will open on 
Thursday morning, with L. C. Oberlies acting 
as schoolmaster. The institute will consist of a 
series of discussions. The first will be on 
‘*Buying,’’ led by Sam Ruth, of Beatrice, Neb. 
J. W. Hutchinson, of Central City, will be the 
leader on ‘‘Coal Buying;’’ Harry L. Rivett, of 
Omaha, on ‘‘Storing and Yard Layouts;’’ 
Harvey C. Kendall, former president of the Lin- 
coln Ad Club, Lincoln, on ‘‘ Advertising; ’’ Oz 
Black, cartoonist on the Lincoln Daily Star, 
Lincoln, on ‘‘How the Lumberman Can Draw 
Trade.’’ Under the topic ‘‘ Advertising,’’ a 
number of sub-topics such as ‘‘Getting Atten- 
tion,’’ ‘‘*Creating Interest,’’ ‘‘Creating De- 
sire,’’ will be discussed. A. W. Holt, of the 
Holt-Bid System, Minneapolis, will tell how to 
estimate costs from plans. 


The institute will be continued at the Thurs- 
day afternoon session with roundtable discus- 
sions on ‘‘Selling.’’ Sub-topics under this head 
will include ‘‘Why Should We Sell Lumber by 
the Piece?’’ to be led by E. M. Hiatt, of Mal- 
colm; ‘‘How I Sell Buildings Instead of Lum- 
ber,’’ by Rex Davies, Utica, Neb.; ‘‘How I 
Drew the Plans, Superintended Construction, 
and Saved My School District Architect’s and 
Contractor’s Commission on Our New School 
Building,’’ by H. W. Tool, of Murdock. The 
discussion on ‘‘Terms of Sale’? will be started 


off by Claude Saum, of Pleasant Dale, and 
continued by Slim Hannibal, of Elba, and Elmer 
Coates, of North Platte. Harry L. Rivettt, of 
Omaha, will lead the discussion on ‘‘Cost Ac- 
counting,’’ and H. E. Dole on ‘‘ Bookkeeping 
Systems.’’ Further topics for discussion include 
‘*Delivery Systems,’’ ‘‘Collection of Ac- 
counts,’’ and ‘‘ Loyalty.’’ 

Each of the foregoing named subjects has 
been subdivided and numbered, there being 
seventy-seven topics in all, and the dealers in 
attendance are expected to check those they 
wish discussed first, upon which a ballot will 
be taken. 


At the Friday morning session, reports of 
the committees will be heard, and the judges 
will award the miniature bungalow to the dis- 
trict having the most representative number of 
its members present and presenting the best 
business ideas. Officers of the Nebraska Lum- 
ber Dealers’ Association and the Nebraska Lum- 
bermen’s Mutual Insurance Association will then 
be elected. 


At the Friday afternoon session the school, 
or institute, as it is called, will be continued 





New Hampshire Membership Drive 


MANCHESTER, N. H., Feb. 11.—President 
Owen Johnson, of the New Hampshire Lumber. 
men’s Association, who is making his mark jy 
the lumber industry with his progressive and 
aggressive ideas as head of the Johnson Lumber 
Co., is planning to drive to make the minimum 
membership of the New Hampshire organization 
not less than 90 percent of the producers ang 
dealers in the State. He is also after prospective 
members among those outside the boundaries of 
New Hampshire but who have kindred interests 
here. Regarding his plans and ideas on this 
subject, Mr. Johnson gave the following state. 
ment to the AMERICAN LUMBERMAN news repre. 
sentative: 

I wish we could increase our membership to at 
least 90 percent of the manufacturers in New 
Hampshire and the operators in the towns near 
the New Hampshire line, in Massachusetts and 
Vermont, until such time as associations in thoge 
States are formed. I think it should be the work 
of our association members to try to start an 
interest in this movement in Massachusetts, Ver. 
mont and Connecticut, and also to get new mem- 
bers for our own association. I shall try to see 
to it at an early date that committees are ap. 
pointed to work out this matter and do what we 











One of the most attractive exhibits at the recent convention of the Illinois Lwmber Merchants’ 
Association was that of the E. Bartholomew Hardwood Co., of Chicago. All during the three 
days it showed a motion picture made by the Atlas Educational Film Co., depicting the manu- 


facture of hardwood flooring from the woods to the finished product on the floor. 


This film is 


available for dealers who may wish to show it in their towns and will be supplied without 
charge except cost of transportation to and from Chicago. 





with a discussion led by a brick manufacturer, 
on ‘‘Why the Retail Lumberman Does Not Sell 
Big Jobs of Brick and Tile.’’ L. J. Hoenig, 
sales manager of the Nebraska Cement Co., will 
tell who should sell cement—the lumberman or 
the cement salesman. There will be a confer- 
ence of managers of the farmers’ codperative 
lumber yards, led by Cam Moran, of Creston, 
and Martin Hostrup, of Scribner, followed by 
a conference of line yard owners and discussions 
on cooperative methods of training managers 
and cooperative buying. 


Each of the sessions will be opened with ap- 
propriate music, and in addition to the Knot- 
Hole Club entertainment and the retailers’ ban- 
quet on Wednesday evening, there will be a 
salesmen’s party for the retailers and their 
wives on Thursday evening. The salesmen will 
also present a show and fun fest that evening, 
followed by an informal dance. Special enter- 
tainment will be provided for the ladies while 
their husbands are attending business sessions 
of the convention. 


can to increase the association, with an idea of 
bettering conditions in the lumber industry of this 
State, 

An ardent believer in association activities 
and organized endeavor, Mr. Johnson took a 
prominent part in the development of the New 
Hampshire Lumbermen’s Association and has 
just been reélected its president. He is espe- 
cially keen for general discussions at association 
meetings of common problems, such as that 
heard at the recent annual convention here after 
the report sheets of stocks on hand Jan. 1, 1925, 
had been handed out. Regarding these discus- 
sions in general and that concerning New Hamp- 
shire lumber stocks in particular, President 
Johnson said: 

Personally, I believe these discussions are about 
as beneficial and give as good results as any action 
taken by our association. They at least get the 
viewpoint of members from all sections of the 
State and give us an idea of what the other fel- 
low is doing. It seems to be the sense of this 
discussion that we should try to get further in- 
formation as regards the consumption of lumber 
in New England and the percentage supplied by 
New England manufacturers. 
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Recent Hoo-Hoo Happenings 


Reforestation Topic at Hoo-Hoo Meet 


CLEVELAND, OHIO, Feb. 10.—Six kittens were 
jnitiated into the mysteries of Hoo-Hoo at a 
concatenation held by the Cleveland Hoo-Hoo 
(lub on Wednesday evening, Feb. 4, in the Al 
Koran clubhouse. Prior to the concatenation an 
address on ‘West Coast Woods’’ and their 
proper uses was made by H. 8. Stronach, man- 
ager of the industrial department of the West 
Coast Forest Products Bureau. Musical enter- 
tainment also was provided. 


The visit of Mr. Stronach to this city under 
the auspices of Hoo-Hoo was signalized as an 
occasion to promote interest in reforestation, 
city tree planting as well as the general advan- 
tages of wood construction. On Thursday eve- 
ning, Feb. 5, he addressed the Cleveland chapter 
of the American Institute of Architects, and on 
Saturday evening, Feb. 7, made the principal 
talk at a sectional conference of the sales repre- 
sentatives of the Long-Bell Lumber Co. In pre- 
senting an account of Mr. Stronach’s address 
before the local architectural chapter the Uleve- 
land Plain Dealer carried a photograph of the 
downtown business district of a western city 
showing trees growing in the shadow of sky- 
seraper buildings. 


(SBREEEREAAaAAa 


Activities of Milwaukee Club 


MILWAUKEE, WIs., Feb. 10.—The regular 
meeting of the Milwaukee Hoo-Hoo Club, No. 
35, was held on Thursday, Feb. 5, in the offices 
of the Wilbur Lumber Co. at West Allis, Milwau- 
kee’s largest suburb. Sixty-four lumbermen 
were guests of the Wilbur company at a com- 
plimentary dinner served in the offices. 

On motion of W. T. McGuire, of the Riet- 
brock Land & Lumber Co., the hearty thanks of 
the club were extended to the Wilbur Lumber 
Co, in appreciation of its hospitality, and on 
motion of Vicegerent E. A. Ehlert it was decided 
to call the club’s first concatenation the Wilbur 
Lumber Co. Concatenation in honor of the Hoo- 
Hoo spirit of Ross, Ray and Hawley Wilbur. 
Hawley Wilbur responded. briefly to these ex- 
pressions of brotherly appreciation. 


Principal speakers at the meeting included 
Mr. Ehlert, who read a copy of an address de- 
livered at the Illinois Lumber Merchants’ Asso- 
ciation convention by J. W. Mackemer, promi- 
nent retailer of Peoria, Ill.; James T. Drought, 
general counsel for the Wisconsin association, 
who discussed a recent Wisconsin supreme court 
decision affecting the mechanics’ lien law; 
Benjamin F. Springer, president of the club and 
secretary of the John Schroeder Lumber Co.; 
and Don 8. Montgomery, secretary of the Wis- 
consin Retail Lumbermen’s Association. 

One father and son team, Stanley Coerper, 
secretary-treasurer of Coerper Bros. Lumber Co. 
and a member of the club, and his father, George 
C. Coerper, president of the company, were in- 
troduced by President Springer. 


Criminologist Addresses Hoo-Hoo 


_ Searriz, WasH., Feb. 7.—Luke E. May, crim- 
indlogist, was principal speaker Thursday at 
the regular luncheon of the Hoo-Hoo Club of 
Seattle, taking as his subject, ‘‘Science vs. 
Crime.’? He made a pointed reference to the 
Wholesalers in the lumber business, remarking 
that ‘‘he is here to find the missing link, which 
18 profit.’? Also Mr. May observed, for the 
comfort of certain lumbermen, that the bald- 
headed man is rarely a criminal. Visitors at 
the luncheon of the Hoo-Hoo vlub were: Horace 
A. Ross, Union Lumber Co., Detroit, Mich.; 
R. R. Nestor, Jennings & Nester Logging Co., 
Conerete, Wash.; A. D. Laws, sales manager 
Union Lumber Co., Union Mills, Wash. 

The Seattle Lumbermen’s Club, the member- 
thip of whieh is composed of manufacturers, 
decided yesterday to forego next Friday’s 
luncheon, and instead to meet Thursday with 
the Hoo-Hoo Club of Seattle. The meeting will 

experimental, and will probably determine 
Whether the Seattle Lumbermen’s Club will 


continue to function as a separate organization. 
Following the luncheon of the Hoo-Hoo club, the 
manufacturers will meet as a separate section, 
in line with the course already adopted by the 
shingle manufacturers and wholesalers, and the 
wholesale lumbermen. 


To Hold Hoo-Hoo Class to Fifty 


SEATTLE, WASH., Feb. 7.—At the forthcoming 
concatenation, to be held on the evening of 
Feb. 18, in the Italian room of the Hotel Olym- 
pic by the Hoo-Hoo Club of Seattle, no effort 
will be made to break the record for candidates. 
In fact, a new feature is promised in this re- 
spect that only a limited number of candidates 
will be accepted, so that the work may be put 
on in a high-class and entertaining manner. 

Since the decision has been reached to hold 
the number of this class to a total of fifty, of 
whom at least fifteen will be reserved for Ta- 
coma, Everett, Spokane and other west Coast 
lumber centers, any prospective candidates for 
the concatenation should make their wishes 
known at once to R. C. Williams, Vicegerent 
Snark, care of the Williams Fir Finish Co., 
Seattle. 


The team in charge of the concatenation has 
been made up as follows: 
Acting Snark—L. R. Fifer, L. R. Fifer Lumber 


0. 

Senior Hoo-Hoo—Donald H. Clark, Starks 
Stained Shingle Co. 

Junior Hoo-Hoo—Carl Blackstock, Blackstock 
Lumber Co. 

Bojum—Robert W. Adair, Skinner & Eddy Cor- 
poration. 
‘ Leama C. Williams, Williams Fir Fin- 
s 0. 
Custocatian—Cecil V. Gray, Gray Lumber & 
Shingle Co. 

Scrivenoter—John L. Colby, Colby & Dickinson. 

Arcanoper—H. M. Hallenbeck, Puget Mill Co. 

Gurdon—C. W. Spence, L. H. Ives & Co. 


To Attend North Dakota Annual 


MINNEAPOLIS, MINN., Feb. 10.—The ‘‘ fourth 
house’’ of the Twin City Hoo-Hoo held forth at 
the regular meeting Thursday at the Radisson 
Hotel. This is known as the Hoots Club, a sub- 
sidiary organization of the Hoo-Hoo Club. The 
purpose of this new branch is to encourage 
public speaking by Hoo-Hoo members. Minne- 
apolis and St. Paul lumbermen, accompanied by 
the Twin City Hoo-Hoo Club orchestra, directed 
by Stanley Staples, will leave in special coaches 
over the Northern Pacific railroad, the night of 
Feb. 24 for Fargo, where they will participate 
in the North Dakota Retail Lumbermen’s Asso- 
ciation annual convention. Harry T. Alsop, 
State counsellor for North Dakota, has an- 
nounced that on the last day of the Fargo con- 
vention a concatenation will be conducted. This 
Hoo-Hoo ceremony will take place on the night 
of Feb. 26. 


(SEBEL EARAAG@’G’ 


* e 
Prizes for Essays on Economics 

FitcuHpurG, Mass., Feb. 10.—To encourage 
the study of economics, Alvan T. Simonds, 
president of the Simonds Saw & Steel Co., of 
this city, is offering two prizes of $1,000 and 
$500 for the two best essays on the subject 
‘<Your Prosperity and Mine.’’ The contest is 
open to all residents of the United States and 
Canada. 

The cssays may be entirely original or may 
be based, in whole or in part, on books or 
articles providing, of course, proper reference 
as to sources is made in footnotes. Contestants 
not well versed in economics are advised to 
study elementary works dealing with the fun- 
damentals, and read articles on economic sub- 
jects in newspapers and magazines. 

The essays must be 2,500 words in length 
and should not exceed 3,500. They must be 
typewritten and on one side of the paper only. 
Judges will be selected from experts in business 
economics, and related activities and their de- 
cision is final. Essays must reach the Contest 
Editor, Simonds Saw & Steel Co., 470 Main 
Street, Fitchburg, Mass., on or before Dec. 31, 
1925. 





287,000,000 Feet 


National Forest Timber 
FOR SALE 


LOCATION AND AMOUNT.—All the mer- 
chantable dead timber standing or down 
and all the live timber marked or desig- 
nated for cutting on an area embracing 
about 71,000 acres in Township 11'N., R. 18 
and 19 E., and T. 10 N., R. 18 and 19 EB, 
surveyed, and approximately T. 10 N., R. 
16 and 17 E., T. 11 N., R. 16 and 17 E., 
and FT. 12 N., R. 16 and 17 E., unsurveyed, 
Deer Springs Unit, G. & S. R. B. & M., Sit- 
greaves National Forest, Arizona, esti- 
mated to be about 287,000,000 feet B. M. 
more or less, of which 99% is western yel- 
low pine, and the remainder is Chihuahua 
Pine and Douglas and white fir, together 
with an unestimated amount of hewn ties 
and mine props to be taken at the option 
of the purchaser. 


STUMPAGE PRICES.—Lowest rate. consid- 
ered is $2.50 per M feet B. M. 


DEPOSIT.—$10,000 must be deposited with 
each bid to be applied on the purchase 
price, refunded, or retained in part as 
liquidated damages, according to the con- 
ditions of sale. 


FINAL DATE FOR RECEIVING BIDS.— 
Sealed bids will be received by the District 
Forester, Albuquerque, New Mexico, up 
to and including June 1, 1925. On the 
application of prospective bidders the Dis- 
trict Forester may in his discretion ex- 
tend the time for receiving bids 30 days to 
allow prospective bidders opportunity for a 
more thorough examination of the timber 
offered for saie. 


The right to reject any and all bids is 
reserved. Before bids are submitted, full 
information concerning the character of 
the timber, conditions of sale, deposits, and 
the submission of bids should be obtained 
from the District Forester, Albuquerque, 
New Mexico, or the Forest Supervisor, 
Holbrook, Arizona. 














Lloyd Hillman 
Lumber Co. 


SEATTLE, WASH. 





Export and Domestic Shippers 


Pacific Coast Lumber 
Red Cedar Shingles 

















Coupon Books 


SAVE 
Labor and Money 


Our facilities enable 
us to vive exception- 
ally prorapt service 


FOR SAMPLES AND PRICE 
WRITE 10 


SOUTHERN COUPON CQ. SiRMINGHAM, ALA. 


PO. BOX 346 
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Cc PITTSBURGA Coo 





Babcock Lumber Co. 


PITTSBURGH, PA. 
Manufacturers and Wholesalers ot 


Hardwoods 


White and Western Pine 
West Coast Products 
N.C. Pine and Yellow Pine 
Spruce and Hemlock 


Eastern Tennessee 
Kentucky and 
West Virginia 


BRANCH OFFICES: 





New York City, 43 Wall St. 


Philadelphia, Pa., 1629 Land Title BI 
Detroit, Mich., Dime Savings Bank Bldg. 
Johnstown, Pa. 


Chicago, Ill. , 1216 Fisher Bldg. po 
Providence, R. I., 115 Adelaide Ave. | 








FOREST LUMBER CO. 


Manufacturers and Wholesalers of 


White & Yellow Pine, Spruce 
Hemlock and Hardwoods 


eS PITTSBURGH, PA. 


Konnarock, Va. 








North Carolina Pine and 
West Virginia Hardwood 





CASING 
Kiln Dried, Well Manu- . 
machen High ede. BASE AND 
Capacity, 250,000 Feet MOULDINGS 
Per Day. Mixed Cars Our Specialty. 











WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bidg., PITTSBURGH, PA. 














[pouslas Fir tm. 


Railroad and 
Car Material 


THE GERMAIN COMPANY 
PITTSBURGH, PA. 





O TIMBER ESTIMATORS O 


Clark & Lyford 


FOREST ENGINEERS, Ltd. 


Timber Cruising Logging Maps Timber Lands 
920-25 Vancouver Blo-.k 
VANCOUVER 


BRITISH COLUMBIA 











EL a peat 
ESTIMATORS F.HDy~ 
Lemieux Brothers & Co. 


ESTABLISHED 1906 





1028-29 Whi Bank Bidg. 
Phone Main 2479 ” NEW ORLEANS 


JAMES W. SEWALL 


Consulting Forester 
Old Town, to3 Maine 
Largest Cruising House in America 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 
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Forestry Main Topic at Joint Meet 

SHreveport, La., Feb. 9.—H. N. Wheeler, 
representing the Forest Service, addressed a 
joint meeting of the Shreveport Lumbermen’s 
Club and the Lions Club here last week, during 
which he covered almost every angle of the for- 
estry question. He paid special tribute to Hoo- 
Hoo, which, he stated, has done a great deal 
to further the cause of conservation of standing 
timber. He also said that lumbermen generally 
had been willing to codperate as far as pos- 
sible, and that they are growing more deeply 
in sympathy with the aims of the Forest Service 
as they learn more about it. 

Among his suggestions for the local citizens 
was that they should see to it that the land 
surrounding Cross Lake, the future source of 
the city’s water supply, where a million dollars 
in the water plant now is being invested, be 
forested, not for park purposes alone, but as an 
actual asset of the future. 

The program of the joint meeting opened 
with remarks by W. F. Johnson, president of the 
Lumbermen’s club, who invited City Judge 
D. B. Samuel to say grace. L. S. Wescoat, 
president of the Chamber of Commerce, deliv- 
ered an address of welcome to Mr. Wheeler, 
R. T. Moore, local lumberman and banker, who 
is head of the fabricated products bureau of the 
Chamber of Commerce of the United States, 
called attention to the immense importance of 
the subject discussed by Mr. Wheeler. 


Saaaaaesaaaas 


Nine Members Added to Roster 


MEMPHIS, TENN., Feb. 9.—Nine new members 
were added to the Lumbermen’s Club of Mem- 
phis at its regular meeting last Thursday at the 
Hotel Gayoso. This is the largest number of 
members ever voted on at one meeting of the 
club. They were: Nolen B. Reynold, W. D. 
Jemison & Co.; Charles E. Thomason, George 
C. Brown & Co.; W. 8S. Sims, Memphis Hard- 
wood Flooring Co.; H. H. Haralson, Hatchie 
River Lumber Co.; M. 8. Delts, Welsh Lumber 
Co.; W. A. Hachmeister, Stimson Veneer & 
Lumber Co.; Omar Hilton, Tallahatchie Lum- 
ber Co.; W. O. Miller, Gayoso Lumber Co., and 
G. T. O’Niel, Delta Pine & Land Co. 

R. C. Stimson, president, presided at the 
meeting, but no other business of importance 
was transacted. 

Standing Committees Named 

EVANSVILLE, IND., Feb. 10.—-At the regular 
monthly meeting of the Evansville Lumbermen’s 
Club held this evening, the newly-elected presi- 
dent, Charles Wolflin, of the Wolflin-West Side 
Lumber Co., announced standing committees 
as follows: 


Membership—Joseph A. Waltman, Evansville 
Band Mill Co., chairman; Carl Wolflin, Wolflin- 
West Side Lumber Co., and Frank C. Storton, 
Evansville Veneer Co. 

Publicity and resolutions—William B. Carlton, 
chairman; Frank Donnell, Evansville Band Mill 
Co., and N. G. Harding, Evansville Veneer Co. 

River and rail—William S. Partington, Maley & 
Wertz Lumber Co., chairman; John C. Keller, traf- 
fic manager of the club, and Gus Bauman, G. B 
Bauman Hardwood Co. 

Entertainment—Claude Wertz, Maley & Wertz 

Maley & 


Lumber Co., chairman; A. Dimmitt, 
Wertz Lumber Co., and Gus Bauman. 

Coéperative—Daniel- Wertz, Maley & Wertz Lum- 
ber Co., chairman; Louis A. Holtman, Globe-Bosse- 
World Furniture Co., and N. G. Harding. 

Upon motion of Frank Donnell, president of 
the Indiana Hardwood Lumbermen’s Associa- 
tion, a telegram was sent to the various State 
senators and representatives in the Indiana 
legislature from this district urging them to 
support the Guthrie bill that calls for the re- 
forestation of the State by a special tax. Under 
the proposed law many acres of land in the 
southern part of the State will be devoted to 
the cultivation of timber. John C. Keller, traf- 
fic manager of the club, and secretary and 
traffic manager of the Evansville Furniture 
Manufacturers’ Association, also was requested 
to send telegrams to the legislators. 

J. G. Wyatt, of the Standard Lumber Co., 


of Birmingham, Ala., with his headquarters jp 
Evansville, was present and elected a member 
of the club. In his remarks Mr. Wyatt said he 
found that the trade is quite optimistic. 

Several short talks on business conditions were 
made. It was reported by hardwood men that 
business is not over-brisk, but that prices are 
holding firm. Retailers present said that busi. 
ness conditions are quite gratifying. The furni. 
ture business was reported good. It was stated 
that the local furniture manufacturers had 
secured enough orders at the recent mid-winter 
furniture market in Chicago to keep their plants 
busy for the next few months. 

President Wolflin announced that the next 
meeting of the club will be held at the Vendome 
Hotel on Tuesday night, March 10. 


Portland Club Revives ‘‘Pep’’ Meetings 


PORTLAND, ORE., Feb. 7.—The Portland Lum. 
bermen’s Club has taken on a mew lease of 
life—and they say it is due to the fact that the 
weekly noon-hour luncheon meetings are held 
where better eats and service are obtainable 
than in the days when the attendance gradually 
but steadily diminished, in spite of all the en- 
tertaining talks that were put up by visitors 
and local talkative talent. Last Wednesday 
noon about fifty were in their seats munching 
hot biscuits when President Fred Roblin ap- 
peared with the guest of honor, Roy A. Dailey, 
of Seattle, northwest manager of the National- 
American Wholesale Lumber Association, who 
was down on association business. Mr. Dailey 
was warned not to talk lumber and so he instead 
unfolded a series of tales that helped the di- 
gestive organs to function properly. The club 
plans another smoke in the near future. In- 
formally everybody indicated that the market 
outlook is rapidly improving and some wanted 
to wager hats that within two weeks the mills 
will be booking orders with caution. 


eumaanaakane 


Change Date for Second Dinner Dance 


CINCINNATI, OHIO, Feb. 10.—The date for the 
second ladies’ night dinner dance of the Cincin- 
nati Lumbermen’s Club to be held at the Busi- 
ness Men’s Club has been changed from Feb. 19 
to Feb. 21. The affair will be made a Washing- 
ton’s Birthday celebration with special music, 
favors and food appropriate to the occasion. 
The entertainment committee, consisting ot U. 
W. Tunis, chairman, J. R. O’Neill and Mont- 
gomery Christie, expects at least 150 guests. 


Nyltas Membership Growing 


New York, Feb. 9.—Sixty members have 
been added to the rolls of the Nylta Club since 
Jan. 1, bringing the total membership close to 
the 700-mark. The goal for 1925 is 1,000. 

Jack Paterson, the new president, presided at 
his first meeting last Friday night, when Wil- 
liam C, Young, who has spoken several times for 
Nylta, gave an address on ‘‘ Millwork.’’ 

Nylta will stage its first ‘‘ Vaudeville Night’’ 
of the year on Feb. 18 at the Aldine Club, 200 
Fifth Avenue. 


Baltimore Exchange Meeting 


BAuLtTimorE, Mp., Feb. 6.—The monthly meet- 
ing of the managing committee of the Baltimore 
Lumber Exchange held last Monday afternoon 
at the Merchants’ Club brought out consider- 
able business beyond the range of routine mat- 
ters and affecting the inner workings of the 
exchange, but they were not so far advanced as 
to give anything out for publication, being 
a tentative stage. The new president, R. Bald- 
win Homer, it is indicated, has some plans for 
making the exchange a more effective means of 
advancing the interests of the lumber trade, and 
is expected to lay these plans before the com- 
mittee soon or late. The secretary, L. H. 
Gwaltney, has recovered from an attack of ill- 
ness and was again able to attend. 
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Hardwood Clubs in Joint Quarterly Meeting 


[Special telegram to AMERICAN LUMBERMAN] 
SHREVEPORT, La., Feb. 11.—Optimism over 
the 1925 outlook for southern hardwoods was 
the spirit that pervaded the joint quarterly 
meeting of the Southwestern Hardwood Manu- 
facturers’ Club and the West Side Hardwood 
Club held at the New Washington Hotel here 
oday. 
; sixty lumbermen were present and the re- 
orts submitted by over twenty manufacturing 
concerns showed that logging conditions pre- 
vailing throughout the seven States represented 


are good, and that the supply of logs on hand © 


at mills and manufacturing plants is above 
normal. Manufacturing conditions are good, 
the reports showed, and the supply of labor is 
plentiful. Stocks of lumber on hand are nor- 
mal and shipments in January by some mills set 
new high records for a month. Orders on file 
are normal and above normal, most reports 
showed. 

E. A. Frost, of Shreveport, president of the 
Southern Pine Association, a guest, declared 
that not only are general business conditions 
good but car loadings are at their peak for 
this season of the year. Building permits are 
in excess of anything the country has experi- 
enced, he declared. 

Optimism over the year’s outlook for south- 
ern pine was also expressed by H. C. Berckes, of 
New Orleans, La., secretary-manager of the 
Southern Pine Association. Stocks are below 
normal and ear service is good, he said. 


Outlines New Plan of Statistics 


George Land, of Memphis, Tenn., assistant 
manager of the Hardwood Manufacturers’ 1n- 
stitute, addressed the meeting on a proposed 
new plan of statistics which it is contemplated 
to introduce if the members of the institute de- 
sire it. This plan would show the price of 
hardwood at various points in the United States 
based on prices paid in the past. Mr. Land also 
spoke of the advertising campaign on oak and 
gum. The institute lacks the subscribing of 
82,000,000 feet of oak for the publicity cam- 
paign of 200,000,000 feet scheduled to be ad- 
vertised. The quota of gum for this campaign 
has practically been completed, he said. 

A. J. Peavy, president of the Peavy-Moore, 
Peavy-Byrnes and Peavy-Wilson Lumber com- 
panies, in a short address urged all members to 
aid in the oak and gum advertising campaigns 
that are to be launched by the institute. 

A cost accounting system as applied to hard- 
wood lumber manufacture was explained in de- 
tail by J. C. Norman, of E. B. Norman & Co., 
Louisville, Ky. Through this system the manu- 
facturer can tell exactly whether he is making 
money or not and whether his value of stock on 
hand is actually carried at the market value at 
the end of a month or at a deflated or inflated 
valuation. 

0. N. Cloud, sales manager of the Peavy- 
Byrnes Lumber Co., Shreveport, in expressing 
optimism over the business outlook for southern 
hardwoods, stated that fundamentally the fac- 
tors of business in general were never more 
favorable. He declared that the speculative 
phase of commercial endeavor has now been re- 
moved. The country’s building program this 
year will be between six and seven billion dol- 
lars, he predicted. He warned against pater- 
nalism in government as a form of socialism 
that will be detrimental to the nation’s prog- 
ress, , 

8. W. Flatau, of Flatau, Dick & Co., London, 
England, discussed problems of the exporters 
and their agents abroad. He said he foresees 
an excellent business year for 1925. The re- 
sults of the last national election in England 
and the return of British exchange to almost 
par will be of great benefit to business in the 
United Kingdom, he said. 


Purnishes Surfaced Shipments of Hardwood 
W. L. Chamberlain, of the Stout Lumber Co., 
Thornton, Ark., and a member of the West 


Side Club, told of the progress made by his 
™ in furnishing surfaced shipments of hard- 


wood. He said his firm had found that there 
is a better sale for this type of hardwood and 
that after two years of experience the firm is 
now shipping 70 percent of its shipments as 
surfaced lumber. He also sketched briefly the 
work being done in the using of the butts of 
logs and other parts sometimes thrown away as 
waste, and the profits the concern had made 
thereby. 

Ray McIntyre, of the West Side Club, de- 
clared that his club will ask for a few changes 
in hardwood grades when the Hardwood Con- 
sulting Committee meets Feb. 24 in Chicago. 

The next meeting of the Southwestern Hard- 
wood Manufacturers’ Club will be held in New 
Orleans, March 26, the day after the annual 
meeting of the Southern Pine Association, its 
session scheduled for March 11 having been 
postponed until that time. 

A committee consisting of O. N. Cloud, R. L. 
Zeagler, W. L. Chamberlain and J. B. Edwards 
was appointed to invite the Hardwood Manu- 
facturers’ Institute to hold its annual meeting 
at Shreveport May 5-6 instead of at Memphis, 
as scheduled. 

The following committee on arrangements for 
the next quarterly was named: W. L. Cham- 
berlain, representing the West Side Club, 
and C. H. Sherrill and George Shaad, jr., rep- 
resenting the Hardwood Manufacturers’ Insti- 
tute. 

The next joint quarterly meeting of the 
Southwestern and West Side clubs will be held 
on the day preceding this convention, at either 
Memphis or Shreveport, depending on which 
place the institute holds its sessions. 

The clubs were the guests of the Shreveport 
Lumbermen’s Club at a banquet tonight. 

The following companies and organizations 
were among those represented: 

Clarke & Boise Lumber Co., Dallas, Tex.; Hard- 
wood Manufacturers’ Institute, Memphis; Frost- 
Johnson Lumber Co., Shreveport; Standard Lum- 
ber Co., Pine Bluff, Ark; J. F. McIntyre & Sons, 
Pine Bluff; Stout Lumber Co., Thornton, Ark.; 
Mansfield Hardwood Lumber Co., Shreveport ; 
Wheeler Lumber Co., Pine Bluff; Sparkman Hard- 
wood Lumber Co., Sparkman, Ark.; Kellogg Lum- 
ber Co., Fondale, La.; Angelina Hardwood Co., 
Ewing, Tex.; Breece-White Manufaeturing Co., 
Arkansas City, Ark.; S. T. Alecus & Co., New 
Orleans; Tendal Lumber Co., Waverly, La.; Alex- 
ander Bros., Red Gum, La.; Sherrill Hardwood 
Lumber Co., New Orleans; Lyon Lumber Co., Gary- 
ville, La.; Ogamaw Lumber Co., Ogamaw, Ark. ; 
Moline Timber Co., Malvern, Ark.; Edgar Lum- 
ber Co., Wesson, Ark.; George Shaad, jr.. South- 
western Hardwood Manufacturers’ Club. New Or- 
leans; Logansport Lumber Co., Logansport, La. ; 
Panola Lumber & Manufacturing Co., Memphis, 
Tenn.; Natalbany Lumber Co., Hammond, La.; 
Wilbur F. Hightower, AMERICAN LUMBERMAN, Chi- 
cago; Flateau, Dick & Co., London, England; Ferd 
Brenner Lumber Co., Alexandria, La.; American 
Overseas Forwarding Co., New Orleans; Lucas E. 
Moore Stave Co., Mobile, Ala., and New Orleans; 
Delta Hardwood Lumber Co., Memphis, Tenn. ; 
Keith Lumber Co., Beaumont, Tex.; E. B. Norman 
& Co., Louisville, Ky.; Weaver Bros., Shreveport ; 
A. L. Boynton Lumber Co., Lufkin, Tex.; Peavy- 
Byrnes Lumber Co., Shreveport; Philip A. Ryan 
Lumber Co., Lufkin, Tex.; O. G. Leach Hardwood 
Lumber Co., Lottie, La.: Peavy-Moore Lumber Co., 
Shreveport; Louisiana Red Cypress Co., New Or- 
leans; Hillyer Deutsch Edwards (Inc.), Oakdale, 
La.; W. R. Pickering Lumber Co., Haslam, Tex. ; 
Martin Wagon Co., Lufkin, Tex. 


Announces Lumber Assessments ° 


NEw ORLEANS, LA., Feb. 9.—Following con- 
ferences with representative committees from 
the Southern Pine Association and the South- 
western Hardwood Manufacturers’ Club, the 
Louisiana tax commission has announced the 
following assessment valuations for lumber of 
Louisiana mill yards: Pine, $15 a thousand (un- 
changed from Jast year), oak and ash and cy- 
press, when cut by a hardwood mill incidental 
to a mixed hardwood operation, $15 a thousand 
(as compared with $17 last year), other hard- 
woods, $10 (as compared with $11 last year). 

The assessment valuation basis for cypress 
produced by mills making that wood their sole 
or principal product, was not given out along 
with the others, probably for the reason that 
the commission’s conference with the represen- 
tatives of the Southern Cypress Manufacturers’ 
Association was held later. 








Hardwoods 


OAK Paizsed Quen 
Poplar, Ash, Chestnut 
Hickory and Walnut 


TIMBERS—PLANKING 





MADE 


OAK FLOORING 


The 
Mowbray & Robinson 


Lumber Company 
CINCINNATI, OHIO 
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Ake ALWAYS IN THE 
MARKET TO BUY— 


Long and Short Leaf Sizes and 

Boards. 

Short Leaf Casing and Base. 
Also:— 


1x4 K. D. B & Better Rough. 
1x4 to 12”—6, 8 & 10’ Rough. 





Flooring, Ceiling and Siding 
Oregon & California White & Sugar Pine 











Send us your stock and price list. 


Chas. F. Felin & Co., Inc. 


Old York Road & ButlerSt., PHILADELPHIA, PA. 








Do You 
Gamble? 


It’s somewhat of a gamble to sell on 
credit to the lumber buying trade with- 
out having the facts which this special 
credit service affords. 


Notice of changes twice a week keeps 
you constantly posted. 
Write today for rates and pamhlet No. 49-S 


We Specialize on lumber collections. 


LumBermen’s Crepit AssociaTION 
Suite 1746-68—608 So. Dearborn Street 
CHICAGO, ILLINOIS 
Eastern Headquarters, 157 East 44th St., New York City 











SAW MILLS 
ENGINES 
SAW MILL.MACHINERY 


Write for Catalog 


THE ENTERPRISE Co. 
Columbiana,’ Ohio. 
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NorthernWoods 


We Can 
SHIP 


Straight Cars—Mixed Cars or L.C. L. 
of the following woods:— 


ASH - BASSWOOD 
BIRCH-SOFT ELM 

HARD MAPLE-OAK-SPRUCE 
WISCONSIN HEMLOCK 
“Sure Fit” MAPLE AND 

BIRCH FLOORING 

WHITE CEDAR PRODUCTS 


Foster-Latimer 


MELLEN, = _Tumber Co. 


WIS. 


Rotary Cut 
Northern 
Veneers = 


FURNITURE manufacturers and factory 
buyers who insist on having high quality 
veneers should send us their orders. 
specialists in Northern Veneers. 

We also manufacture Northern Pine, Spruce, 
Hemlock, Cedar Posts and Poles, Lath and 
Shingles, which we ship in Straight cars and 
cargoes or mixed with our “Peerless Brand’”’ 
Rock Maple, Beech or Birch Flooring. 


Get Our Prices, 
The Northwestern Cooperage 


Gladstone, Mich. & Lumber Company 
Chicago Office: 812 Monadnock Block. 








Try 
Us 














We are 















The Cleveland-Cliffs Iron Co. 


Mill Dept., MUNISING, MICH. 


Manufacturers of 


Hemlock “x, Hardwood 
Lumber, Lath and Shingles 


Northern Forest Products 














Remember 


Mershon, Eddy, Parker Company 


SAGINAW MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 











17 17 


VON PLATEN -FOX COPANY 
Iron Mountain, Michigan 
Manufacturers of 17 different species 


of Northern Hardwoods 


17 
HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 








lowa Associations in Joint Meeting 
(Concluded from Page 59.) 


courtesy, efficiency and fidelity through out 
the last year. 
Two Associations Elect Officers 


The following officers and directors were 
elected: 

Central & Northeastern lowa Lumbermen’s 

Association 

President—J. A. Limback, Cedar Rapids. 

Vice-president—O. I. Kleaveland, Jewell. 

Secretary-treasurer—Robert Connor, Des Moines. 

Directors—Elmer Milligan, Jefferson ; G. R. New- 
ton, Nevada; J. F. Daubenberger, McGregor. 

Northwest lowa Lumbermen’s Association 

President—John Smith, Spencer. 

Vice president—J. T. Grant, Rolfe. 

Secretary-treasurer—G. H. Kiefer, Pocahontas, 


Directors—E. 8S. Henrich, Alton; Charles Hass, 
Holstein; G. A. Simpson, Manson; Frank Fink- 
bine, Storm Lake; William A. Wiegert, Palmer; 
John Haire, Fort Dodge; H. A. Morrill, Sioux City ; 
George F. Sokol, Sibley; F. S. Norton, Algona; 
John J. Elbert, Whittemore. 


Associations Worth More Than Cost 


W. H. Badeaux, secretary of the North- 
western Lumbermen’s Association, in a short 
discussion of association dues said that the 
dues were all too small for the benefit mem- 
bers derived from their respective organiza- 
tions. He stated that his association proposes 
to put a man in Iowa this year to collect dues 
for the Northwestern, and that this man 
would also aid the district associations in get- 
ting their dues in. Mr. Badeaux himself in- 


—— 


tends to visit the Iowa dealers, and he jg 
confident they can be sold on the value of 
their association. 

President Limback, of the Central & North. 
eastern, continued the discussion by saying 
the lumberman does not realize what a friend 
he has in Herbert Hoover, who is a firm ex. 
ponent of the trade association. 


Best District Meeting in Fifteen Years, 


H. L. Stekely, of Des Moines, said he had 
attended district association meetings for the 
last fifteen years, and this had been the best 
at which he had ever been present. The at. 
tendance was large, the meetings interesting, 
and the entertainment excellent, he added. 

After a short discussion of the feasibility 
of holding a joint meeting of the associations 
in Des Moines next year, as to which there 
was a division of opinion, the meeting ad. 
journed. 


SARBAEERBEBEBEBaAABaEAAB: 


Plan That Helps Dealers Sell Homes 


(Continued from Page 41) 


‘¢To Sell More Lumber For You,’’ which tells 
how they may cash in on the Essco farm adver. 
tising campaign. 

The AMERICAN LUMBERMAN has received di- 
rect information of several sales recently made 
by dealers of materials for farm buildings that 
were ordered in exact accordance with the Essco 
blueprints and bills of materials because of 
the Essco farm advertising campaign and the 
effective codperation which the company is giv- 
ing in discovering and lining up prospects 
and helping dealers to close the sales. 


Wisconsin Dealers Optimistic Over 1925 Prospects 


(Continued from Page 51) 


cottages will be erected at Big Sandy Lake this 
spring. 


R. A. REINHARD, Reinhard Lumber Co., Reese- 
ville, Wis.—Not much business has opened up.as 
yet, but it can be expected to start soon, and in 
the meantime we are preparing for a very good 
year. All indications are that building will be 
even more extensive than it was in 1924, and it 
was better then than for several years before. 

W. S. KeEEBLER, Burlington, Wis.—We have no 
complaint to make at all. There is considerable 
new building in prospect for early spring and even 
more remodeling business. Farm trade is especially 
active. 


E, E. RUMMERSTRAND, Ettrick Lumber Co., Et- 
trick, Wis.—Business conditions are not exception- 
ally good at present, but it can not be denied that 
circumstances are better than they have been in 
several years. We have figured on more than the 
normal number of barns and farm residences re- 
cently. 


Henry Grahl, H. Grahl Lumber Co., Eden, 
Wis.—Conditions in my county are better than 
they have been at any time during the last 
year and I am looking forward to doing a good 
business. Remodeling seems more in favor 
than it ever has been and I expect the volume 
of this class of work will exceed that of new 
buildings. 


Frank Gus, Frank Guse Lumber Co., Mani- 
towoc, Wis.——Collections are fair at present. The 
business outlook is good. We expect that 1925 will 
be a very good year, although it is still pretty 
early for conservative judgment to be made. A 
large number of new buildings are in prospect. 


C. M. Larson, Stoughton Lumber & Supply Co., 
Stoughton, Wis.—We only expect a fair trade this 
year, as we are in the tobacco country and last 
year’s crop was small and of poor quality. Busi- 
ness generally, however, should show an improve- 
ment over 1924. 


H. W. CHADWICK, Monroe Lumber & Fuel Co., 
Monroe, Wis.—The outlook for city trade is excep- 
tionally good for this time of year, but we do not 
expect to do much with the farmers before fall. 
Foreign type cheese, which is the specialty of our 
covnty, is selling at less than normal prices. 

F. H. Martin, A. J. Martin Lumber Co., Col- 
fax, Wis.—Prospects are brighter at present 
than they have been in several years. Trade 
in smaller type home and tobacco sheds looms 
very active. We have used the ‘‘Old Homes 


Made New’’ idea of the American Lumber- 
man from its inception and are more than 
pleased with the results we have obtained. It 
creates interest in the prospect almost at once. 


GrorGE H,. Pierce, New Glarus Lumber Co., New 
Glarus, Wis.—Business seems pretty quiet, but is 
comparatively much better now than it was last 
year at this time. Several new buildings are in 
prospect now, whereas last year at this time there 
was nothing doing. 


been a little bit quiet during the winter but 
I think it will open up tremendously with the 
first signs of spring. There is not much new 
building in prospect but a large number of 
the residents are planning on remodeling their 
homes. We plan to ‘‘land’’ our share of this 
business and will use the American Lumber- 
man’s ‘‘Old Homes Made New’’ idea to do it. 





WILLIAM Fountain, J. Fountain Lumber Co., 
Appleton, Wis.—Considerable building is in prog- 
ress throughout our territory and even more will 
get under way with the advent of spring. Pros- 
pects today are better than they have been since 
the war, and I expect the lumber industry all over 
the State will enjoy more prosperity in 1925 than 
prevailed in 1924. Things look mighty good. 


HOO-HOO INITIATE LARGE CLASS 


At the Hoo-Hoo concatenation held last 
night fifty-seven kittens were initiated, com- 
posing the largest class ever taken into the 
order in Milwaukee. The board of directors 
of the retailers’ association is now 100 per- 
cent in Hoo-Hoo membership. There were five 
reinstatements, one life member and one hon- 
orary life member. Addresses were made by 
Henry Isherwood, secretary of the fraternity, 
and by Hawley Wilbur. The affair was named 
the ‘‘ Wilbur concatenation,’’ because the Wil- 
bur Lumber Co. put seventeen of its staff in 
membership, paying all initiation costs. The 
following officiated: Snark, E. A. Ehlert; 
Senior Hoo-Hoo, Ben F. Springer; Junior Hoo- 
Hoo, Harry Koerble; Bojum, Walter TredupP; 
Serivenoter, Al. Sauer; Jabberwock, Henry J. 
Steinman, jr.; Arcanoper, Louis Nuesser; 
Gurdon, Roy Rediske. 





EIGHTY-FIVE percent of California’s 4,000, 
000 acres of wooded land, it is estimated, 18 
directly dependent on the national forests for 
water supply. 
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Heroes 


And now they wear our mackinaws 
Along Fifth Avenue, 

And think they look like us because, 
Well, just because they do. 

But listen, lad: It takes a lot 

More shirts than anyone has got 
To make a man a man, my son; 
Yes, let alone just only one. 


Yet, now our mackinaws they wear 
And try to look the way 

Men look in magazines. I swear 
I read a yarn today 

About a hero in a book— 
Well, if a man the methods took 
To break a jam such fellows do, 
They ’d fire him out of any crew. 


No, mackinaws and magazines 
Don’t make a lumberjack: 
It’s seven days of steady beans, 
And swampin’ tamarack, 
And fallin’ pine, and shoppin’ briers, 
And wadin’ snow, and fightin’ fires, 
It’s polin’ lawgs, and things like that 
That makes a man a river rat. 


In magazines they come right out 
Of school and show us up. 

A college course without a doubt 
Is good for any pup, 

But us old timers who have run 

The lawgs since eighteen-eighty-one, 
Although we haven’t been to schools, 
We ain’t at that such awful fools. 


If I should be a lady fair 
In that there magazine . 

And got in some such danger there, 
A fire or jam I mean, 

Like ladies do when in a book, 

I’d give that college kid the hook 
And yell for some old timer then 
To come and git me out again. 


We’d save her from the fire or jam, 
We’d git her back to ground, 

We’d save her life while that there damn 
Young fool just run around. 

We’d save her from the bear or moose, 

Or any crittur runnin’ loose, 
While some young college fellow stands 
And weeps and wails and wrings his hands. 


Yes, mackinaws they wear, the dears, 
But that is not enough: 

It takes a man, say, twenty years, 
Before he knows his stuff. 

Kids may be brave when something sticks, 

But, gosh, you’ve got to know the tricks. 
If I was you, my lovely dame, 
I’d yell till some old timer came! 


Between Trains 


Hippinc, MINN.—It may not be generally 
known, but the first real discovery of iron ore 
i this region in commercial quantity was made 
by a timber cruiser, John McKascell, in 1887. 

sometimes happens, he did not personally 
benefit by the discovery. The first big find was 
in 1890, and there have been no new discoveries 
smee 1900. We have this on the authority of 
Gus Wellner, a local explorer. 

It was 26 below this morning when we took 
the bus back to Duluth, but we didn’t mind it. 

t fact we rather liked it. We left the window 
wide open last night but we were not troubled 
Y Mosquitoes. 





Sr. Pau, Minn.—It was still cold today, but 
¥e have observed this about the weather: The 
latives speak about it more often than the 
"sitors do, and the sad thing about it is that 
they speak apologetically. As a matter of fact, 
‘sitors enjoy the clear, dry, bracing air. 1f 
We were asked to pick out a winter resort we 





would say Minnesota. Some day this country 
will develop its winter sports and revive its ice 
palace. Personally we enjoy the winter sports 
of the North a good deal more than we do the 
sports wearing white duck pants that you meet 
around some of the warmer resorts about this 
time of year. 

ELKINS, W. Va.—The name of Wilson, the 
Wilsons of Elkins, is well known in the manu- 
facture of lumber, so we were not surprised to 
find George W. president of the Rotary club, 
and G. H. Overbolt, of the Wilson Lumber Co., 
secretary, and M. N. Wilson and Merritt Wilson 
also present. In fact there was a fine outpour- 
ing of the lumbermen, the Keystone Manufac- 
turing Co. being represented by W. H. Mason, 
R. B. Cody and L. W. Coberly, and Morrison, 
Gross & Co. by C. A. Gross. O. H. Taylor, the 
flooring manufacturer, was also there, and like- 
wise Senator T. E. Hardman, whom we may 
still call one of our number. 

And tomorrow morning Doe Neale, who isn’t 
a lumberman, but has all of the qualifications, 
is going to drive us overland to Grafton in order 
that we may make a return call on Fairmont. 


We See b’ the Papers 


What a lot of young men need isn’t a college 
education but a Coolidge education. 


We don’t know what the correct definition of 
an hiatus is, but we suggest that it is the space 
between the gown and the goloshes. 


The real sure sign of spring isn’t when the 
songbirds come North but when these baseball 
birds go South. 

They yell ‘‘Man overboard!’’ at sea, and 
we don’t see why a fellow shouldn’t be per- 
mitted to yell it now and then at a banquet. 


Oats were sowed in southern Illinois in Feb- 
ruary, but in Chicago they sow them the year 
around. 

The 1925 skirts are only knee-high, and, 
sometimes we regretfully think, the 1925 intel- 
lect. 

Tom Lawson died broke, but many a man 
will die rich who never got the kick out of life 
that Tom Lawson did. 


Forty-one thousand employees have taken 
stock in the New York Central; which is em- 
inently better than taking stock in what Bob 
LaFollette tells them. 

Some of the neighbors in the vicinity of the 
cave said that Floyd Collins was just puttin’ on, 
showing that neighbors are much the same the 
world over. 

In order to encourage thrift we might explain 
that the man who saved sixty cents eight years 
ago now has a dollar, and that the dollar is 
worth sixty cents. 

The grain business has been investigated 
thirty times, but no good way has ever been 
discovered to keep people from buying $1.60 
wheat that they thought would go to $2. 


President Coolidge took a congressman who 
opposes his farm relief ideas for a cruise on the 
Mayflower. We hope the President was all that 
disagreed with him. 


The recent fall in the price of wheat is said 
to have been due to the fact that the estate of 
the late Mr. Fleischmann sold his holdings. 
Well, you know what happens when you leave 
out the yeast. 

Wisconsin farmers are fighting the law re- 
quiring physical exercise in the schools. The 
average farmer is generally able to think up a 
few things for the boys and girls to do at home. 


The Canadian Pacific liner Montclare has been 
fitted with a ‘‘repeater’’ so that now the ship’s 
orchestra can be heard in every part of the ship. 
There seems to be no refuge left for the pas- 


sengers now but the sea. 
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Minimum _ Investment HL 
and Maximum Turnover |; 


a is assured when you order 
in Bruce Oak Flooring in a 


MIXED CAR SHIPMENT 


with plain or quartered oak or gum finish and ?. | 
mouldings, veneer stair treads, oak wagon 
stock, oak and gum dimension stock, oak : 
bridge plank and timbers, beech and gum | 
flooring, cedar lumber and Ceda’line, Southern | 
hardwoods, air or kiln dried. Arkansas short = | 
_ leaf Pine (Rosemary Species) smoke-dried lum- | *} 
+7) ber, moldings and finish. Me 
4, Freight costs less than L. C.L. Your 
stocks are kept balanced and turned fy 
often, with less capital investment. You | 
can order from us what you need, when (77 
you need it. Try a Bruce mixed Car. 4 


» EL. BRUCE COMPANY | 


Manufacturers § 
Tennessee 
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Old 
Reliable 


Maple, Birch, Beech 


FLOORING 


Made from Michigan’s 
Finest Stumpage 


Grand Rapids Trust Company 
Receiver for WILLIAM HORNER 


Plant : Perkins Building, 
Newberry, Mich. Grand Rapids, Mich. 





























Lumber Dealers 
= .. Hold Trade, 


and broaden their ac- 
quaintance with farm- 
ers by installing and 
demonstrating the 


r scree =: 
Monarch Meal and Feed Mill 
This mill will grind oats, corn, rye, buck- 
wheat, etc, and do it in a way which induces 
farmers to buy one outright. The Monarch 
mill proves a good trade builder for your lum- 
ber business and a money maker. 


ett 






Write for our proposition today. 





P.O.Box 461 


| Sprout, Waldron & Co., MUNCY, PA. | 
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OU can’t g0 wrong in 
stocking ‘“‘Larite’’ floor- 

ing. It is one of the oldest and 
best known dense longleaf 
pine floorings on the market. 
It has always been known for 
its splendid manufacture and 
good assortment of lengths. 


Hundreds of dealers are 
selling ‘‘I.arite’’ profitably. It 
will pay you to investigate it. 
You can buy it mixed with 


Southern Pine 
YARD AND SHED STOCK 


Give ‘‘Larite’”’ a trial 
in your yard 


Carter - Kelley Lumber Co. 


MANNING, TEXAS 











Texas Hardwoods 
and Pine Lumber 


OAK, GUM, ELM 
ASH, HICKORY 
CYPRESS 
PINE 
Dimension Stock 
a Specialty. 

















Tell us your needs today. 
Boynton Lumber Co. 
> or ane mesa LUFKIN, TEXAS 
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is also a symbol of satis- a 
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Keith Lumber Co. 


547-551 Keith Bldg., Beaumont, Texxs 



















WILLIAM HENRY BONER 

Wiiliam Henry Boner, general manager of the 
Weyerhaeuser Timber Co., Everett, Wash., died 
on Saturday afternoon, Feb. 7, at his home in 
that city after a pro- 
longed illness. Mr. [ 
Boner was 62 years old 
and had been confined to 
his home since Dec. 12 
and to his bed since Dec. 
22. Death was due to 
a complication of dis- 
eases, with heart failure 








THE LATE 
W. H. BONER, 
Everett, Wash. 





as the immediate cause. 
Funeral services were 
held at the First Pres- 
byterian Church of Ev- 
erett on Tuesday, Feb. 
10, Rev. George T. Gun- 
ter and Rev. O. H. King 
officiating. Practically 
every business man in Everett attended the 
services and the Rotary Club, of which Mr. 
Boner was a member, was present in a body. 
The active pallbearers were: Lee French, Rob- 
ert W. Hunt, William H. Peabody, Frank B. 
Martin, Albert A. Shattuck and Harry H. Pay- 
zant, all of them connected with the Weyer- 
haeuser organization in Everett. The honorary 
pallbearers were: George S. Long, of Tacoma; 
Herbert J. Clough, Charles D. Fratt, E. H. 
Poyneer, Richard Hambidge, Harry W. Stuchell, 
Clyde Walton and John E. Frost, all of Everett, 
and all closely identified with the lumber in- 
dustry. Lumbermen from all parts of the Pa- 
cific northwest were present. High tribute was 
paid to the deceased by the officiating clergymen 
and the church was filled with flowers. The 
memorial address emphasized the fact that kind- 
ness, gentleness and simplicity were the predom- 
inant traits of the man who in spite of his 
great business success and his notable commer- 
cial and executive ability, was always the gen- 
tle and lovable friend so valued by his associ- 
ates. Mr. Boner is survived by a widow, two 
daughters; Mrs. Edward B. Wight, and Miss 
I’Lee Boner, his mother, living in Milan, Mo., 
one brother, also of Milan, and a sister at Oak- 
land, Calif. He was buried in Evergreen Ceme- 
tery at Everett. 

William Henry Boner -was born at Milan, 
Mo., Jan. 23, 1863, and was educated in the 
public schools of that place. He finished his 
training at a business college in Burlington, 
Towa, and at the age of 21 bought out a lumber 
yard in Milan which he operated about a year. 
He then took charge of one of the yards of 
the Excelsior Lumber Co., of Ainsworth, Neb., 
and gained much of lumbering experience in 
four years at the various yards of that company 
in Nebraska, South Dakota and Wyoming. In 
1890 he went West and became associated with 
Col. George H. Emerson, of the Northwestern 
Lumber Co., at Hoquiam, Wash. Later he was 
transferred to the South Bend mill of that com- 
pany, and 1902 he became manager for the Simp- 
son Lumber Co., which succeeded the Northwest- 
ern at South Bend. That company sold out in 
1906 to South Bend Mills & Timber Co., and 
Mr. Boner made a venture into California, re- 
turning to South Bend, however, about a year 
later. In August, 1907, he was appointed man- 
ager for the Weyerhaeuser Timber Co., at 
Everett, where he remained until his death. 

Mr. Boner was intimately associated with 
the rapid manufacturing and marketing develop- 
ment which the Weyerhaeuser Timber Co. has 
brought about during the last ten years. Mill 

. at Everett, was built between April, 1914, 
and May, 1915, beginning operations on May 
15, and has been one of the outstanding manu- 








ee 



























































facturing units of the lumber world. Mr. Boner 
was for some years vice president of the Thomp. 
son Yards (Inc.) and was also a director of the 
Weyerhaeuser Sales Co., ever since that company 
was organized for the marketing of the produets 
of the Weyerhaeuser affiliated companies. Con. 
struction of Mill C., at Everett, a unit designed 
for the cutting of hemlock exclusively, began in 
December, 1923, and the mill began cutting on 
Dec. 1, 1924, under Mr. Boner’s direction. He 
was also instrumental in the Weyerhaeuser Tim. 
ber Co.’s purchase of the Hanley and Pomona, 
two fine, big steamers, bought from the United 
States Shipping Board and used to ¢arry lun. 
ber from the Everett plants to the Weyerhaeuser 
Timber Co.’s wholesale distributing yards at 
Baltimore, Md. Mr. Boner was intimately con. 
nected with the inception of the Baltimore yard 
and he saw it develop into a very important dis- 
tributing point, supplying the lumber needs of 
Atlantie Coast dealers. 

Always active in association work of the 
Northwest, Mr. Boner had been a director of the 
West Coast Lumbermen’s Association and of 
the Douglas Fir Exploitation & Export Co. He 
was president of the Cascade Club of Everett in 
1922, and of the Everett Golf & Country Club 
in 1923, and was a member of the Everett Ro- 
tary Club. He was at one time a director of the 
First National Bank of Everett. L. 8. Case, 
of Spokane, general manager of the Weyer- 
haeuser Sales Co., when told of Mr. Boner’s 
death, said: ‘‘In the passing of W. H. Boner, 
the Weyerhaeuser Sales Co. loses one of its most 
active and interested trustees. He was one of 
the incorporators of the company, was its first 
and only vice president and was always most 
interested in its progress, taking a prominent 
part in its activities. He stood steadfastly for 
interested service and a square deal. To know 
him and have his friendship and his wise counsel 
was a great privilege. He will be mourned and 
greatly missed by his associates and large cir- 
cle of friends.’’ 

[Special telegram to AMERICAN LUMBERMAN] 

Tacoma, WASH., Feb. 11.—George 8. Long, 
general manager of the Weyerhaeuser Timber 
Co. paid the following tribute to the late W. H. 
Boner: 

W. H. Boner came to the Weyerhaeuser or- 
ganization eighteen years ago, taking charge 
of its sawmill at Everett, which at that time 
had a capacity of about 50,000,000 feet. Largely 
on his initiative and because of the companys 
recognition of his executive ability, this mill 
capacity was increased by the building of other 
mills at Everett, until now the company has 
three large mills with an annual capacity of 
300,000,000 feet. The building of these additional 
mills would probably not have been undertaken 
if-Mr. Boner had not been so sanguine, courage- 
ous and efficient, all of which fully warranted 
the company adding to his responsibilities. His 
attitude as the manager of these mills was that 
of a man who felt and acted in every way as 
though the business were his own. His strong 
personality was felt in all departments of the 
company’s activities at Everett. He could not 
have shown more interest or exercised any 
greater ability had he been the sole proprietor 
of the plants. Coupled with these most excel- 
lent qualities as a business man and as an 
executive, Mr. Boner had a very human per- 
sonality. He was fond of men and thought 4 
very great deal of the proper ethics in the rela- 
tions between company and customers. He felt 
very keenly his responsibility to the workmen in 
the plants and always kept their best interests 
in mind, and he had the happy faculty of doing 
this without any ostentation and without any 
hope of or desire for recognition on the par 
of the public for meritorious work. In other 
words, he did it because he liked it and because 
he believed in it. 

In all of his activities he was quiet, unassum- 
ing and a plain simple man, and yet he never 
hesitated to reach a positive decision on cod 
matter that had to be acted upon, and when tha 
decision was made, he acted without delay. Hé 
made friends with everybody and held them. 
His instincts for attaining business success were 
marked and always in evidence. Equally etrong 
were his instincts for fair treatment and ner y 
relations with everybody with whom he' ti 
business. It was a great source of pleasure 
the company to have such a worthy and stroms 
man in its. organization. Such implicit fal : 
was placed in his rare judgment and executive 
ability that he was given the very largest pir 
sible leeway in the management of the a a 
which he had in charge. The company’s + 
of such a man is greatest in the feeling that 
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ce 
members have lost a worthy and dependable 
jend a well as a very successful and depend- 
able business associate. 

At the beginning of the meeting of the Ta- 
coma Lumbermen’s Club today, J. G. Newbegin, 
residing, an appropriate resolution was passed 
touching the death of Mr. Boner. Members of 
the club who attended the funeral in Everett 
Tuesday were: J. G. Dickson, E. W. Demarest, 
4, H. Landram, Everett G. Griggs and Ernest 
Dolge. Mr. Dickson spoke feelingly of the serv- 
ees in Everett. 


COLORADO LUMBERMAN DIES 
{Special telegram to AMERICAN LUMBERMAN] 


Denver, COLO., Feb. 11.—John A. Donovan, one 
of the most widely known members of the lum- 
per fraternity in Colorado, died in St. Josephs 
Hospital, Denver, Feb. 10 after a brief illness. 
Mr. Donavan was born in Cincinnati, Ohio, in 
157, and in 1885 settled in Longmont, Colo., 
where, With his brothers, Timothy and D. C., 
he established the Donovan Lumber Co., first 
pusiness of its kind in that town. Mr. Donovan 
was secretary of the firm until about a year 
ago When the Donovan brothers sold out to J. F. 
Schwarts. Mr. Donovan was prominent in the 
councils of the Mountain States Lumber Dealers’ 
Association, and in local politics. During his 
residence in Longmont he served one term as a 
member of the city council and one term as 
mayor, declining a second term in the latter 
fice. He was Democratic National Committee- 
man for Colorado at one time, was a leader in 
the Rotary Club and a member of the Elks Club 
and the Knights of Columbus. The illness which 
caused his death attacked him Sunday after his 
arrival in Denver to attend a meeting of the 
State Highway Advisory Board, of which he had 
been an honored member since 1923. He will be 
buried in Longmont where his two brothers and 
a number of nephews and nieces reside. 


THOMAS B. STONE, one of Cincinnati’s vet- 
eran lumbermen, died Monday, Feb. 9, at his 
home in Vernon Manor, Cincinnati, Ohio, at the 
age of 71. The decedent was born in Pittsburgh, 
Pa, AS @ young man he went to Cincinnati 
and engaged in the coal business. About 35 
years ago he entered the lumber field and or- 
ganized the T. B. Stone Lumber Co., which be- 
came an important factor in the lumber field 
for many years. Mr. Stone retired from active 
business about two years ago because of ill 
health. He also was interested in the Cincin- 
nati Walnut Lumber Co: Mr. Stone is survived 
by his widow, a daughter, Mrs. W. Thomas 
Johnson, and his son, W. W. Stone, who is 
= * _~ A B. meg a Mr. Stone was 
e in fraternal circles, being a 32nd d 
Mason and a Knight Templar. 7 _ 


PETER McNEIL. The funeral of Peter McNeil 
president of the McNeil Lumber Corporation, 
Buffalo, N. Y., whose death was recorded last 
week, was largely attended by his former asso- 
cates in the trade. The honorary bearers in- 
cluded the following members of the Buffalo 
Lumber Exchange: James B. Wall, Maurice M. 
Wall, Peter Engelbardt, George J. Zimmermann, 
Kingsley C. Evarts, Ganson Depew, William P. 
Betts, Isaac N. Stewart, John McLeod, Harry 
L, Abbott, Clarence W. Bodge, Bernard Brady, 
louis A. Fischer, Henry I. George, Clark W. 
Hurd, Burton H. Hurd, Harry T. Trotter, Gab- 
tel Elias, Orson E. Yeager and C. Walter Betts. 


BRARTIN V. BATES, for years a lumberman at 
Pmocrat, Ky., and later a successful merchant 
of Millstone, Ky., died there Saturday, Feb. 7, 
after a long illness of tuberculosis. Mr. Bates 
returned a few days previous to his death from 
Florida where he spent some time in the hope 
. regaining his health. He was about 60 years 
Besides the widow Mr. Bates is survived 
y two sons and three daughters. He was a son 


jg late Bob Bates, extensive timber land 





prigHARD D. KENDALL, aged 90, who was 
je 50 years sawmill foreman in the Weyer- 
meeser & Denkmann sawmill in Rock Island, 
a died Feb. 5 at his home in Moline, Ill. He 
Ha born in Batavia, N. Y., Oct. 21, 1834 and 
th en 21 years old went to Rock Island, entering 
ren Weyerhaeuser & Denkmann employ. He 
i ted a few years ago. He had held member- 
tsi in the First Methodist church in Rock 
and 69 years. Three daughters, a son, two 
tothers and two grandchildren survive. 


WONATHAN MOAR, father of Mrs. Margaret 
Aye died Feb. 1 at the Wilson home in 
anacen Wash. Mr. Moar was born in 1830 
Ae a native of the Orkney Islands, Scot- 
RW. He went to Aberdeen with the late Charles 
Bro, ilson to help with the building of Wilson 
ee mill. The Wilson Bros. mill in Aberdeen 
8 bended operations Monday in respect for Mr. 
wears Memory. The body was taken to Port- 
4nd for burial, . 


Piling ELDON DYNES, wife of the president 
-_s Dynes-Pohlman Lumber Co. of Indianap- 
at fend, died recently at St. Vincent’s hospital 
ra € age of 43. Her death followed an opera- 

n for appendicitis. Mrs. Dynes was born in 
in Tale. Ky. She was married to Mr. Dynes 
tite 00 and had lived in Indianapolis since that 
the apne Was a member of the Daughters of 

American Revolution and the Presbyterian 


church. Besides her husband, she is survived 
by a daughter, Miss Lillian Wood Dynes. 


SAMUEL B. HOUSE, well known retail lum- 
ber dealer of Stevensville, Ont., passed away at 
his home there on Feb, 4. Mr. House was in his 
65th year and had for many years been an im- 
portant figure in the retail lumber trade of On- 
tario. He wes also closely associated with the 
Niagara Peninsuia Branch of the Ontario Retail 
Lumber Dealers’ Asscriation, taking a keen in- 
terest in its work and mextings. 


JOHN WRIGHT, Ft. William, Ont., died re- 
cently in his 81st year. Mr. Wright conducted 
lumbering and pulp wood operations for many 
years. He was the father of Mrs. Bowerman 
and Mrs. McIntyre, who so far as known, are 
the only women pulpwood contractors in the 
world. An interesting fact in connection with 
Mr. Wright is that he was born in the White 
House, at Washington, at a time when his 
parents were in the Presidental service. 


JAMES STEWART, retired lumber merchant 
of Toronto, Ont., died suddenly on board the 
train on his way home from Florida, recently. 
Mr. Stewart had been in the habit of spending 
his winters in the South. Not feeling very well 
he decided to return home, but passed away on 
the train near Detroit. The remains were 
taken to Toronto for interment. Mr. Stewart 
was 84 years of age. 


MRS. BERTHA W. MAAS, 51 years old, wife 
of George L. Maas, president of the Maas- 
Neimeyer Lumber Co., of Indianapolis, Ind., 
died at her home recently after a short illness. 
She was born in Indianapolis and had lived 
in that city her entire life. She was married 
to Mr. Maas in 1893. She is survived by her 
husband, one son, Hugo G., who is connected 
with his father in the lumber company, and a 
daughter, Miss Wilhelmina Maas. 


LE VANT RANSOM, a lumber salesman iden- 
tified with the Western New York trade for 
many years, died at Rochester on Feb. 5 from 
injuries sustained there five days previously. 
He was employed by the Theodore Krug Lum- 
ber Co., Buffalo, and had formerly been with the 
Lake Independence Lumber Co., Chicago. He 
had a large acquaintance in this section. He 
was about 50 years old and is survived by his 
wife, living in North Tonawanda. 


CLAUD F. HOWARD, aged 53, of Blackey, Ky., 
for years engaged in the export walnut business 
and the operation of saw mills died Wednesday 
morning, Feb. 4, in Cincinnati, Ohio, where 
he had gone on business in connection with a 
lumber deal. Physicians stated that acute in- 
digestion was the immediate cause of his death. 
The widow, two sons and many relatives and 
friends survive him. 


TROUBLE AND LITIGATION 


Spokan», WASsH., Feb. 7.—The Panhandle Lum- 
ber Co., defendant in a breach of contract suit by 
W. W. Shields for $33,801, was awarded a verdict 
by a jury in the federal court here on Wednesday. 
The complaint alleged that the amount of $33,801 
was due Mr. Shields for services on a timber loca- 
tion near Spirit Lake, Idaho. Mr. Shields in his 
complaint alleged that he had been put to great 
expense by reason of the stopping of operations 
by the company within two months after he started 
his work. The logging of several million feet of 
lumber was involved in the suit. It took the jury 
only an hour and a half of deliberation to reach 
a verdict. 














BALTIMORE, Mp., Feb. 9.—Efforts made by cred- 
itors of the American Woodworking Corporation, 
receivers for which were asked on Oct. 14, to 
evolve some plan which would enable the company 
to work out of its difficulties having proved futile, 
the sale of the plant and contents at auction has 
been decreed. The sale will take place on Feb. 
27. The building, a brick structure, 70 by 300 
feet, was erected especially for the corporation and 
is of the daylight variety. It has a full comple- 
ment of machinery for the production of millwork, 
and ‘will be disposed of, along with the adjacent 
lot, which can be used as a yard. 





SEATTLE, WasnH., Feb. 7.—For the fifth time a 
decision favorable to B. R. Lewis and the Clear 
Lake Lumber Co. has been rendered in the so 
ealled “Flick case,” involving logging rates over 
the Puget Sound Cascade Railway Co. The pres- 
ent decision, which it is assumed will be final, has 
been handed down by the supreme court of the 
State of Washington. Briefly, it affirms the right 
of the logging road to fix the rates now in effect, 
as just and reasonable. The case is entitled “the 
State of Washington, ex rel. Clear Lake Lumber 
Co. and the Puget Sound Cascade Railway Co., 
respondent, vs. E. V. Kuykendall, as director of 
public works, and R. T. Davis and Edwin H. Flick, 
respondents.” 


When the logging road offered to haul logs at a } 


certain rate, Flick objected, tendering a rate which 
the logging company declared was less than cost. 
Flick went to the public service commission with 
his complaint, where he was given an adverse 
decision. He then appealed successively to the 
superior court, and to the supreme court, where in 
each instance he lost; and finally, he again ap- 
peared before the supreme court on a writ of 
review. It is this decision which has just been 
handed down. 
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Los Angeles Homes 


floored with 
"America’s Finest” 


OAK FLOORING 








is in homes like these 
that owners and visitors 


exclaim: “What beautiful 
floors!” 


The superlative quality 
of Superior Brand Oak 
Flooring is actually manu- 
factured into the flooring, 
through methods peculiar 
to our own factory. 


These are responsible for 
the word-of-mouth adver- 
tising which “AMERICA’S 
FINEST” receives in every 
community—advertising 
that creates ever-increasing 
sales volume for dealers. 


Our free book explains in a way 
you ll understand. Write for 
it and quotations, TODAY! 


SUPERIOR OAK FLOORING 
COMPANY 


Helena, Arkansas 
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Money-Saving 
Mixed Cars 


You can order any part of a 
car of Southern Pine items and 
fill out with any of the other 
items listed below. Our mixed 
cars save your time, save book- 
keeping and checking ship- 
ments, reduce stock investment 
and increase turnover. 


Pine, Oak and Gum 
Trim, Oak Flooring, 
AromaticRed Cedar 


Let us mix a car of the 
above items for you. 


Hodge-Hunt 


LUMBER CO., Inc. 























LONGLEAF 


~ 
HEAVY PITCH Pine 


For Export and Interior Trade 


We make shipments 
from New Orleans, 
Gulfport, Mobile and 
Pascagoula of 


Dalsepact, TIMBERS, YARD 
400,000 Feet and SHED STOCK 


Dantzler Allied Mills 


L.N. DANTZLER LUMBER CO. 
Moss Point, Miss. Sales Agents 
MILLS AT 

Moss Point Howison TenMile Cedar Lake ) 














# . * 


If It’s 


POPLAR 


Wire Case-Fowler 


Case-Fowler Lumber Co. 


MACON, GEORGIA 
We are Equipped to Resaw and Surface 
J. H. Mackelduff, Manager 


General Sales Office, 1234 Commercial Trust Building, 
Phone, Spruce 1593. Philadelphia, Pa. 


Chicago New England St. Louis 
Representative Representative Representative 
James N. Woodbury, J. J. Bertholet, Wm. Dings, 
11S. La Salle St., 30 Hemming St. Railway Exchange, 
Chicago, Ill. Boston, Mass. St. Louis, Mo. 


Phone, State 9022. 











| The largest Poplar Mill in the World. a 
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Conference Date Postponed to April 


At the request of President Aishton, of the 
American Railway Association, the conference 
of lumber manufacturers with the mechanical 
division, division of purchases and stores, and 
the division of maintenance of way of the 
American Railway Association regarding the 
uses of standard sizes and grades of lumber, 
which was scheduled for the afternoon of 
Feb. 24 at Chicago, has been postponed until 
some time in April, its date to be announced. In 
Mr. Aishton’s judgment Feb. 24 is not a date 
that would permit a gathering of railroad rep- 
resentatives such as he believes should attend 
the meeting. The Central Committee on Lum- 
ber Standards is advising manufacturers’ as- 
sociations and members of the Manufacturers’ 
Standardization Committee of the change. 


Exports of Automotive Products 


According to Perey Owen, chief of the auto- 
motive division, Department of Commerce, auto- 
motive products are now being exported from 
the United States at the rate of $4,600,000 
weekly, with every prospect of further improve- 
ment this year. Automotive products took first 
place in manufactured articles exported last 
year with a total value of $221,000,000. They 
were exceeded in value only by unmanufactured 
cotton and mineral oils. The increase in value 
over 1923 was exactly 25 percent. 


Latin-American Forest Survey 


As a preliminary step in the proposed survey 
of forests in Latin-American countries, the Pan- 
American Union has addressed to the Depart- 
ment of Agriculture in each of the republics to 
the south of us a questionnaire designed to de- 
velop available data on this subject. The ques- 
tionnaire calls for information as to whether 
there is a national or local bureau or office of 
forestry in the country, with the name of the 
office and the officials in charge; what has been 
accomplished and whether reports concerning 
the work are available; whether an arbor day, 
tree planting or similar organization exists; 
copies of laws or regulations relating to forests 
and their conservation; what data exists on the 
forested area; approximate area of virgin 
forests; area and distribution of special woods; 
list of works containing matter on forest areas; 
whether maps are available showing specific 
areas; what agricultural or other colleges teach 
forestry, and numerous other points. 

Attention is called to the work done by Maj. 
George P. Ahern as head of the forestry depart- 
ment of the Philippine Government, which was 
organized by the United States Government in 
1900 under President McKinley, and how the 
forest problem in the Philippines was solved. 

Mr. Ahern is head of the forest division of 
the Tropical Research Foundation, organized 
several months ago, and which among other 
things proposes to make an exhaustive survey 
of the forest resources of Latin-American coun- 
tries, largely with a view to insuring a future 
supply of hardwood lumber for American indus- 
tries as the supply of raw material dwindles in 
this country, and to encourage intelligent con- 
servation of this great resource in tropical 
America. In discussing this matter the Pan- 
American Bulletin for February makes reference 
to the National Conference on the Utilization of 
Forests Products called by the late Secretary of 
Agriculture Wallace and held here after the un- 
timely death of that official. Of that conference 
it is said that constitutes, it is hoped, 
‘another step toward that Pan-American For- 
estry Conference which is the logical goal of the 
broad forestry policy which is being developed. ’’ 

The bulletin, which circulates throughout 
Latin America, includes a somewhat lengthy 
‘*forest devastation warning’’ by Gifford 
Pinchot, who says in part: 


In most of the tropical forests that are being 
worked today only a few of the many different 


woods are utilized. Some of the countries of (gq. 
tral America boast of nine hundred different 
species of trees, of which less than a dozen ay 
now of commercial importance. At the pregey; 
time lumbering operations are limited largely t, 
accessible regions, and especially to such special) 
or previous woods as mahogany, cedar, rosewog, 
and the dye woods. 

With so large a percentage of inferior treeg anj 
so small a percentage of important timber tree 
and the consequent ultra selective method of log. 
-ging, it is important that the countries of Latip 
America take a chapter from the forest experieng 
of the United States. 

The right time to begin forestry is before th 
forests are gone. The United States is laboring 
under the handicap of having started her foreg 
work too late. We must expel the false notion, 
still too prevalent, that forest conditions can }¢ 
corrected in a few months. Forest restoration {g 
at best a slow process. The nation is fortunate 
that does not delay in establishing a sound forest 
conservation policy. 


Plan for Philadelphia Cargo Receipts 


PHILADELPHIA, Pa., Feb. 9.—Through the 
Lumbermen’s Exchange, local lumbermen have 
asked the Port of Philadelphia ocean traffic bu. 
reau to investigate and endeavor to determine 
why some steamship lines entering this port with 
lumber cargoes from the Pacific coast, assess a 
charge of $1 a thousand feet for discharging; 
while others in the same trade make no charge. 
The bureau has promised a quick investigation 
and satisfactory adjustment, if possible. 

In addition to the spruce shipments from 
Norway and Finland, 70,000,000 feet of Pacific 
fir is expected to be handled through this port 
in the next six months. In all, 600,000,000 feet 
of Coast lumber will be received here during 
1925; according to estimates of port officials. 

Renewed activity was begun this week in pro- 
viding a lumber terminal and very necessary 
handling facilities. The Tidewater Terminals, 
where most of the lumber is received, are inade- 
quate for the volume of shipping contemplated. 
Pier Eighty-two South, a municipal pier built 
during the war, is ideal for lumber handling; 
except that it lacks the necessary equipment. 
Close by there are eighty-eight acres of ground 
that would make ideal space for storage sheds. 
These would permit storing at very low rates, 
and removing lumber as needed by the whole- 
saler. Hauling costs would be saved in many 
instances, and yards could be kept free for 
rapidly moving stock. It is impossible for one 
concern to swing the project—the vast amount 
involved requiring concerted effort. Director 
Sproule, of the department of wharves, called 
a meeting of lumbermen in the hope of evolving 
some plan, but no definite one was suggested. 
Lumbermen were asked if they would lease the 
pier, but no definite offer was forthcoming. 
Harvey C. Miller, president of the Tidewater 
Terminals, is now in Washington before the 
Shipping Board officials, negotiating with them 
and other interests. 


New Hardwood Concern Organized 


CotumBus, OnI0, Feb. 9.—A new enterprise 
has been incorporated and located at Loraim 
and McKinley avenues. It is the Columbus 
Hardwood Manufacturing Co., whose business 
will be to buy hardwood logs, manufacture lum- 
ber and sell both at wholesale and retail, alr 
dried and kiln dried. : 

The company is composed of lumbermen 
Ohio and New York. J. W. Frye, of the J. W. 
Frye Lumber Co., Dayton, who has been m 
the lumber business for thirty years, is pres 
dent of the company, and will divide his time 
between Dayton and Columbus, being a resident 
of Dayton. H. F. Krebs, of Dayton, also with 
the J. W. Frye Lumber Co., is secretary; ©. E. 
Bitzer, of the Walnut Lumber & Veneer ©. 
of Brooklyn, N. Y., will be treasurer. He has 
been identified with the lumber business both i 
New York and North Carolina for several years 








and will give his entire time to the new com 
pany. Fred Ferris will be manager and buyer 
for the company. 
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Proposal to Increase Minimum Weight 


MEMPHIS, TENN., Feb. 10.—J. H. Townshend, 
gecretary-manager of the Southern Hardwood 
Traffié Association, announces that the South- 


western Freight Bureau is considering a proposal 
to increase the minimum weight on lumber ap- 
plying from, to and between points in Southwest- 
ern territory to 36,000 pounds in cars thirty-six 
feet or more in length—where cars of less capacity 
are furnished, the marked capacity will govern. 
There is but little doubt that the proposal will be 
considered by committees in other territory. The 
association is getting views of its members be- 
fore attacking the proposal. 
Maximum Load Limits of Cars 
Announcement is also made by the Southern 
Hardwood Traffic Association that the Southern 
Freight Association is considering a rule proposing 
the following maximum load limits of cars: 
Total Weight in 


When the Marked Pounds of Car 


Capacity in Contents Must 
Pounds Is Not Exceed 
140,000 7 
110,000 169,000 
100,000 169,000 
80,000 140,000 
60,000 103,000 
40,000 66,000 


The proposed rule also provides that the cost 
of transferring overloads, plus 10 percent, will be 
charged against the shipment; also a per diem 
charge of $1 a day or fraction thereof for the 
full period of interrupted transportation; also $5 
switching where switching is performed; further 
when a car of suitable capacity is available to ac- 
commodate the transferred shipment, the carrier 
will transfer excess weight to a second car and as- 
sess the latter at the carload rate and actual 


low grade lumber are produced by mills located 
in close proximity to the seaboard and can be de- 
livered by water to foreign markets at less cost 
than to American consuming points by rail. 

“Tf export markets did not exist the stock now 
shipped abroad would be added to the large quan- 
tity sold for domestic consumption and conse- 
quently reduce prices which would cause many 
mills to close down as it would make it unprofit- 
able for them to operate. As the last few drops 
of water cause the bucket to overflow so does that 
part exported furnish the momentum necessary 
to swing the pendulum of trade toward prosperity 
in the lumber industry.” ; 


Forest Products Loadings Increase 


WASHINGTON, D. C., Feb. 10.—Loading of rev- 
enue freight for the first five weeks in 1925 totaled 
4,450,993 cars, according to reports just received 
from the carriers by the car service division of the 
American Railway Association. This was the 
greatest loading for any corresponding period on 
record, exceeding by 156,723 or 3.6 percent the 
corresponding period last year and by 211,614 cars 
or 5.0 percent the corresponding period in 1923. 

Loading for the week of Jan. 31, the latest re- 
ports available, was 896,055 cars. This was a de- 
erease of 28,199 cars under the preceding week 
and 33,568 cars under the corresponding period 
last year, but 30,641 cars above the same period 
in 1923. 

For the week of Jan. 31, forest products and live 
stock were the only commodities to show an in- 
crease over the preceding week, while grain and 
grain products, coal, merchandise and less than 
carload lot freight, miscellaneous freight, coke and 
ore showed decreases. 

Forest products loading totaled 75,617 cars, 
1,303 cars above the week before, but 5,191 cars 
under last yeay. Compared with the corresponding 





THERE IS BUT ONE— 





Sure way to success and it is called work. 

Best policy in any circumstance and that is to tell the truth. 
Path to happiness and it is called duty. 

Time to prepare for an emergency and that is beforehand. 
Method of keeping friends and that is called loyalty. 

Safe investment and that is called character. 

W ay to end war and that is to spread goodwill. 








weight, subject to minimum of 20,000 pounds. It 
also provides that the excess weight of low grade 
commodities may be abandoned at the option of 
the owner. 

The maximum load limits are somewhat more 
liberal than the present basis, according to Mr. 
Townshend, secretary-manager of the association, 
but the other provisions of the rule are highly re- 
strictive and may have a tendency to discourage 
heavy loading of cars. 


Eastbound Rates on Coast Lumber 


WASHINGTON, D. C., Feb. 9.—Division 2 of the 
Interstate Commerce Commission has further sus- 
pended until March 6 schedules contained in Sup- 
plement No. 19 to I. C. C. No. 1,132 filed by Agent 
R. H. Countiss, affecting eastbound transconti- 
nental rates on lumber from the Pacific coast. 
The schedules were originally suspended until 
Feb. 4, but Division 2 finds its investigation can 
not be completed by that date. The proceeding 
is known as Investigation & Suspension Docket 
No, 2,249, 


Lumber Exports and Conservation 


WASHINGTON, D. C., Feb. 9.—In connection 
with the suggestion, heard from time to time more 
or less seriously, that it might be well to embargo 
the exportation of lumber in the interest of con- 
servation, A. E. Boadle, assistant chief of the lum- 
ber division, Department of Commerce, says: 


“The value of America’s export lumber trade 
Must not be judged entirely from the viewpoint of 
total dollars and cents or volume in board feet. 

any points must be considered. Some markets 
are an outlet for upper grades which develop in 

€ process of manufacturing for which there is 
p. umited domestic demand, while others take the 
Ower grades. 

‘A considerable part of a sawmill’s cut of the 
oo grades is sold at less than cost of production 
th the upper grades must furnish the profit for 

© sawmill operation. Large quantities of this 


period two years ago it was an increasé of 5,820 
cars. 

Grain and grain products loading amounted to 
47,891 cars, a decrease of 5,833 cars below the 
week before and 5,720 cars under the same week 
last year, but 6,196 cars over two years ago. In 
the western districts alone, grain and grain prod- 
ucts loading totaled 31,995 cars, a decrease of 
5,103 cars under the corresponding week last year. 

Coal loading totaled 192,339 cars, a decrease of 
8,890 cars under the preceding week and 6,551 
cars below the same week last year, but 1,914 cars 
above two years ago. 


Equipment Inquiries and Orders 


In the latest issue of Railway Age inquiries and 
orders placed by the railroads are reported as 
follows: 

INQuir1IES—Chicago, Burlington & Quincy, 500 
gondola cars; Piedmont & Northern, 49 flat cars 
and one box car of 40-ton capacity; Pacific Rail- 
road & Nicaragua, 20 double-sheathed box cars of 
20-ton capacity; Western Fruit Express, one lot 
400 and one lot 350 steel underframes for re- 
frigerator cars; Chicago, Indianapolis & Louisville, 
500 box cars. 

Orpers—Canadian National, 325 automobile 
cars, with Canadian Car & Foundry Co., 175 with 
Eastern Car Co. (Ltd.); Swift & Co., 150 stock 
cars, with Illinois Car & Manufacturing Co.; Ford 
Motor Co., 475 gondola cars and 50 flat cars, with 
Standard Steel Car Co.; Delaware, Lackawanna & 
Western, 1,000 steel underframe box cars, 55-ton 
capacity with American Car & Foundry Co. 


Asks for Rehearing 


WASHINGTON, D. C., Feb. 9—The Louisville 
Cooperage Co. has filed with the Interstate Com- 
merce Commission a petition urging rehearing 
and reconsideration of Docket No. 14,684—Louis- 
ville Cooperage Co. vs. Louisville & Nashville Rail- 
road Co., et al. Several errors are alleged in the 
findings promulgated in this case. 





Get the Sales With 
This Flooring ! 


With a stock of Hudson 
Oak Flooring in your ware- 
house, you can offer just as 
good values as the next dealer. 
Hudson Oak Flooring is 
well made, reliably graded 
and economical, too. You 


need not fear competit- 
ion when you sell Hudson 
Brand. 


a at 


Write for the name of 
our nearest distributor. 


Hudson Hardwood 


Flooring Company 
P, O, BOX 217 
MEMPHIS, TENNESSEE 


Owned by Hudson & Dugger Company 


HUDSON 
Oak Flooring 








Appalachian 
Flooring Co. 


KNOXVILLE, TENN. 
" Oak and 
“acy, Maple 
Ls 


Flooring 


Manufactured from 
stock coming from 
our own timber 
lands in Eastern 
Tennessee. 


Our Flooring is:— 
Soft Textured 
Tennessee stock 
Uniform grade 
Uniform Color 


We have spared no effort or expense to secure 
experienced men for our organization and know 
that our flooring will give you perfect satisfaction. 


We offer for Immediate shipment— 
50 M 13/16x2% No. 2 Com. Mixed Oak 
50 M 13/16x2% Cl. Pl. Red Oak 

100 M 13/16x24 Sel. Pl. Red Oak 
25 M 1316x214 No.1 Com. Pl. Red Oak 
20 M 13/16x2% Cl. Maple 
20 M 13/16x2% No. 1 Maple 


MAPLES LUMBER CO. 


KNOXVILLE, TENN. 
Manufacturers 
Hardwood Lumber— Poplar Bevel Siding 


Commercial Work, Kiln Drying and 
Planing Mill work of all kinds. 
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CI Louisiana Coo 








SS SOUTHERN 
HARDWOODS 








rd offered for prompt de- 
livery. Order in straigh: 
WHITE or mixed Cars. 
OAK 
cep | OAK, GUM 
OAK HICKORY 
RED 5 Cars 4/4 No. 1 Com. Plain 8. Gum 
GUM 2 Cars 4/4 No. 3 Com. Plain S. Gum 
10 Cars 4/4 No. 2 Com. Plain 8. Gum 
SAP 2 Cars 6/4 No. 3 Com. Plain 8. Gum 
GUM ae pgp ay 
{ Car 3/4 No. 2 Com. Plain 8, Gum 
BLACK 3 Cars 4/4 FAS Plain Sap Gum 
GUM 5 yyy { Com. & Btr. Qtd. 
mai oo 
MAGNOLIA 10 te eg { Com. & Btr. 8d. 
CYPRESS 1 Car 4/4 9 2 Com. poem 
WHITE oer afo-ShG eis aoe 
ASH 2 Cars 4/4 No. { Com. Plain R. Gum 


Write for prices today 


Grant Timber 


& Mfe.Co, Si 
B. * LOUISIANA 
W.W. BEATTY, Sales Manager 














saon SHORTLEAF 
Base, Casing, Edge and Flat 
Grain Flooring, Ceiling, Partition 
Finish (ail thicknesses), Mouldings 
1"& 2” Yard Stock up to 20" long 





Also SOUTHERN HARDWOODS 
DAVIS BROS. 


Ansley. LUMBER CO., Lid 


. 
J 











Lucas E Moore Stave Co., Inc. 


MANUFACTURERS 





EXPORT 


Band 
Sawn 


DOMESTIC 


Southern Hardwoods 


Kiln Drying a Specialty 
Sales Office: NEWORLEANS,LA. Mills at Mobile, Ala. 























Manufacturers 


Pine and Hardwoods 


RANT 


Says Retail Trade Is Coming Back 


SEATTLE, WasuH., Feb. 7.—A. L. Porter of 
Spokane, Wash., secretary-manager of the West- 
ern Retail Lumbermen’s Association and the 
Lumbermen’s Mutual Society, is convinced that 
the institute program in this city Feb. 18, 19 
and 20, will be given at the precise moment of 
a noticeable improvement in business conditions. 
Mr. Porter has crystallized this idea into two 
incisive, compact sentences. He says: ‘‘The 
trade of the retailers is ‘coming back.’ There- 
fore, they must stock up a bit.’’ 

Mr. Porter has reached his conclusion, after 
pointing out that the records, taking business 
as a whole, show 1924 to have been one of the 
best business years in a long time. Also, he 
remarks that the retail lumber industry was 
probably the last line of business to grasp just 
a touch of prosperity—even though in many 
sections the retailers did not feel it at all. Mr. 
Porter says: 


The farms of this country consume about one- 
third of the lumber manufactured in the United 
States. But the farmer, due to lack of funds, has 
been out of the market for several years; hence, 
poor business for the retailers. 

Lumber looks like a mighty good buy, consider- 
ing conditions at the present time. We are al- 
ready beginning to receive letters from members 
to place additional insurance. That is quite dif- 
ferent from the bulk of our mail during the last 
couple of years, with requests to cancel $1,000, 
$2,000 or $3,000 because of low stock. 

All of our members will want to attend the 
great institute in Seattle. Many of them will 
want to look around and see where they can buy 
lumber. 

It is important for all retailers to keep a care- 
ful check on their stock, for the reason that they 
are going to increase rather than decrease, and 
as fast as they increase they should be properly 
protected by insurance. 


Resiows Guthuilber Gass deilie 


SEATTLE, WASH., Feb. 7.—Analyzing the lum- 
ber market, from the standpoint of the Pioneer 
Lumber Co., R. G. King, jr., president, declares 
that in his judgment the present is no time to 
cut prices, saying: ‘‘It is our guess that those 
who have delayed purchasing their requirements 
are going to demand almost immediate ship- 
ment when they place their orders.’’ 

Mr. King, reviewing what has taken place 
during the last ninety days, and in trying to 
forecast what may happen during the next 
thirty to fifty days, calls to mind that each 
year has two aggravating periods for nearly all 
wholesalers, commission men and quite a few 
dealers. He refers to the Fourth of July and 
Christmas closedowns. He also alludes to the 
November elections, and the election of ‘‘the 
proper man,’’ and to the fact that 1924 proved 
to be unsatisfactory and unprofitable for nearly 
all west Coast lumbermen. He continues: 


Therefore, they were particularly anxious to 
see better market conditions and better prices pre- 
vail, and rather unfortunately they went a bit too 
strong in their advances, overlooking the fact that 
we were just entering winter and in the natural 
course of events building would be tied up to a 
very large extent until early spring. The trade re- 
sponded to these advances so long as weather con- 
ditions permitted them to pass their lumber on to 
the builder as fast as they got it in their yards. 
As soon as bad weather set in, building stopped; 
buying ceased, because the dealer did not want to 
tie his money up in stocks of lumber that he might 
have to keep for sixty to ninety days and for which 
he was asked to pay considerably higher prices 
than he had been paying. It was quite natural 
that dealers should prefer to delay their buying 
until they actually needed the lumber, because if 
higher prices were to prevail they would at least 
know that they could pass their stocks on to the 
trade, even at the higher prices. 

With the exception of about two weeks of snow, 
we have had ideal logging and milling weather 
here, and we believe that our production today is 
normal. Stocks at the mills are very low, and 
they are glad to have an opportunity to accumulate 
a little lumber. So far as we can see, there is no 
disposition on the part of the manufacturers to 
move this stock unless they can move it at a satis- 
factory profit. We are convinced that a great 
many west Coast manufacturers will not operate 
their mills during 1925 under similar conditions 
to those that prevailed in 1924. If their lumber 
can be sold at a profit to them, they will operate; 
but they will not operate a loss. This statement 
has been made many times before; but we believe 


that there is a great deal of earnestness, deter. 
mination and necessity behind what is being said 
today. 

It is our impression that stocks as a whole 
throughout the country between the Rocky Moun- 
tains and the Allegheny Mountains, and north of 
the Mississippi River, do not exceed 60 percent of 
normal. It is our opinion that business will equal, 
if it does not exceed, in volume what we had ip 
1924. 

If our logic is right, then we may expect con. 
siderable buying as soon as the weather modifies, 
and more than likely this early buying will de. 
velop about the same time—which would mean 
quite a lot of business coming to the west Coast 
at once. If this happens, you will see prices go 
back to where they were in late November and 
early December. 

Our California market has been dormant for the 
last two or three months, but everything down 
there points to a great business activity this year, 
and it is estimated that buying to take care of thig 
business will start sometime in March. Along 
about the same time, our Atlantic coast demand 
will more than likely pick up—so that we con- 
sider it a good time to sit tight in the boat and not 
let ourselves be influenced into getting on the bear 
side of the market. 

We want to give our trade good service and good 
stocks; but we also want to remain in business; 
so in order to do all three things we must have a 
fair price for what we sell and contract to deliver, 


Making Frames a Little Bit Better 


SEATTLE, WASH., Feb. 7.—An interested vis- 
itor at the plant of the Bryant Lumber Co. a 
few days ago was R. A. McGrath of the H. W. 
Kanouse Lumber Co., Detroit, Mich., who spent 
considerable time in the new planing mill watch- 
ing the processes of the manufacture of Bryant 
quality frames. He was conducted through the 
factory by F. A. Hill, secretary of the company, 
and was able to note the care and precision 
with which the work is performed at every 
stage of the evolution of a frame. 

Another visitor at the plant during the week 
was an experienced sticker man, who was espe- 
cially attracted by that feature of the operation, 
saying, ‘‘That’s the slickest thing I’ve ever 
seen.’’ He referred to a special head for a 
701 Woods sticker, enabling the machine to 
run at a high speed and turn out verfectly 
smooth work all the time. The Bryant organ- 
ization has given a great deal of attention to 
this feature of the work, and has evolved a 
number of special heads enabling the plant to 
turn out certain classes of work more smoothly 
and better than ever before. One special im- 
proved head effects a saving of at least 5 per- 
cent on material that under the former methods 
would have been degraded. Speaking of these 
features Mr. Hill says: 

By the use of special attachments, supplemental 
to the regular equipment, we have been able to 
improve our machine work, and steadily approach a 
little nearer to the ideal article of manufacture. 
The manufacturer of frames advances to a certain 
standard, from which he can not fall back; nor 
can he stand still. It follows, accordingly, that 
he must keep on making the frames just a little 
bit better; and this is what we are continually 
trying to do. The sticker work to which our 
visitors have referred in complimentary terms is 
a case in point. 


Illustrated Booklet on Coast Operation 


SNOQUALMIE FALLS, WASH., Feb. 7.—A hand- 
somely illustrated booklet has just come from 
the press, setting forth some of the marvels of 
the Snoqualmie Falls Lumber Co. The volume 
expresses the hope that those who have never 
had the privilege of visiting a big Pacific coast 
lumbering operation will find something of in- 
terest in the pictorial story of the operation. 
In the foreword, F. R. Titecomb, general man- 
ager of the Snoqualmie Falls Lumber Co., says: 

The photographer and the printer at best are 
only substitutes. In a booklet of this kind it is 
only possible to touch a few high spots. It would 
please us, therefore, to have you consider this @ 
personal invitation to visit this great Pacific coast 
region and these mills in particular at your first 
opportunity. It will be our pleasure to show you 
at first hand some of the things pictured in this 
booklet. ) 

From this viewpoint, the booklet is one of 
the handsomest invitations ever issued. Mr. 
Titcomb is sending out a total of ten thousand 
of them to lumber dealers and consumers in all 


parts of the United States. 
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MEMPHIS, TENN. 


Feb. 9.—Few hardwood orders were received and 
accepted last week. Many have been turned down. 
Manufacturers will not accept orders at low prices, 
which they contend are below cost of production. 
It is the consensus that with better weather all 
groups will gradually come back into the market 
and that demand will exceed supply, forcing price 
levels considerably higher. There is practically 
no buying for future needs. With the weather 
beginning to clear it is evident that the building 
trades will soon begin taking hardwoods in good 
quantities, and then again the hardwood flooring 
people will come back into the market. It is felt 
that the automobile group will be looking for hard- 
woods, and it is known that the furniture group 
must buy soon to cover orders placed during re- 
cent shows. Rains continue throughout southern 
producing territory and will soon cause a slowing 
up of production. There are no logs being brought 
in, and there will probably be no further logging 
until near April 1, unless weather conditions be- 
come unusually favorable. Export demand is still 
fair, with a large number of inquiries now being 
handled. Shipments have been fairly heavy for 
the first month of the year, but it is thought those 
of the next thirty days will far surpass the first 
month’s totals. 


MILWAUKEE, WIS. 


Feb. 10.—Slight improvement in demand from 
the retail yards featured the market last week. 
Weather conditions were favorable for building. 
Considerable demand for lath was reported by one 
large wholesaler. Reports from the northern mills 
indicate that the local condition is common to a 
widespread territory, and an increasing movement 
of hemlock building lumber has resulted. The 
northern hardwoods, too, are holding their own. 
Orders from the wood using industries have not 
shown any substantial increase during the last 
week, but reports indicate that consumption has 
improved. Inquiries for birch, maple, basswood 
and ash were more numerous. Quotations con- 
tinue firm and requests for price concessions are 
being refused. A good lot of inch birch was sold 
during the week to the furniture interests, in ad- 
dition to the usual quotas taken by the interior 
finish mills. Maple continued in demand by the 
flooring mills, refrigerator interests were broad- 
casting inquiries for ash, and some basswood was 
sold to the toy and moulding factories. 

Reports of speedy work at the logging camps 
continue. The Rib Lake (Wis.) Lumber Co. has 
estimated that at the end of the season it will 
have cut 40,000,000 feet this year, as compared 
with 27,000,000 last year. Other company camps 
are reported to be hiring additional men in an 
effort to utilize the present good weather to the 
fullest advantage. 

A. L. Osborn, prominent Oshkosh (Wis.) lum- 
berman, submitted to an operation for appendicitis 
at the Mercy Hospital, that city, on Thursday 
afternoon, Feb. 5. His condition since the opera- 
tion has been reported as satisfactory. 

L. E. Larson, president Sheboygan Fruit Box 
Co., has been elected president of the Fruit & 
Dairy Box Co., of Sturgeon Bay, Wis. Other direc- 
tors are Otto Haack, J. G. Martin, M. E. Larson, 
M. B. Goff, Edward Burr and H. O. Bernhardt. 

The Palmetier & Abell Lumber Co., Waukesha, 
Wis., recently announced the addition of a new 
member to the firm, A. E. Skinner, formerly gen- 
eral manager of the twenty-eight yards of the 
Heddles Lumber Co. 


RHINELANDER, WIS. 


Feb. 9.—A long thaw, which continued most of 
last week, destroyed the sleighing on country roads 
and put a stop to all logging. 

Demand for hardwoods continued slow, whole- 
salers in Rhinelander, Wausau and other cities 
report. Michigan wholesalers say it is the same 
with them. Birch and maple are the best sellers; 
‘there is some sale of basswood in Nos. 2 and 8, but 
the No, 1 and better does not seem to sell, though 
there is some inquiry. Some inquiries for bass- 
Wood are coming in from New York points. Soft 
elm, particularly 4/4 Nos. 1 and 2 common, is 
weak and in very little demand, but No. 3 elm in 
any thickness sells well for crating, and is being 
shipped practically green from the saw. An item 
in steady demand is No. 3 birch, and since the 
mills and yards contain no dry stock, a number of 
sales are made from the new cut. One order for 
100,000 feet of 4/4 No. 3 was placed here last 
Week at $20.25, f. o. b. Rhinelander. At the same 
time, No. 3 4/4 hard maple, box and crating grade, 
is going begging at about 60 percent of this price. 





The box factories do not want maple, and the 
furniture concerns prefer ash and elm, even at 
higher prices. A Milwaukee jobber reports having 
purchased 500,000 feet of 4/4 hard maple flooring 
stock for a Michigan factory lately, which costs 
$65 for No. 1; $45 for No. 2, and $33 for No. 3 A, 
delivered on Grand Rapids rate. There is not much 
dry hard maple at the mills, and some of them are 
holding at about $2 above these figures. The floor- 
ing people say that they can not pay any more 
than the above. 

A report in the daily papers last week to the 
effect that the Robbins Flooring Co. of Rhinelander 
had bought the Goodwillie box factory at Man- 
istique, Mich., is ‘“‘premature,” to say the least, so 
says Albert Abendroth, chief owner of the flooring 


ee MARINETTE, WIS. 


Feb. 9.—A thaw of several days’ duration 
made logging prospects dubious, for the snow dis- 
appeared rapidly, but colder weather is expected 
later, so it is not believed that output will be 
curtailed. 

The Collings Land & Lumber Co.’s sawmill at 
Rapid River, Mich., has begun operations with a 
crew of a hundred. Only hardwood is being sawed, 
and logs are arriving at the rate of four to eight 
carloads daily. A large amount of timber is also 
being hauled on sleighs. ¢ 

The spur track being built by the Northwestetn 
railroad from Beaton, west of Watersmeet, Wi8., 
may be completed within a month. It is estimated 
that there is sufficient timber there for twenty 
years’ cut. The Heineman Lumber Co., of Wausau, 
has a number of jobbers operating in that part 
of the State, and considerable timber is owned by 
other companies in territory surrounding the new 


spur. The spur extends a distance of eight miles 


and will be devoted exclusively to logging. 

Benzie & Son, of Norway, Mich., have com- 
pleted their contract for cutting and hauling more 
than 400,000 feet, board measure, of logs for the 
Oliver Mining Co. 


GRAND RAPIDS, MICH. 


Feb. 9.—In spite of unfavorable conditions and 
slow movement, the local lumber market is hold- 
ing steady. Construction is inactive. The furni- 
ture factory demand is slightly heavier. Exports 
are helping to steady prices and keep stocks mov- 
ing. 

A woodlot conservation demonstration was given 
under the auspices of the Kent board of super- 
visors, Feb. 10. A committee selected a 40-acre 
plot heavily wooded and had a representative mark 
all trees over an acre area which he believed 
should be removed. These trees were cut and all 
dead wood cleared away. Then County Agent K. 
K. Vining gave a talk. 


COLUMBUS, OHIO 


Feb. 9.—While retail dealers have been in the 
hardwood market, their trade is hampered by bad 
weather and the bulk of orders is coming from 
factories. Concerns making boxes, automobiles, 
furniture and musical instruments are buying lib- 
erally. Railroad inquiries continue good, and a 
nice run of business is being booked. Dry stocks 
are not plentiful. Bad weather in producing areas 
has hampered operations. Flooring is especially 
scarce. Shipments are coming in promptly as a 
rule. 

Southern pine trade is rather weak and irregu- 
lar. Retailers are pretty well stocked up. Bad 
weather has interfered with deliveries. Transit 
cars are numerous and sell at lower than market 
figures as a rule. Some of the country dealers 
have broken stocks.s Rough finish and flooring are 
the strongest items. Boards are fairly active. 

H. H. Giesy, of the H. H. Giesy & Bros. Co., 
this city, one of the best known lumbermen in 
Columbus territory, has been receiving many con- 
gratulations from his friends, both here and else- 
where, on the attainment recently of his sixty- 
eighth birthday. Mr. Giesy has been in the lumber 
business for thirty-five years and is considered to 
be one of the best posted men on market condi- 
tions in this section. Discussing the outlook for 
business, Mr. Giesy said: “I can not, for the life 
of me, see why the lumber business will not be 
good this coming year—in fact, for at least two 
years. I believe that prices as a rule will not go 
any lower. Of course, there will be dips and 
jumps, but on the whole I look for good business 
with sane, sensible prices.”” Mr. Giesy is planning 
to make a trip to the South and attend the annual 
meeting of the Southern Pine Association in New 
Orleans néxt month. 

At the annual stockholders’ meeting of the H. 
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If You’re Not 
Getting the 
Value You Want 


we invite you to try our 
organization. We're out 
to deliver the very best val- 
ues we can and we believe 
a trial order will convince 
you that we can give you 
the values you want. 
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We offer you some Min, C 
mighty good values With our ‘a 
in this stock for we HORTLE A 
specialize in Finish . 
Flooring 
No. 1 and 2 Riding, 
SHORTLEAF outing 
DIMENSION 


Large and Small orders are 
Solicited. Try a car soon. 


Lathrop Lumber Co. 


LATHROP, ALA. oa 
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HIGH GRADE 


%”" and \%" CEILING. 
4" and \" BEVEL SIDING. 


STOVER LUMBER CO. 


MOBILE, ALABAMA. 














THE ACTUARY DOES A MAN’S WORK 


And does it accurately. A book to use for figuring 
moulding, lumber bills, car freights, car invoices, yard 
inventories, odd sizes, etc. Has a table for determining 
the list of new mouldings, a table of prices on door and 
window stock, a table of measurements on wall board 
fn 32 and 48-inch widths and various other valuable 
fics soo aN GAN COMSERUEN a 
eather, 50. ; 
Dearborn St., Chicago, Ill, 


H. Giesy & Bros. Co., which is a jobbing concern 
operated by retail lumber dealers, H. H. Giesy was 
elected chairman of the board; W. G. Smith, of 
Akron, president; G. E. Richards, vice president, 
and R. M. Lueas, secretary. C. A. Dawson will 
continue as general manager. 

The Doddington Co. will take two more months 
to motorize its main plant. No stoppage in pro- 
duction is noticeable. In all about eighty motors 
will be installed. 

W. M. Ritter, head of the W. M. Ritter Lumber 
Co., who has been sojourning in Florida, visited 
the Columbus headquarters recently. It was the 
first visit since his distribution of one-fourth of 
the capital stock of the company to his employees. 

Albert Legg, for thirty years general manager 
J. H. Zinn Lumber Co., local retailer, retired 
shortly after the first of the year and is succeeded 
by Albert Grannan, who has been assistant general 
manager for five years, Mr. Legg is well ad- 
vanced in years and intends to rest. during the 
remainder of his life. He left for a sojourn in 
Florida. 

H. R. Allen, president H. R. Allen Lumber Co., 
a wholesale concern, has been elected a repre- 
sentative from Aladdin Temple, Nobles of the Mys- 
tic Shrine, to the annual Imperial Council meet- 
ing at Los Angeles in June. 

E. Doddington, head of the Doddington Co., and 
C. E. Richards, treasurer, have left for a Medi- 
terranean trip of several months. 

Frank Lumbert, sr., head of the Fifth Avenue 
Lumber Co., left recently with his wife for a six 
weeks’ stay in Florida. 


EVANSVILLE, IND. 


Feb. 9.—Factory owners have been buying hard- 
wood quite liberally during the last week or ten 
days. Owing to bad roads and inclement weather, 
retail business has suffered much. Railroad in- 
quiries have been increasing. Veneer manufac- 
turers report a good trade. Most southern Indiana 
furniture plants are being operated steadily. 
Manufacturers of second grade furniture secured 
a great many orders at recent markets. The auto- 
mobile and box and musical instrument manufac- 
turers have been in the market for a great deal of 
lumber since the first of the year. Retail dealers 
in the rural communities are planning to replenish 
their broken stocks. Most manufacturers of lum- 
ber report that their business in January showed 
an increase over the corresponding month of last 


EAGLE RIVER, WIS. 


Feb. 10.—An increase in inquiries has been 
noted during the last week, these coming prin- 
cipally from sash, door and interior trim manu- 
facturers, and flooring and box plants. Larger in- 
quiry from automobile industry indicates an in- 
erease in orders. Prices remain firm, especialy 
on birch and maple, dry stocks of which are daily 
becoming less plentiful. More interest has been 
shown in the last few days in northern pine, Ex- 
tremely mild weather is making it difficult for log- 
gers to get in their season’s cut, especially where 
they depend upon sleigh hauls. 

The Wisconsin-Michigan Lumber Co, is adding 
more machinery to its box plant to meet increased 
demand. Installation will be completed within 
the next few days, and the plant running at full 


capacity. 
LOUISVILLE, KY. 


Feb, 10.—Hardwood demand continues excellent, 
with prices quite satisfactory and holding firmly 
all along the line. The movement is good, and 
production fair. The furniture trade is the best 
buyer, with some scattered demand for automotive 
stock, and very fair business from the planers on 
interior trim material. Box companies are taking 
a fair amount of material, and cabinet and rail- 
road buying is quite fair as a whole. Local quo- 
tations, inch stocks: Kentucky and Indiana quar- 
tered white oak, FAS, $145; common, $80; quar- 
tered red, $125 and $75; plain white, $105 and 
$65; plain red, $95 and $62. Southern oak, quar- 
tered white, FAS, $130; common, $75; quartered 
red, $100 and $65; plain white, $90 and $62; 
plain red, $87 and $60. Poplar, FAS, $105; saps 
and selects, $80; common, $55. Quartered red 
gum, $85 and $62; plain red, $82 and $60; quar- 
tered sap, $63 and $50; plain sap, $58 and $41. 
Walnut, FAS, $220; selects, $160; common, $115; 
No. 2, common, $50. Chestnut, $105 and $57. 
Ash, $100 and $60. Basswood, $90 and $60. 

H. L. Rollwage, for many years vice president 
Chess & Wymond Co., who has been interested in 
the Louisville Wood Products Co., recently re- 
signed from the Chess & Wymond Co. to go with 
the products company, which is producing interior 
trim, moldings ete. 

O. R. Waterstraat, of the Anderson Co., Louis- 
ville, and C. W. Brickley, of the C. W. Brickley 
Lumber Co., were among directors of the Louis- 





ville Building Material Credit Men’s Association, 


elected at the annual meeting on the evening of 
Feb. 9, following a dinner at the Elks’ Club. The 
organization was formed about a year ago, and 
has saved the local building material men many 
thousands of dollars on credits. 


LANSING, MICH. 


Feb. 9.—Continued cold weather prevented any 
decided movement of lumber stocks during the 
week, but the cold snap has broken and a change 
for the better is seen. Although little construc. 
tion was done during January, there has been g 
small but continuous demand for lumber which 
had greatly depleted the yard stocks. 


MERRILL, WIS. 


Feb. 10.—Prices of hardwoods show a further 
tendency to advance. Orders are accumulating, 
especially for the lower grades. Wet weather hag 
interfered with logging operations, but the tem- 
perature has made another drop, and additional 
snowfall Tuesday promises to speed up logging 
again. 

The Stange Lumber Co. started a double night 
shift Monday, at its sawmill at Merrill, the plant 
going on a complete night and day basis. Logs 
are being shipped from the Star Lake holdings, 
and in addition some logs are being purchased 
from farmers. 

The Heineman Lumber Co.’s sawmill at Merrill 
was scheduled to begin day operations Thursday 
of this week. ‘The mill has 500,000 feet of hard- 
wood logs decked at the mill. The cut this year 
will exceed that of 1924. 

Mr. and Mrs. A. H.-Stange, of Merrill, Wis., de- 
parted Monday evening for Hot Springs national 
park, where they will spend about six weeks. 

The Ollhoff Lumber Co., Merrill, at its directors’ 
meeting this week expects to decide whether it 
will purchase logs from farmers. The company 
has about 500,000 feet of logs on hand for manu- 
facture this season. J. A. Emerich has been re- 
elected president; Ferdinand Ollhoff, vice presi- 
dent; John Brandt, secretary; J. H. Hieb, treas- 
urer, and A, C, Friday and the foregoing, directors. 


DETROIT, MICH. 


Feb. 9.—The wholesale market in softwoods has 
developed occasional weak spots, although retain- 
ing a strong inclination toward firmness, due 
largely to retarded production by southern mills 
affected by wet weather. More transit cars are 
being offered in this territory, but they are not 
numerous. Buying by local yards is lagging, pend- 
ing the beginning of more construction work. Re- 
tailers report complete stocks of practically all 
items. 

A continued improvement in purchases of hard- 
woods for the automotive industry is noted, al- 
though buying is not on a large scale. Body plants 
are adhering to augmented production schedules, 
and contemplating further increases. Hard maple 
and ash continue to be leading items, and a some- 
what increased demand for oak is reported. 

A number of educational meetings during the 
winter months are planned by the Detroit Subur- 
ban Lumber Dealers’ Association. At the February 
meeting four reels of moving pictures furnished by 
the Southern Pine Association, showing complete 
southern pine manufacturing operations, were 
shown. A lecture on the “Structure and Season- 
ing of Wood’ was given by J. S. Mathewson, of 
the Forest Products Laboratory, Madison, Wis. 
Mr. Mathewson illustrated his lecture with a one 
reel film, entitled ““Wood Wisdom.” 


BUFFALO, N. Y. 


Feb. 9.—The Buffalo Lumber Dealers’ Associa- 
tion, and the Buffalo Lumber Exchange, have 
issued an announcement regarding the big party 
which will be given for the lumbermen, their 
families and friends on Feb. 18 at the Hotel 
Statler. Dinner will be served at 6:30 a. m., fol- 
lowed by an illustrated travelog by Chester J. 
Hogue, his subject being “Japan in Pictures.” 

The lumber interests, being so deeply interested 
in the proposed advancing of eastern freight rates 
under the plea of readjustment, are planning to 
attend in considerable numbers the hearing be- 
fore the Interstate Commerce Commission in Wash- 
ington all this month. The arrangements for the 
attendance from here will be made by the Cham- 
ber of Commerce. On the official list are H. J. 
Bryant, representative of the Buffalo interests, 
and Henry Adema, secretary of the White Pine 
Association of the Tonawandas. While some ship- 
pers are not affected by these proposed changes, 
the lumber advance is said to be as high as 25 
percent. 

The R. T. Jones Navigation Co., of North Tona- 
wanda, has been incorporated with R. T. Jones a8 
president, and H. Morton Jones vice president and 
general manager. Both are members of the R. T. 
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Jones Lumber Co. The company will operate the 
steamer Hlmira and barge Keuka in the lake lum- 
yer trade, Arrangements have been made by the 
company to bring down more lumber than usual 
pext season. 

Joe Bydolek, manager Buffalo Sash & Door Co. 
and champion golf player, wrenched his knee last 
week while playing golf in the Miami Beach cham- 
pionship. Despite the pain of the injury, he won 
q victory over J. W. Gilbert, of Detroit. 

p, E. Carney, secretary and manager Elmwood 
Lumber & Shingle Co., has returned to business 
again after a fall upon an icy sidewalk, which laid 
him up for a week or two. 

Visitors to the lumber trade last week were 
4, C, List, vice president and treasurer Colonial 
Lumber Co., Columbus, Ga., and J. G. Daly, sec- 
retary and treasurer C. L. Gray Lumber Co., 
Meridian, Miss. 

R. D. McLean, president R. D. McLean Lumber 
(o, has been on a business trip to Montreal and 
other points in Canada during the last week. 


INDIANAPOLIS, IND. 


Feb. 11.—The demand for some hardwoods con- 
tinues active, but for others is rather dull. Busi- 
ness being done with the furniture industry here 
jg exceptionally good, and gives every indication 
of becoming better. Ash, gum and hickory appear 
to be most wanted by these factories, oak having 
waned a little in popularity. Walnut, of course, 
always is a staple item with furniture factories 
here in Indiana. From all indications, little can 
pe expected from the automobile industry until 
spring is nearer. Most of the local body builders, 
however, report a lot of work and are buying 
steadily. Sash and door and flooring plants are 
undergoing a seasonal slump. Retail trade is 
quiet, most retailers having large stocks. Some 
fair railroad orders were secured last week for 
timbers and car stocks. Utilities have put out 
gome feelers, but most traction work is being held 
up pending the outcome of State utility legisla- 
thon, 

The illness of James Eaglesfield, Indianapolis 
lumberman, is said to be serious. This week Mrs. 
Eaglesfield suffered a stroke of paralysis and her 
condition is said to be grave. 


ANTIGO, WIS. 


Feb. 10.—The mild weather has greatly cur- 
tailed logging. With colder weather approaching, 
local lumbermen believe that all logs now decked 
will be got out. All cutting, however, has stopped, 
and all forces are on sleigh haul. Local mills 
have not been hampered to date, all having a sup- 
ply decked at the mills for emergency. The sud- 
den change in the weather, however, will have a 
tendency to curtail production. 


There seems to be a big demand for dry birch 
in all thicknesses. ‘There is very little dry stock 
in the hands of local manufacturers, and stiffer 
prices are already being quoted. 


JACKSON, MISS. 


Feb, 10.—Conditions have been unfavorable for 
hardwood operations. Stocks in this section are 
nearly normal, but production is decreasing. 
There has been very little change in demand, and 
prices have remained firm. The weather has af- 
fected the demand from some sources. ‘The fur- 
iiture factories are consuming considerable red 
and sap gum. The export demand continues good, 
the bulk from Burope. 


ATLANTA, GA. 


Feb. 9.—Good weather has considerably im- 
Ptoved production, logging operations being pos- 
‘ible in swampier and lower lying districts. Not 
auch hardwood stock is being accumulated, how- 
‘ver, as demand has continued active. 


Volume of business from furniture factories has 
wt as yet reached the proportions the millmen 
tad expected it to. Items in gum, oak and wal- 
tut are being taken, but mostly better grades of 
ip The factories also are showing a tendency 
re buy their stocks some time in advance. Quar- 
pred red gum, f. o. b. mills, is $89 to $93 for 
AS, the 8/4 at $91@93 representing an average 
ddvance of $4 the last two weeks. No. 1 common 
Pt - to $75, while No. 2 remains $35 to $45. 
War red gum, FAS, is up about $3 to $80 for 
Me: $84 for 5 and 6/4, and $91@92 for 8/4. 
wt, 1, 8 $85 to $45, and No. 2 $25 to $28. Plain 
PAS about the same, but: the tendency is upward. 
$95 _ $55 to $60; No. 1, $38 to $48, and No. 2, 

0 $28, 
Roscoe has been actively resumed and _ plan- 
fn o— and millwork plants are fairly active 
interio market, taking principally hardwoods for 

or trim. They show a tendency to buy fur- 


ther in advance. Flooring demand is a little less 
than it has been. 

One of the most interesting features is the in- 
creased buying from automotive trades. Prices 
for thick white ash in FAS and No. 1 and 
select, f.o.b. mills, are somewhat less than aver- 
ages elsewhere. For 10/4 FAS the average is 
about $117, while No. 1 common and select is $80. 
The 12/4 is $122 for FAS, and $85 for No. 1 com- 
mon and select. 

Export shipments are fair, with heavier busi- 
ness looked for the rest of this month and through 
March. Inquiries are good from Latin American 
countries, with Cuba a fair buyer. 


JACKSONVILLE, FLA. 


Feb. 7.—Southern hardwood markets are prob- 
ably enjoying better business than softwoods, al- 
though demand has fallen off during the last two 
weeks. ‘There has been no change in price. A 
nice volume is still being received. The furniture 
manufacturers are the best buyers and their or- 
der files assure hardwood manufacturers of good 
business for the rest of the spring at least. Au- 
tomobile manufacturers have disposed of their 
surplus stocks of cars and indicate their intention 
to enter the market on a large scale in the very 
near future. The agricultural implement manu- 
facturers are doing a nice business and are taking 
some hardwood lumber, as are millwork plants and 
flooring factories. The export situation is not 
exactly satisfactory. 


Short Lengths Permissible in Shipments 


BROOKHAVEN, Miss., Feb. 10.—In a recent 
letter addressed to the salesmen and commission 
men representing the J. J. Newman Lumber 
Co., and the Homochitto Lumber Co., of this 
place, K. W. Bridges, assistant general sales 
manager, discusses at some length the question 
of short lengths, in mixed lengths shipments. In 
this connection he says: 


The retailers can sell these shorts if they will 
simply make up their minds that they are going to 
get them and will work to the end of disposing 
of them. We feel satisfied that all retailers can 
do this, as a very large percentage of them are 
already doing so. 

There seems to be a more or less misunderstand- 
ing with reference to just what kind of an order 
permits the usual percentage of shorts as outlined 
by Southern Pine Association rules. On June 5, 
1924, we sent you a schedule worked out in de- 
tail form, showing the percentage of shorts per- 
missible in shipments of mixed lengths. There 
seemed to be some doubt in the minds of some of 
our shippers, and there is evidently some doubt 
in the minds of some of our salesmen with refer- 
ence to the interpretation of “Mixed length ship- 
ments,” so we have taken the trouble to write 
J. E. Jones, chief inspector of the Southern Pine 
Association, to give us his ruling on this point. 
His interpretation is that an order reading random 
lengths, assorted lengths, regular lengths, mixed 
lengths, or even an order reading 10- to 20-foot 


falls under this category and is entitled to in- 


clude the usual percentage of shorts. 

An order reading 12- to 20-foot, 14- to 20-foot, 
12- to 16-foot or any such specification of this 
kind, would doubtless be intended by the buyer to 
be a special contract and he would not expect the 
usual percentage of shorts. Therefore, a first-class 
salesman would cover this point before leaving his 
buyer, or even before naming a price, and if he 
did not expect the usual percentage of shorts, then 
a price addition for the longer lengths should be 
made, 

An order reading as follows: 


3,000 feet 1x4-inch 10-foot No. 2 flooring 
3,000 feet 1x4-inch 12-foot No. 2 flooring 
3,000 feet 1x4-inch 14-foot No. 2 flooring 
3,000 feet 1x4-inch 16-foot No. 2 flooring 
3,000 feet 1x4-inch 18-foot No, 2 flooring 
3,000 feet 1x4-inch 20-foot No. 2 flooring 


would also be considered a special contract and 
customer would not expect to receive any shorts; 
therefore, the salesman should make an addition 
in price on this account, due to the fact that this 
customer is not taking any shorts; which will 
mean that the mill will have a surplus on which 
the price will have to be sacrificed in order to get 
them moved. 

If you have a customer who is ordering stock 
10- to 20-foot and does not expect to get any 
shorts, he is only fooling himself with reference 
to this, unless it is written on the face of the 
order ‘‘Nothing shorter than 10 feet to be loaded,” 
so please be very careful with your orders like this 
to see that this specification is placed on the face 
of your order, in case your customer is not in- 
tending to receive any shorts, as our mills are in- 
structed in all cases where we are entitled to load 





the shorts, to do so up to the point permitted by 
association rules. But we are just as emphatic 
with them that they are not to overload the rules 
as we are emphatic with them to ship in so far as 
possible what the rules will permit. We want to 
conduct our business in an entirely ethical man- 
ner by staying within the law with reference to 
our shipments of shorts, and in order to assist us 
in doing this, it is going to be necessary that each 
and every salesman be very careful to have each 
order clearly written so there is no misunder- 
standing by the shipping clerk when he gets 
ready to load the order. 


c— ceorcGia c— 
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ROUGH OR DRESSED 


MOULDINGS, LATH, 
SHINGLES 


Sales Agent for the Following Mills:— 


THE HEBARD CYPRESS COMPANY, 
Waycross, Ga. 


BIG SALKEHATCHIE CYPRESS CO. 


Varnville, S.C. 
BLACK RIVER CYPRESS CO. LYON PINE COMPANY, 
Gable, S.C. Odessa, Fa. 
BURTON - SWARTZ PINEORA MANUFACTURING 
CYPRESS CO. OF FLORIDA COMPANY, 
Perry, Fla. Pineora, Ga. 
SAVANNAH RIVER LUMBER Also agents for 
COMPANY, DIBERT, STARK & BROWN 
Vale Royal Mill, Savannah, Ga. CYPRESS CO. 


Gilmania Mill, Gilmania, S.C. In territory east of Pittsburgh. 


Gulf Red Cypress Co. 


SAVANNAH, GEORGIA 








Our Specialty: 
BAND SAWED 
OAK-GUM 
ASH - PINE 
CYPRESS 


Carefully Air 
or Kiln Dried. 


110,000 Feet 
Daily Capacity. 


Massee - Felton 
Lumber Co. 
MACON, GA. 
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Well manufactured 
lumber will hold busi- 
ness that poorly manu- 
factured lumber will 
drive to your competi- 
tors. Hold your trade 
by selling Gilchrist- 
Fordney precisely man- 
ufactured stock. 


Yard and Shed Stock, 
Timbers, Lath 


Gilchrist- 
Fordney Co. 


Laurel, Miss. 
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2" Stock 


From 8’ to 16’°—No. 2 & Btr. 


A Specialty 
Our three planing mills and . 


four concentration yards in 
sure you prompt deliveries 
of high grade lumber. 


We invite your 
orders. 





Manufacturers Wholesalers 


‘yi G.,Kirkland Lumber Co. 


TUPELO, MISSISSIPPI } 
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Poplar Magnolia 
Oak Beech 


Gum 


POPLAR BEVEL SIDING 
BOX SHOOKS 


Eastman-Gardiner 


LAUREL, 


MISSISSIPPI Hardwood Co. 


Member Hardwood Manufacturer’s Institute. 
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TACOMA, WASH. 


Feb. 6.—Axel H. Oxholm, former resident of 
Tacoma and now chief of the lumber division of 
the Department of Commerce, was the principal 
speaker at the regular meeting of the Tacoma 
Lumbermen’s Club last Tuesday. The meeting was 
held Tuesday instead of Wednesday, the regular 
meeting day, to allow Mr. Oxholm to deliver his 
message to a large gathering of Tacoma lumber- 
men. Mr. Oxholm told the lumbermen that the 
Department of Commerce is trying to develop a 
market for short lengths as a means of preventing 
waste in lumber manufacture, and that a survey 
of manufacturing industries using wood is being 
made in an effort to show the lumbermen where 
their short lengths can best be marketed. These 
figures should be ready this summer, the speaker 
declared. Mr. Oxholm, who has just returned from 
an eighteen months’ tour of Europe, during which 
he made a study of lumbering methods abroad, 
said that his division is working out a plan for the 
appointment of Government inspectors of lumber 
in European ports in order that claims made on 
shipments not up to specification might be quickly 
adjusted. Last year, Mr. Oxholm said, American 
manufacturers paid $7,500,000 on lumber claims, 
many of which were believed to be unjust, though 
the manufacturers were unable to obtain the 
facts. 

A. H. Landram, sales manager St. Paul & 
Tacoma Lumber Co., who returned this week from 
a tour of the East, reported that a virtual buyers’ 
strike had existed earlier in the winter, as lumber 
buyers held off for lower prices, but that a change 
for the better had come and the buyers had about 
given up hopes of a break in the market. 
He predicted that with improved weather in the 
East the manufacturers would be faced with a 
flood of orders. 

No business was transacted at the meeting. 
Vice President Frost Snyder presided in the ab- 
sence of President J. G. Newbegin. 

Appointment of a special committee to arrange 
for the entertainment of the party of New York 
retail lumbermen which will visit Tacoma Feb. 23 
was announced this week by President Newbegin. 
It will act as host to the visitors. The com- 
mittee is composed of John E. Manley, Paul H. 
Johns, A. K. Martin and EB. A. Wright. 

President Newbegin has been named chief of the 
lumber group in the annual community chest drive 
which opened yesterday. 

Early action on the construction of the north 
end waterfront road, a project backed by all the 
north end mills of Tacoma, has been promised by 
city officials. The city has included an item of 
$100,000 in its budget for this work, while $200,- 
000 ‘more has been promised by the railroads 
operating along the waterfront. The cost of the 
project is estimated at $390,000, and the rest of 
the money needed will be raised by the property 
owners, most of whom are the lumber mills in- 
terested. 

Lumber carriers at the Tacoma docks during 
the present week included the following: Dick- 
man Lumber Co., West Katan, Atlantic coast, 
750,000 feet (part cargo). Puget Sound Lumber 
Co., Lake Frances, California, 550,000 feet (part 
cargo). Defiance Lumber Co., Stanwood, Cali- 
fornia, 50,000 feet (part cargo), and Robin Hood, 
Atlantic coast, 500,000 feet (part cargo). Tide- 
water Mill Co., Eldorado, California, 700,000 feet 
(part cargo). St. Paul & Tacoma Lumber Co., 
Robin Hood, Atlantic coast, 850,000 feet (part 
eargo); Andrea Luckenbach, Atlantic coast, 1,- 
000,000 feet (part cargo) ; Doylestown, California, 
1,000,000 feet (completing), and Lake Frances, 
California, 800,000 feet (completing). Tacoma 
Harbor Lumber Co., President Jefferson, Japan, 
75,0000 feet (part cargo). Portacoma docks, 
West Katan, Atlantic coast, 1,300,000 feet (com- 
pleting) ; Lake Frances, California, 500,000 feet 
(part cargo) ; Andrea Luckenbach, Atlantic coast, 
1,000,000 feet (part cargo), and President Jeffer- 
son, Japan, 500,000 feet and 200 tons box shook 
(part cargo). ‘Terminal dock, Lena Luckenbach, 
Atlantic coast, 3,500,000 shingles (part cargo). 
Baker dock, Doylestown, California, 2,000,000 
shingles and 100,000 feet lath (part cargo), and 
Ohian, Atlantic coast, 370,000 shingles, 3,000 
doors, 50,000 feet cross arms and 2,000 bundles 
lath (part cargo). 


Lumber mills in the Tacoma district have been 
curtailing production during the last two weeks, 
due to the falling off in orders and the apparent 
weakness of the market. Most of the local mills 
are now operating on a 5-day basis. The lumber 
manufacturers do not believe the present condi- 
tion will last long, and expect a heavy demand for 





lumber when weather conditions in the East ang 
middle West make building operations possible, 

The Mountain Lumber Co.’s new plant on the 
tideflats began operations last Saturday, adding 
another mill to the long list that has made Tacom, 
the Lumber Capital of America. The Mountajy 
company’s plant is electrically equipped through. 
out, and has a daily capacity of 80,000 feet. James 
Buchanan is president; E, J. Purkey, vice preg. 
dent; F. D. Oakley, secretary, and R. J. Reed, 
treasurer. Mr. Reed is in charge of operations at 
at the mill. 

First steps toward the development of a largé 
operation in lumber near Lewistown, Idaho, by 
the Weyerhaeuser interests were taken here today 
when the Clearwater Lumber Co. filed amendej 
articles of incorporation increasing its capitalizg. 
tion from $3,000,000 to $6,000,000. The Clear. 
water company, though a Washington concer 
with headquarters in Tacoma, owns a huge stand 
of timber in Idaho and is planning the develop. 
ment of the project, the erection of a large mil] 
and the construction of logging roads and other 
adjuncts to the operation. J. P. Weyerhaeuser, 
president Weyerhaeuser Timber Co., who is also 
president of the Clearwater company, stated that 
while the plans for the operation have been ten. 
tatively made, there are a number of matters 
which must be settled before any action is taken, 

A fire due to a short circuit in a light wire 
threatened the Puget Sound Lumber Co.’s plant 
last Monday. 

The annual meeting of the stockholders of the 
St. Paul & Tacoma Lumber Co., held last Satur- 
day, resulted in the reélection of all the old off- 
cers and trustees. The officers are Everett G, 
Griggs, president; Leonard Howarth, first vice 
president and treasurer; E. M. Rogers, second vice 
president, and H. 8S. Griggs, secretary. The four 
officers named, with the addition of W. H. Hewitt, 
comprise the board. 

Trial of the suit brought by H. L. Block against 
the Nisqually Canyon Lumber Co. and against 
Herbert Brewitt and Tom Brewitt, president and 
vice president respectively of the company, was 
begun in the superior court here today. Mr 
Block is suing to recover $8,000 which he alleges 
he invested in the company at the instigation of 
the defendants, and which investment he de 
clares was obtained by fradulent representations as 
to the company’s assets. The Nisqually Canyon 
company operates a small mill near La Grande. 

Ralph H. Shaffer, president Pacific Box Co, 
sailed from Vancouver, B. C., yesterday on a four 
months’ tour of the Orient during which he will 
visit Japan, China, Australia, New Zealand and 
the South Sea islands. Mr. Shaffer expects to de- 
velop much additional business during his trip. 
The Pacific Box Co. already supplies an immense 
amount of box shook for Far Eastern buyers. 

J. T. Gregory, president Tidewater Mill Co., and 
Alfred W. Fairhurst, president Fairhurst Lumber 
Co., sailed for the Hawaiian Islands last Tuesday 
on the Lurline. Mr. Gregory and Mr. Fairhurst 
are making an investigation of business conditions 
in the islands with special reference to the future 
demand for lumber. ‘They will be away about 
two months. 

Thomas S. Galbraith, vice-president and general 
manager Eatonville Lumber Co., left for Florida 
last week and will be away for the rest of the 
winter. Mr. Galbraith recently recovered from 4 
severe illness and has gone South to recuperate. 

Harry Osgood, Minneapolis representative of the 
Wheeler, Osgood Co., was a Tacoma visitor this 
week, spending several days at the local office of 
the company. 


PORTLAND, ORE. 


Feb. 7..-Stormy weather, with unusually heavy 
rains, has been interrupting lumbering operations 
in western Oregon. Some mills have been forced 
to close because of sudden freshets. Output of the 
plants affected will be curtailed considerably this 
month. But on account of the rather light de 
mand for lumber from the East—due, it is said, 
to the hard winter in the lumber consuming se 
tions—many mills are now going light on produc- 
tion, a large number of them being on a ee: | 
schedule. This schedule will be continued untl 
market conditions improve. 

About 12,000,000 feet of fir and hemlock was 
shipped by water this week from mills in this cus 
toms district: Suwarinco, Port Newark, N. . 
340,000 feet; Edward Luckenbach, New by 
800,000 feet; Missourian, Philadelphia, by 
feet; Multnomah, San Francisco, 800,000 ew 
Hakutstdu Maru, Japan, 4,500,000 feet; an 
Jessup, Japan and China, 3,850,000 feet ; Hes a 
South America, 462,000 feet; Maryland, France, 
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3,000 feet spruce; Thomas P. Beal, Philadelphia 
and Jacksonville, 575,000 feet; Steel Scientist, 
Providence, R. I., 1,652,000 feet. 

About twenty Portland members of the Douglas 
Fir Exploitation & Export Co. expect to attend 
jts annual meeting at Seattle, Feb. 26. 

pr, C, A. Schenck, accompanied by Mrs. Schenck, 
were in Portland this week. He lectured at the 
Oregon forest school at Corvallis, Ore., Friday 
evening. Wednesday evening Dr. Schenck was 
guest of honor at a dinner attended by some thirty 
jymbermen and men engaged in other lines, most 
of whom had attended the Biltmore school. Dr. 
gchenck left here tonight for California, where he 
ig to deliver several lectures. 

Axel H. Oxholm, chief of the lumber division, 
Department of Commerce, was in Portland Wednes- 
day and discussed informally with mill operators 
waste conservation plans adopted by the depart- 
ment, Mr. Oxholf was guest at an informal din- 
ner given by about thirty Portland lumbermen 
Wednesday evening, and talked of trade practices 
and conditions in Europe. 


LOS ANGELES, CALIF. 


Feb. 7.—The southern California market is re- 
ported as very dull. Despite the fact that many 
lumber carriers have been laid off, a considerable 
amount of lumber is still being laid down at the 
local harbor. Unsold stock on the docks at San 
Pedro, according to estimates from reliable sources, 
amount to about 18,000,000 feet. Dealers are not 
buying. The result has been that common ran- 
doms have weakened. Building operations are go- 
ing along.at a favorable pace. Real estate has 
picked up noticeably. With these usually favor- 
able omens, local dealers are confidently looking 
forward to an early change in conditions. During 
January sixty-seven lumber cargoes docked at 














Thig Forest Giant, called the “Ahuehuete” tree, stands near Chapultepec 
Castle, Mexico City, Mexico. It takes eleven people to encircle it 


Los Angeles harbor. Sixty brought fir and seven 
redwood. The capacity of the fir boats was 63,- 
565,000 feet, and the capacity of the redwood car- 
ters, 5,525,000 feet. 

John F, Pritchard, manager Hardwood Manu- 
facturers’ Institute, Memphis, Tenn., is a visitor 
here this week. Mr. Pritchard stated that he 
came to confer with local hardwood dealers so 
that closer relations between manufacturers and 
buyers can be established. 

The new yard of the Kerchoff-Cuzner Lumber 
= Savanah, near El Monte, is nearing comple- 


KANSAS CITY, MO. 


a 10. — Improved weather has brought a 
aoe increase in the demand for lumber, but the 
in ng has been mostly by city yards. A better 
My of business is coming from the East, and 
ja up for a little decrease in the West. 
very raf roads throughout the Southwest are in 
call f ad shape yet, so that there hasn’t been much 
clall . lumber in the country. Rural yards, espe- 
abl y line yards, are fairly well stocked and prob- 
ts Phong not place much business until some lum- 
-« egins to move out. Prices as a rule remain 
. esa this is particularly true of western pine, 
a a and hardwoods. Lumbermen who have 
that ‘le the country the last ten days report 
Deets oe lers are feeling very good over trade pros- 

is spring, and the smaller towns are ex- 


pecting more building than usual. 
are reported very good. 

J. K. Wesson, general lumber sales manager of 
the Central Coal & Coke Co., slipped on an icy 
pavement last week and fractured his right arm. 
He is able to be at his office again this week. 

The Badger Lumber Co. has been awarded the 
contract for the lumber to be used in the new 
$4,000,000 branch of the Sears, Roebuck building, 
now under construction. 

A large number of the employees of the Long- 
Bell Lumber Co. have taken advantage of the com- 
pany’s offer to sell them stock on monthly pay- 
ments equal to $1.25 a month. The price of the 
stock thus to be sold has not yet been fixed. 


OMAHA, NEB. 


Feb. 9.—For the last six or seven days the 
weather has moderated and the result has been 
some picking up of business, especially in the big- 
ger towns. The retailers in such towns are doing 
more than for some time, but the country dealers 
are still waiting for business. There has been no 
change of any consequence in prices for the last 
week, but the general tendency is upward. Hard- 
wood flooring, however, has advanced. 


. BELLINGHAM, WASH. 


Feb. 7.—Dullness in the lumber market has led 
the Bloedel Donovan Lumber Mills and the Puget 
Sound Sawmills & Shingle Co. to reduce their 
operating time one day a week. The first company 
put the new schedule into effect this week, and the 
other concern will do so next week, according to 
Vice President J. G. Earles. Neither company will 
dispense with its night crews. The 5-day week 
will be continued for an indefinite time. The Mor- 
rison Mill Co. will continue to run full time, as it 
has enough box orders on 
hand to keep it busy, says 
President Archie Mor- 
rison. This applies also 
to its Blaine and Ana- 
ecortes factories. The E. 
K. Wood Lumber Co. 
questions whether it will 
cut its running time at 
Bellingham, because the 
mill will be closed about 
March 1 to permit the 
installation of new elec- 
trical machinery. In the 
absence of President Fred 
J. Wood in California, 
the local office is unable 
to say whether there will 
be a curtailment at the 
Anacortes mill. The 
Wood mill is running one 
shift. A curtailment in 
the shingle department of 
the Bloedel Donovan Lum- 
ber Mills was enforced 
this week by high water 
at Lake Whatcom, one 
mill being compelled to 
close. It was feared, too, 
that one of the sawmills 
would have to close for 
the same reason, water 
from the lake having in- 
vaded the fire pit. 


Meanwhile all logging 
camps are preparing for 
a big year. This week the Heaton-Olsen camp 
made preparations to resume shipments after a 
long idleness. The St. Paul & Tacoma Lumber 
Co.’s camp was handicapped by slides on its rail- 
road, due to rains and thawing. It has been un- 
able to start its third side on account of the 
weather. The Bloedel Donovan Lumber Mills will 
begin operating one side of its Goodyear camp on 
the Olympic Peninsula on Feb. 9 and the following 
week a second side will be started, declared J. N. 
Donovan, logging superintendent. He says the 
Beaver Creek camp will begin running about April 
1. Some of the camps were closed for a day or 
two this week owing to rainstorms and wind. Re- 
ceipts here by rail exceed 100 cars daily and they 


Crop prospects 








will increase materially when the weather im- 
proves. There is a large movement of logs by 
water. 


Twenty cargoes of lumber and shingles were 
shipped in January by local mills, the same, number 
as in January, 1924. The footage, however, was 
several million feet less than a year ago. The 
shipments by companies were in feet: Bloedel 
Donovan Lumber Mills, 6,452,000; E. K. Wood 
Lumber Co., 3,300,000; Puget Sound Sawmills & 
Shingle Co., 2,400,000; Morrison Mill Co., 1,760,- 
000. The destinations, with footage, were: Orient, 
2,460,000; California, 2,700,000; west coast South 
America, 1,900,000; Hawaii, 2,625,000; Australia, 
527,000; Atlantic coast, 3,700,0000. One cargo 
consisted of shingles. 


This week’s movements follow: Bloedel Dono- 
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Here's where . buy 
R.R.& CAR 
Material | 


We recently opened our new 
mill where we are sawing some 
of the finest longleaf timber. We 
also handle the output of the 
Southern Lumber @Timber Co., 
which is manufacturing finest 
virgin longleaf. 

We have had long experience 
in catering to railroad and car 
material buyers. Our values 
will interest you. 





We also manufacture ail 
yard and shed items. 


BATSON & 
HATTEN 


LUMBER CO., Inc. 
LYMAN, MISSISSIPPI 

















MISSISSIPPI 
HARDWOODS 


MAGNOLIA § 
OAK,POPLAR 1 






An order given to 
our organization 
means you will 


GUM,TUPELO 
; or i get good values 
CYPRESS and well manu- 
BEECH 


BIG TIMBERS 


i 

; factured stock. 

i Let us preve it. 
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i LAUREL, 2 Richardson- 
, : Gardiner 
t Lumber Co. 
























CARNAHAN & COMPANY 


WHOLESALE 


LUMBER TIES TIMBERS PILING 


JACKSON, Miss. 




















incur ¥ Cllow Pine 
HEART CUTTING EXPORT TIMBERS 


Frailroad and Car Material 
Shed Stock—Boards 


Mills, 60,000 ft. Daily Capacity 


Gulf Pine Lumber Co. 


POPLARVILLE, MISS. 
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fC} fF LOR100 Co 


i LONGLEAF 7 


Yellow Pine 


We Specialize in 


2x4 





We also make 
Gang Sawn 


4” Flooring, 


ital 
Car Decking 2 
Framing and 2 x 6 
Yard Timbers S1S 2E Standard 


YOUR INQUIRIES ARE INVITED 


Henderson- Waits 


Caryville, Fla. Lumber Co. 
a 











ais 
Cypress 


MILL: 
GULF RED, FLA. 





on 
B.C.@ ST. A.R.R. 


Values that will 
more than satisfy 
exacting buyers. 


Aycock 


Holle 
pore oso 


JACKSONVILLE,FLA. 














| Gummer Cypress Co. i 


Mills: Jacksonville and Sumner, Fla. 


Cypress LUMBER 


Rough and Dressed 


Shingles and Lath 


| Sales Office, 280 Madison Ave., New York City | 











CyPRESS LuMBER,SHI NGLES ane LATH. 








PALATKA, Fla, 





Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock— 
*“Ask the Wholesaler ’’ 


The Alger-Sullivan Lumber Co. 


CENTURY. FLORIDA 














WARREN AXE & TOOL CO. 


WARREN, PA. 
Were awarded highest rege 4, 18) ad a 4 
ae neem en 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 


honors Panama ~- Pacific 
international Exposition 








van Lumber Mills, Whitney Olson (loading), 1,500,- 
000 feet, San Pedro; schooner Alice Cook (load- 
ing), 900,000 feet, Hawaii; Venita (due), 1,000,000 
feet, Atlantic coast; Thomas P,. Beal, 600,000 feet, 
Cuba. E. K. Wood Lumber Co., Hl Capitan (due), 
2,000,000 feet, San Pedro, most of which will be 
lifted at Anacortes. Puget Sound Sawmills & 
Shingle Co., Daisy Gray, 300,000 feet, San Pedro; 
Northland, 100,000 feet (lath), San Pedro; Will- 
solo (due), 1,000,000 feet, Atlantic coast. 
President Fred J. Wood, of the E. K. Wood 
Lumber Co., this week attended the dedication of 
the’ company’s new 2-story office building erected 
on Santa Fe Avenue, Los Angeles, and formally 
opened Feb. 5. It cost $100,000. The opening 


date was the thirtieth anniversary of the com- 
pany’s organization. 
John F. Cory, A. C. Christofferson, W. D. 


Haskett, F. M. Davidson and Merle Neece, who 
have organized the Cory Lumber Co., will operate 
a mill at Sedro-Woolley. 


DULUTH, MINN. 


Feb. 10.—Quotations in all items of northern 
pine lumber are being firmly held. The outstand- 
ing feature is a distinct improvement in carlot 
shipments of mixed lumber to retail yards over 
the Northwest. Two eastern inquiries for lower 
grade northern pine aggregating 1,000,000 feet 
were reported by a Duluth jobber this week. 
Eastern orders so far this season have reached a 
substantially larger aggregate than up to the same 
time last year. The sawmill companies are ex- 
periencing a broad interest on the part of box 
manufacturers. The Zenith Box & Lumber Co., 
Duluth, reports booking sufficient orders for box 
and shook to maintain full operation for some 
time, 

Woods operations are being conducted under 
favorable weather conditions and operators are 
revising upward their figures as to output of saw 
logs. Pulpwood, for which there is absolutely no 
demand, is a weak sister. The tie market is also 
slow, with the railroads not showing any interest. 
Numbers of portable mills are scheduled to start 
up early this spring for the cutting of saw logs 
from northern Minnesota distriets. Outputs of 
portable lath mills are also expected to reach good 
proportions. 

The Twomey-Williams Co., of Duluth, is prepar- 
ing to equip the plant of the Northern Woods 
Products Co. Glidden, Wis., obtained by it at re- 
ceivers’ sale last December for the manufacture of 
hardwood flooring. ‘The industry will be operated 
as the Soo Lumber Co., with headquarters at 
Glidden, Wis. 


EVERETT, WASH. 


Feb. 7.—At the Sumner Iron Works, Monday, 
the finishing touches were put on the new Sumner 
gang saw, which will soon be delivered to John 
Hanbury & Co. (Ltd.), Vancouver, B. C. This 
machine is the first of the kind ever manufac- 
tured at the Sumner plant. It is an immense 
piece of machinery, possessing many new and 
unique features, and it worked smoothly and sat- 
isfactorily. President F. W. Sumner is carefully 
preserving a twelve-inch timber, the first to go 
through the gang, and will have it polished and 
inscribed, as an exhibit for the office of the Sum- 
ner Iron Works. (A complete description of the 
new Sumner gang will soon be published in the 
AMERICAN LUMBERMAN.) 

Improvements at the plant of the Robinson 
Manufacturing Co., which a few weeks ago bought 
the Bayside mill and site, include an extensive 
log dump. The structure is now ready for the 
rails. It will connect with the Great Northern 
main line, so that logs from “Cyclone” Miller’s 
operation near Sultan can be brought direct to the 
mill. The Robinson Manufacturing Co. is install- 
ing a 10-foot Sumner band mill, displacing the old 
circular rig, which consisted of a 60-inch bottom 
saw and a 66-inch top saw. To make room for the 
improvements, including the log dump, the old 
Bayside burner was recently blown down by dyna- 
mite. 

Improvements at the Parker Lumber & Box 
Co.’s plant near Blackman’s Point, being installed 
by the Sumner Iron Works, embrace an extension 
of the trimmer from twenty feet to forty feet, 
with hand-lift on saw ladders; an extension of the 
live rolls and rolls behind the edger to suit the 
extension of the trimmer; installing of a steel skid 
mechanical spotter in front of the edger; putting 
in a three-arm double-cut loader and deck-stop; 
reconstruction of the log haul; rebuilding the log 
carriage; replaning the carriage track, and recon- 
struction of the timber work under the log deck. 
Another month wijll be required to complete the 
improvements, which will put the mill in very 
good shape, fitting it primarily to cut hemlock, but 
with equipment also to cut fir. 

The small mill of the Buffelen Lumber & Man- 
ufacturing Co., Tacoma, which was recently dam- 
aged by fire, is being reconditioned by the Sumner 


a 
Iron Works. This part of the Buffelen operatig 
is used for cutting short cants and small log 
The new machinery includes a 50-inch Sumy 
screw block having three blocks; carriage track 
60-pound railroad rail on %x8 steel millplate; 
and 10-inch steam nigger; deck chains; 8 fo 
McDonough band mill, to be rebuilt, and an edgy 

J. A. Theurer, president Canyon Lumber Co,, hy 
entered actively into his new duties as presidey 
of the Northwest Stock Show Association. Tyg 
day he opened his campaign to raise $100,000 ty 
the undertaking, with eighteen teams Working 
under the direction of the Everett Chamber 
Commerce. Activities will be extended to Seatt, 
before the financial drive is finished, since th 
Everett backers of the enterprise are convinces 
that they can make a good showing of benefits t 
accrue to the metropolis of the State through th 
stock show in this county. 

Frank W. Smith, manager of the Coast officg 
of the Wallace-Ballord Lumber Co., with hea. 
quarters in Seattle, was in Everett during th 
week, renewing his acquaintance with the millmy 
of this city. 


BEAUMONT, TEX. 


Feb. 9.—The southern pine market last wee 
was principally marked by steady increase in or. 
ders from Texas and Oklahoma interior points, 
which sections are daily increasing their orders 
some of which the mills find it impossible to {ijj, 
due to badly broken yard stocks. No. 2 common, 
1x12-inch continues scarce. Orders for both tin- 
bers and yard stocks were considerably in excess 
of production for the week. It seems that it will 
be quite a while before the mills are able to re 
plenish their-yard stocks, due principally to the 
fact that they have so much timber cutting booked 
ahead that every available log goes into some spe- 
cial bill, and only the side cut remains for yard 
stock. Prices of all cuttings remain firm, as do 
those of yard stocks. Hardwood prices continue to 
show strengthening all along the line, and last 
week’s orders slightly exceeded those of the week 


revious. 
; LAKE CHARLES, LA. 


Feb. 9.—Better weather has facilitated logging 
and has caused a tendency to increase produc 
tion. Most mills have enough logs in their ponds 
to enable them to increase output, and most of 
them are steadily enlarging their operating 
schedules, 

Inquiries for southern pine from eastern and 
northern markets have recently lent encourage- 
ment to manufacturers. Southern demand has 
been better, particularly in Louisiana, Texas and 
Oklahoma. There has been a sharp improvement 
in export demand during the last two weeks, espe- 
cially for sawn timbers, and prices have advanced, 
Dimension, generally, has gained a little strength. 
The railroads are still active in the market, but 
the nature of their requirements makes it difi- 
cult for all mills to accept the business. There is 
a fair market for special cuttings. Mill stocks 
are, aS a whole, in a little better shape than they 
were at the beginning of the year. Prices have 
advanced in varying degree, 


HOUSTON, TEX. 


Feb. 10.—The volume of orders still grows. 
Export demand continues excellent. Retail yards 
of the Southwest are buying considerable lumber, 
and it is expected that retailers of the middle 
West soon will be coming into the market. il 
field business in the Southwest is active, but not 
as strong as formerly. Railroad business is about 
average. Production is keeping the usual pace, 
and special cuttings occupy a good part of the 
time. Recent rains have not interfered to any 
extent with logging. 7 

One of the largest lumber concerns in North 
America has been making inquiries concerning 4 
location on the Houston ship channel. 


SHREVEPORT, LA. 


Feb. 9.—Southern pine demand has slowed UP 
somewhat, and speculative buyers have difficulty 
in disposing of their holdings at a profit. The 
market generally is in good shape, however, there 
being a fair demand for this season. Most mills 
have pretty good order files, but are booking what 
business is offered on the present market basis, 
to the extent of their ability to handle it promptly. 
Although wholesalers are now offering lower prices 
for straight car loadings, especially transit ship 
ments, than they were a couple of weeks 48% 
there has been no actual decline in the southert 
pine market. There are plenty of orders afloat for 
dry yard dimension, boards, shiplap, center matched 
flooring etc. A good volume of timber business 
is showing up, as the oil field trade has been stim- 
ulated by recent advances in crude oil. Mant 
facturing and shipping are somewhat below por 
mal, and the small mills are having some di 
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city on account of soft roads. Hardwood de- 
mand has eased off on several items, particularly 
sap gum uppers, but red gum, oak and other items 
gre in good demand and rather scarce. 

William Steen, local manager Long-Bell Lum- 
per Co., has been elected a delegate from the 
shreveport Rotary Club to the annual district con- 
yention at Jackson, Miss., next month. ; 

gs, B, Hicks, local lumberman and merchant, is 
steadily improving after having been very serious- 


ly ill. 
‘TUSCALOOSA, ALA. 


Feb. 9.—There is a healthy volume of inquiry 
for southern pine, and quite a business is being 
jone. Weather conditions have improved in the 
jst few days. Car siding and car decking are 
moving extremely well. Stock is being bought 
hand to mouth, and there is practically no surplus 
atany of the mills. Longleaf stock is moving very 
nicely and at good prices. No. 2 common and bet- 
ter dimension is showing a wider range in inquiry 
and orders. This being the main item produced 
by mills of this section, a broadening of its market 
means better conditions for operators. Common 
poards are about the same in price, and all offer- 
ings at market prices are being taken promptly. 


ATLANTA, GA. 


Feb, 9.—Pine production is heavier than at any 
time since the first of the year. Logging is being 
resumed in the low lying lands and swampier dis- 
tricts. Mills are accumulating larger stocks, but 
ag demand is still active there is little surplus, 
and of many items a shortage. Even larger mills 
are shipping mostly mixed carlots. 

A number of advances are noted. Pine flooring 
for instance averages $50 for B&better 1x4-inch. 
Demand for all flooring is very active. No. 1 com- 
mon 1x4-inch flooring averages $45. No. 1 com- 
mon has advanced to $21 to $22, most mills ask- 
ing the latter price. No. 3 is about $14. 

Most roofer prices show slight advances, No. 2 
common 1x6-inch are $26.50 to $27, an average 
increase of $1, while No, 2 1x8-inch are $27 to 
$27.50. 

Ceiling prices are slowly recovering recent 
losses. B&better 1x4-inch is around $46, some 
mills asking a dollar more than this, while No. 1 
common is about $42, and No. 2 about $23. 

A fine demand continues for car material and 
other pine used by railroads. This business has 
been unusually active now since the first of the 
year. Prices average $2 to $4 above the quota- 
tions of the latter part of last month. 

The export demand is reported particularly 
strong. There are some fairly good bookings re- 
ported in hand for later shipment to Cuba and 
other countries in Latin America. 

The new plant of the Atlanta Oak Flooring Co., 
Atlanta, started production recently, with ample 
orders to insure active production for some time, 
according to D, E. Clark, secretary. 

The Moore Lumber Co., of Culverton, Ga., has 
started the cutting of pine and hardwood from a 
large tract recently acquired in the vicinity of 
Sparta, Ga., and has six mills in operation. The 
tract is estimated to contain about 10,000,000 
feet of pine, and about 5,000,000 feet of hardwood, 
and is being used principally at the company’s 
roofer mills. 


NEW ORLEANS, LA. 


Feb. 9.—The first week of February developed 
no featurable change in the market situation. De- 
spite the tendency of the snow-belt to mark time 
ending settled weather, a fair volume of busi- 
less has been booked. Reports indicate a slight 
Increase of cypress bookings for the week, with 
the southern hardwood bookings approximating 
those of the preceding week, and southern pine 
thowing a slight recession in volume of spot busi- 
ness, The showing is considered encouraging. A 
o: volume of inquiries is afloat, including offers 
a yee for future delivery at present prices, 
poe according to report are respectfully de- 
ree as a general thing. Export demand for 
A certain of the hardwoods is holding up 


an Police jury of St. Helena Parish has ac- 
State a contract for reforestation under the 
“7 law of 21,000 acres of cut-over pine land. 
Ce pe is owned by the Great Southern Lumber 
wd - Bogalusa, which is going in for reforesta- 
pont an extensive scale. Acceptance of this 
reforest aoe the total Louisiana area under 
er on by contract with the conservation 
vm — to 240,000 acres, with further addi- 
ollo weet during the current year. 
to the creation of a hardwood forest 
Lamber Aug Landry Parish by the Thistlethwaite 
any's %, John R. Thistlethawaite, the com- 
- President, has agreed to permit the tract’s 


8e, durin 
game olga” reforestation period, as a wild 


Louisiana friends of C. A. Weis, of the Weis- 
Patterson Lumber Co., Pensacola, are delighted to 
learn of his election to the presidency of Pensa- 
cola’s Rotary Club. 


MACON, GA. 


Feb. 9.—On account of the very severe winter in 
the north and east, where most roofers are con- 
sumed, there has been very little buying. It is 
reported that western pine is being offered at 
about $1 under roofers. At the mills weather has 
completely blocked attempt to produce or ship. 
Several mills have had to be closed for several 
weeks. All mills have had to be content to run 
less than half time. The mills, being unable to 
ship, are not in need of orders. There is every 
indication that business will be steady and very 
satisfactory as soon as conditions in the consuming 
territory improve. The air dried roofer prices re- 
main practically unchanged. Sales reports show 
6-inch selling at $22 and the 1x8-inch and wider 
at $23. However, there is very little business 
being placed, and very little lumber shipped. 


JACKSON, MISS. 


Feb. 10.—Local manufacturers and wholesalers 
of southern pine say there was no material change 
in the market last week. With practically all the 
small mills down on account of impassible roads, 
the demand is in excess of production by far. 
Building operations in the South are in large 
volume and are taking considerable low grade 
lumber. The upper grades are moving in good 
volume, items of flooring being very active. The 
ear material and export markets continue strong. 


JACKSONVILLE, FLA. 


Feb. 9.—Inquiries for southern pine are being 
received in increased numbers. Reports of slow 
business are almost altogether from the North and 
East. Prompt movement of shipments will evi- 
dently cause orders to be placed for only a com- 
paratively short time ahead and a steady demand 
is to be expected. An effort is being made by 
most mills to clean up old orders and put stocks 
in better shape. On account of flooded woods, 
production for the last half of January was ex- 
tremely light, and stocks were further reduced. 
It is hard to find dry lumber that can be bought 
at present offerings. Logging operations are on a 
normal basis south of here, but not in Georgia. 
Transportation through Georgia is back to normal 
movement and in the Miami section is restricted. 


The northern and eastern yards are reported to 
have stock enough to meet requirements and are 
slow to place orders. Demand from the southern 
Florida yards continues strong. Most orders are 
for straight cars of flooring, siding and finish. 
Mixed orders for better grades are hard to place. 
All orders are for quick shipment. Flooring is 
the most active item. Sales of 4-inch B&better 
were at $49 to $50, an advance; No. 1 advanced 
to $46; No. 2 averages $22.50; No. 3 is steady at 
$14.50. Demand for 3-inch B&better is very strong 
and stocks of 214-inch face are hard to find; price 
is $60 to $61 in straight cars and $2 to $3 more 
on mixed orders; No. 1 is $46; No. 2, $20; No. 3, 
$12. Demand for 6-inch was stronger from the 
Florida trade, No. 1 selling at $50; No. 2, $27.75; 
No. 3, $19. 

Sales of %-inch ceiling were light; prices are 
firm. Movement of resawn stock was also small 
and mostly on mixed orders. Prices on f,-inch are 
firm, There was very little call for y-inch; prices 
are steady. Partition is moving slowly; prices 
are firm. 

Henderson bond siding moved well to Florida 
buyers that could receive shipments, No. 2 being 
mostly in demand at $31, an advance of $1; 
B&better and No. 1 are firm. Novelty is moving 
in the usual quantities to the southern trade; 
prices are firm. Bevel siding is not selling fast 
at: Bé&better, $25.50; No. 1, $23; No. 2, $14.50. 
Square edge stock was in a little stronger demand, 
several sales having been made at good prices. 

Some roofer mills in the air drying section 
have begun to book a few orders for shipment with- 
in the next thirty days at $22 for 6-inch and $23 
for’ 8-, 10- and 12-inch. There is not, however, a 
great deal of activity, due to most mills being 
down. Northern yards are not buying. Long- 
leaf kiln dried stock is moving to southern yards; 
prices are firm. 

Demand for rough and dressed finish was very 
good from southern yards. On account of bad 
weather the mills have little stock to offer. Mills 
are not inclined to sell ahead unless they receive 
a better price, and then limit their sales. It is 
almost impossible to find a mill that can make 
shipment of a car of specified widths in shortleaf 
stock. No. 1 dressed boards are in strong de- 
mand; prices are firm. No. 2 and No. 3 boards 
are moving freely at good prices. 

Demand for large dimension and timbers has 





Big Money for You - 
In These Garages 


Fully ae 
Protected 






By 
Patents 








Spring will soon be here. Many people will buy 
new cars and need garages. Here is your opportu- 
nity to sell Swisher Sectional Garages. You carry 
no stock, but make them yourself, largely from 
short lengths, paying us a small royalty on each 
sale. We furnish complete plans. No outside 
sectionallines—looks like nailed up garage. Can be 
sold on payments under chattel mortgage. Big 
seller. Iso sectional cottages, bungalows, filling 
stations. Exclusive territory. 

Let us tell you how other dealers 
are cashing inon this proposition. 


Swisher Sectional Buildings 


Garages — Cottages — Filling Stations 
L. SWISHER LUMBER CO., DECATUR, ILL. 
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TheBESSLER 


MovableStairway 
Nothing Else Like It 


Don’t let anyone tell you that he has seen 
a practical movable stairway that wasn’t a 
Bessler. There simply cannot be because 
the Bessler is fully covered by patents. 


Hitt 





The Bessler will make money for you. 


The Bessler Movable Stairway Co. 


General Offices: 1903 E. Market St., Akron, O. 
New York Office: 220 E. 41st St. 


LUNHAM & MOORE 


OCEAN FREIGHT BROKERS 


Forwarding Agents. Marine Insurance 
New York, Produce Ex.. 3 Great St., Helena, London, Eng. 
Unexcelled facilities for negotiating ocean freight 
contracts and effecting quickest dispatch from séa- 
board. _We handle all classes of cargo and have 
Special Department handling Export Lumber Shipment. 
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Eureka Cedar Lumber & Shingle Company 


HOQUIAM, WASH. 


Fir and Hemlock Lumber 


Service Is Our Specialty 


Vest Pocket Ready Reckoner 4 set! vest 


pocket manual 
including a lumber calculator for standard sizes, log rules; 
estimated weights of lumber and miscellaneous useful lumber 
tabulations. Prepaid, 50 cents. 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicage 
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Co PACIFIC COAST Co 





Hemlock 
Bevel 
e & 
Siding 
Quick shipments of %x4 and %x6 
No. 2 Clear and Better West Coast 
Hemlock Bevel Siding in straight 


cars or mixed with Douglas Fir and 


Red Cedar Shingles. 


from 


“The Lumber Capital of America” 
PACIFIC STATES LUMBER CO. 


TACOMA, - - WASHINGTON 














Branch Offices and Salesmen: 
S.B. Marvin, 518 Peoples Gas Bldg., Chicago, Ill. 


G.A. Jones, 706LumberExchange,Minneapolis,Minn. 
Joseph Lean, P. O. Box 774, Omaha, Nebraska 
Frank Probst, P.O. Box 1187 Fargo, No. Dakota 


O.G. Valentine, P.O. Box 171, Denver, Colorado 
H. G. Grabow, 1035 N. Topeka St., Wichita, Kansas 





















Spruce Western 
Cedar White 
Fir California Pine 
White & Sugar Pine 
Redwood 





Idaho White 
Pine 
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Plank yt 
Quotations 


W:I-MSKEE LUMBER CO. 


ANUFACTURERS 
AND WHOLESALERS 


General Offices, QUINCY, ILL. 











WE ARE PRODUCERS OF 


Western 


Red Cedar Poles 


Radio 
and 


Flag Poles 


Your inquiries solicited. 


Robbins Lumber Co. 


COLVILLE, WASH. 
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Dunn Lumber Company 
SEATTLE, WASHINGTON 


FIR LUMBER, RED CEDAR 
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been a little slow, but inquiries indicate that some 
real business will develop before long. It is 
hard to make placements, as a number of mills 
have files full of orders for railroad and export 
stock at better prices. Framing has not been as 
active. Prices are firm. 

There has been a slight increase in railroad 
orders recently, for both car material and heavy 
timbers. Some large car orders have been placed. 
Prices for all items are firmly sustained. 

Export trade with Cuba and the West Indies is 
good, several cargoes were forwarded this week 
from here and Tampa. Mill prices are a little 
stronger for all classes of export lumber, especially 
kiln dried saps and heartface items. 

No. 1, 4x18 pine shingles sell at $5.50; No. 2, 
$2.75. No. 1, kiln dried pine lath, $4 to $4.25; 
No. 1, green, $3.25. 

The demand for cypress has increased somewhat 
and the market is considerably stronger.“ The de- 
mand from Florida and the Southeast for the 
shop and millwork grades is very strong, and 
a much better volume of the uppers is also mov- 
ing to this territory. Stocks at the mills are 
very complete, but bone dry stock is hard to find 
in stock thicker than 5/4. Demand for railroad 
material is fair. 

J. W. McWilliams, owner of the J. W. McWil- 
liams Co, (Inc.), Fort Myers, Fla., states that 
his plant will be ready to start Feb. 15. The 
new planing mill will be in operation about one 
month later. The sawmill is equipped throughout 
with Filer & Stowell machinery, which includes a 
large circular rig and double bull edger. 

The new 8-foot band mill of the Vestal Lumber 
& Manufacturing Co., of Knoxville, Tenn., at 
Sardis, Ga., has been placed in operation, and 
is one of the most complete mill plants in the 
South Atlantic section. 

H. W. Pierce and M. W. Fricker formerly with 
D. L. Gillespie & Co., of New York, have become 
associated to manage a Jacksonville wholesale of- 
fice for the Rockwell Lumber Co., of Boston and 
Cleveland. 

Mr. and Mrs. P. J. Feitner, Osceola, Fla., are 
entertaining, on their houseboat, Mr. and Mrs. 
George M. Jones, of Orange, N. J. Mr. Jones is 
general manager of the Spottswoods-Cusack Co., 
with which company Mr. Feitner was first em- 
ployed at the age of 14. Mr. Feitner is president 
and general manager of the Oscoela Cypress Co. 

John L. Kitchen, vice president Decatur Lumber 
& Manufacturing Co., Decatur, Ill., retailers and 
millwork manufacturers, is visiting his brother, 
Bertram Kitchen, Jacksonville. 

Montgomery G. Beaver, president Fort Wayne 
Lumber Co., of Fort Wayne, Ind., accompanied by 
Mrs. Beaver, is now touring Florida. 


MINNEAPOLIS, MINN. 


Feb. 10.—Warmer weather, after a winter of 
unusually low and persistent temperatures, was a 
factor which contributed to improve business in 
most branches of the lumber industry in the Min- 
neapolis-St. Paul district in the last week. North- 
ern pine manufacturers said that the week brought 
a fair volume of new business, although buying 
still is proceeding cautiously. Retailers are buying 
in small quantities and are seeking wide assort- 
ments, which the mills, with some stocks low, 
find difficult to supply. Furniture manufacturers 
in this territory are entering into a period of in- 
tensive manufacture, they report, and already 
hardwood manufacturers are supplying them with 
increased quantities. Wagon manufacturers are 
buying in a fair volume. Railroads are principal 
patrons of distributers of northern white cedar. 
The roads are buying posts. Small telephone com- 
panies are buying the shorter lengths of poles. 
The producers and buyers of red cedar shingles are 
marking time for the advent of weather which will 
permit construction. There are few transit cars 
here. 

Continuation of moderate weather will have the 
effect of reviving the lumber trade in the entire 
territory, in the opinion of K. B. Kellogg, Tacoma, 
Wash., affiliated with the Ship Lumber Co. and 
the East Side Mill Co., who was in the Twin Cities 
this week. While the extreme winter weather has 
slowed up business of the producers and retailers, 
he said that mild weather will bring prompt re- 
vival. The cargo trade, especially the domestic 
trade, will continue to increase, in Mr. Kellogg’s 
opinion. 

More farm homes were purchased in Minnesota 
in 1924 than in 1923, 1922 and 1921 combined, 
John F. Nichols, president Minneapolis Real Estate 
Board, said today. “The state is on the eve of 
great prosperity,” he continued. “This is a fa- 
vored section of the greatest nution on earth. 
We have gone through the readjustment period 
in advance of all other nations. Smaller farms 
and more diversified farming have done much to 
aid the situation. Minneapolis is the center of this 
great prosperity. With unselfish codperation we 
will continue our growth.” 


















































_ WARREN, ARK. 


Feb. 9.—Demand for Arkansas soft pine has Dot 
been quite as strong as last week, although the dif. 
ference would hardly be an indication of a Weak. 
ening market. No, 2 boards were not selling fy 
quite as much. ‘Total sales volume was about the 
same as last week. All items except No. 2 boar 
were strong, especially B&better flooring, which js 
in big demand. Moldings and all upper grade my. 
terial are being received from all sources. Dealy 
orders run heavily to mixed cars, but map 
straight cars are bought. Movement of railrog 
items is only fair. Industrial buying is slightly 
heavier than last week. Production this week ha 
been normal, as the weather has permitted fry 
logging. Shipments are slightly in advance gy 
new business, and production and new busines 
are about on a parity. Some of the manufacture, 
are of the opinion that the market will be stronge 
within the next few weeks. Stocks continue badly 
broken, making a good many items hard to fing 
Car supply is adequate, and there is plenty of 
labor. Small mills in this vicinity are Producing 
to capacity. 

Hardwood demand continues active, although 
hardly as brisk as for the last few weeks. Prices 
remain on practically the same levels. Gum item: 
are in strong demand, Oak takings by the flooring 
people are heavy. Car material is moving slowly, 
Hardwood flooring, and gum and hardwood jp. 
terior trim, move easily at good prices. Prody. 
tion this week has been normal. 


SACRAMENTO, CALIF. 


Feb. 7.—The Wheeler-Ohlmstead Lumber Co.,, of 
Pelican City, is the only concern shipping logs in 
the Klamath Falls region. An average of 24,000 
board feet, or three cars daily, constitute the ship. 
ments, the timber from the Southern Pacific’s new 
Natron right-of-way. The general movement of 
logs on the railroads is not expected to start be. 
fore late next month or in April. 

In connection with the many rumors as to the 
Shevlin-Hixon Co.’s plans in the Klamath Falls 
area, Horace W. Bridgeford, general manager 
Pelican Bay Lumber Co., has issued an emphatie 
denial that the Bend concern is completing nego- 
tiations for purchase of the Pelican Bay plant. 

W. H. Falconbury, Stockton lumberman, is the 
winner of the Community Chest division champion- 
ship in Stockton. Mr. Falconbury is active in 
preparations for a concatenation of Hoo-Hoo in 
Stockton Feb. 14. Other lumbermen on commit: 
tee are George Good, Tracy; George Meissner, 
Lodi; J. V. Garten, Modesto; C. D. LeMasters, 
Sacramento, and F. H. Rothermel, Stockton. 

The California Fruit Exchange, with headquar- 
ters at Graegle, Plumas County, has given up log- 
ging by trucks around Mohawk Valley and has 
completed a 7-mile logging railroad. A new rod 
engine has been purchased. 

The new box factory of the Shaw-Bertram Lun- 
ber Co., Klamath Falls, is completed on the old 
Chelsea mill site and the machinery ordered. The 
factory is a four cut-off mill. The company’s saw 
mill will open March 1 with two shifts. 


SEATTLE, WASH. 


Feb. 7.—Probably 65 percent of the fir mills 
of Washington are on the 5-day week basis, making 
a considerable curtailment of lumber production. 
Puget Sound as a whole has curtailed from 65 to 
70 percent to the five day basis—with Tacoma 100 
percent down one day a week, Everett completely 
responding to the curtailment with the exception 
of one operation, and Seattle curtailing quite no 
ticeably. Grays Harbor has responded about 5 
percent, and Willapa Harbor probably 100 percett. 
About half the mills along the Columbia River are 
reported to be on the 5-day basis. This includes 
the Long-Bell operation at Longview, Wasb. The 
mill of the Oregon-American Lumber Co., at Ver- 
nonia, Ore., is running five days a week. 

Mr. and Mrs. John Alberts are receiving co 
gratulations on the birth of a son, Jan. 29. The 
new arrival has been christened John Alberts, Jt 
Mr. Alberts is manager in this territory for the 
Allis-Chalmers Manufacturing Co. 

J. P. McGoldrick, president McGoldrick Lumbet 
Co., Spokane, Wash., was a visitor in Seattle this 
week, Mr, McGoldrick left Saturday night A 
Spokane, having made the circuit during the “1 
three weeks, including Minneapolis and St. abe 
Minn.; Winnipeg, Man.; Calgary, Alta.; Reve 
stoke, Chase and Vancouver, B. C., and sentth 
Mr. McGoldrick spent most of the time in oz 
around Chase, B. C., in connection with the paw 
ness of the Adams River Lumber Co. bens 
operates a large mill at that point, Mr. McGol t 
being head of the company. Mr. McGoldrick a 
one of those who take a roseate view of this yo 
to the extent of believing that the market can ¢ 





sume a maximum production by the mills. b.. 
believes that the only salvation of lumber ™ 
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a E_ 
facturers will be a reduction in the great volume 
of production which has been attained during the 
Jast few years. _ 
Atlantic coast List No. 1 has been pre- 
ared and accepted by the mills as suitable, and is 
now being submitted for approval to buyers on 
the Atlantic coast. The main point of the new 
ist is its departure from the practice of selling 
on a flat price, and of providing for differentials on 
yarious items—for instance, a high differential on 
dificult mixtures, and a low differential on items 
accumulated in considerable quantities and selling 
wly. 
a W. Smith, of the Wallace-Ballord Lumber 
Co., has completed his term of office as president 
of the Northwest Lumber Buyers’ Club, and next 
Friday will surrender the gavel to G. BE. Karlen, 
of the Schwager-Karlen Lumber Co., who will be- 
come the large-knot for the ensuing year. The in- 
jtiation will: be conducted by Large-Knot Smith 
at the conclusion of the annual dinner. The date 
happens to be Friday, Feb. 13, and the place is the 
special dining room of the Hotel Savoy. Other 
oficers to be installed are: Loose-Knot (vice 
president), Robert E. Seeley, Hirsch Lumber Co. ; 
encased-knot (secretary), Phil Robbins, Krauss 


son, of Manchester, N. H., president of the New 
Hampshire ,Lumbermen’s Association. 

The Joseph Dixon Crucible Co., Jersey City, 
manufacturers of graphite products, announces the 
removal of its Boston office to 80 Federal Street, 
the new Chamber of Commerce Building. The 
staff consists of H. A. Nealley, district representa- 
tive, looking after lubricant and paint sales; Guy 
W. Hart and Wm. BE. Haggerty, pencil sales; 
Charles A. Shaw and R. H. Brinkerhoff, crucible 
sales, and J. W. Loftus, lubricant and paint sales. 


NORFOLK, VA. 


Feb. 7.—Business in North Carolina pine has 
been rather light. The weather has been better, 
so more stock has been shipped and more mills 
are beginning to operate again. However, the 
weather in the North and East has been very 
severe, so that buying is merely of “‘fill-ins.” The 
tendency of the large mills is to advance prices 
on rough lumber, while the disposition of buyers 
is to stay off the market. 

There has been a little better sale of 4/4 edge 
No. 2 and better, but very little of this is going 
into New England. Some circular sawn is being 
bought, and this is rather 
searce, due to many small 
mills being down. No. 2 





rma eral 





and better 4/4 _ stock 
widths are not moving 
very briskly right now. 
Inquiries have been more 
numerous. Edge 4/4 No. 
3 has been quiet. No. 3 
4/4 stock widths are in 
about the same condition, 
although 8- and 10-inch 
are selling a little better 
than other widths. Edge 
5/4 No. 2 and better has 
not been active recently, 
but 6/4 and 8/4 have 
improved in demand. 
Stock widths in these 
thicknesses are not very 
active. No. 2 and better 
4/4 bark strips, rough 
and worked, are in poor 
demand. 

Sales of 4/4 edge No. 








This remarkable carving of two Buffalo bulls in death struggle was made 
from solid section oj fallen forest giant in Glacier National Park, by 


John Clark, famous deaf mute Indian sculptor 


Bros.; tight-knot (treasurer), Ed J. Boyce, Gray 
Lumber & Shingle Co.; pin-knot (bailiff), R. W. 
Robinson, Everett. 

Charles Hammond, of the W. A. Hammond Co., 
wholesale lumbermen, San Francisco, was in Se- 
aitle Wednesday. He reports that trade for the 
moment is rather quiet, but that the outlook for 
the year is very good. 

Hugo Winkenwerder, dean of the college of for- 
estry, University of Washington, and George C. 
Joy, chief fire warden of the Washington Forest 
Fire Association, were in Olympia Tuesday, to at- 
tend a joint meeting of the senate and house com- 
mittees on forestry matters. Representatives of 
all the forest protective agencies were present, the 
object being to demonstrate to the legislators that 
the two arch enemies of the forest are fire and 


taxation. 
BOSTON, MASS. 


Feb. 9.—The New England market for lumber is 
generally quiet. Some prices show a little easier 


tone. There is no fundamental weakness, how- 
ever, Eastern spruce frames are offered at $43 
base. In the random spruce there have been no 


definite price changes, but the market is a shade 
easier, Lath are not quite steady even at the 
Tecent declines. Demand for Pacific coast fir is 
now slack, and the market looks rather easier than 
lt was the first of the year. Southern pine flooring 
and partition prices are rather softer. Hardwood 
flooring is quiet, but prices are well held. In fact, 
all sorts of hardwood look steadier than some of 
the softwoods. Idaho white pine is very firm, par- 
ticularly No. 2 common, although demand is not 
especially heavy. Business in eastern white pine 
has improved quite appreciably of late, and prices 
have stiffened. Recent sales of No. 1 barnboards, 
inch, 5- to 10-inch widths, have been made at 
$85 to $90, and around $45 is quoted for straight 
log run eastern white-pine, culls out. 

Commissioner William A. L. Bazeley, of the 
State department of conservation, has threatened 
to resign as the result of the slashing by Gov. 
Alvan Fuller of his budget for reforestation and 
combating the gypsy moth. 

Raymond W: Beecher, formerly associated with 
W. R. Chester & Co., Boston wholesaler, has joined 
the Johnson Lumber Co., headed by Owen Johbn- 


1 box have been light, 
partly because’ stocks 
available for prompt 


shipments are small, and 
because mills refrain 
from selling. Local box 
makers say they are not 

: going to pay more. No. 1 
4/4 stock box is not quite so active, but large 
mills are seriously considering another advance 
because stock widths apparently are scarce. Bet- 
ter weather would bring more competition from 
air drying mills. No. 2 4/4 edge box has been 
very quiet. No. 2 4/4 stock box has moved a 
little better, but mills have been quick to advance 
their prices, so buyers have again decided to wait. 
Box 4/4 bark strips have been very quiet; prices 
have not changed further. 

The demand for floorirg, thin ceiling and parti- 
tion has been rather light, and mills are accumulat- 
in some surplus, as well as shipping out old orders. 
Prices remain the same. A number of buyers are 
considering further purchases, but the bad weather 
is holding them back. Where surplus stock is 
accumulating, slight concessions have been made. 
Kiln dried roofers have not been very active, and 
wholesalers are slow in buying these. Air dried 
roofers have been going better, but prices remain 
the same. Demand for framing is fair and has 
not improved thus far. 


PHILADELPHIA, PA. 


Feb. 9.—A generally dull week is reported by 
both wholesalers and retailers. Yards were very 
conservative in buying, being apparently well 
stocked and ordering only against immediate needs. 
Yards selling to small jobbers and industrial con- 
sumers report fair activity. Four days of spring- 
like weather have been a boon to construction, 
though it is reflected in lumber sales only in iso- 
lated cases. Inquiries indicate very active spring 
trade, though there seems to be no haste in plac- 
ing orders. Prices of all grades continue stiff. 
Several large wholesalers report Pacific coast fir 
and hemlock stocks somewhat depleted; difficulty 
being experienced in securing shipments from the 
mills. One dealer received a wire this morning 
that there is a $2 advance in No. 1 common fir 
and hemlock. California pine distributers tell of 
a slight depletion in stocks, with very light local 
buying. Lumbermen carrying specialties report a 
very quiet market. The dullness is considered 
decidedly temporary. 

The Penn Lumber Co. has moved to 1520 Pine 


Street. 
(Continued on page 109) 
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located in 
the heart of 
one of the world’s 
largest lumber producing 
sections, we offer you REAL 
values and service in 


Yard and Shed Stocks, Timbers, 
Car Material, Dimension 


Spruce Plank a Specialty. 


Newbegin Lumber Co. 


Duluth-Lyceum Bldz., 1052 Pacific Avenue, 
H. S. ROBB, Mgr. TACOMA, WASH. 
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ELLE SEE OT, 


Warland Lumber 
Company 


Manufacturers and 
Merchants of 


Pondosa White Pine 


AND 


Soft Montana Larch 


General Offices and Mill at 
WARLAND, Lincoln County, MONTANA 


Shipments: Great Northern 














Kent 


Lumber & Timber Company 


PACIFIC COAST 
PRODUCTS 


5530 White Bldg, SEATTLE, WASH. 














We Offer Long Term 
FINANCING 


to lumbermen and loggers in the 
Pacific States and British Columbia, 
and are prepared to purchase out- 
right, timber bond issues in amounts 
of $150,000 and upward. 


Write our nearest office. 


CARSTENS& FARLES, 
| NCORPORATED 
Investment Securities 


LOS ANGELES SAN FRANCISCO 
Established 1891 
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! PORTLAND, ORE. | 
. AND THE COLUMBIA VALLEY : 








Willapa Lumber Co. 
Fir 
Spruce 
Hemlock 


Our Specialty 


Vertical Grain Uppers 


Carefully dried—Well manufactured. 


Mills: - + RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE. 
Chicago Representative 
Robert S, Burnside, 749 Railway Exch. Bldg. 


Old 
Growth 

















! 
~ Commission Salesmen Wanted. 
DOUGLAS FIR Douglas 
YARD STOCK | °" 
Rough 
Dealers will find it to their and 
advantage to investigate the Surfaced 
values we are featuring. Tell PLANK 
us what you would be inter- 
ested in. Bridge 
Material 
P. S. McKENZIE Timbers 
Lumber Company _— 
Gasco Building, Stock 
PORTLAND, ORE. 











Commission Salesmen Wanted. 





H. J. ANDERSON 
LUMBER Co. 


PRODUCERS OF WESTERN 


cedar POLES Fi PILING 


RAIL OR CARGO 


“tio Portland, Ore. 

















7 soTELS CO 





DAVENPORT 
HOTEL 


Spokane, U. S. A. 


Headquarters for 
Lumbermen of 
the Northwest. 





Reasonable Rates 
Informal 





Numerous Dining 
Rooms Including 


Coffee Shop. 











Circulating Ice Water. Washed 
Air Ventilation. 











MAKE your timber investments pay maximum 

returns. “Principles of Handling Wood- 
lands” by Henry Solon Graves tells how. $2.50, 
postpaid. American Lumberman, 431 So. Dear- 
born St., Chicago, Ill. 









Business Changes 


ALABAMA. Buhl—Deal Lumber Co. sold to Sipsey 
Valley Lumber Co. 

ARIZONA. Flagstaff, Williams and Winslow—Hall 
Lumber Co. sold to J. D. Halstead Lumber Co. 

CALIFORNIA. Santa Cruz—C, H. Griffen, Jr., man- 
ager of the local yard of the Homer T. Hayward Lum- 
ber Co., has been made general manager of all yards 
of that company; H. Wentworth succeeds as manager 
of Santa Cruz yard. 

Ventura—R. L. Byers, formerly with the Long Beach 
plant of the Hayword Lumber & Investment Co., will 
have charge of the new yard of the Sun Lumber Co. 
here, 

COLORADO. Englewood—L. E. Wise Lumber Oo. 
succeeded by Wise & Ferguson Lumber Co. 

IDAHO. Grangeville—Fred Titus, Arthur Aune and 
Kenneth Powell have leased the Z. M. Powell shingle 
mill near here. 


INDIANA. Akron—Akron Grain & Lumber Co. suc- 
ceeded by Haldeman-Baum Co. 

Corydon—Hurst Hardware Co. succeeded by Hurst- 
Mills Co. 


IOWA. Des Moines—Des Moines Millwork Co. merged 
with Carr & Baal and will be known as Carr & Young 
Co. J. C. Collier, president; J. E. Young, secretary- 
treasurer. 

Des Moines—Cohen Bros. Iron & Metal Co. has 
sold entire new lumber stock to local dealers and will 
utilize the lumber space for fabricated steel and ma- 
chinery department; used lumber department will be 
expanded. 

Emmetsburg—Main office of Royal Lumber Co. moved 
from Emmetsburg to Osage, Ia. 

LOUISIANA. Frost—Fleming Lumber Co. succeeded 
by McCarroll Lumber Co, 

South Mansfield—McCammond Lumber Co. changing 
office to Shreveport, La. 


MINNESOTA. Dassel—H. Manthei has taken his 
son, Winfield, into the business and the firm name is 
now Manthei & Manthei. 

MISSOURI. Charleston—Gilmore Lumber Co.  suc- 
ceeded by E. C. Robinson Lumber Co. 

Kansas City—Monarch Lumber & Wrecking Co. suc- 
ceeded by Monarch Lumber Co, 


NEW YORK. Washingtonville—Thos. Fulton Co. suc- 
ceeded by Seacord & Cooper Bros. 

—— Butler—W. E. Winkler sold to Ginsinger & 
Teeter. 

Newark—Wesley Montgomery & Son succeeded by 
Merrill R. Montgomery. 

OREGON. Falls City—W. S. Daugherty has pur- 
chased sawmill of Brown & Matthews. 

Klamath Falls—White Pine Moulding Co. purchased 
sawmill of C. R. Miller near here, 

Mt. Angel—F. D. Hamburg has sold interest in 
handle factory of Hamburg Mfg. Co. to D. B. Carr and 
J. E. Holmes, 

Shaniko—W. A. Rees has purchased Moody lumber 
and grain business and will continue it under name of 
W. H. Moody Warehouse. 

Vernonia—Peter Connacher and others have purchased 
the Beaver Creek Logging Co. and will operate under 
name of Connacher Logging Co. 

SOUTH DAKOTA. Claremont—Thompson Yards 
(Inc.) succeeded by Claremont Lumber & Hardware Co. 

Humboldt—Thompson Yards (Inc.) sold local yard to 
Tuthill Lumber Co. 

TEXAS. Brownsville—Eagle Pass Lumber Co. suc- 
ceeded by Aldridge-Hielscher Implement Co. 

Daingerfield—James Finley sold ‘his interest in the 
Pollan & Finley sawmill to his partner, Grafton Pollan. 

WASHINGTON. Edmonds—Edmonds Mfg. Co. sold 
sash and door manufacturing plant to Western Scale 
& Fixture Co., of Seattle, and the plant has been dis- 
mantled and moved to 2209 Fifth Avenue, Seattle. 

Olympia—Van’s Hardwood Mills succeeded by Van's 
Hardwood Mfg. Co. 

Tacoma—A. & J. Lumber Co. purchased Wallace & 
Wilder Lumber Co., sawmill. 


BRITISH NORTH AMERICA 
ONTARIO. Toronto—Frank Kent has purchased out- 


standing stock of Seaman, Kent Coe. (Ltd.), hardwood 
flooring, and is president and general manager of the 


concern. 
New Ventures 


CALIFORNIA. Beverley Hills—Universal Lumber Co. 
recently began. 

El Monte—Manning Lumber Co. will open yard. 

COLORADO. Bristol—Marsh Bros. recently began; 
retail. 

Pueblo—Santa Fe Trail Lumber Co., new concern. 

INDIANA. Indianapolis—Ervin Valdenaire Lumber 
Co. recently began. 

KENTUCKY. Hardin—Hughes & Alford Lumber Co. 
have sold plant, business and good will to T. L. Pace 
and R. E, Gay who will operate as Hardin Lumber Co. 

MARYLAND. Denton—S. Frank Cole will start in 
business about April 1 at 7th St., near Market; lumber. 

MISSOURI. Koshonong—M. B. Morse, new hardware 
and lumber yard. 

OHIO. Cleveland—J. H. Hackenberg recently began 
wholesale business. 

Columbus—Columbus Hardwood Mfg. Co. will begin 
operation on March 1. 

OKLAHOMA. Pawnee—Weleetka Lumber Co., new 
concern. 

OREGON. Portland—Union Ave. Lumber Co. recently 
began; retail. 

Silverton—H. W. Hubbs and W. E. Batcheller have 
engaged in business as Hubb Planing Mill. 

Tillamook—Chas. L. Eskoka, Bino Pietola and Alex 
Rinell have engaged in business as E. P. & R. Log- 
ging Co. 
















TENNESSEE. Livingston—Cincinnati Lumber Co, 4. 
cently began; wholesale hardwood. 
Memphis—East End Lumber Co., new concern, 


TEXAS. Dallas—Geo. W. Owens Lumber Co, wij 
-— branch yard on Hampton Road, near Jimtowy 
toad. 


VIRGINIA. Norfolk—Wm. B. Roper Corporation re. 
cently began; wholesale, 

WASHINGTON. Bridgeport—A. W. Manke recently 
began; retail. 

Seattle—Northwest Lumber & Coal Co. recently pe. 
gan; wholesale lumber. 


WISCONSIN. Antigo—Vulcan Last Co. recently be. 
gan manufacture of shoe lasts here; headquarters 
Portsmouth, Ohio. j 


Incorporations 


ALABAMA. Jasper—Superior 
porated; capital, $50,000. 

CALIFORNIA. La Mesa—Park Lumber Co., incor. 
porated; capital, $100,000. 

San Francisco—Monterey Bay Redwood Co., incor. 
porated; capital, $1,350,000. 

3 Samoa—Hammond Lumber Co., incorporated; capital, 

20, . 

COLORADO. Deer Trail—Deer Trail Lumber Co, jn- 
creasing capital to $10,000. 

FLORIDA. St. Augustine—W. E. Montgomery Lum. 
ber Co., incorporated; capital, $10,000. 

Vero—Vero Planing Mill Co., incorporated; capital, 
$50,000. 

ILLINOIS. Chicago—Central Woodworking Co., in- 
corporated; capital, $10,000; 2133 52nd Ave. 

Chicago—Art Wood Turning Corporation, incorporated; 
capital, $10,000; 1634 N. Ogden Blvd. 

Elgin—Elgin Lumber Co., incorporated; 
$60,000. 

Oregon—Spahn & Rose, incorporated; capital, $950,000, 
of Dubuque, Iowa, to transact business in Illinois; 
devoting $54,435 to Oregon branch. 

Peoria—Carr & Johnston Co. increasing capital from 
$150,000 to $400,000. 

Ullin—Ullin Box & Lumber Co., incorporated; 100 
shares, no par value, 

INDIANA. Michigan City—Henry Lumber Co. in- 
creasing capital to $100,000. 

KENTUCKY. Hodgenville—Daugherty Lumber Co. in- 
creasing capital from $10,000 to $20,000. 

LOUISIANA. Alexandria—Smith Lumber Co., incor- 
porated; capital, $150,000. 

Leesville—D. H. Anderson Lumber Co., incorporated; 
capital, $20,000. 

MICHIGAN. Ann Arbor—C. W. Gill Lumber Co., in- 
corporated,. 

MINNESOTA. Duluth—Timber Products Co., incor- 
porated; capital, $50,000. 

MISSISSIPPI. Hattiesburg—Bailey Lumber Co., in- 
corporated; capital, $15,000. 

MISSOURI. Cameron—Cousins Lumber Co. increasing 
capital from $200,000 to $300,000. 

St. Louis—Missouri Lumber Co., incorporated; cap- 
ital, $2,000. 

St. Louis—Andrew Schaefer Supply & Wrecking Co. 
increasing capital from $50,000 to $75,000. 

Springfield—L. W. Houck Lumber Co., incorporated; 
capital, $238,000. 

MONTANA. Whitefish—Home 
porated. 


NEW YORK. New York—Dayton Woodworking Co., 
incorporated. ,; 

Brooklyn—Tober & Gemson Lumber Co., incorporated; 
capital, $10,000. 

Cambridge—C. A. McGhee Coal & Lumber Corporation, 
incorporated; capital, $50,000. 

New York, Bronx—M. Fritch & Sons, incorporated; 
capital, $5,000. 

New York, Queens—Minnisohn Lumber Corporation, 
incorporated; capital, $25,000. 

North Tonawanda—Jones Transportation Co., incor- 
porated by R. T. Jones Lumber Co., with R. T. Jones 
as president, and H. Morton Jones as vice-president and 
general manager. Will have eharge of operations of 
steamer Elmira and bard Keuka, carrying lumber from 
upper lake ports to company’s docks. 


NORTH CAROLINA. Goldsboro—Enterprise Lumber 
& Box Co., incorporated. 

OHIO. Columbus—Columbus Hardwood Lumber Mfg. 
Co., incorporated; capital, $25,000. 

Kenmore—Rockstool Lumber Co., incorporated; capi- 
tal, $20,000; retail. 

OKLAHOMA. Blackwell—Chikaskia Lumber Co., in- 
corporated; capital, $30,000. . 

Erick—Hood-Allen Lumber Co., incorporated; capital, 
$10,000. 


OREGON. Bandon—White Cedar Sales Co., incor- 
porated; capital, $10,000. 

Klamath Falls—White Pine Moulding Co., incor- 
porated; capital, $15,000. 

TEXAS. Houston—W. T. Carter Lumber & Building 
Co. increasing capital from $1,000,000 to $2,000,000. | 

Houston—Floor Laying & Finishing Co. increasing 
capital and changing name to Albin Floor Co. | 

Houston—Cypress Tank Co. increasing capital to 
$100,000; moving headquarters from Shreveport, La., to 
Houston. ; i 

Houston—Crain Ready-Cut House Co. increasing capl 
tal from $200,000 to $400,000. 1 

Liberty—Liberty Lumber Co., incorporated; capital, 
15,000. F 

San Antonio—Beacon Lumber Co., incorporated; cap! 
tal, $75,000. 4: 

San Antonio—Karren-Tobias Lumber Co., incorporated; 
capital, $40,000. ‘ 


WASHINGTON. Aberdeen—Hobi Timber Co. increas 
ing capital to $449,000; logging. teal 

Everett—Monarch Mill Co., incorporated; capitals 
$30,000. 


Lumber Co., incor. 


capital, 


Lumber Co.,  incor- 
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—_——- 
prerett-—Mannette Lumber Co., incorporated; capital, 


#150.0005.m—Kuhn Logging Co. increasing capital to 
115-0 n—Washington Lumber & Spar Co., incor- 


ed. 
or ympia—Van’s Hardwood Mfg. Co., incorporated; 
capital, $25,000. ; , 
Roslyn—Walsh Lumber Co., incorporated; capital, 
£15,000. side—Garren Lumber Co. decreased capital to 
25,000. : 
Tacoma—A. J. Lumber Co., 
$2,000; sawmill. : ; 
Tacoma—Tacoma Sash & Door Co., incorporated; capi- 
75,000. 
to VIRGINIA. Huntington—Ohio Valley Lumber 
& Supply Co. increasing capital to $125,000. 


incorporated; capital, 


AMERICAN LUMBERMAN 


WISCONSIN. Eau Claire—W. K. Coffin Timber Co., 
incorporated; capital, $800,000. 
Glidden—Soo Lumber Co., 


$25,000. 
New Mills and Equipment 


ALABAMA, Bankston—Pocahontas Lumber Co., of 
Corinth, Miss., announces establishment of branch plan- 
ing mill here. 

ARKANSAS. 


incorporated; capital, 


Magnolia—T. B. Moore will establish 


a sawmill on recently acquired hardwood tract. 
CALIFORNIA. Pasadena—Wm. P. Bettinger Lumber 
Co. erecting $6,000 planing mill. 
FLORIDA. Orlando—Walker Lumber Co. will estab- 
lish lumber finishing plant. 


(Concluded on page 112) 

















A new schedule, calling for 10 to 15 percent in- 
creases On most items, is in the hands of patrons 
of the sash and door mills in the Minneapolis and 
St. Paul (Minn.) district this week. The read- 
justment is on the basis of the strengthening lum- 
per market. Most of the mills have small quan- 
tities of lumber on hand, but soon will be com- 
pelled to go into the market to replenish supplies 
at higher quotations. Prices here, according to the 
millmen, are lower than the average in the United 
States. The beginning of a more active period 
in sash and door mill industry is believed to have 
started, with receipt of scattered orders from the 
Dakotas and western Minnesota territory, some 


of the buyers having, been out of the market for 


years. 

Kansas City (Mo.) plants report that at the rate 
new jobs are coming in, together with the jobs in 
sight, local plants will be kept busy on specials 
this year, and an early increase in forces will 
probably be necessary. City demand for yard 
stock is good, but country demand still is slow. 
Prices here have not changed materially, but are 
firm. 

The slight advance due on account of increased 
cost for materials has not yet gone into effect in 
Omaha (Neb.) district. Prices are firm, although 
business remains light. Building prospects are 
good, especially for quite a number of large struc- 
tures and for school buildings of various kinds. 


five weeks. This has tended to slow up the work 
and make the needs of the builders less pressing. 
But such delays, of course, are certain to be made 
up for later on. The range of prices is on the 
whole well sustained, with only such changes as 
are necessary from time to time to bring up some 
items that happen to be out of line. The outlook 
is regarded as very promising. 


“The movement of window glass from factories 
in January probably set a record for the period 
since Jan. 1, 1924,’’ says The Glass Worker. ‘“Sel- 
dom in recent months has the demand for prompt 
shipment been so urgent. Sheet machine factories 
are behind on orders for the more popular sizes, 
due in part to the production of heavy glass. 
Cylinder machine manufacturers are in a happy 
frame of mind. Wholesale prices are strengthen- 
ing, which situation would seem to be past due, 
if reports of price rampages in several large 
distributing centers have been anywhere near the 
truth.” 

SAE LAEGGES 
Company’s New Horse Barn Completed 

OSHKOSH, WIs., Feb. 9.—The recent completion 
and opening of the splendid new $135,000 horse 
barn of the Paine Lumber Co., was appropriately 
marked by a parade of about forty of the equine 
beauties used in the company’s service. Each 
animal had been curried until his coat glistened. 
Headed by the Paine Lumber Co. band, composed 

of employees, and with 
. each team preceded by its 








Recently completed $35,000 horse barn of the Paine Lumber Co., 
Oshkosh, Wis. 


Wholesalers in this line are quite optimistic, even 
though actual orders are still few and scattered. 

_ The door factories and planing mills at Buffalo, 
N. Y., have had a light volume of new business so 
far this month, but this has been due to the pres- 
ence of snow rather than to lack of interest in 
building. An improvement is looked for in the 
near future, when many dwellings are likely to be 
heeded, 

Millworkers, including door and sash manufac- 
turers, in Columbus, Ohio, are fairly busy. Orders 
for interior trim to be used when the spring 
building season opens are fairly good. Some of 
the door and sash mills are accumulating stocks. 
Labor is plentiful, and prices are generally satis- 
factory. Seymour Brown, head of the Columbus 
Lumber Co., announces that additional equipment 
Will be installed in the mill during the spring 
months, He says orders for millwork have kept 
them fairly busy during the last few weeks. 

The Baltimore (Md.) sash and door men, though 
hot pushed just at this time, are getting enough 
orders to make the period of the year quite com- 
Parable with the best that have gone before. Con- 
struction projects are being matured despite the 
jtsvorable weather that has prevailed, snow hav- 
Og covered the ground continuously for more than 





driver, the parade passed 
along West Algoma 
Street, being witnessed 
by many employees and 
others. 

The new barn accom- 
modates forty horses in 
regular’ stalls, besides 
four box stalls. It also 
affords garage capacity 
for eight automobiles, 
and storage for the large 
amount of hay, grain and 
other feed required for 
the horses. It contains 





a wash room for em- 
ployees, with hot and 
cold water, a harness 
room, and other con- 
veniences. 

The first story, hous- 


ing the horses and auto- 
mobiles, is of fireproof 
construction, the walls 
being of reinforced con- 
crete, and the ceiling of 
concrete and tile 14 inches thick, pierced only by 
the ventilators, which are protected by heavy 
boiler plate trap doors on the hay loft floor, held 
up by sash cord connected by two fusible links. 
The hay chutes are outside, and connected with 
the feeding alley by fire doors which close auto- 
matically. These features have been incorporated 
in the new structure because of the fact that the 
original barn was burned with the loss of several 
animals. The recurrence of such a catastrophe 
has been guarded against to the utmost. The 
building is a worthy addition to the plant equip- 
ment of the Paine ‘Lumber Co., whose immense 
production of sash and doors, and whose enterprise 
and community spirit, have combined to establish 
its enviable reputation. 


To Build Large Sash Factory 


WENATCHEE, WASH., Feb. 7.—A large frame and 
sash factory will be built at Wenatchee this year, 
according to J. A. Clorety, who announces that 
plans are now being prepared for one of the 
largest plants of the kind in the State. It is said 
that eighteen lumber concerns of north central 
Washington, from Leavenworth to Tonasket, are 
backing this movement as a means of more effec- 
tively merchandising their higher grade stuff. 


CI CALIFORNIA C— 


Cae White Pine 
alifornia Sugar Pine 


and Arizona Soft Pine 
Best Stock for Factory and Pattern Lumber. 


Ask LOUIS WUICHET, Tnc. 
Room 712 Railway Exchanee CHICAGO, ILL. 


Tel. Harrison 


‘ CALIFORNIA q 


REDWOOD 


Siding Tank Stock Shop 
Finish Silo Stock _ Ties 











Ceiling Squares Timbers 
Mouldings Flitches 


Union Lumber Co. 


FORT BRAGG, CALIFORNIA 


Crocker Building, - - San Francisco 


Lane Mortgage Bldg., - - Los Angeles 
Grand Central Terminal, - + New York 
London Guarantee Building, - Chien 


360 North Michigan Avenue 
ee O. W. Building, ° . Omaha 
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BOX SHOP 
AND 
CLEARS 
IN 





Ks 

fom 
YY White 

PINE 


We invite your inqui- 
ries and orders. 


Clover Valley 
Lumber Co. 


LOYALTON, CAL. 


REDWOOD 





H. B. Hewes, 
President 


W. T. Virgin, 
Vice-President 

R. H. Downman 

J. W. McWilliams 

C. D. Terwiliiger, 
Sec.-Treas. & 
Gen. Manager 

F. E. Walker, 

Asst. Sec. & Treas. 
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ALBION LUMBER CO. 


General Offices, Albion, California 
Mills: Albion and Navarro, Cal. Sales Office, Hobart Bldg., San Francisco 




















Machine Molder Practice 


A manual on molder work, the operation and 
guperiatendence ofthe molding machine. Pub- 
lished by a practical woodworker who traveled 
many thousands o! es to gather the necess: 
information. Bound in Red Leather. $2.50, 
postpaid: 
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We Have Moved 


EASTERN 


Sales Office 


From 
SAN FRANCISCO, CALIF. 


To 
CHICAGO, ILLINOIS 





We solicit your inquiries on 


Redwood Hemlock 
Douglas Fir White Fir 


California 
Sugar and White Pine 


Hammond Lumber Co., Inc. 
SALES OFFICE : 
dg., i 
360 Ne. Michizan Ave”, CHICAGO. p.theme's'711 
Mills at: Mill City, Ore., Samoa, Calif. 
and (Hutchinson Lbr. Co.,) Oroville, Calif. 

















HUTCHIN Lumber and Douglas Fir, 
Storage Co. ellow Pine, 
Saw Mill, Band Resaw and Planing Mill | ¢ bes? hel 
CHICAGO OFFICE: YARDS and MILL: Railroad and 
402 Great Northern 139th & Western Ave. Car Material. 
Building. Blue Island, Ill. ORDERS SOLICITED 


Phone, Harrison 2517 Phone, Blue Island 800 
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“Tt’s a SWISHER!” 


Dozens of purchasing agents will say that 
when you ask them who makes the log- 
ging hammer they use. For thirty-seven 
years Swisher hammers have served in 
camp, mill and yard. You save money by 
buying direct from manufacturer. 

Ask for special folder L-4 which lists 


trade checks, badges, steel stamps and 
many other items you constanily use. 


TheR. D.Swisher Mfg.Co. 


411-413 So. Clinton St., CHICAGO 
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Principles of 


Handling Woodlands 


By HENRY SOLON GRAVES 


Tells how to manage timber properties along the 
most profitable lines. Valuable to timber owners 
or managers. A very practical book, worth many 
times its cost to the mar who wants a guide to 
reaping highest profits in timber management. 


Cloth, $2.50 Postpaid. 


American Lumberman 
431 So, Dearborn St., CHICAGO, ILL. 
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Carl Miller, of the Carl Miller Lumber Co., Mil- 


waukee, Wis., expected to leave toward the end of 
this week for a vacation in Cuba. 


Morris Joseph, president of the Joseph Bros. 
Lumber Co., has gone to southern California, ex- 
pecting to spend the next couple of months there. 


E. Samuels, of the Douglas Lumber Co., returned 
this week from Florida and Cuba, where he has 
been spending a vacation which he describes as 
having been very pleasant. 


A. H. Hempstead, president, W. B. Knapp, sales 
manager, and R. B. Eddy, of Mershon, Eddy, 
Parker Co., Saginaw, Mich., are spending some 
time in Idaho and in Spokane, Wash., on a busi- 
ness trip. 


Frank F. Fish, secretary of the National Hard- 
wood Lumber Association, announced this week 
that Walter C. Tillotson has been assigned to the 
Florida territory as the association’s official in- 
spector. 


W. B. Coates, traffic manager of Betty & Sons 
Lumber Co., Montgomery, Ala., was in Chicago 
during the week, conferring with the Vanlanding- 
ham-Cook Lumber Co., which represents his con- 
cern exclusively in this territory. From here, 
Mr. Coates went to Cleveland, Ohio, and other 
eastern points on a business mission. 


C. E. Combs, of the Dierks & Sons Lumber Co., 
Kansas City, Mo., transacted business in this mar- 
ket during the week. He reported that business 
is quite good in the Kansas City territory, consid- 
ering the season, and that all the lumbermen there 
took a decidedly optimistic view of the near 
future, 


Harold E. Frost, associated with Ralph Smith, 
of Kansas City, Mo., passed through Chicago this 
week while en route to Philadelphia, New York 
City and Boston on a business trip. Mr. Frost for- 
merly was sales manager of the East Oregon Lum- 
ber Co. In his new connection he will handle 
mostly specials in western pine, Douglas fir etc. 


Announcement has been made by the Cleveland- 
Cliffs Iron Co., at Cleveland, Ohio, of the ap- 
pointment of John M. Bush as land agent of the 
company with office at Negaunee, Mich., succeeding 
C. V. R. Townsend, lately deceased. Mr. Bush is 
now superintendent of the North Lake mining dis- 
trict, and his appointment as land agent comes 
as a merited promotion. 


G. A. Vangsness, of the Vangsness Lumber Co., 
and L. 8. Beale, assistant secretary of the National 
Hardwood Lumber Association, were among the 
Chicago lumbermen who attended the annual con- 
vention of the Canadian Lumbermen’s Association 
at Quebec, Can., held on Wednesday and Thurs- 
day of last week. 


Charles T. O’Connor has been appointed man- 
ager of the Portland (Ore.) office of the Germain 
Co., Pittsburgh, Pa., and has already taken charge. 
Mr. O’Connor is an experienced lumberman, whose 
record, say his friends, assures a progressive and 
energetic administration of the Germain Co.’s in- 
terests in the Portland district. 


S. E. Wisner, who has been the Jacksonville 
(Fla.) sales representative of the National Hard- 
wood Flooring Co, Nashville, Tenn., has been 
transferred to the Chicago territory, where he will 
henceforth handle the company’s accounts. He 
has been succeeded as Florida representative by 
W. W. Brock & Sons, of Miami, Fla. The National 
Hardwood Flooring Co.’s warehouse at Jackson- 
ville will be maintained, and W. W. Brock & Sons 
will be in position to handle orders for less than 
carload shipments from this warehouse. 


E. M. Dollarhide, of the Dollarhide Lumber Co., 
returned this week from Arkansas, where he had 
spent some time visiting the mills and looking 
over manufacturing and stock conditions, espe- 
cially as they pertained to Arkansas soft pine. He 
reports that stocks are very low and broken, and 
that the mills have good order files on hand, so 
they are showing little disposition to compete for 
new business. Mr. Dollarhide reported further 
that all the manufacturers he called on took a 
decidedly optimistic view of the future. 


The Thornton-Claney Lumber Co. this week an- 
nounced that it has changed its name to the 
Bishop Lumber Co. There has been no change 
whatsoever in the personnel or finances of the 
company, it is stated. The officers are H. H. 
Bishop, senior, president; W. S. Frisby, vice presi- 
dent, and 8. P. Anderson, secretary-treasurer. The 
company operates a large retail yard at 2315 








i, 





Elston Avenue, and makes a specialty in heavy 
timber besides handling a full line of building 
materials. 





L. D. Thompson, who for several years hag been 
lumber buyer for the Harris Bros. Co. has bee, 
promoted to general buyer, and will hereafter qo 
the purchasing of all millwork as well as of the 
concern’s lumber requirements. Mr. Thompson js 
a lumberman of wide experience. Before coming 
with the Harris Bros, Co. he was connected with 
the Kiln (Miss.) operations of the Edward Hinges 
Yellow Pine Trustees. 


E. H. McGill, 
nected with the 







for the last year or so cop. 
Chicago sales office of the 
Kirby Lumber Co., Houston, Tex., has become 
associated with the A. E. Boatright Lumber 
Co. Mr. McGill is a railroad material man of 
long experience, and will specialize in railroad and 
car material for the Boatright concern. Prior to 
joining the Kirby Lumber Co.’s sales forces he 
was for some time buyer in the South. At one 
time he was connected with the Exchange Saw 
Mills Sales Co., as manager of the timber and tie 
department. 









E. V. Jotter has recently been added to the 
forestry faculty of the University of Michigan, 
where he will teach forest protection, forest im. 
provement, forest administration and silvics. Mr, 
Jotter is a forestry graduate of the University 
of Michigan, and has had long and varied ex. 
perience in the subjects he will teach. He was 
for twelve years in the California district of the 
Forest Service, serving as forest examiner and 
forest supervisor. For the last three years he has 
been a member of the Forest Products Laboratory 
staff at Madison, Wis. 


J. J. Hartigan, traffic maanger for the Van- 
landingham-Cook Lumber Co., is the proud father 
of a sturdy baby girl, who was born Tuesday after- 
noon of this week. The young lady tipped the 
scale at over seven pounds, and both she and her 
mother are doing excellently. It is at this stage 
impossible to report her name, for a controversy is 
raging in the family over whether she should be 
called Catherine after her mother and _ paternal 
grandmother, or whether she should bear the 
poetical but dolorous name of Dolores. Last re- 
ports state that she might be presented with 
both of them. 


J. F. Ravenscroft, newly appointed sales man- 
ager of the East Oregon Lumber Co., headquartered 
at Kansas City, Mo., and with operations at Enter- 
prise, Ore., was in Chicago during the week, get- 
ting acquainted with the trade here. He an- 
nounced that the sales office of the company will 
shortly be removed from Kansas City to Enter- 
prise, where he hereafter will make his headquar- 
ters. Mr. Ravenscroft previously was associated 
with the Nibley-Mimnaugh Lumber Co., Wallowa, 
Ore., until that mill was purchased by the Bow- 
man-Hicks Lumber Co., of Kansas City, Mo., some 
time ago. 


Among the visitors in Chicago last week was 
M. E. Bolinger, lumber agent for the Norfolk & 
Western Railway Co., with headquarters at Roan- 
oke, Va. Mr. Bolinger was in attendance at the 
sessions of the annual convention of the National 
Association of Railroad Tie Producers and incl- 
dentally paid the AMERICAN LUMBERMAN offices & 
much appreciated visit. Mr. Bolinger finds much 
in the AMERICAN LUMBERMAN columns that are of 
value to him, particularly the market quotations 
on southern pine from Jacksonville, Fla., and the 
St. Louis tie quotations, declaring them always 
reliable and very good for comparative purposes 
in connection with his work for the railroad. 


Frank G. Wisner, of Eastman, Gardiner & Co., 
Laurel, Miss., president of the National Lumber 
Manufacturers’ Association, accompanied by Mrs. 
Wisner, was in Chicago for a day this week. They 
were en route to Iowa City, Iowa, to attend the 
wedding of a daughter of Arthur Cox, of the East- 
man, Gardiner organization. While still feeling 
the effects of a recent severe attack of influenza, 
Mr. Wisner is well on the way to complete re 
covery and is getting back into the swing of the 
many affairs that demand his attention as presi- 
dent of the National association. He is taking 
particular interest in the development of @ Pro 
gram for waste conservation and reforestation. 
Mr. Wisner has taken an active personal interest 
in disseminating information on these subjects in 
Louisiana and Mississippi, especially among the 
schools of both States. 


S. M. Eaton, general sales manager of the W. - 
Cady Lumber Co., McNary, Ariz., accompanied by 
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nis wife, was in Chicago this week conferring with 
the local sales representative of the company, W. 
G, Karrick, and interviewing some of the large 
poyers. Mr. and Mrs. Eaton stopped in Kansas 
City on their way North and from Chicago went 
to Detroit. After a few days in the motor city 
they expect to go to New York, where they will 
spend several days conferring with the company’s 
jocal representative there, Harry S. Lafond, and 
probably will visit other large markets before re- 
turning to Arizona. Mr, Eaton, whose office is 
located in Holbrook, Ariz., reports an active de- 
mand from all sections of the country for Cady 
Quality Arizona White Pine, which rapidly has 
found favor with lumber users wherever it has 
peen introduced. Mr. Eaton has been especially 
pleased with the way in which Cady Quality Ari- 
gona White Pine moldings have found favor with 
builders. Since the installation of two molding 
machines in the plant in McNary the demand for 
these moldings has been greater than the capacity 
of the mill can meet. Mr. Eaton reports an ex- 
cellent business in 1924, and confidently looks for- 
ward to an even better. business this year. 
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Dealers Interested in Remodeling 


A, M. Manning, of Grand Rapids, Mich., secre- 
tary of the Michigan Retail Lumber Dealers’ As- 
sociation, was in Chicago Wednesday of this week 
en route back to his headquarters after having 
spent a day in attendance at the annual conven- 
tion of the Wisconsin Retail Lumbermen’s Asso- 
dation at Milwaukee. Mr. Manning watched the 
wheels go ’round at the Wisconsin annual and took 
notes that might be helpful to him in completing 
plans for the annual of his own association, which 
will be held at Grand Rapids next week. Mr. 
Manning has planned a mighty interesting and at- 
tractive program and hopes to make this coming 
annual the best in the history of the association. 
He said that dealers in Michigan are becoming 
tremendously interested in the remodeling cam- 
paign originated by the AMERICAN LUMBERMAN 
and that more than 600 copies of the “Old Homes 
Made New” book now are being used by members 
of the association in campaigns in their communi- 
ties. 


(‘BERG GRaEaAM: 


Most Cars Will Be Closed 


The closed car will dominate the future auto- 
mobile market, according to Colin Campbell, vice 
president of Durant Motors (Inc.), who believes 
that within a few years the enclosed type will by 
far outnumber all others. In a recent address on 
the current trends within the automotive industry 
he said that in these days of keen competition it 
is a matter of the survival of the fittest. The 
success of any manufacturer of automobiles priced 
to meet the means of the majority of owners will 
depend cn the production of practical closed models 
that satisfy modern requirements as to low cost 
transportation, satisfactory appearance and riding 
comfort. Mr. Campbell continued: 


“This is particularly evidenced by the growing 
popularity of the two-door inclosed car, which 
provides the seating capacity of the four-door 
sedan at lower cost. There always will be de- 
mand for the four-door sedan, but it cannot be 
made to sell at as low a price as the two-door 
car,” 

Mr. Campbell pointed to the steadily increasing 
volume of closed-car production, which is expected 
to amount to more than 50 percent of the total 
production in 1925. “The remarkable development 
of fine closed bodies has been due to the keen 
foresight of practical motor manufacturers, who 
through organized merchandising methods, have 
put the manufacture of closed bodies on a volume 
basis. This development, with the resulting ex- 
pansion of body plant facilities and reduced costs, 
brought the closed car within the reach of the 
Majority of buyers.” 


Sulphite Expert Rejoins Laboratory 


Mapison, Wis., Feb. 10.—Announcement has 
been made by the Forest Products Laboratory 
that Vance P, Edwardes, in charge of sulphite in- 
vestigations in the pulp and paper section of the 
laboratory from 1917-1921, has after three and 
4 half years in the employ of the Interlake division 
of the Consolidated Water Power & Paper Co. at 
Appleton, Wis., rejoined the laboratory. Mr. Ed- 
wardes is well known to the members of the 
American Pulp & Paper Mill Superintendents’ As- 
Sociation as first vice president of the North- 
Western division of that organization. His new 
Position with the Forest Products Laboratory in- 
Volves liaison work with the pulp and paper in- 
dustry. He is at present occupied with the pro- 
Motion of better white-water utilization both from 
the standpoint of conservation of valuable ma- 
terials and stream pollution. 


New Wholesale Concern Chartered 


BIRMINGHAM, ALA., Feb. 10.—A new wholesale 
organization that began business in Birmingham 
on Feb. 1 is the Magic City Lumber Co., which 
recently was chartered by J. J. Varlie, well known 
Birmingham wholesaler, who for several years has 
been a guiding spirit in the American Lumber & 
Export Co. Associated with Mr. Varlie will be 
W. Standing, jr., who brings to the new organiza- 
tion a wide lumber experience in the South and 
West. Mr. Standing is sales manager, and the 
announced policy of the Magic City Lumber Co. is 
that its dealings will be based on highest ethics. 
The principals hope to have their old mill friends 
renew past relations and extend a cordial invita- 
tion to them to make the offices of the Magic City 
Lumber Co. their headquarters while in Birming- 
ham. 


Fire Loss Was Small 


SULLIGENT, ALA., Feb. 10.—Since the publication 
in a recent issue of the AMERICAN LUMBERMAN of 
a small item stating that the Kentucky Lumber 
Co. had suffered a loss by fire, this company has 
been flooded with correspondence concerning it. 
The facts are that this fire was of minor im- 
portance, the only loss sustained being a boarding 
ing house that was burned. There was no inter- 
ruption to operations of the plant, which has con- 
tinued to run as usual. 


Grade Marking in Operation Soon 


New ORLEANS, Feb. 9.—Grade marking of 
southern pine lumber by subscriber mills of the 
Southern Pine Association is expected to be in 
actual operation within a few months, according 
to a statement made by Secretary-manager H. 
C. Berckes, of the association, in a communica- 
tion just sent out to one thousand architects, 
engineers and general contractors throughout 
the country. 

The movement for the grade marking of lum- 
ber was initiated by the Southern Pine Asso- 
ciation some two years ago, with the idea of pro- 
tecting the lumber buying public against fraud 
and deception in their purchases and as a guar- 
anty of the grades and quality, concerning 
which the average individual is little informed. 
Committees of the association have been work- 
ing diligently on the project during the last 
two years and after many months of study and 
experimentation, Secretary Berckes states, they 
have reached the point of making final tests of 
grade marking as a part of actual sawmill 
operation, with two methods of branding, one 
by machine and the other with a hand stamp. 

Numerous architects, contractors, retail lum- 
ber dealers, Government officials and others for 
some years have urged the grade marking of 
lumber by the manufacturers, and Secretary 
Berckes in his communication to the architects, 
engineers and contractors informs them of the 
progress made and requests each to express his 
individual views regarding the project. 

Subscriber mills of the Southern Pine Asgo- 
ciation will brand the grade of the lumber upon 
the end of the board, so that it easily can be 
seen by the buyer in the piles and sheds at the 
yards. The brand as contemplated will include 
the grade of the board, for example, ‘‘ B&Btr,’’ 
or ‘‘No. 1 Com,’’ forB&better and No. 1 com- 
mon, also the letters ‘‘S P A’? as the insignia 
of the association, and in a circle there will be 
a number identifying the mill manufacturing 
the lumber. The grade marking will be backed 
up by the association’s regular mill inspection, 
which is given only to subscriber mills. 

In commenting on the movement in his com- 
munication to the architects and contractors, 
Secretary Berckes says: 


Grade marking of lumber is becoming imperative, 
because of economic changes within the industry 
with the production of large, well equipped and 
manufactured and uniformly graded stock declin- 
ing, and with the production of the small mills, 
which are not so well equipped, increasing. Con- 
siderable complaint has been made by consumers 
of lumber that they are not getting the same 
quality of lumber that they formerly received. 

Grade marked and trade marked lumber affords 
to the consumer guaranteed quality and grades, 
and seems to be the one means of convincing the 
public that good lumber can still be secured in 
quantity. 
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A. J. BARKER GEO. A. HOENE 
e 
Fir, Spruce, Redwood 
Red Cedar Idaho White 
Lumber and 
and Shingles Western Pine 





Acme Lumber & Shingle Co. 
Tel. Wabash: 6596—6597 
20 W. Jackson Boulevard, CHICAGO 





Winegar-Gorman 


Lumber Co. 
Birch, Maple, Ash, Basswood, 
Elm, White Pine, Hemlock, Lath 

Mills:— Rhinelander, Wis.—Winegar, Wis. 


Sales Office:— 
39 So. LaSalle St., CHICAGO, ILL. 





YPRESS Specialists 


Everything in 
Yard and Shed Stocks. 


Gregertsen Brothers 
Co. emihisltne, CHICAGO 


Yards and Planing Mills:—CAIRO, ILL. 





“Good Lumber at Prices YOU Can Afford to Pay”’ 


E. L. Cook Lumber Co. 


Kiln Dried and Air Dried 


Northern —HARDWOODS — Southern 


Ash Chestnut Plain Oak Walnut 
Basswood RedGum Quartered Oak Mahogany 
Birch Sap Gum Poplar Maple 


White Pine Western Pine Fir Cedar 
3101 So. Western Ave., CHICAGO, ILL. 





GEO. D. GRIFFI1H Cc. C. HUBBARD 


Geo. D. Griffith & Co. 
WHOLESALE LUMBER 


Northern and Southern Hardwood and Pine 


Telephone: 805 Lumber Exchange Bldg. 
Randolph 2165 Madison and LaSalle Sts., Chicago 





WHITE STAR LUMBER COMPANY 


811 Lumber Exchange Bldg., CHICAGO 
Randolph 1069 Mills at Mattoon, Wis. 
7 Jobbers of Yellow Pine, Fir and Red Cedar 
Manufacturers of HEMLOCK and CEDAR 


Sales Agents for Redwood Manufacturers’ Co., and 
“I. F.C.O.” Maple, Beech and Birch Flooring. 





GEO. T. MICKLE LUMBER CO. 
Manufacturers and Wholesalers 
Yellow Pine and Fir Lumber 


Chicago Portland Jacksonville, Fla. 
Hattiesburg, Miss. Columbus, Ga. 








PILSEN LUMBER COMPANY 
White Pine — Yellow Pine 
Hemlock, Lath and Shingles 
Straight or Mixed Cars. 

Quick shipments from our mills or from a 
large stock in our seven acres of yard at 
Laflin and 22nd Sts., - - CHICAGO 
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REALIZATION 


Is Simply Making 
Dreams Come True 





Every business success 
can be traced to some man’s 
motive. The kind of busi- 
ness doesn’t enter in nearly 
so much as the way it is con- 
ducted. 


The lumber business is no 
exception. Back of the suc- 
cessful enterprises it will be 
found upon close scrutiny 
that they succeeded mainly 
because of ideals. Perhaps 
it was a desire to improve 
manufacture and that ac- 
complished then came a de- 
sire to tell the world about it 
which meant advertising it 
in the leading publication 
read by contemporaries, 
lumber buyers and distrib- 
utors. And once the fact of 
quality had become estab- 
lished these advertisements 
served as a sort of standard 
all employes of the firm felt 
impelled to live up to. 


Your business no doubt is 
succeeding because you have 
certain ideals you want real- 
ized. We can help you cap- 
italize your efforts by telling 
your story in consecutive ad- 
vertisements to the readers 
of the 


Published in Chicago, Ill. 


READ WHEREVER LUM- 
BER IS CUT OR SOLD. 


Tells What an Association Is 


New York, Feb. 9.—Walter R. Pettit, of 
Huntington, L. I., the new president of the 
Northeastern Retail Lumbermen’s Association, 
is a fine example of what an ambitious and in- 
telligent American youth can accomplish. His 
first business venture was as the proverbial 
newsboy at the age of 11. After finishing his 
education at high school and at Syracuse Uni- 
versity, he entered the business of his father, 
A. 8. Pettit, where he soon added the lumber 
department. On Jan. 1, 1914, the company was 
incorporated as A. 8S. Pettit & Sons (Inc.), and 
Walter was elected secretary and treasurer, 
which office he fills today. 

He became interested in association work and 
in 1917 was elected secretary of the Long Island 
Dealers’ Association. In June, 1924, he was 
elected president of the 
association and still re- 
tains that office. 

At the National Re- 
tail Lumber Dealers’ 
convention in Atlantic 
City last October, the 
Long Island delegation 
captured the golf trophy 
offered the local groups 
and Walter Pettit was 
a member of the win- 
ning foursome. He is an 
enthusiastic golfer and 
a member of the Hunt- 


J. 4. CRUICKBHANK, Pras 


CRATES 
COOPERAGE STOCK 


American Lumbernan, 


Chicago , Ill. 


Big Indian Wo 





are manufactured from what was formerly wood 
refuse and sawmill waste. After a luncheon 
at the Pine Tree Inn, the afternoon was de 
voted to visiting the reforestation lands of the 
Great Southern Lumber Co., including the nur. 
sery, where four million pine seedlings arg 
awaiting transplanting to the cut-over lands, 
The delegation left Bogalusa late in the after. 
noon and expressed themselves as being deeply 
impressed with the rapid strides being made 
here toward successful conservation of natura] 
assets and practical reforestation. 

Bjarne Larssen, a member of the firm of F. W, 
Barth & Co., Hamburg, Germany, who represent 
the American Pitch Pine Export Co., New Or. 
leans, in that country, recently visited the Great 
Southern Lumber Co., the Bogalusa Paper (o, 
and subsidiaries. Mr. Larssen, a Norwegian by 
birth, is familiar with the methods of reforesta- 
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BIG INDIAN, ULSTER COUNTY.N.Y. Feb. 3rd.1925. 


Attent ion Me Editor. 


ington Country Club, A" sermenn nd contac we made contingent upon miter, sccileots, delays to canien and other delays uevoriable ad beyond aur contol, iachng 


where he pursues his fa- 
vorite sport. In addi- 


tion to other activities, esata 


fires. All quotations are made subject to change and previous sales. Alll accounts are subject to sight draft il not paid when due. 
Clerical errors subject to correction. All claims must be made within ten days. 


he is a director of the 
First National Bank 
of Huntington and is a 
member of the Ship- 
pers’ Advisory Board of 
the eastern district. 

When asked, ‘‘ What 
is an association,’’ Mr. 
Pettit said: 


The Steel Corporation 
is an _ association, the 
railroads, the factories, 
the banks are associa- 
tions. Your Government, 
your church, your busi- 
ness, your home is an as- 
sociation. Any object of 
human endeavor in which 
two or more individuals 
are engaged for happi- 
ness, for pleasure, for 
profit or for anything is 


Encbsed please find our check No.12329 for $4,.0C amount of one years 
subscription to American Lumberman,~ a well worth shile magazine with a real 
mission, equipped with the right spirit to be very useful to mankind, 

Your magazinesare filled with many helpful and most etimulating and 
inspiring articles which are vital to all good citizens,=- aside from the many 
other valuable features as a lumber magazine, Indeed you are trying to make,- 
and have succeeded very well,- American Lumberman a truly American magazine, 
Your well written articles on our Conetitution, good citizenship, building 
homes , etc. should have a great influence in making those who read them real- 
ize that there is much for ue to do , #8 good citizens, (regardless of our 
being engrossed with our own private affairs, or too busy with our own busi- 
ness) to make thie glorious Country what it should be and to help in the mould- 
ing of mens lives to fit them for the great taske in life that are before then, 


It ie in appreciation of your earnest and untiring efforts in re- 














an association. 

Speaking of the pres- 
ent-day business spirit, he 
said: Business is not 
merely making money. It 
is an expression of life. 
The success of any busi- 
ness depends upon the 
service which those who 
operate the business ren- 
der to those who patron- EHM/HM, 
ize it. It doesn’t make 
any difference whether it 


Year, 


gard to and along the lines mentioned above that prompt ue to write thie kind 
of a letter to you. Keep up the good work: 


In closing we wish semmdeir you a most Prosperous and Enjoyable New 


Yours very truly, 


\ ) 
\ 
Big Indian Yood rete. Mok 





is making locomotives or 
selling shoestrings, the 
fundamental problem is to render service. And in 
all industries today will be found men who believe 
that through mutual cojperation they can render 
greater service. This spirit of codperation does 
not end with the day’s work and is not confined 
to business. a 

Everywhere we see evidence of the awakening 
of a new and better era when men and women in 
business will discharge the duty of their calling in 
such a manner as to render the greatest service in 
the most efficient way, while at the same time 
building up friendships which are more valuable 
than money and more lasting than material things. 

After all, when the last page is written and 
the book is closed, all that remains of any man 
are the deeds he has done, the service he has 
rendered, all of which are held dear in the hearts 
of the friends he has made. 


Retailers Visit Southern Operation 


Boeauusa, La., Feb. 10.—The Great South- 
ern Lumber Co., this city, recently entertained 
thirty members of the Ohio Association of Re- 
tail Lumber Dealers, who represented various 
retail yards throughout Ohio, and came to this 
city to view the home of Bogalusa Brand prod- 
ucts. The party was conducted through the 
great sawmill, and the Bogalusa Paper Co., 
where wood pulp, liner board and kraft paper 


tion in Norway and Sweden, and commended 
the policies adopted by the Bogalusa interests. 
He has spent twenty-seven years among the 
lumber trade, and it is his opinion that the 
German lumber market is strong, with a com- 
plete revival of business in store for the present 
year. Mr. Larssen, in commenting on conditions 
in his country, said that in his opinion the 
Dawes Plan is very acceptable to the people of 
Germany in general as an emergency measure. 


Woman in Wholesale Business 


LovuIsvILLE, Ky., Feb. 9.—The Gleeson-Beck 
Lumber Co., 1921 Crane avenue, Evanston, Cin- 
cinnati, has recently been established as 4 
wholesale and commission lumber house, by 
Mrs. Kate Gleeson Beck, formerly Miss Kate 
Gleeson, who for a number of years was chief 
clerk of the W. R. Willett Lumber Co., Louis 
ville, but who was married last year, and move 
to Cincinnati. Mrs. Beck has considerable ¢x- 
perience in both the buying and selling end of 
the business, and is familiar with freight rates 
and shipping. 
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Rp MICHIGAN HARDWOODS POPLAR 
f.o.b. Michigan mills continue firm: Cincinnati, Ohio, Feb. 10.—The following are 
natural poe ” o. 2 No.8 average wholesalers’ carlot prices, Cincinnati 
No. 1 No. 2 No. 3 No. 1 N 
FAS Selects com. com. com. ee Selects com. com. com. base, on “soft texture’ poplar, from Virginia, 
r F. W, BasswooD— West Virginia, Kentucky and Tennessee, and 
present 4/4 $ 70 % $ 2 65 $ &e 50 $30@33 + tH is $1186 7120 $100@105 $ Rey Hrs $50@55 -- on Mississippi Valley poplar: 
ew Or. 6/4 75 70 650@ 55 35@37 26@28 | 16/4 135@140 120@125 110 55@60 ..@.. 
G "4 30 8 10 15 55@ 60 38Q40 27929 Sane: Statues wives <° = 
=a 8/4 95 80@ 85 GO@ 70 13Gse .-Q.- | 474 85@ 90 70@ 75 60@ 65 38@40 $16@18 | FAS .........$105 115 $110@120 $115@128 
’ 10/4 #G100 8G 9 0G 7 45080 °.G:. 5/4 105@110 90@ 95 75@ 80 483@45 18@20 Saps & select.. 80 85@ 90  90@ 9 
rian by EnCH— ’ 6/4 110@115 95@100 80@ 85 43@45 20@22 INGs 3 @Oihucavs 50 Ss 70 T0@ 75 
otesls iis, Soemapen B bette . San 15 | 874 116@120 100@105 85@ 90 48@50 20@22 No.2 com. A, 88@ 40 42@ 45 43@ 48 
4/4 70 «55 40@ 45 26@28 20@22 | 1974 125@130 110@115 95@100 55@60 23@25 No.2 com. B.. 26@ 28 28@ 30 30@ 32 
5/4 10 75 80@ 6 459 50 30932 21923 12/4 135@140 120@125 105@110 60@65 26@28 | yyrrny— 
6/4 715@ 80 656@ 70 50@ 55 35@37 22@24 | 1474 145@150 130@135 115@120 60@65 ..@.. FAS 90@ 95 $ 95@100 $100@105 
| 85@ 90 75@ 80 60@ 65 40@42 22@24 | 1674 160@165 145@150 130@135 60@65 ..@.. Saps & selects. 70@ 75  80@ 85 85@ 90 
TBC = 
ie $116@ 120 ‘gids * HG o9 “ngs “HgE YE wage. eoQ--- 1@ © s1qu0 26928 | No. Zeom A!! H@ 36 40g 43 400 45 
8/4 ~ 
0@135 110@115 90@ 95 50@55 ..@.. 4/4 pS 85 65@ 70 50@ 55 28@31 20@22 
WA 1350140 iat 95@100 soges ""@.. | 5/4 90 10@ 75 55@ 60 S2q35 21923 POPLAR BEVEL SIDING 
al a 140@145 125@180 ..@.. ..@.. 8/4 80g $5 = 65@ 70 40@45 22@24 Cincinnati, Ohio, Feb. 10.—The following are 
4/4 70@ 75 60@ 65 45@ 50 28@30 21@23 | Enp oman Warn onl average wholesalers’ carlot prices, Cincinnati 
6/4 80@ 8 65@ 70 65@ 60 32@35 23@25 4/4 120@130 ...@... 95@105 ..@.. ..@.. base, quoted on poplar bevel siding: 
$4 859 90 75@ 80 60M 65 3235 28G25 | 6/4 1309140 ...Q... 105Q115 ..g.. ..g.. No.1 No.3 
8/4 100@105 85@ 90 75@ 80 40@45 .. 6/4 185@145 ...@... 110@120 ..@.. ..@.. Clear Select com. 
10/4 110@115 95@100 85@ 90 50 “a ‘ 8/4 140@150 ...@... 115@125 ..@.. ..@. ae vo vee 24 $60,00 $50.00 $30. 99 $20.00 
WISCONSIN HARDWOODS Fcc i ie ae ae 
Following are prices of hardwoods f.o.b. Wisconsin mill points: Louisville, Ky., Feb. 10.—Demand for poplar 
No.1 No.2 No.3 No.1 No.2 No.3 | Siding is good, and prices quite steady. There 
Selects com. com. com. FAS Selects com. com. com. has been a little shading reported where it was 
iin Rock EtmM— desired to move specific sizes or grades. How- 
4/4 $105 a $ 90@ 95 $ 63@ 67 $35@37 $21@22 4/4 7@%5 .. 45@ 47 25@28 19@21 | ever wane prices have not been changed: 
6/4 116 100@105 70@ 75 42@45 23@24 5/4 80@ 82 .. 53@ 55 28@32 20@22 lear Selects No. 1 com. No. 2 com. 
6/4 120 138. 105@110 75@ 80 48@50 23@24 os ss = da 55@ 60 32@35 20@22 | 6-inch . 300 $48 $34 $24 
pound Bie ety 110@115 85@ 90 52@55 23@24 nt 65@ 70 35 = 21@23 b-inch .. ee a & = = 
10/4 ee 3 75 45@50 ..@.. 4-inch .... 
ES B28 Hee nen wen | BM Bo 8 ARG BE 8: 
HARD Pa 
6/4 72@ 74 63@ 65 34@36 26@27 4/4 82@ 8 12@7 62@ 65 38@40 18@20 HARDWOOD DIMENSIONS 
7 eae ee «ies 5/4 = 98@100 = 88 20 12@ 75 42045 20@22 Chicago, Feb. 10.—Actual sales of clear short 
ace 6/4 108@105 = 92 78@ 80 43@45 21@23 | 1,;+awood dimension were made f.0.b. Chicago 
4/4 112@116 90@ 95 53@ 55 33@35 21@23 | 8/4 108@110 98 100 SQ 3S s@se 20Q31 i — 
5/4 117@120 00 62@ 65 40@42 23@24 | 10/4 118@120 100 100 58@60 ..@.. this week at the following prices: 
6/4 122@126 100@105 68@ 70 40@45 24@25 | 12/4 123@125 106 110 10091 05 63@65 ..@.. Furniture stock— Plain oak Gum 
8/4 126@128 105@110 88@ 90 50@55 nigis Sort MaPLe— - $55.00 $50.00 
10/4 181@1385 110@115 90@ 95 55@60 ..@.. 4/4 68@ 73 68 40@ 44 25@28 20@22 60.00 60.00 
ee secORous «ae os 100@105 ..@.. .-@.. 5/4 80@ 85 65 55@ 60 35@38 21@23 65.00 60.00 
Sorr ELM— 6/4 95@100 = 65@ 70 35@40 21@23 75.00 70.00 
4/4 68@ 70 58@ 60 42@ 45 25@28 21@23 | 8/4 102@105 75@ 80 45@50 21@23 80.00 76.00 
5/4 78@ 80 68@ 70 50@ 55 aig 23@25 | Oak— ; Chair stock— 
6/4 90@ 95 82@ 8 68@ 70 38@40 23@25 4/4 115@120 60@ 65 35@38 20@22 1x4” and wider x 19”. Pxdandawe 55.00 55.00 
8/4 95@100 85@ 90 70@ 75 40@45 23@25 5/4 120@125 100 65@ 70 37@40 22@24 | 1%x4” and wider x 19”......... 60.00 60.00 
10/4 100@115 95@100 85@ 90 50@55 ..@.. 6/4 125@130 100 105 70@ 75 37@40 22@24 | 2x4” and wider x 19”........... £5.00 65.00 
12/4 115@120 100@105 90@ 95 55@60 ..q@.. 8/4 130@135 105@110 7T56@ 80 BO@55 23@25 | 1X2%X40" 2... cece eeeeessceceees 70.00 70.00 
The following are f.o.b. mill prices on Wisconsin hemlock: 
No. 1 HnMLocK Boarps, S1S— HefMLOCKE, No. 1 S181EB— 
8’ 10-14’ 16’ 18-20’ 8-16’ 8’ 10-14’ 16’ 18-20’ 22-24’ 
: 1x 4” $26.00@28.00 $27. Ho bey 00 $29.00@31.00 $31.50@33.50 $28.00@30.00 2x 4” ae boy 00 $30.00@32.00 $31.00@33.00 $34.00@36.00 $38.50 oe 
} lx 6” 28.50@30.50 29.50@31.50  31.00@33.00  33.50@35.50  30.00@32.00 2x 6” 8.50 27.60@29.50  30.00@32.00 33.00@35.00 37.50 
1x 8” 30.50@32.50  31.50@33.50  33.00@35.00  35.50@37.50  32.00@35.00 2x 8” 30. 00 32. 00 30.00@32.00 31.00@33.00 33.50@35.50 37.50 39:60 
1x10” 31.50@33.50 32.60@34.50  34.00@36.00  36.50@38.50  33.00@35.00 2x10” 30.00@32.00 32.00@34.00  33.00@35.00 35.00@37.00 37.50@39.50 
asia 1x12” 32.50@34.50  33.50@35.50  35.00@37.00  37.50@39.50  34.00@36.00 2x12” 31.00@33.00  33.00@35.00  34.00@36.00  36.00@38.00  38.50@40.50 
ded For werchantable 818, deduct $3 from price of No. 1; for No. 2, deduct $5. Ne. 3 hemlock rough, 6’ and longer: 2x4” and wider, $17@19; 1x4” and 
a For shiplap or flooring, add 60 cents to prices of No. 1 boards. wider, $18@20. 
= SOUTHERN HARDWOODS HARDWOOD LOGS 
om- St. Louis, Mo., Feb. 9.—Current quotations on southern hardwoods, f.o.b. St. Louis: Memphis, Tenn., Feb. 9.—Following are aver- 
ent Guu— 4/4 5/4&6/4 8/4 4/4 5/4&6/4 . 8/4 age quotations on logs in Memphis, and at points 
ons Qtrd. r QuaRTERED RED OakK— in the Memphis territory, based on average di- 
the i 1 eee $ 88 90 $ 88@ 90 $ 90@ 92 WA, cca dates $105@110 $120@125 $130@135 | mensions, 14-inch and up in diameter, and 12- 
of No. 1 com 62 66@ 67 73 74 No. 1 com..... 65 68 70 72 75 T7 to 16-foot in length: 
No. 2 com 36@ 38 388@ 40 42 44 No. 2 com..... 44 46 50 53 57 60 F.o.b. cars 
—™ Qtrd. red, S.N.D.: PLAIN WHITE OaAK— Delivered Memphis 
pabn bee 0@ 61 61@ 62 62@ 63 S ......... 87@ 88 108@110 118@120 Memphis territory 
No 1 com. & “age “ee 46% No. i com. and on cin iin Variety— Per M Per M 
Xe Zcom:.. 25@ 26 31@ 32 31@ 32 No. Scom..... 39@ 40 H 40 ig 44 Red & white oak.$30.00 to $32.50 $24.00 to $27.80 
. lain red No. 3 com..... 20 a 4@ 2 2@ 2 | panertttti“‘(C;;:;C:;:;CS:S ; x 
sme Hts go a sn@ a4 som 92 Sena'woray:: S183 188 49 28 Br | Ryman Sc hte Gong Hah to Seay 
‘ ‘ 7 2 com... 58 59 64 65 g +4 PLAIN Rep Citi Ash (12” and up). 45.00 to 50.00 35.00to 40.00 
“ a aay 34@ 35 36@ 38 — 84@ 85 98@100 108@110 | Hickory (12” & up) 35.00 to 40.00 25.00 to 30.00 
No. 1 com. and 
J) ae 55@ 56 57@ 58 58@ 59 J rs Logs are classified by buyers here roughly as 
ief No. 'conis.! Bt@ 88 4G $2 0M At word coni.s!:) BG 8S 8G $0 2G Uk | No Fand 2. "ana ‘the ‘toregoing price range ts 
r 0. 2 com 24@... 6@... was 
us Corronwoop— ——- both. 
rrr rere 0 
joa is ighese ens ss +4 = ye rr. pond and sel... * ae is - i _ The difference in variation as between deliv- 
ex ok Be ---@. —itan..... 47@ 48 49@ 50 51@ 52 | ered prices and f.o.b. prices is based on the dis- 
of com..... 83@ 34 38@ 39 ...@. No. 2 com. A.. 33@ 34 36@ 38 37@ 38 | tance the logs are hauled, and the weight of 
hei Quanrennp WHITr OaK— No. 2 com. B.. 27@ 28 30@ 31 31@ 32 | the timber. Oak, ash and hickory are drawn 
AS ......... 125@128 185@140 150@155 7 from wider distances; while gum, poplar and elm 
No. ¥} com. and On “ee ene “a MaPLe— “en ane wae can be profitably drawn into Memphis only from 
ee OTE a nearby po 
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“SOFT TEXTURE” SOUTHERN HARDWOODS 


Cincinnati, Ohlo, Feb. 10.—Average wholesalers’ prices, carlots, Cincinnati base, on Virginia, we — and — a today: 


4/4 5/4&6/4 8/4 
QUARTERED Wuits Oak— 


WAS sven sase 018s or 3 155 $155@165 
Selects ....... 105@110 115 115@120 
No. 1 com..... 85@ 90 10 95 95@100 
No. 2com..... 45@ 50 54@ 59 55@ 60 
Sound wormy.. 48@ 45 52@ 57 55@ 60 


QUARTERED Rep OAK— 
PAS cccccssssBllelis§ 4s% 
60@ 65 


No. 1 com..... 
No. 2 com..... 40 


eee 


45 eee 


PLaIn WHITD AND Rep Oak— 


ae: ssaeenee --: - $115@125 oie 140 
Selects ....... 80@ 85 90 
No. 1 com..... I0@ 75 0 15 


— &6 /4 &6 /4 8/4 
« AG... $98 {05 $ 96 105 PaaS om: 22° eg 75 $ 75@ 8 
No. 1 com..... ...@... 65@ 70 65@ 70 No. 1 com..... 50 47@ 50 
No. 2 com..... ...@.-. 85@ 40 35@ 40 No. ome a1 2/4 33 7 85 
4/4 5/4&6/4 “10 /4 
Ne Se $86@ 90 $00@ 95 §$ 96100 $11 af 
No. H Ws 505 vc0a ys shee see - 55@ 60 70@ 7 75@ 80 80 135 000@.., 
No. RSS er doom to tr mn - 88@ 43 40@ 45 43@ 48 48@ 53 pee 
WHITE onal 
Sips S pip in bibs alee wire are 95@100 $110@115 $115@120 $125@130 “— 160 
No. 2 com. and sel..........-. % 55@ 60 0g 75 75@ 80 100@105 100 
INO. 2 CONN ss .0:0 0 6 04:00 60:00 ee 35@ 40 40@ 45 45@ 50 @ 8 





VALLEY HARDWOODS 


Cincinnati, Feb. 10.—Average wholesalers’ prices, carlots, Mississippi Valley woods, Cincinnati; 








GuM— 4/4 5/4&6/4 8/4 CoTToNnwooD— 4/4 5/4&6/4 8/4 
op SB 40 sss 25 Qtd red: og. ss § 85@ 00 200 95 FAS, 6” & war.§ ng 55 § ig 58 og: 
‘my... covccee 0. 1 com..... «0s. 
B ro - a a 1 ge 0G 85 or 620 67 e530 70 No. 2 com..... 35 87 -+6@.., 
Tr re 8a no ertec 
ae 5 80 $ 80 85 $ ” 85 e a rr -* - 60 65 70 QuaRgTERED WHITE OaK— ; 
No. 1 com..... inven 55 57@ 60 60 No. 1 com. 44 46 52 FAS .........$120@125 $125@130 $130@185 
No. 2 com..... 30@ 38 35@ 40 30 45 —e on a 86@ 88 88 Selects rah 90 4 95 109 199 105 
oeccecce oO. COM...-- 
vo gla 1os@i1o $115@120 s125@120 No.1 com... 52@ 57 57@ 62 60@ 65 | No.2com..... 40 45@ 50 50@ 55 
ecccccens ap: 
- ee ee ag “Sen 10g 4 At 4 Bras 4 ug 60@ 65 ...@... ...@... | QuaRTERED Rep OAK— 
o. 8 com..... 1 2 1 a 
we 4c oe 31@ 33 33@ 3 3 ne 1 a a ys ae 43 a0 43 Noni ‘com... ey ei ae ae oh 
o. 2 com 5 3 35 o. 1 com.. é % i: ae oe 
84. wormy —_— e e No.2com... 23@ 25 25@ 27 27@ 29 No. 2 com..... 35@ 40 ...@... «..@... 
No. 1 com MaPte— PLAIN WHITE AND Rep OaAK— 
better sent 35@ 87 387@ 89 39@ 40 | ‘Spot worms N. ee ....$ 80@ 85 $100@110 $110@115 
BiRcH— D., log run..$ 43 $ 55 $ 60 Belects Brotsisie ai = = = ba pi S 
LS ee ee 118@122 $122@125 $130@135 | Sorr Etm— 4/4 5/4 6/4 8/4 Gr ea 
No, 1" éom: aan eal innestar iliadaniens el $63. 870~=«<“‘Qwk O85 | «No 2com..... 85@ 88 40@ 45 45@ 50 
sel. sis ee 15 15 80 15 80 PD, 2 OR, s's.05-< 48 50 50 60 No. 3 com..... 20 22 22 25 25@ 30 
No. 2 com. ove 88 88 43 Hy 42 No. 2S COM. ....00 25 27 27 27 Sound wormy. 33 35 38 43 48@ 48 


Sales by Michigan and Wisconsin flooring mills 
of maple, beech and birch flooring, D&M, as re- 
ported to the Maple Flooring Manufacturers’ As- 
sociation, averaged as follows, f.o.b. cars flooring 
mill basis, during the week ended Feb. 7: 

MAPLe— 


Clear No. 1 Factory 
DEREEG’ | cia hccavseee $82.24 $67.10 $34.58 
1%” White clr. .125.05 sens sepa 
oe tho acts ay 10 714.34 47.10 
BER  bnneensgres 6.41 79.75 43.97 
24%,” White clr. 1128.05 ieee re 
Bee SOINCON 1.00 oseore 719.75 47.75 
RUS vai Seneaceee 88.25 Ae sone 
Bak” Mpbwsuvaus’s,- seees 83.16 sie oo 
eR ae ee eee 43.75 
EE Sstunseeee kt 62.40 47.00 nen 
_ Ee IRA. 60.20 saws 
Brecu— 
er eee 64.90 
BR kien insiceeion 89.90 74.90 
Birco— 
x3%,, cha mse eee 83.45 70.95 
x2 ” Red clear.. 75.20 pinseve 





OAK FLOORING 


The following are average carload prices, 
Memphis base, for oak flooring during the week 
ended January 31, as reported by the Oak Floor- 
ing Manufacturers’ Association: 


deal — enna 3x2” 
Clr. gtd. wht.... $14 ‘ $102.30 
Clr. qtd. red.... aces 15 a beeen pias 
SAP. C.Q. WEP... cee 92.24 ae viene 
mel, Gd, WEr.... soos 81.88 $75.20 77.00 
Cir. pln. wht....$ 81.16 7.68 63.87 66.17 
Clr. pin. red..... 74.44 88.00 61.03 60.04 
Sel. pln. wht.... 62.09 81.66 51.85 50.23 
Sel. pln. red..... 60.88 79.15 53.00 52.39 
No. 1 common... 45.53 54.03 29.76 30.21 
No. 2 common... 17.13 22.39 caves piawave 

Wx1Yy” Yx2” fex1” f_x2” 
Gir. pin whtis.. $85.93 $80.92 
Clr. pin. red..... 73.78 peelete 
Sel. pln. wht. aie 50 75.45 
Sel. pln. red..... NBEO © 'syosee-  aueis 
No. 1 common.. 43.17 37.81 





OAK aaoRNe STRIPS 


Chicago, Feb. 10.—The following are carload 
prices, f.o.b. Chicago, on #,x2-inch square edge 
oak strips, weight estimated at 1,250 pounds a 
thousand feet: 





—white—— Red 
Qtrd. Plain Qtrd. Plain 
ee $134.00 $87.00 $116.00 $84.00 
BAD Clear .....0. 110.0 sabes sua ce uk 
BG 955,405 s wis 98.00 77.00 98.00 72.00 
No. 1 
SIOITION ons ssseeeas 696555550405 nbs esos 5S OD 





BLACK WALNUT 


Cincinnati, Ohlo, Feb. 10.—The following are 
today’s prices on American black walnut, f.o.b. 
Cincinnati: 

8/4 


4/4 5/4 6/4 
FAS .$215.00 $225.00 $230.00 $240.00 
Sel. .. 150.00 155. sows 160. pala ig M4 


No. 1.. 107.50 117.50 
- 50.00 52.50@ 55 52.50@ 55 57.50@60 





The following are current f.o.b. Chicago prices 
on cypress: 
GULF COAST RED CYPRESS— 


New Grades 
— —" 


tory 
Tank FAS eens # Peck 

4/4.. i 50 eer 50 $ bo 4 $1 % sof 80 $34.50 
5/4.. 3.50 113.50 63.50 36.50 34.50 
6/4. .06 136-60 116.50 39.60 66.50 36. 50 34.50 
8/4.... 185.25 124.25 97.25 74.50 35.25 35.25 
7 - 141.25 180.25 108.26 80.25 ...00 covce 
12/4.... 141.25 180.25 103.25 80.25 ..... ace 
16/4.... 146.25 185.25 108.25 85.25 ..... 47.60 


Boards, Rough 


: No.1 No.2 No.3 
1x4 to 12”, random length..$55.50 $44.50 $36.50 
Finish, S2S, Random Lengths 


Cir.heart A B Cc D 
1x4 to i. "+ 0$109, 00 $104.00 $ 94.00 $84.00 $74.00 


1x2 tol 
spec. a 109.00 104.00 94.00 84.00 be 4 
Bae” 0500-0 116.00 112.00 102.00 93.00 81. 
For 6/4, add $5 to above prices; for 6/4, add 
$8; for 8/4, add $16; for 5/4 and 6/4 “‘D” grade, 
add $3; for 8/4, add $6. 


Bevel Siding 


Cc 
14”x4, 5 or 6”, std. lgths.$49.25 $45.75 $41.75 $28: 15 
Bungalow — 


4%4x8” from 1” stock...... ai $580 15 $46 75 ert "6 
%x8” from 144” stock....... 71.25 62.25 60.25 
For 10-inch, add $5. 
Lath 

No.1 No.2 
ORAS os sess sassanee mr ey cccc ee e$9.25 86 $8.25 
RED CYPRESS— 
Old Grades 

Factory, Rough 
No.1 No.1 No. 2 


FAS Selects shop common common 
$50.00 $40.0 


4/4....$100.00 $ 90.00 $ 55.00 .0 k 
5/4.... 105.00 95.00 70.0 50.00 40.00 
6/4.... 107.00 95.00 70.00 50.00 40.00 
See «+» 110.00 100.00 80.00 50.00 40.00 
10/4.... 135.00 120.00 95.0 cove eves 
12/4.... 135.00 120.00 95.00 eee cose 
16/4.... 145.00 130.00 100.00 oeees eevee 


Boards, Rough 
No. 1 com. No. Asem. Peck 
1x4, 6, 8 & 10”..........$53.50 $43.00 caaee 
1x12” seesene tT auree 52.00 sist 


eeeeeeeeeaeeee ee eee eeeee 28.50 


YELLOW CYPRESS— 
Factory, a 


oO. No. 1 No. 2 

FAS Selects shop common common 
 , ee $ 90.00 $69.00 3 00 ere 00 $34.00 
Se 100.00 74.00 6.00 00 36.00 
1 ae 100.00 74.00 a 00 rhe 00 36.00 
ik eee 105.00 79.00 66.00 42.00 37.00 


Boards, Rough 
Sete No. 1 com. No. 2 com. Peck 


ET esivsaene 75.00 $44.00 $37.00 $33.00 
SS Oe: 75.00 44.00 37.00 32.00 
REE. sswsena 77.00 44.00 38.00 32.00 
ae re 85.00 54. ” 41.00 33.00 
aR re eee | aseNeoe 9.00 


Cincinnati, Ohio, Feb. 10.—The following are 
average wholesalers’ carlot prices today f.0.b. 
Cincinnati: 

RED CYPRESS— 
Rules of March 18, 1922 





> ap Selects, rough Shop 
4/4. OTC $49.25 
5/4 Ss EK ewes tee END 61.25 
6/4 .. eels 87.25 64.25 
iy ee Ene none jakeveveain ee mo 
Common, Rough— No. 1 com. No. 2¢ 
1”, random widths and lengths. $53. 25 $49 2 
Finish, $18 or S2S— 

Clear 

Heart A B Cc D 
TEA 4022" icoaine $107.50 $102.50 $92.50 $82.50 $72.50 


For 5/4, add $5; 6/4, add $8; 8/4, add $15.60. 
YELLOW CYPRESS— 


Factory a ro : ayes. Nagy, 


4/4 a as 60 65 37 33 wa 
ade oe . ge sig 3 ge ae 


ala - 1com. No. 2 com. 
POO, US veh absinneeecwees $40.00 7 00 
PN RES oe ci6-0o0o cae kteee 47.00 0.00 


St. Louis, Mo., Feb. 9.—The following are cur- 
rent quotations on cypress, f.o.b. St. Louis: 


GULF COAST RED CYPRESS— 
New Grades 


Factory— cto: ° 
tig | Selects Shop Box 
J h TLE Cee $ 68.75 $48.75 $82.76 
De sccnseseaesies 120. re 78.75 60.75 $4.76 
OR 60.5.64060660600 ae 81.75 63.75 84.75 
re eis 94.00 71.60 33.60 
WOE 3 ccvcccccsces AOD 86LUmIO 77.25 auake 
DBUe oo4,050:00.50;6 36.75 102.75 77.25 eee 
oo ee cocces 201.00. 107.76 82.25 
Peck random 4/4”........ sawate-watsieiee scvesweeauee 
Common .Rough— No.2 No.8 
1x4—10” re $43.75 $31.75 
DE. dscha sisveindermamndeaaie 69.75 48.75 $1.75 


Add $2 for specified lengths on common grades. 


Finish, $1S or S2S— 
os 








1x4—10” ve a$lOT 00 $102, 00 $ 93. 00 $ e 00 $ 2. 00 
x12” ....... 114.00 110.00 110.00 19.00 
1x14” ...022. 127.00 122.00 112.00 194,00 aces 
1x16” ....... 187.00 182.00 1322. rg 115.00 ose. 
Bungalow Bevel Siding— B c&btr. 
14%x 8” ploaeemesa 74.75 006.78 “$68.3 
Z x10” eee eens sEeaeseebeesas Py 0.25 
Bevel Siding— yr 
14x6” aren ieee 50 45; 00 $41.00 $28.00 
YELLOW CYPRESS— 
Factory— No.1 No.1 No.2 
FAS Select anep com. bar} 
BIE ivieccccecd ae $62 $4 $35 “ 
BUA: cttrecnaee 10 39 8 
. 80 70 55 39 a 
8 oat Se 75 62 41 3 
rem 82 74 eee 
Boards— No. 1 eam. No. 3 com. 'y random 
hae $35.00 eoeee 
OS roa 43:50 36.00 seeee 
x eccccccccccce e le eoeee 
Peck; 1212" 20.605 ccs ae 5 ary $23.00 





~= 


ee 
ee 
ee 


co 
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SOUTHERN PINE 


Jacksonville, Fla., Feb. 9.—Following is a recapitulation of f.o.b. mill prices obtained in this territory during the two weeks ended Feb. 7: 

























































Week ended— Feb. 7 Jan. 31 Week ended— Feb. 7 Jan. 31 Week ended— Feb. 7 Jan. 31 Week ended— Feb. 7 Jan. 31 
piseorebiie $49.28 $51.00 Bond, 1x6’ —— B&bett —_ _ 
B&better .........$49. . ond, 1x6”— etter— No. 2 mon— 
ixt No. 1 cOm......... 4648 44.67 (ee 52.12 ee ies) : a a eum 
Mo, 8 COM sss os.0 0 22.42 21.27 ING Sh COMBS 55,5 cc 0i0r0 48.55 46.37 ix 5 D4S 54.00 x tte eeeees . -00 
N 31.13 29.00 SAEs anaes : Cie. ae BGO? ese 
MO: © COWMvescccaee coces foule ee a ere R : 5S 4 eos * 45.00 ix 6 D4S 27:85 
1x3. No. 2 rift.......04 seoee 37.91 Novelty, 1x6”— i > ae :. 50.00 8 Dis Tees 29°50 ‘S906 
B&btr. flat........ 59.49 58.00 ENE. axksvnds seve 47.00 46.00 Soe eee * 54/00 te. Se ae 
No , com. fat re + 49. = ta CS re Hae Se init Ee... . 60.00 5 /4x lteter 25.00 00 
No. 2 com. flat.... ; OB COME 6 waceecas ; [SS | te © te 4% Bc a SRS ate Set esccce cs ; cece 
No. 3 com: flat.... 12.00 ..... No. 3 com........... 17.50 12.00 1x 6 to 12 Rough... 47.50 5/4x 6 D4S ........... TMD = naneed 
1x6 Mo: 1 COWE6os0 5 coos ~ ne ocean Bevel— No. 1 common— No. 3 common— 
No. 2 com......... 27.75 19.50 B&btr. ....-..... ees 25.50 «+4. SA sixnvisuess eee ae | ae 
Ceiling No. 1 com.........-. 23.00 ..... Se EY oc adennece Ye eee Be OP atikwexecevas 20.50 cece 
tei. ... 2.00 ..... “ No. 2 ge a eke mette 13.50 S38 @ EMS... ccc +. 40.00 x Pine Shingles 
ree Bébtr. Se ea 43.47 38.50 eer edge, 12x 93.00 33.00 i>. 3) 3 Sree CO 
No: 1 com......:. 40.50 36.67 —_icT 29:00 27:17 1x10 D4S ........0.. 46.00 ..... 3) BC oP 5.50 5.50 
No. 2 com...... 21.33 20.00 ee ces eeennes : ee eee 48.00 ..... GD UD ces csixcnes cocee!) ~ ae 
4x8% No. 2 coms... hoes SAMO | R GeRarre yas RRR Oe hPa Re Re cas cats 43.00 dies elie aia 
Partition i we Ph CN eer te ‘ al GOS Ee cc dcccccses ME sanee 
tah NO. 1. COM: 6 cvcescs A) Roofers io Bo: . er 50.00 “ee No. 1 kiln dried....... 4.03 4.09 
NO: 2 COMR....c6 6080 1 ee TAO INNGc DF COM. 00. ccc 27.2% 860 | G/4R1S DAD 2. ccccceccs G2.00 ces NG 8 QleGR cccccccesxe 3.25 3.21 
The following f. o. b. mill prices are taken from sales made during week ended Feb. 7 in sections named: 
Bir- Hat- Kan- Bir- Hat- Kan- Bir- Hat- Kan- 
Alex- ming- ties- sas Alex- ming- ties- sas Alex- ming- ties- sas 
andria, ham, burg, City, andria, ham, burg, City, andria, ham, burg, City, 
. Ala. Miss. Mo. la. Ala. Miss. Mo. La. Ala. Miss. Mo. 
Flooring Boards, 81S or 82S Longleaf Timbers 
1x3” EG B&better 18.00 70.17 79.67 | No. 1, 1x 6 to 12”........0. ee 46,25 No, 1 Sa. E&S S48, 20’ and under: 
er ae 56.81 is 6, Cee ee icc SR. dacs, weed satel - Cie acvacdeadstdewuewececen, c040h. ecard 81.07 
No | a ee Other Igts.... ..... 42.00 35.00 34.15 10" Uidadaedetwasdntesdes Ghewe neti cone 36.80 
FG 54. - 55.49 54.07 1x10,” Other Igts.... ..... 45.00 38.21 40.01 De idudecudadedetnuddesanl calade. avaque aeare 42.17 
D ‘ owcna Geeta 1x12”, 14 and 16’... 52.00 ie tome keds TOD ivcccdadgetdaaeadansdse 4wenesuades 47.58 
45.25 45.27 ..... Other Igts.... ..... --+ 62.00 53.32 BO cdductavssdatedaakete caeke: ened | akan 64.31 
N 20.00 19.32 21.42 | No. 2 (all 10 to 20’): 
1x4” EG tales ceed 74.07 ; 
PG B 49.22 48:17 50.62 8 and Soc ot cae oe 15.00 
40.00 41.11 .... No. 3 . 
22:82 21108 25.02 oie, 
— ede ihe DO, 6 MU Mei Sacce cccse scent 56.64 
1x6” No, ecoce 39.00 10 and 20’ alti 50.00 
No. csoce 282 No. 4, all widths and 8° Erne nein sense Wer: 32:38 
No. 16.00 16.44 NGUMAUM:. ce cack ccdenuns 11.50 mt tan... + Sa ae 45.72 
WO Oe dksddcccce Meets deede Vanes 46.30 
Roofers No. 2, random...... aacncdia. -awawde (Gsetax waa 24.57 
Vyx4" Babetter pias ..-- 89.00 Ph ae ee ‘wuesackansunces 23.75 24.00 . Ose an 
3.25 ee “eeehe ar Sills 
5gx4” _— 42.00 38.30 39.11 j Shiplap 84S, — 
eeece 32.86 31.80 No. 1, 1x 8”, 14 & 16’ 36 50 ’ ae wer 38 to 40’ secre see seers 48.00 ....- eeee 
No. "3 seees 20.74 20.88 saa * Other lets... ae eee eee aera Ce ts oe, SAO OR iawacns ceddus icnicautinuad 42.06 
%x4” B&better 49.00 .... an gee ee Up to 10”, 88 t0 40° ..cceee cece ceeee evens 42.32 
No. 23.00 No. 2 (10 to 20’): Up to 12%, 87° ccccccccccce coves cecce 50.00 
MEME sc axayncanridnias 25.24 25.00 24.82 25.35 Ger Foaming 
Int & 6” B&better ........ 5.00 52.25 | No. 3 (ai Tengths)? 0 ier) a Eee 32.00... 
NO. 1 weeeeeeeeee 44.0 Oe en ce ae ca eee 18.68 ..... 20.24 19.42 ? 
Rebate 19.50 19.50 19.49 19.48 Longleaf Paving Block Stock 
: Bevel ind No. 1 Sq.B&S....cccccececs cecee soece 20.00 . 
TRG A ices une w entree. Uebkee: ataue. Shake 21.00 Plaster Lath 
Cat Pe ee eee 3.98 4.74 4.08 3.82 
Drop Siding a’ ge” ge sie and ap 
1x4 or 6” B&better ........ 8.50 47.61 45.58 NO. 2, Hy" A seseeeeeeeees 2.03 «+++. 2.02 1.88 CROSS TIES 
J 5 ar 9.95 ; 
Robi BBS BS 28 Dimension, S1S1E St. Louis, Mo., Feb. 9—The following cross 
Ok. (Gh hac reccncc ar 12.25 RE ONE Mo hl, Seer ree 30.00 ...-. 80.86 | tie prices prevail, f.o.b. St. Louis: 
i Ra 30.08 res Untreated 
Finish 1 aR: 31.89 26.85 32.93 
B&better rough: - 18 & 20°...7! 35.00 28:95 35.63 ——— age 
WRG 8 cenwasinnex nuns 47.25 49.04 ..... 10’ to 20’. 34.93 24.50 ----» | No 5 @x9”. 8°. 9-Inch face.....$1.50 $1.35 
— KANIECRCRSHEERERSESS i pe bg se | EE 29.00 stu, Seas No. 4, 7x8”, 8’, 8-inch face..... 1.45 1.20 
1x8” Seat Reahceaae cians 55.16 53.13 16° 2 ogg 1. O44 27-78 ie. 3, = % 5" $-inch tace..... 1.30 1.10 
i ie | ean ai eee 56.17 64.25 50° 39 2745 . 2, tees . 
a an ..: 18,0 OE goss BERD «nee, SE SO ey os Sees “85 
5/4XB" ww eee eee e ee ee ence veeee 63.75 ox 8”. 10° 30.70 Red oak nd heart cypress ties, 15 cents less 
OR ee 47.75 <% ’ 12° boi pide Lead a 30.00 706 29.5 70 than white oak; sap cypress, 20 cents less than 
» Ty ee 52.75 16° TIITIIIED 32000 26.84 31.00 | white oak. . 
1 III B00 ILD B68 88.67 Oe Me. cos: 28.74 33.85 Switch Bridge 
tet 57.13 54.75 57.64 56.92 2x10”, 10° cree Pee ee 32.82 $45.00 $44.00 
1 Ege 56.88 62.12 56.59 57.55 ae . 31.00 31. White 08k .......eeeeeeeeeeeeee 42:00 40,00 
1x5 and 10” 64.60 68.00 64.29 63.48 16° wiakeawece. “ovdar cudan ‘ae Red OB .cccccccccccccccccccccs fae \ 
ee eae 62.85 70.50 67.05 68.52 WG OMPe Secu cakes 28.46 35.29 
~ hall 64.59 ..... 67.90 .... BOP IP cctninices woe. 33.58 
B/axoe r+ OBO oa. aicts wets Patrnene oon ID 9838 RED CEDAR SHINGLES 
0/ 4x8" sete sees . 1 OIE 38.00 sce Se 
5/4x12” ....... 77.50 74.36 79.10 18 [eee 40.86 Tt 40/34 Seattle, Wash., Feb. 7.—Eastern prices f.o.b. 
anne te iz... cre pocg, GEGS 10’ to 20°.... 40.00 coce. aseve. | i oe ‘ 
OE A, +... Se eed: 25a Cs ere 26.81 19.70 25.33 Per square, Per M_ 
C surfaced: Ly eee eecene . 5.20 4 bunches 4or unches 
ote CO 1AM cn ccccccccces sees 80.50 ..... 18 sia” a , First Grades, Standard Stock 
Re xebecenny daar: 40:00 48°78 10’ to 20’ Extra stars, 6/2........++. $2.00@2.04 $2.50@2.55 
1x5 and 10”. 53.00 veces 60.40 PT | ere Extra stars, 5/2.........+. 2.08@2.12 ry 2. S 
Bee” occwscs te ecces C800 RP ketal eet CHOI 4g cccdeaneannase 2. -24@2.28 
1%x4 to 12”... ee 55.00 ..... I ey PURIBONG DFE skcccsardavne 2.89@2.93 3.60 3 s6 
We & CIF oo cccvccees 55.10 itm (ee Burekas .......-cessceeces 2.55@2.59 3.50@3.55 
10’ to 20’ WOUTOORM®: <c dicincwesdece 3.40@3.43  4.60@4.65 
Casing and Base REF onnsasnes First Grades, Rite-Grade Inspected Stock 
B&better: ie Extra stars, 6/2......+.... $2.04@ 2.08 $2.55@2.60 
£ 2nd Gree eeeeeeees trees 4.00 60.92 62.56 | errors Extra stars, 5/2....------- 16@2.20 2.75 
8 and 10”... ...seeeseees — ae 18, & 20°. Extra clears ............. 2 44@2.48 3 ‘Os D3.10 
os - oe Perfects, 6/3 ....0ccceeeees 2.93@2.97 3.65@3.70 
B&better: — 2x10", 10’ ....eee0ee WNAROM o8 cadc > on dneadeas 2.63 2.66 3.60@3.65 
i and 6" ceea cesses 57.04 aa, Bencnewees eens” See hay ove OR 
hy 1% & 2x4 & 6”...... ; Sreeas esse econ rades, andar oc 
; i, Common stars, 6/2......-. $0.88@1.00 $1.10@1.98 
Fencing, 818 a” 40° Common stars, 5/2........ .92@1.08 1.15@1.35 
No. 1, 1x4”, Other Wihecene sated O~sohaaain 33.47 2x12", . SAEED OAKS Common clears ........... 1.40@1.48 1.75@1.85 
1x6”, 16" .......000- 40.00. « wees 6 31. British Columbia Stock, Seattle Market 
No. 2 fat aie rove 42.50 38.19 ’ XXX (Canadian) .......... gett $3. 40@8. 55 
 gpeyeepae ———- «se ee ere enn reer 0h | Bete CUCED. oa renee es: er 435 
Oe ~ ene e aee tee ee ee ee ee web i583 | Perfections ............20. 3.79 
8 (all II lengths): 13.50 16.00 ..... 14.00 wand. send conaais 17.00 | XX 6/2 16” (Canadian)..... ........ +'48@1.70 
1x6" III, F280 19.00 iad 16°48 os weve 15.46 | XX 5/2 16” (U. 8.)....... . 1.40 1.80 
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ARKANSAS SOFT PINE 


The following are current f.o.b. mill prices on Arkansas soft pine made during the week ended Feb. 6: 





es 





Flooring Dimension—Dressed Ceiling and Partition Fencing and Boards 
Edge grain— ixs” ~ 1x6” No. 1 : No. 2 ‘4 * @ %g No. 1 No. 2 No.3 
pay beg CU a $72.60 12, 14, 10, 18, 12, i, 10, 28. Clg. Clg. Clg. Part. 1x “" ere: $33.00 $19.00 $15.75 
ee is A 16 EO Séauw neds ie a A 17,50 
Meine tani ivrade Bice 70.50 | $28.60 $20.50 2x 4” $26.00 $27.50 | Rebetter -837.00 $82.60 $45.00 $80.00 | ax Boe. L000 34.50 25.50 19.09 
“e ccc eccceescecves seeee ove 26.00 27.50 2x 6” 23.00 25.00 | No 29 [7772 oT. *** 98700 | 1x10” ........- - 38.00 25.50 19.99 
— a a 27.75 28.50 2x 8” 24,25 26.75 DE ccisexnnes 0.50 26.75 19.59 
28.00 30.00 2x10” 25.00 27.25 FinishDreseed ent dB 
B&better oisonusl 58.50 50.60 29.00 31.00 2x12” 27.00 28.50 asing an wt abetin 
INO, Bb cecccvcccccceccs e ° —* ” r 
|e Demstemstiea mens 26:00 25.50 $28&CM—Shiplap on BEES bO $55.00 | 1Xf G8’ -2-ceeceeeeees - $75.25 
aio No. 1 No. 0. x6 G8". ees cco, 67.50 56.50 pan. MRA RAar ewer IN 79.50 
a | ere $36.75 $23.00 $17.75 1x, OR 71.50 58.00 Moldings 

N RO, 2 8 OD vo vvwcsces 33.75 25.50 19.00 1%, a eh 60 87. Feb 0k ign and under. .24 percent discount 
Sore ‘ SEEN EON A SLUS see 5.7 i if’ i 2”x5, 10, 12”. 77.50 ” and over...19 percent discount 








NORTH CAROLINA PINE 


Norfolk, Va., Feb. 9.—The following prices for North Carolina pine have been obtained f.0.b. Norfolk: 





—, 











7 oe Moo b0@sE 00 $33. sais. 00 $26.0026 Ba a 00 we. 5 & Se 
eovcccvccccecece 0 ” ” 
| Rsteteeennadaeine 57.50@60.50 1.00 °27.00@27.50 Lath, No. 1.$ 5.50@ &.75 Roofers, 6”.$29.00@30.00 48, 6”. $56.00@64.09 
61.00@64.00 ey = ry 00 21. 50028. 60 - % No. 3.50@ 4.00 8”. 29.50@30.50 8”. 58.00@66.00 
os cease Ane wee Sane or ON87.09  45,00047.00 we _ Factory, if. 30.00@34.00 10”. 30.50@31.50 10”. 60.00@68.00 
rad " ar tee eeeeeeeee . . sersemrrees | Rigas, 2... BeOomen0o 12”. 32.00@33.00 12”. 66.00@74.00 
U. — 
ee See Ea sgt veg go SS 
| no 58. : c : R E - r Fl R 2 0 a : . e06 
ae eiaaarer 64.00@66.00 46.00@47.00 31.00@32.00 26.50@26.60 | ~ OTIS 1xdie and o” rift......- “ia:b0@o8 60 $46:00046160  $36°56 93554 
Bark strips, Nos. 1 & 2. $34. apouee ee .00 Bark strip partition, endiienes Ceiling, %, Steen eee eee eee ene eeeees gt oo pegs ay 4 15.5018 
pe siesiewe os. eee. A echt Sch los pie si: Brae a x oi sein blo aco : i 9 
Cull red heart......... 10.50@11.50 WOMURON, EE” 00's sist 4s oO sens oH 49.50@59.50  41.00@47.00 26.5030.09 
Satath, Minn., Feb. 10.—The market on all items of northern pine lum ber is stiff. Demand from retail yards is showing expansion. Prices f.0.b, 
Duluth follow: 
, RoucH— FaENncING, RougHo— 
Common Boanps , 8’ 10’ 12’ 14&16’ 18° 20’ : 6’ 8’ 10,12&14’ 16’ 18420’ 
“— . ee $55.00 $57.00 $62.00 $62.00 $62.00 $65.00 $65.00 | 6”, No. 1............... $52.00 $55.00 $60.00 $62.00 $61.00 
i 61.00 63.00 69.00 71.00 66.00 71.00 71.00 BIO; By:0008 Sow eaneae 37.0 41.00 0 44.00 44.00 
Sih acvanset 65.00 68.00 75.00 75.00 70.00 75.00 75.00 PU Bas bainicass sae - 26.00 28.00 29.00 30.00 30.00 
NG. 2; Si scccssmens 8.00 40.00 47.00 49.00 47.00 53.00 eee: hE WED: Lsvccadess.nnnavie - 50.00 53.00 55.00 61.00 63.00 
cbc tian 41.00 43.00 50.00 50.00 47.00 53.00 55.00 Os Riser swseineavinn 2.00 38.00 39.00 45.00 47.00 
Pe 46.00 2 ipod ee] oped ones gr] DION Beco. cs nccenenene 27.00 27.00 29.00 30.00 29:00 
NO. Be eS IIIIIIT 29100 i100 33.00 83.00 33.00 83.00 88.00 nye 4, —— and maa mixed widths, 4”, $24; 6”, $29. 
OF sknnnveced Beeee 32.0 F ; A / : encing same as 6”, 
For all white pine Nos. 1 and 2, add + All white pine, Nos. 1 and 2, add $1. 
Boards, 6 2 20" J $20 ond 12° No. 4, J ope a, add $1. S1 or 2S, add 75 cents; S1S1B, add $1. 
owl Fi Rgy ooved roofing and O. G. spiplap, 8’ and up, add $1.50. Flooring, %- and %-inch ceiling, or beveled well tubing, add $2. 
Shiplap and D&M, 8’ and up, add $1. Drop siding or partition, add $1.50. 
No. 1 Pincz Sturr, 8181H— “- - - - 20 Well tubing, D&M and beveled, add §2. 
’ 8’ 10° ’ od 4 y ” ——- 
eee ee ee cr a oe 
ax 6” 28.00 00 38:00 «8200-8200 «35:00 -—«35,00 | Bé&better ............ $40.00 $44. 00 B wwe cece ees eetees $20.00 $22.00 
2x10” 33.00 35.00 37.00 35.00 34.00 37.00 37.00 EE Sevevasnenee oeceeee - 33. Norway, C&better ... 34.00 36.00 
12”. 4 34.00 36.00 38.00 36.00 36. 09 38.00 38.00 siiieicmchs pease elsioe eve - 28.00 31.00 
2x14” 38.0 89.00 41.00 4 Siding may contain not to exceed 20 percent of 4- and 9-foot. 
or Bis. rats tuff, $8 less than No. 1; pine, rough, deduct 76 cents; D&M Siding run to O. G., $2 a thousand extra; product of the strip as it grades. 
Minneseta larch, 2x4- and 2x6-inch, $3 under Norway pine. Beaded ceiling, %-inch, $1.50 more than same grade of siding. 





CALIFORNIA PINES 


San Francisco, Calif., Feb. 7.—The following 
are average prices, Feb. 1 to 7, of California 
pines, f.o.b. mills, those on common being 1-inch 
stock only: 


California White Pine Mixed Pines 


Nos. 1 & 2 clr..$ 99.50 Common— 
 wblect .....5 77.50 Le are $ 51.00 
er 60.00 (OR Ae 29.50 
No. 3 clear..... 63.25 | hae . eee 22.50 
Inch shop ...... 36.50 ee Eee = 18.00 
iO, 2 BnOp...... 50.25 BNO, Divs svwces 10.25 
mO; @ BUOD......- 33.75 No. 1 dimen 23.00 
No. 3 shop...... 22.25 No. 2 dimen 19.75 
D&btr., ort 55.00 gy —— 26.25 
Shop, short..... 22.75 ian 
Panel, %”...... 84.00 Beveled siding— 
Panel, 3” .....- 90.00 nr eh 
Sugar Pine 5 cambavcks nae 
Nos. 1 & 2 clr..$110.50 
Cc select beset ee 88.50 White Fir 
ee 79.75 
No. 3 clear..... 18.75 OO 2 er ee $ 49.00 
Inch shop ...... 40.50 No. 3 com. & 
No. 1 shop...... 67.50 Dts vues sew es 19.50 
No. 2 shop...... 44.75 No. 4 com...... 14.00 
No. 8 shop...... 22.25 No.1 dimen.... 19.25 
No. 8 clr., std. 43.75 No. 2 dimen.... 14.75 
eS 39.75 
Dougias Fir Box 
= Mix. “* 5/4 
re $ 68.2: 
Com., 4/42. w. 15.00 9/4 & W...... $21.00 
Com., 5/4 a. w. 10.75 
Ties & timbers. 27.00 Lath 
Dimension ..... 17.50 ° 
Mix. pine— 
Cedar No ‘eA gurey se $ 6.25 
. GS . Dickn tans 4.00 
Miscellaneous ..$ 20.25 Ber teers cuss 298 


[Special telegram to AMBRICAN LUMBERMAN] 


10.—The following are 
f.o.b. mill, and f.o.b. Chicago shop, prices: 


Portland, Ore., Feb. 


Boards, S2S 


WESTERN PINES 


No. 2 

co 
Sa AO BONO oibscksicceteccicue red $34.00 
Pg fa OS OS rere 35.00 
ix 8 and Kot ca bis Wid CA GSOT OR oe 29.60 
SOE DORE asc cssines so bicds cies 30.00 
1x13” boy ae, TO SOS" 6.05 c80e oss 35.00 
No. 4 
com. 
RE RN RR sonido sersesesscunet $17.00 

Selects, = 
&bt tr. ” or? 
1x 4”, 6” and 8”, 10 to 20’. ee 00 $66.00 
S| are Siapeesenicsseee 7.06 7.00 
ree an 96.00 88.00 
URIS” BRE WIGS. « o.:.0:00 00000 8.00 93.00 
5/4, 6/4x4” & wie. 10 to 20’ 36. 00 91.00 
B/E BUG WIGS. vcsccescvctces 98.00 93.00 
Shop, S2S, f.o.b. agg 
No. No. 

5/e OO Bi Bisssssssscewns aan vy 00 = 08 
BE b vancin sass einesrcoewnee 0.00 5.00 


Above prices are for pretend a No. 


better shop. 
grades, add $5. 


For straight cars of specified 


No. 3 


3 and 





Spokane, Wash., Feb. 7.—The following prices 
are effective at most Inland Empire mills: 


PONDOSA OR WESTERN WHITH PIN®, 16-F'r., INCH— 





WESTERN Pin» SHopP, S2S— 


Factory 
Cc No.1 No.2 No.3 Com 
ae & 6/4....$63.50 $43.50 $28.50 $18.50 ..... 
Sosnenieee o tae 53.50 38.50 18.5 ay? 
ri CoRR SRORS GSS. SeReY “ome ois $26.25 
IDAHO WHITH PINE, 16-FooT— 
No.1 No.2 No.3 No.4 No.6 
_ ere --$59.50 $44.00 $23.00 ..... xeese 
CO” occveesiccc GD SOD SHED  cccce eee 
BS” eseeecees MOR COO Se occ e 
Me éscews ovoe GL00 40,00 “37:00 aces eee 
MIB? sacs sGiaiomin's 75.00 42.00 28.00 ..... 
4” and wider. .....  ..... veces 1920:00 $10.60 
WHITE Fir, 6- To 20-Foor, INcHo— 


4” 6” 8&10" 12” 4”&war. 
ie: a 3. 00 $28.00 $29.00 $30, 00 ccoee 
- aman 21.00 22.00 23.00 24.00 ..... 

No 3 $17 





WEST COAST LOGS 


[Special telegram to AMpRICAN LUMBERMAN] 
Portland, Ore., Feb. 10.—Present log quota- 


tions are: 
Cedar: $15 to $17. 
Yellow fir: 
Red fir: $18, $17 and $16. 
Spruce: $32, $24 and $14. 





Hemlock: $12 to $18. 


$24.50, $18.50 and $12.50. 





Everett, Wash., Feb. 7.—Log. quotations fol- 
low: 

Fir: Seattle, No. 1, $27; No. 2, $19; No. 3, $14. 
Grays Harbor, No. 1, $28; No. 2, $20; No. 3, $14. 


Cedar: Rafts of shingle logs only, $18 base; 
& cents added for each one percent of lumber 
ogs. 


Hemlock: No. 2, $16; No. 3, $12. 
Spruce: $1 higher than fir. 
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yy 
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iscount 
iscount 


6” 
22.00 
36.00 
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DOUGLAS FIR 


[Special telegram to AmMmRICAN LUMBERMAN] 


Seattle, Wash., Feb. 10.—The following prices 
paid for yard items, f.o.b. mill, were reported 


oday: 
Pre- 


High Low vailing 
prices prices prices 
Vertical Grain Flooring 
1x4” No. 2 clear ......... $45.00 $43.00 ..... 
MS Seanesecenvacen WEG. Saisce <sdase 
Slash Grain Flooring 
1x4” No. 2 and better..... 31.00 30.00 ..... 
1x6” No. 2 and better..... | ar rr 
GG B. Pxb ne cecemeuuse Ee . ceses.  “uaes 
Stepping 
No. 2 clear and better.... 63.00 59:00 8 sc. a0 
Finish, No. 2 and Better 
OE Gee eee Oe OGG «s6ece wewwd 
Casing and base.......... GEOG <sscae ceeae 
os 
5x4” + 2 clr. & btr. 29.00 = cance 8 = ev ww 
- “ascaneakeacscne 30.00 oC ee 
1x4” No. 2 clr. & btr. 32.00 TGS ss wae 
Drop Siding 
1x6” No. 2 clr. & btr..... 36.00 35.00 36.00 
Gs B CRO ccd ceases 30.50 (a Serer 
No. 1 Common Boards and Shiplap 
Oe MO IO bike cuecneds cue 19.50 1, ere 
Dimension, No. 1 Common S4S 
el 13 ONG TA? occ civcivens 18.50 4 eo 
Plank and Small Timbers, No. 1 Common 
ai”, 13 to 16’ SAB. 6. 0s. 21.50 (Zr 
$ni2”, 12 to 16° B48..0... 24.00 yt reer 
Timbers, 32’ and Under, No. 1 Common 
MT (A. So 2cpaceusceoeees yo ee ene 
Shop 
1%x5 Door’ stock, clear 
WO PP OEE cccccaces cites 8 sdeus $50.00 
4/4 S28 common shop...... ...0- ceece 25.50 
MOP ME OCMC cicccicccuscxe seeks d6nee 33.50 
Sel.&btr. No.1 No.2 
eo ee grain, rough 
RET A ee $40.00 $29.00 $17.00 
1%. 2 "O14 and 3 Door stock, 
vertical grain, rough —- 37.00 27.00 15.50 
i * —_— grain, S158, 
slksey GR as Cae a ” 46.25 $1.25 21.25 
vit "Vertisai grain, S2S, kiln 
DM sasicataieeriereeesens 42.00 84.00 29.00 


[Special telegram to Aunascan LUMBERMAN] 
Portland, Ore., Feb. 10.—Fir prices today, car 
basis, f.0.b. mills, are as follows: 
Vertical.Grain Flooring 


Be Oe Fi GIS ho vc ccecstacececcceceveesd $52.00 
Ty MOE 6idecccasncaedeeee Peer rrr. 47.00 
IG, GS. OIOOE. cescicrsacccasesvecuetes «++ 30.00 

1x3 and 1%” No. 2 — and better...... 53.00 

ING. B ClEGFs ccscicssicesccccene 35.00 
Slash Grain Flooring 

IEG’ ING: 2 ClOMF ANG DEEP cicceccccdvcces 29.00 
Pi 2 GME vidskicdardeteerececunccane 26.00 

WG” INO, 2 Clear ANA HEttEr .cccvcccisccccce 33.00 
Oe gy rer rrr ee errr 27.00 

Vertical Grain Stepping 
1% and 1%” No. 2 clear and better....... 64.00 
Finish 
MO: 2 ClO ANG POCO. 2 5cccscccecccececas 53.00 
Ceiling 
x4” No. 2 clear and better ..........000- 27.00 
PO 6 Oe cctuckeSeokeecekade naaas 19.00 
1x4” No. 2 clear and better ......c-cceeee 29.00 
INGs GiCIOME cccenchsecesdnetedaneecees 25.00 
Drop Siding and Rustic 
mae ING, BOM DOUSP oo ikscskc cs ctdvcvccure 32.00 
ING: @ CINE weccucccadcdesacancadwe vanes 24.00 
Boards 
ME i ciwdelccksuseonncddecacueduacs $16.00@18. re 
POO ER sicidnnacsicncevceronsane cheduedaduawaaeeeee 
Dimension—2x4-Inch, S4S 
No. i. da GG 14% so ccs rere wkeudeedecsdee ee 
DED acuta dew REsenUL CAR Rked Ee ea ek EaRReA es 14.00 
Timbers 
PEO iicie Risin dni cewskiccadiuse cedecsccere Ie 
Oe GR BIBER ccnsccccatecwees diccneccees NOM 
Miscellaneous items 
California, random ......... iepuucenccdaune Care 
Bip RN OEY « ciceccnesnee Perere CHRSKR ERRORS COO 





CYPRESS SHINGLES & LATH 


Cincinnati, Ohio, Feb. 10.—The following are 
average wholesalers’ carlot prices today f.o.b. 
Cincinnati: 


Shingles 

3” Best Primes Economies 
woe eer reer ce $5.70 $2.70 cand 
peoccteees Kivceesaeeau 6.70 4.85 $3.70 
gr TTTTT Settee ee eee eee 6.95 5.45 4.10 

Desichcw eae tale cua aes 6.95 5.45 4.10 

Lath, 4-Foot, x12 -Inch 

A 20 ee $8. _ eg eer $7.90 





REDWOOD 


The following are the prevailing redwood 
prices f.0.b. Chicago (72-cent freight allowance): 
Bevel Siding, '-Inch, SiS1E 

mee —_—A—— 
-20’ 3°-7’ 8’-20’ 3’-20’ 
4” cseeee eee $24.25 ag beg ng +e 
Oe -decencacceo ane 39.25 25.25 25 
OF ccevecacuae 3626 36.25 22.25 Hy "25 3028 


Random Shop, Rough or S2S, 5” & up, 8’ to 20’ 


~ 61 1 rad aM 3 «Bh -6” 
$43.50 $57.50 $57.50 $58.50 $75.00 $73.00 $77.00 $81.50 
Pra $2S or 84S 


ae - Wad " 
l-inch— $-4%” a °T° 8-20" §-4%° 6-1" 8-20" 
3° ‘ ++ +++,$50-50 $60 $60.50 $78.60 0 $a 0 $52.50 0 $68.50 








50 

le $6.60 51.50 81.60 \e 
. 84.50 44.50 54.50 74.50 
i esese 42.50 52.50 ..... 
cocccee 69. 74.50 86.60 64.50 69.50 78.50 
10” .....-. 80.50 85.50 88.50 75.50 80.50 80.50 
ae i=e°° 82.50 87.50 90.50 77.50 82.50 82.50 
© tO 19%... cccce cccee 96.60 .... --+. 78.50 


1% & conipt 
BY ooo 00 SBT. 3 $67.50 $85.50 $49.50 $59.50 $78.50 
4” = ..c004- 57.60 67.50 91.60 49.50 59.50 84.50 
| METTLE 86-60 
6” .eseeee 59.50 
3 to 6”... 57.50 
8” ..eeeee 81.650 81.50 
10” ......- 92.50 
cosesee 94.50 94.60 


6 to ge ae rs: 
2-inch— 
© scoveedee 4 os. as oes. se $47.50 $57.50 $79.50 
| OO 47.50 57 85.60 
eeeeeee rat} 
] vcancose Gree 
= te Cees gt 65.50 
S ccecees: Oe 
Me ceacues $660 90.50 
ED ccgeace Geae 
SG OW FFs ccese 


vee Siding, 8181E, 4 to 20-Foot 


axe 56x10 x8 x10 %x12 
Clear oon Sais Boas $54.25 $66.75 $68.75 $70.75 
A” eueees 40.26 47.25 61.25 (4.75 66.75 68.75 


Wide “a ben Rough or 828, Random, 8-20’ 


90.50 
84.50 
59.50 ..... 
90.50 
92.50 

50 


1%-1%”" 2” 8” 4” 5” 
Ly ee #1 - berry rig 50 one 00 om. 00 $134.50 
Pace 2.50 1382.00 6.00 139.5 
is”: oe 122 141-00 
0”... 127.50 146 


24”... 137.50 

26”... 142.50 149.50 

28”... 1 154.50 152.50 1 
0”... 152.60 159.50 157.50 167.00 171.00 


Add for 848, $2. Add fou. specified lengths, $2 
Clear and Tank, Rough or 82S, 8 to 20’ 


137. 50 
132.50 
137.50 
142.50 
147.50 


134.50 
139.50 
144.50 


Width— 6” 8” 10” 12” 6-12” 
Thickness— 

Oy suéadedariascakndes $107 $107 $108 - $109 ec 
© ésucdvndidacecscssen ee aa aa te 





WEST COAST SPRUCE 


{Special telegram to AMBRICAN LUMBERMAN] 
Portland, Ore., Feb. 10.—The following are 
prices for mixed cars prevailing here today: 


Finish, 1x12 
1x4 


eee eee eee ee ee 


Bevel siding, %4x4 
x6 
RMGID Cvkeiddeanedeueneseducbetedéuvuacadadas 


2 








For Editorial Review of Current Market Con- 
ditions See Page 35 


BPaGaaaeaeaeaans 


NORTHERN PINE 


NORTH TONAWANDA, N. Y., Feb. 10.—The 
mild weather of the last week has created more 
favorable conditions and dealers generally have 
noted a better tone to the market. Increased 
sales are indicated with the approach of spring. 
There are some shortages in grades that are in 
better demand and dealers state that further 
decreases in these items are in praspect before 
supplies are replenished by lake receipts. 


BOSTON, MASS., Feb. 10.—Improvement in 
industrial demand for northern pine has been 
reported in recent weeks. Retail yard buying 
picked up a little after annual inventories, but 
is now comparatively quiet. Concessions have 
been withdrawn and prices now look firm. Short- 





BABCOCK 


t-— SPRUCE LADDERS —— 
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Champion 











Safety Step Ladder for 
Factory and Shop Work. 





SAFETY 





Rungs 
Straight Grain 
Hand Split 


Hand Shaved 
White Ash Rungs 





Straight Grain 
Tested 
Spruce 
Side Rails 


Malleable 
Automatic 


Spring Locks. 





Will pass Labor Law 


Specifications. 





SAFETY 





Booklet Free. 


W. W. Babcock Co. 


BATH, N. Y. 
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VER consider the geograpny 
E of a saw? It stands right 
in the middle of your business. 
You bring logs from one di- 
rection and power from the 


other. 


HE power is just as impor- 

tantas the logs. Good belts 
help by delivering power in- 
stead of wasting it. 





ANDY belts are tough—best 

for main drives, general 
transmission, conveyors, ele- 
vators. 


Gandy Belt is Tough 


THE GANDY 
BELTING CoO. 


Main OFFice: 740 WEST PRATT ST. 
BALTIMORE, MARYLAND 


NEW YORK: 36 WARREN. STREET 
CHICAGO; 554 WEST ADAMS STREET 


(PANDY <2" BELT 


“It’s the belt with the Green Edge”’ 








BR ot a 
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i” 
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WILLAMETTE 


LOGGING MACHINERY 


‘ HE OPENING UP of 

big Western lumber op- 
erations finds Willamette Log- 
ging Machinery extensively 
used. For nearly a quarter 
century leading Pacific Coast 
operators have standardized 
on Willamette equipment. 





GG SD a EE 





isn anti Aa Ca A BTA 


Meanubachiners of 
LOGGING MACHINERY 


PORTLAND, ORE.. 
2, S: A. 








pe rererenenrrn Sima SEE OES 

















age in certain grades of Idaho white pine has 
stimulated interest in eastern white pine and 
stiffened quotations, log run, culls out, now be- 
ing offered at $45 with fair success. Improve- 
ment in eastern white pine barnboards is re- 
ported. Quotations: 

No.1 BB No.2BB No.3 BB 


TXB-8 2. cccccccccce $85 $58 $46 
ERED sosieweds ese sees 90 60 49 
TXITZ n.ccccccvcccece oe 62 52 


MINNEAPOLIS, MINN., Feb. 10.—There ig an 
increasing demand for yard stock. Retailers, 
prompted by orders already coming in, are plac- 
ing orders with the mills which are having some 
difficulty because of depleted stocks. ‘There is 
a heavy demand for low grade lumber from box 
and crating industries. 

NEW YORK, Feb. 9.—With demand picking 
up, there is every reason to look for another 
advance in prices. Lists just now are being 
held firm and local dealers have been notified 
that lumber will be none too plentiful for the 
first three months of the year, at least. Rail- 
road shipments upstate are very slow due to 
recent heavy snows. 


EASTERN SPRUCE 


BOSTON, MASS, Feb. 10.—The eastern 
spruce trade is quiet. Frame orders are excep- 
tionally scarce and $43 base is reported to be 
the best price obtainable for any ordinary di- 
mension schedule. Quotations: Dimension, rail 
shipments, f.0.b. Boston, 8-foot to 20-foot, 8-inch 
and under, $43@45; 9-inch, $44@46; 10-inch, 
$45@47; 12-inch, $47@49. Provincial random, 
2x3 to 2x7, $34@35; 2x8, $38@39; 2x10, $39@40. 
Covering boards, 5-inch and up wide, 8-foot and 
up long, DIS, $84@35; matched, clipped, 10- to 
16-foot, $38@40. Furring, 1x2, $35@36. 


NEW YORK, Feb. 9.—New York lumbermen 
just returned from the Canadian convention in 
Quebec say they got no news there to encourage 
the hope that large stocks of eastern spruce 
will be forthcoming this spring. Mills have not 
been manufacturing American sizes and prices 
here are not yet to the liking of producers. 
Very little lumber is reaching the local market 
at this time. 


WHITE CEDAR 


MINNEAPOLIS, MINN., Feb. 10.—Railroadas 
continue to purchase northern white cedar posts 
in good volume. Independent telephone com- 
panies are making fair purchases of shorter 
length poles. Three-inch rounds are scarce, and 
sawed posts are being substituted in many 


HARDWOODS 


CHICAGO, Feb. 11.—The hardwood market 
remains in a good position. Active trading is 
being engaged in by most of the important con- 
sumers, with the furniture industry still being 
the leading buyer. Prices are strongly held, and 
scarce, popular items continue to tend upward. 
Among them are birch and maple in nearly all 
grades, on the northern list, and red gum, sap 
gum and oak on the southern. 


CINCINNATI, OHIO, Feb. 10.—There is a 
slight improvement in hardwood trade. Fur- 
niture makers are placing some business. Prices 


are not as stable as they were and there is more 
or less shading to move stocks. Elm has shown 
distinct weakness while there seems to be an 
oversupply of No. 1 common poplar. The recent 
strength in maple has not been sustained. 


NEW ORLEANS, LA., Feb. 9.—Southern hard- 
woods are holding their own both in demand and 
prices. Red gum is still the best seller, but 
there is an improvement in the call for oak, 
notably for flooring grades. The furniture, floor- 
ing and other woodworking industries seem to 
be buying steadily though conservatively. The 
automobile folks, while placing occasional or- 
ders, have not yet hit their buying stride. Ex- 
port demand is fair. ’ 


BUFFALO, N. Y., Feb. 9.—Hardwood buying 
is chiefly for immediate needs. The milder 
weather of the last few days has somewhat 
stimulated the inquiry for stock. Oak, maple 
and birch prices are steady. 


NORTH TONAWANDA, Feb. 10.—Business is 
fair for the season and dealers generally are 
favorably impressed with the outlook. Maple, 
which has been one of the better sellers of the 
winter, is stronger in price, slight increases be- 
ing noted in lists sent out by the trade. 


ST. LOUIS, MO., Feb. 10.—Southern hard- 
woods during the last week have shown a slight 





tendency to weaken, though the. actual prices 
at which stock has been sold have been about 
the same. Unfavorable weather has delayeq 
shipments, and mills seem a.little more eager to 
move stock. Most consumers are still following 
a hand-to-mouth policy. 


MINNEAPOLIS, MINN., Feb. 10.—Furniture 
and wagon manufacturers are more active jn 
the northern hardwood market. Northern mills 
have limited stocks and the new cut is still unfit 
for market. Few industries have reserve stocks 
on hand. Little southern hardwood is in this 
market. 


BOSTON, MASS., Feb. 10.—Industrial demang 
is in distinctly better shape. The absence of 
price fluctuations and the increasing disposition 
of hardwood producers to secure fair value for 
their stock are having a steadying influence, 
While retailers are not buying much flooring, 
prices look steadier, the present range on 
13/16x24%, being: Beech, $85@90; birch, $88@90; 
maple, $105@109.50; oak, white, plain, $104@ 
111.50. Quotations on inch are unchanged from 
last week. 


HOUSTON, TEX., Feb. 10.—Orders were quiet 
this week, but prices have not fallen off. Floor- 
ing plants are buying at prices several dollars 
above quotations around the first of the year, 
Common sap gum appears to be the slowest item 
on the list. Railroad car stocks and car mate- 
rials are in fair demand. Reports from east 
Texas indicate that most mills are running full 
time. 


KANSAS CITY, MO., Feb. 10.—Industrial con- 
sumers of hardwoods are buying steadily, with 
furniture factories taking a good deal of high 
and medium stock in gum, walnut, poplar and 
oak. Retailers are placing orders a little more 
freely and there is a good inquiry coming from 
millwork and cabinet manufacturers. Among 
the latter, there is a steady demand for birch, 
walnut and gum for radio cabinets. Greater 
activity in the oil fields is causing a renewed 
eall for oil rig timbers. Prices on hardwoods 
are firm and some items show a tendency to 
advance, 


COLUMBUS, OHIO, Feb. 9.—There is a strong 
tone to the hardwood trade in central Ohio ter- 
ritory. Buying by factories making automobiles, 
furniture, musical instruments and boxes is the 
best feature. Retailers are hampered by bad 
weather in making deliveries of stocks already 
sold. Prices of oak at the Ohio River: 


No. 1 No. 2 No. 3 

FAS com. com, com. 

Quartered ....... $155 $90 $55 ‘ee 
PIRI 6ps< nesvieaes 105 75 53 $20 


NEW YORK, Feb. 9.—Good news comes from 
the mill centers in the far South, but otherwise 
manufacturers are giving New York little en- 
couragement for large stocks in the near future. 
Prices at the mills and in the New York market 
hold very firm, subject to a change to higher 
prices any time. 


BALTIMORE, MD., Feb. 9.—Conservatism 
continues to mark the action of buyers of hard- 
woods. The prevailing opinion seems to be that 
assortments at the mills are not of such volume 
as to cause pressure upon quotations. No actual 
scarcity of lumber prevails, and in some items 
the holdings are fairly large. The export situa- 
tion shows further improvement. 


FIR, SPRUCE, CEDAR 


CHICAGO, Feb. 11.—Douglas fir continues to 
find the Chicago market rather quiet. The deal- 
ergs are conservative, and the concessions re- 
cently offered by some mills have been little 
inducement to buy. The feeling, however, is 
optimistic, and fir distributers have not re- 
versed their opinion that good business is in the 
offing. They point out that there is not a great 
deal of stock on the Pacific coast and that pro- 
duction is being curtailed, which they expect will 
lead to an early firming up of the market. 


BUFFALO, N. Y., Feb. 9.—Fir demand has 
been small and buyers are waiting until more 
in need of stock. The market has shown 4 
rather easy tone of late, although no great 
break has taken place. It is reported that mills 
will curtail production one day a week in the 
near future. 


BOSTON, MASS., Feb. 10.—Orders for fir have 
been rather scarce, and prices look a little un- 
certain. Recent receipts have been moderate, 
however, and selling pressure is not especially 
strong. For February shipment of dressed fir 
dimension several sellers ask $35.50 to $36, ship 8 
tackle, Boston, but others will accept $35. No. 1 
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common fir boards, with not more than 10 per 
cent No. 2 common, will fetch about $31, but 
ordinary lots are offered at $30. 


KANSAS CITY,-MO., Feb. 10.—Fir men here 
report that the market is showing further 
strength along with an increase in demand for 
yard stock. Most orders still call for mixed 
ears, but the late inquiry contains a good many 
straight car orders. 


NEW YORK, Feb. 9.—Several sizable cargoes, 
mostly of fir, arrived the last week. Stocks for 
the moment, however, are in good condition so 
far as the wholesalers are concerned. Retailers 
in the outlying districts have not begun to stock 
up to a considerable extent for spring. How- 
ever, several warm days have helped. Prices 
hold extremely firm. 


CYPRESS 


BOSTON, MASS., Feb. 10.—Some of the strong 
producers quote $103.50 for inch red Gulf cypress. 
Some of the smaller mills offer yellow cypress 
down to $90. Current business is quiet. 


CINCINNATI, OHIO, Feb. 10.—Cypress has 
been dull but inquiries indicate a good volume 
of business ahead. Prices have remained steady. 


NEW ORLEANS, LA., Feb. 9.—Local reports 
indicate a slight increase of cypress bookings for 
the week. Prices rule steady and without 
change. Production is about normal, 


BUFFALO, N. Y., Feb. 9.—Cypress is not 
showing much activity at present, the trade 
being held up by the effects of the weather. 
Prices are holding steady. 





ST. LOUIS, MO., Feb. 10.—Scarcely any yel- 
low cypress is being bought at present. Red 
cypress continues in satisfactory demand for 
seasonable items. Prices in both woods are 
unchanged. 


KANSAS CITY, MO., Feb. 10.—Some little in- 
crease in demand for cypress is reported, though 
mill representatives say they have to dig for 
most of it. Country yards were well represented 
in the orders. There also is some industrial 
demand. 


NEW YORK, Feb. 9.—Rail shipments of cy- 
press have increased in volume the last ten 
days, mills supplying a very fine grade of lum- 
ber. A number of cargoes will be in the hands 
of wholesalers before the month passes. There 
is a good demand for cypress for immediate de- 
livery and inquiries are very heavy. Prices are 
$5 above last fall and holding firm. 


HEMLOCK 


BOSTON, MASS., Feb. 10.—There has been 
very little call for hemlock during the last week. 
The recent concessions given on eastern spruce 
and the easier tone of Douglas fir have had a 
tendency to slacken interest in hemlock and to 
soften prices. This is offset to some extent by 
light receipts of western hemlock. Distributers 
quote $35 for eastern clipped boards, and $32 for 
random lengths. 


NEW YORK, Feb. 9.—There are good stocks 
of western hemlock and only fair assortments 
of eastern stock in the hands of wholesalers 
and retailers. Many inquiries for early spring 
delivery have been received recently and the 
lack of spot demand is due to weather set- 


backs. 
WESTERN PINES 


CHICAGO, Feb. 11.—The trade in western 
Pines has shown little change during the last 
week. Shop lumber from the Inland Empire 
is in very short supply, and is quickly picked 
up whenever offered at reasonable prices. Cal- 
ifornia white and sugar pine shop, however, 
remains relatively quiet and prices are not so 
firm. Yard stock has had no great demand dur- 
ing the last few weeks, but the scarcity of sup- 
Plies in the Inland Empire has tended to keep 
the market very firm. Distributers expect fur- 
ther advances as retail trade opens up more fully. 


BOSTON, MASS., Feb. 10.—Western pine trade 
took an upward turn after the first of the year, 
but is now quiet. Dealers and factory users 
Placed some moderate orders after annual in- 


ventories. Scarcity of No. 2 common Idaho pine 
is reported. Quotations on Idaho white pine: 
No.1com. No. 2com. No. 3 com. 
| ae $76.00@77.50 $60.50@61.50 $41.00@ 42.50 
SNR 75.00@76.50 57.00@58.00 41.50@44.00 
ao 78.00@79.50 57.00@58.00 41.50@44.00 
re 91.50@93.00 59.50@60.00 43.50@45.00 





KANSAS CITY, MO., Feb. 10.—Demand for 
Western pines is well divided between industrial 


consumers and retailers. Line yards have been 
buying some and city retailers are putting out a 
larger inquiry. Industrial consumers are not 
buying so heavily, but are in the market mostly 
to round out stocks for spring. 


NEW YORK, Feb. 9.—Lumber continues to 
move slowly from the Inland Empire, shipments 
still arriving five days to a week late. The 
market is very healthy in tone and will absorb 
all the lumber it can obtain. There has been 
@ pronounced scarcity of upper grades for 
some time, but wholesalers say this will be 
alleviated to a certain extent very soon. 


REDWOOD 


BOSTON, MASS., Feb. 10.—Inquiries from 
both retailers and industrial users of redwood 
picked up a little after stocks were inventoried, 
but various influences have slackened interest 
the last week or two and business is now nor- 
mally quiet for February. Redwood producers 
have lately shown firmer ideas according to 
local wholesalers. 


KANSAS CITY, MO., Feb. 10.—The redwood 
market is draggy, with orders none too numer- 
ous and inquiry light last week. Most orders 
are for mixed cars or straight cars of siding. 


NEW YORK, Feb. 9.—Stocks in storage hold 
out pretty well in the face of a fair industrial 
demand and some calls from retail yards within 
the city. Replenishments will be coming along 
soon for wholesalers. A good demand for build- 
ing lumber is expected in the spring, predictions 
being based on inquiries. 


NORTH CAROLINA PINE 


BOSTON, MASS., Feb. 10.—North Carolina 
pine prices are kept about steady altho trade 
has been quiet during the last week. Trade in 
shop lumber is up to normal. Nice band sawed 
rough edge, 4/4 under 12-inch, is fetching $61 to 
$63. For 8-inch air dried roofers the ordinary 
price is $34. Shortleaf flooring is offered down 
to $79 for B&better rift; $59.50 for C rift, and 
$58.50 for B&better flat. Low range on B&better 
partition is $56.25. 


BUFFALO, N, Y., Feb. 9.—The North Caro- 
lina pine market retains the firm basis displayed 
in recent weeks. It is difficult to get retailers 
interested, owing to the feeling that little build- 
ing will be done this month, and that possibly 
lower prices may develop, 


NEW YORK, Feb. 9.—Actual purchasing is 
not very brisk, but the market maintains an 
extremely healthy tone and will absorb all the 
lumber it can get a little later on. Some firms 
report that inquiries now in hand insure a brisk 
spring turnover. 


BALTIMORE, MD., Feb. 9.—The North. Caro- 
lina pine trade is quiet, due to weather condi- 
tions. Stocks on the wharves here are not large. 
The trend in quotations is distinctly upward. 


SOUTHERN PINE 


CHICAGO, Feb. 11.—Demand for southern pine 
has shown some further pick-up during the last 
week, but can not yet be called brisk in this 
territory. Retailers have enjoyed fairly good 
business during the recent open weather, but 
are not anticipating requirements, partly because 
of their conservative policy in regard to stocks 
and partly because of the strong prices asked 
by the mills. The manufacturers, in fact, are 
showing little eagerness for new business and are 
holding rigidly to their price lists. Stocks every- 
where are much reduced. The small mills have 
unusually little lumber on hand, and there are 
comparatively few transit cars being offered. 


BOSTON, MASS., Feb. 10.—Southern pine 
trade is quiet. The tone of prices is hardly so 
strong as a month ago. Few actual instances 
are reported of concessions being made by any 
of the large mills, however. Roofers look rather 
easier. Highest prices for longleaf flooring are: 
$88 for B&better rift, $65 for C rift, and $63.50 
for B&better flat. High range for B&better par- 
tition is $60. 


CINCINNATI, OHIO, Feb. 10.—There is little 
change in the general situation in southern pine, 
though the curtailed production has given the 
market temporary strength. Dealers look for 
an increase in demand and predict a satisfactory 
volume of business for the spring. 





NEW ORLEANS, LA., Feb. 9.—Mill reports 
indicate a slight decline of bookings for the 
week. Production gained and the volume of 
shipments remained about stationary. Mill or- 
der files are comfortably filled, inquiry is brisk 
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It saves fuel!!! 

It saves time. 

It saves quality. 

It saves customers. 

It goes into any kiln, old or new. 


If you use dry kilns now or plan 
new ones, look into this—start the 
year with progress—our circulars are 
free. Address us at 1529 McCarty 
St., Indianapolis. 


The 
STANDARD 


Dry Kiln Co. 






















































UST as physicians are mighty 

careful in prescribing for them- 
selves or members of their fam- 
ilies, lumber dealers are particular 
in selecting the most suitable wood 
for their own personal require- 
ments. 


So when Cyrus H. Bean, of the 
lumber firm of Bean & Poore, 
Lawrence, Mass., used 5”x 5” 
TPL Co. clear Redwood for the 
fence around his estate, he showed 


what he thought of Redwood. 


: With every commercial wood to 
choose from, rot-resisting Red- 
wood of the highest quality was 


CHICAGO 
3067 McCormick Bldg. ° 
332 South Michigan Ave. 





doctor takes his own medicine 





NEW YORK 
41 Pershing Sq Bldy. e 
100 East 42nd Street 


q THE LARGEST MANUFACTURERS AND DISTRIBUTORS OF CALIFORNIA REDWOOD 
i MEMBERS OF CALIFORNIA REDWOOD ASSOCIATION 


specified. He took no chances. 


How wise he was is clearly indi- 
cated by “Technical Note No. 173” 
recently issued by the U. S. Forest 
Products Laboratory. This gov- 
ernment publication places Red- 
wood in the highest class for dura- 
bility of all commercially used 
American woods — both softwoods 
and hardwoods. 


If you would like a copy of this 
bulletin, comparing all commonly 
used commercial woods, we will 
be glad to mail it to you, together 
with other informationon TPLCo. 
Redwood lumber and millwork. 


SAN FRANCISCO 
Robert Dollar Building 
31i California Street 


x $4 to $4.10, delivered. British Columbia XXXXxX 











and prices well held. The slight recession in 
volume of spot buying is offset by reports of 
is improving weather North and the prospect of a 
| spring building campaign in that section that 
will more than take up the present ‘‘slack.’’ 
Export demand is good. 


BUFFALO, N. Y., Feb. 9.—Southern pine de- 
mand is small, as retailers are waiting for more 
activity to develop in the building line. Whole- 
salers report that no price changes of conse- 
quence have taken place during the last two 
weeks. Mills are unwilling to make concessions 
and orders $1 or so under the market are being 
turned down. 


Sed AB jena aa ik 


ST. LOUIS, MO., Feb. 10.—Southern pine con- 
ditions during last week were quite satisfac- 
tory, due to improved weather and better de- 
mand. Transit car business is especially good. 
Mill shipment orders have been mostly for 
mixed cars, but have been made in consider- 
able volume. There is a good demand for finish. 
Boards, shiplap and S2S&CM remain about the 
same. No. 3 boards and crating stock have sold 
well. Dimension is the dominant factor in the 
present market. 


HOUSTON, TEX., Feb. 10.—Export business 
q is still the feature of the southern pine market. 
; Southwestern retail yards are buying consider- 
ably more than formerly, and the trade is ex- 
¢ pecting the snowbound retailers of the middle 
i West to come into the market soon. Prices hold 
up. 
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KANSAS CITY, MO., Feb. 10.—Demand for 
southern pine has continued good, but the 
market has not responded as sales managers ex- 
pected it would to the stimulus of better weather. 
Transit cars are being offered more freely and 
prices are not quite so firm. Country roads are 
reported in bad shape and this probably has held 
back some demand from country yards. 


NEW YORK, Feb. 9.—Prices on all items con- 
tinue to hold firm, with little lumber coming 
through. Movement out of the yards has been 
restricted by climatic setbacks, but stocks were 
low with retailers before the period of bad 
weather opened early in January. Timbers are 
in especially good demand. Flooring and roof- 
ers are scarce. 


SHINGLES AND LATH 


BOSTON, MASS., Feb. 10.—Shingle trade is 
quiet. Some sellers will shade $4.75 for white 
cedar extras, but there is one choice brand 
quoted at $5.25. Clears are offered at $4.25 to 
$4.75; British Columbia XXXXX, rail shipments, 
$5.86. Spruce lath move slowly at $7 for 1%- 
inch, and $8 for 15-inch. "Western hemlock 
lath are offered freely at $7, ship’s tackle, Boston. 


KANSAS CITY, MO., Feb. 10.—The shingle 
market continues slow, though the comparative 
scarcity of stars has boosted the price on that 
grade 5 cents to $2.50 and firm at that quota- 
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a tion. Clears still are offered at $2.85. Demang 
for siding is fairly good, with redwood ang 
western pine most in demand. Lath are in g 
little better demand as the building season 
opens. Prices here on lath, are unchanged, 
NEW ORLEANS, LA., Feb. 9.—Cypress shin. 
gle stocks are in only moderate supply save io 
as to primes, of which there has been some -s 
accumulation. Prices are unchanged. Cypress a 
lath are moving in satisfactory volume, with 8 
prices unchanged and firmly held. t 
BUFFALO, N. Y., Feb. 9.—Shingles have held - 
steady during the last week. Extra clears are 2 
$4.51; stars, $4.11; British Columbia XXXxXx, y 
$5.71. Retailers show little tendency to buy ¥ 
ahead. f 
ST. LOUIS, MO., Feb. 10.—Shingle market is z 
inactive, with prevailing prices $2.80 for clears ’ 
and $2.50 for stars, Pacific coast base. Lath are 


$5.25 for No. 1 and $3.50 for No. 2, f.o.b. St. 
Louis. 


MINNEAPOLIS, MINN., Feb. 10. — Shingle 
mills are producing in small quantities and re- 
tailers are buying in limited amounts. Prices 
remain unchanged. There are few transit cars 
in this section. Clears are $2.85 and stars 
$2.50. 


HOUSTON, TEX., Feb. 10.—Shingles and lath 
are quiet. Prices of the last two weeks still 
prevail. 


COLUMBUS, OHIO, Feb. 9.—Shingle trade is 
rather quiet. City dealers are pretty well stocked 
up. Occasional orders from rural dealers are 
booked. Shipments are steady and receipts are 
adequate for all current purposes. Red cedar 
extra clears are $4.65 to $4.70, and extra stars 






















































are in limited demand. Lath trade is fair and 
prices are unchanged. 





NEW YORK, Feb. 9.—Mills in Canada have 
poor stocks of spruce lath, visitors from New 
York at the Quebec convention learned last 
week. Locally an advance in prices is fore- 
cast, with shortage of supplies before the weather 
opens up sufficiently for a large movement of 
lath from the mills. Fir lath are not abundant 
and demand is improving. Shingles from the 
west Coast are fairly plentiful. 


MAHOGANY 


NEW YORK, Feb. 9.—The market is fairly 
active and prices hold firm on all stock. Philip- 
pine mahogany is more plentiful than other va- 
rieties and there are good stocks to select from. 
Shipments from Mexico have been light. There 
are only small stocks of the finest grades, al- 
though large cargoes arrived late in the fall. 
These have enjoyed a rapid turnover. 


BOSTON, MASS., Feb. 10.—Strong demand 
and very firm prices continue to be the outstand- 
ing features of the eastern market for mahog- 
any. Quotations on air dried plain mahogany, 
f.o.b. Boston, log run for figure: 


FAS No.1com. No. 2 com. ™ - 
4 


5 a $210 $177.50 $105 

5/4,6/4&8/4 215 180.00 105 45 
10/4 ..... . 225 190.00 120 45 
Ly Sener 230 195.00 120 45 
BG/E> 0.0 0:08 230 195.00 120 45 


BOXBOARDS 


BOSTON, MASS., Feb. 10.—Current demand 
for boxboards is very fair for the season. Stocks 
in first hands are lighter than a year ago, and 
all available information indicates that this win- 
ter’s cut of boxboard logs will be smaller than in 
1923-4. Quotations: Boxboards, inch, round edge; 
white pine, $30@32; spruce, $27@29; hemlock, 
$24@26. 
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Recent Patents 


The following patents of interest to lumbermen on 
cently were issued from the United States Patent Of 
fice. Copies may be obtained from R. BE. Burnham, 
patent and trade-mark attorney, Continental oz 
Building, Washington, D. C., at 20 cents each. — 
number of patent and name of inventor when ordering. 


1,524,007. Surfacing machine. Charles T. Adair, Kan- 
sas City, Mo. 
1,624,577. 

1,524,790. Sawing machine. 
Angeles, Calif. ; 

1,524,966. Collapsible box. George Boelman, Gridley, 
and Alfred L. Peterson, Oroville, Calif. 

1,525,197. Log grapple. Roy A. Ranger, Charlevoix, 
Mich. 


Saw set. Charles E, Rowlett, Ewing, V4. 
Herman H. Junke, los 
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ee Pe 
a and N Le 
and ews Letters 
n 
eieun (Continued from page 95) 
- PITTSBURGH, PA. 
h Feb. 10.—There has been no material change 
le jn the situation as to Idaho, California and west- 
Save ern white pines, in all of which there are short- 
Bn. ages. There is a persistent demand for some 
o grades, which it is almost impossible to get, and 
. wholesalers are finding it difficult to handle orders 
for mixed cars for the yard trade on account of 
‘ mill stocks being so badly broken. Prices in hard- 
2 held woods, especially chestnut, have advanced 10 to 
'S are 90 percent within the last thirty days. All hard- 
XXX, woods are in good demand, and many items are 


» buy very scarce, as there has been no drying weather 


for four months. The maples are beginning to g 
coe command more attention. Red gum continues 
rsh yery strong on account of the scarcity of dry j , 


stock, though buyers are reluctant to make com- 





" ry mitments. ® , 
i John G. Criste, of the Interior Lumber Co. and 
secretary Pittsburgh Wholesale Lumber Dealers’ 
1ingle Association, has been confined to his home by ill- 
d re- ness for the last two weeks. 
Prices Edward Wiler, president, and William Sterling, 
Cars vice president, Edward Eiler Lumber Co., are visit- 





stars ing mill connections in the South, including the 
company’s new mill at Whatley, Ala. 

Jack Diamond, of the W. R. Pickering Lumber 
| lath Co., Kansas City, Mo., called on the trade here 
| still this week. 

At the annual meeting of the Babcock-Angell 
Lumber Co. here last Friday, the officers were all 





F.C. WENTHE, President 


G. J, BAL ER, Tre, ELLCHAMB, 
. aeurer H.A.B 
A. ‘R, 


Telar, 





de is reélected. Ralph C. Angell, vice president, came 

»cked from New York to attend. 

3 are EFFINGHA 

nedar NEW YORK, N. Y. M. ILLINOIS 

stars Feb. 9.—Another week finds the lumber market 

XXX greatly retarded by bad weather. Retail yards 

* and within the city limits are doing a big business, Nat, April 17th, 1924 
however, some reporting more work than they can z @lbany Lumber Co ° 
take care of. Wholesalers continue to receive or- ammond , La. =e 

have ders and inquiries, many buyers stipulating the G 

New earliest possible deliveries. If a sudden rush on tlemen;: 

last should come, it would find the eto sos sg in 

. many instances unprepared, for they have been 

ote unable to secure shipments from the mills. Ship- Covered by Graves’ $3 tal notice of load 

1t of ments from the west Coast have been arriving Certainly jubilant 458 for Fairbanks ing our order 

dant in less volume than had been expected. A Service we have news, It is the’ Morse ~ Cos, is 

~ the leading shipper said today that there is virtually especially since we greet ienced and nth Wonderful 


no transit luniber on the market. None of the old this bill of J, appreciate it 
er 








retail yards are overstocked and few have ade- we would ive Service umb on the 
quate supplies of pine. Shingles have been mov- Dia 7 
ing into the yards in better volume, but there is reference? Now er Wire Fairbanks : 
airly beginning to be a scarcity of lath, especially east- for these folks b 18 alao important Morse & Co,, car 
ilip- ern spruce. The delay in shipments of western | are sure you me loaded out befor that the other ca 
va- pines, due solely to the weather, came at an un- not disappoint © APril 24th ana we 
— fortunate time, for the market has been clamor- ‘ May we abe we ” 
here ing for higher grades. Prices of western pines and ng with © ask w 
, al- all other lumber are holding very firm. 4555 of tert ann order, coverc arr oeress you are mak 
fall. Robert BE. Stocking, of Power, Moir & Stocking, Senger station h and Which ig fo JY your Norfiela # 7 
who recently returned from Canada, said that the work and a They are maki r use of our new pa 
there is very little lumber, comparatively, to be der within th © hope you can effe ep head-way w; om 
land had in Canada and that the cut this winter would © next few day 7 loading of this 
und- not be a big one. “Our prices are just about what : Thank ' aad 
10g- they were in December,” said Mr. Stocking. ‘‘We eration you ar ing you again for 
any, believe that the increase in prices for fir and pine | SPiving us, we are the splendid Co-o 
= he of much benefit to the spruce a. ih » . a 
e lumbermen of Canada generally are adopting ® 
—_ a waiting policy and will proceed very conserva- | a -_ . ftv Very truly yours, 
tively in 1925. Personally I believe it would be a / 
good thing if there was more conservatism through- i WEN CO 
out the lumber industry. I feel that it would help } yn a 
us all.” . 
John A. Story, president Story Lumber Co. 6 4 
(Ltd.), of Ottawa, was here recently studying con- fi 
ditions. He reported that stocks of lumber at the A 
and Canadian mills are not large, but said his com- = = 
cks pany plans to send fairly large shipments across 
and the border in the first few months of the year. 
rin- C. E. Read, of the Read Timber & Lumber Co., a ; 
1 in — was another recent visitor from the Do- NATAL =) 
ge; minion. = ovtbany' 
ck, Russell J. Perrine, past president New York NT OUIIANA aan —c SSO 


Lumber Trade Association, recently repeated his 
lecture, “My Trip Around the World,”’ before mem- 
bers of the Brooklyn Chamber of Commerce. 


Nine employees of the Babcock-Angell Lumber 
Co. have just been added to the rolls of the Nylta 
re- Club. The memberships were Christmas gifts. 
bon The Hammond Lumber Co., which has extensive 
rest affiliations in the South, has just opened a New 9 


rate York wholesale office in Grand Central Terminal. 
ing. Robert R. Sizer, sr., president Robert R. Sizer 


_ Lumber Co., is in Florence Park, Fla., with Mrs. +4 ° 
Sizer, for an extended stay. a es Ce 
Va. George A. Smith, secretary-treasurer South Hill | 9 e 
Los Manufacturing Co., South Hill, Va., was in New 
. York last week. D 
ley, F. N. Stanforth, M. B. Farrin Lumber Co., Cin- ‘ 


cinnati, has been in the East on business. 


oix, : R. C. Briggs, president and general manager 
Briggs Lumber Co. (Inc.) of Oneonta, was a re- 
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Get the Edge On 


Competitors 


If you have a competitor who is 
crowding you close for orders, try selling 
Craig Mountain Quality Pondosa Pine. 





Mouldings 
Finish 
Bevel Siding 


Base, etc. 


y — | 
Shop and 
Factory 
Lumber. 





Sales 
Representatives 


J. C. Lackey, 
5832 McGee St., 
Kansas City, Mo. 
G. S. Patterson, 


Oconomowoc, Wis. 


R. D. Hunting Lumber 
>o. American Trust 
Bldg., Cedar Rapids, 

lowa. 
Colorado Continental 
Lumber Co., Chamber 
of Commerce Bldg., 
Denver, Colo. 


G. A. Jones, 
Lumber Exch. Bldg., 
Minneapolis, Minn. 





This lumber is as soft, smooth, light 
and clear as mountain air. Is it any 
wonder that dealers say they find our 


Craig Mountain Quality 
Pondosa Pine 


helps them meet competiton better? Not 
only do the excellent natural qualities 
of Craig Mountain Pine appeal to dealers, 
but also the precision of our manufacture. 


Why don't you give this trade building 
lumber a trial? 


Straight or mixed cars. 


Craig Mountain Lumber Co. 


WINCHESTER, IDAHO 














E. H. Van Ostrand, Pres. W. C. Geddes, Vice-Pres. & Gen. Mer. 
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our offerings in timbers, 
Ve dimension, boards, shed 
stock, crating, boxes. 


Capacity 100,000, Daily 


Timbers, Dimension, Boards, Shed Stocks 


Write us before you 
place orders elsewhere. 


Crating, Boxes 


Quick Shipments in Straight or Mixed Cars 


H. D. Foote Lumber Co., Inc. 
Alexandria, La. 





cent New York visitor, accompanied by Mrg, 
Briggs. 

E. R. Safford, jr., sales manager A. Sherman 
Lumber Co., Potsdam, was a recent visitor at its 
New York office. 

McDonald, May & Knauth, wholesalers of 
cypress, southern hardwoods and pine, and Pacific 
coast products, have just increased their capita) 
stock from $45,000 to $100,000. 


TORONTO, ONT. 


Feb. 9.—During the first three weeks in Jany. 
ary business had practically come back to norma] 
but, on account of cold weather during the lagt 
week of January, trade had practically come to 
standstill. Business is beginning to show steady 
improvement once more. Orders are coming in ip 
moderate volume and prospects are good. Prices 
on red cedar shingles are stiffening. 

Sam Lambert, retailer, Welland, Ont., has met 
with a series of misfortunes this winter. Already 
he has experienced two rather disastrous fires ip 
his mill and lumber yard. The latest blow hag 
been the collapse of the large skating rink at 
Welland, which Mr. Lambert owns. 

John F. Burstall, of John Burstall & Co., ex. 
porters, Quebec and Montreal, has left on an ex. 
tended business trip to the old country. 

J. G. Levy, of W. & J. Sharples (Ltd.), Quebec, 
left recently on his annual business visit to the 
timber merchants of Great Britain. 

J. C. Scofield, president Windsor Lumber Co,, 
Windsor, Ont., accompanied by Mrs. Scofield and 
their daughter, have gone to Florida, where they 
will spend several weeks. 


ABERDEEN-HOQUIAM, WASH. 


Feb. 7.—The mills of Grays Harbor are on a 
5-day basis, all being idle today except Wilson 
Bros. & Co. mill which, however, had been down 
one day this week on account of a death in the 
family. 

The Sucarseco arrived today and is loading at 
the North Western Lumber Co. mill. Loading for 
California are the Carmel, American Mill Co.; 
Katherine Donovan, Donovan Lumber Co. Mill No. 
2; Chehalis, Wilson Bros. & Co.; Dan F. Hanlon 
and Yellowstone, A. J. West Lumber Co.; Carlos, 
Donovan Lumber Co. Mill No. 1, and Lassen, E. K. 
Wood Lumber Co. The Horda is loading at the 
Anderson & Middleton Lumber Co. mill for Aus- 
tralia; Clyde Maru, Port terminal, Japan; Tosca, 
Aberdeen Lumber & Shingle Co., South America; 
Hoyeisan Maru, Donovan Lumber Co., Japan, and 
Yomei Maru and Milan Maru, Port terminal, 


Orient. 
COOS BAY, ORE. 


Feb. 7.—Lumber shipments from the Umpqua 
River in the week ended Jan. 31 totaled about 
1,800,000 feet, shipped on the barge Washougal 
and the steamer Mary EH. Moore to San Francisco 
and San Pedro, The mills participating were the 
Winchester Bay Lumber Co. and Reedsport Lum- 
ber Co., the latter handling 350,000 of the amount. 

The steamers Yehime Maru and Sucherico are 
loading in the harbor, the former taking white 
cedar logs and lumber for Japan, the latter, fir 
for the Atlantic coast. 

The curtailment of mill operations on the Pa- 
cific coast to five days a week will not affect Coos 
Bay production at once, and probably not at all. 
Operators in this district say they will continue 
6-day shifts. A number of the mills in Coos 
County are members of the Douglas Fir Exploita- 
tion & Export Co. The Winchester Bay Lumber 
Co., Umpqua Mills & ‘Timber’ Co, and 
Reedsport Lumber Co. plants are operating 
on a six days’ schedule, but the claim is 
made they are not producing more than they would 
in five days if running at full capacity. The 
Cc. McC. Johnson Lumber Co. mill, Reedsport, runs 
steadily on spruce for the paper mills at Oregon 
City. Manager Carl G. Bock, Stout Lumber Co. 
says the lumber business is not promising, and 
that production may have to be reduced. _ The 
Stout company is operating both mills in North 
Bend, Mill B on double shift. 

Floods again started logs from streams in the 
Coquille Valley. The middle and north forks of 
the Coquille poured out a large number. Two 
mills in the Coquille valley were obliged to close 
several days last week because of high water. 
The Johnson mill at Coquille was flooded, and the 
Moore mill, at Bandon, could not raft logs. 

The War Department is being called upon by 
logging interests in the Coquille Valley for per- 
mission to suspend navigation between Norway 
and Myrtle Point on the Coquille. They have 
28,000,000 feet of logs still in the north fork, and 
believe they will be unable to handle them without 
special boomage. 

The Western White Cedar Co. announces a dou- 
bling of demand for white cedar No. 1 logs in the 
last month. The Japanese are the chief buyers 
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for export, and the call is much greater than the 
immediate supply. There is also a very brisk de- 
mand for white cedar lumber, and the company’s 
mill at Millington is running at capacity. 

angements for electrifying the Johnson saw- 
nige: Coquille include the installation of a 300 
h.p. motor, which will increase capacity to 100,000 
feet daily. Manager E. E. Johnson announces 
that another dry kiln will be added. 

The Stout Lumber Co.’s Davis Slough camp 
will be cut out and closed in March, 1925, after 
having operated for ten years. The Stout Lumber 
Co. this week contracted with the Hillstrom Bros., 
of Marshfield, for a trestle extension of its Black 
Creek logging railroad. The trestle will be over 
9,700 feet in length and built on piling. 

The Coos Veneer Co., Marshfield, reélected all 
officials. Ben B. Ostlind is president and general 
manager; Claude Nasburg, vice president; C. V. 
Danielson, secretary; L. C. Gilley, superintendent. 

The Coos County Fire Patrol Association re- 
elected Herbert Armstrong, of the Menasha Wood- 
enware Co., president; Carl Davis, secretary, and 
John D. Goss, treasurer. 


SPOKANE, WASH. 


Feb. 7.—Optimism is dominant among the lum- 
bermen of this section over the business outlook 
for 1925. Prices have shown no change during 
the last week, but have remained steady. De- 
mand has also remained steady. There is in- 
creasing difficulty in filling mixed car orders be- 
cause dry stocks are becoming more and more 
padly broken. 

Among the firms that report an exceptionally 
good January business is the Duffy-Hamacher Co., 
wholesaler. This firm, in addition to having a 
large file of orders for immediate delivery, also 
booked in January for delivery next, summer 2,- 
500,000 feet of Idaho white pine, to be shipped to 
the eastern seaboard, and 1,500,000 feet of spruce 
to be shipped here for manufacture into box shook 
which will then be shipped east. The spruce and 
500,000 feet of the pine are being cut near Locke 
in Pende Oreille County, while most of the 2,000,- 
000 feet of white pine will come from near 
Northport. 

Fred C. Dailey, president Dailey-Allen Lumber 
Co., Pittsburgh, Pa., arrived yesterday to spend a 
week in and around Spokane. 


SAN FRANCISCO, CALIF. 


Feb. 7.—Lumber dealers in San Francisco have 
had a fair local demand since the first of the year, 
with continued activity in building. Moderate 
stocks are carried by yards on both sides of the 
Bay, and they are buying for their requirements. 
Receipts from northern Coast ports during January 
showed a slight increase over December, and rail 
shipments from interior mills also increased 
slightly. Although some of the steam schooners 
are tied up, enough lumber is being received. 

Australia is getting moderate shipments of fir; 
parcel shipments of redwood are going forward 
and there are prospects for a number of cargoes of 
clears during the year. South America is taking 
a little Pacific coast lumber. Some owners of 
steamers are holding for higher rates to Australia. 

Chas. R. McCormick & Co. are optimistic regard- 
ing the future of Douglas fir and are making mod- 
erate shipments to San Francisco and southern 
California ports by steam schooner and rail. 

The Red River Lumber Co. is-now operating its 
new veneer plant at Westwood. A good output of 
California white and sugar pine is being made for 
this time of year. With a good order file, ship- 
ments are being made to the eastern market as 
fast as cars can be loaded. 

Improvements are being made in the big plant of 
the Fruit Growers’ Supply Co., Susanville. Two 
gangsaws will be replaced with bandsaws. This 
is in the interest of selective cutting. Additional 
stackers are to be installed for the kilns, and a 
new dry-shed will be built. Shop grades of all 
thicknesses are scarce, and a pretty good clean-up 
of everything except box lumber is likely. 

The Lassen Lumber & Box Co. is making ship- 
Ments of white pine from Susanville, where there 
has been considerable rain but comparatively little 
show. There is a moderate assortment of dry 
stuff, with the mills closed for the winter. Vice 
President J. W. Rodgers is making an eastern trip. 

The California Sugar & White Pine Co. is start- 
ing the new year under favorable conditions, with 
4 probability that the member mills will make a 
fair cut. The annual meeting was held Jan. 31, 
in San Francisco. W. I. Wilson was elected presi- 
dent; W. R. Thorsen and R. H, Swayne, vice presi- 
dents, and E. F. Wist, secretary and general man- 
ager, 

The McCloud River Lumber Co., B. W. Lakin 
general manager, has been taking advantage of 
the lack of heavy snowfall to make a winter run, 
With three saws operating days and two at night. 

Manufacturers of redwood are expecting an in- 
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———‘‘ Buy a Moore and Get the Best ’-—— 
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Battery of Moore Moist Air Kilns at 
Enochs Lumber & Mfg. Co., Jackson, Miss. 


Drying Difficult Hardwoods 


such as Northern Birch, Red Gum and Cypress is 
done in an absolutely satisfactory manner by the 
Enochs Lumber & Manufacturing Co. Mr. Porter, 
Supt.,says they are turning out some of the best look- 
ing kiln dried stock he ever saw. 


Moore Dry Kiln Company 


“KILN BUILDERS SINCE 1879” 
Jacksonville, Fla. * 2 Fully Equinped Plants. ™ North Portland, Ore. 
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ILMOTH” CLOSET LINING 








Extra Profits in Remodeling 


Many owners of old homes will do some remodeling this 
d hold year. Every one of them is a prospect for the sale of 

attracts an olds “oy: ” os 

poset yell gg Kilmoth” Tenn. Red Cedar Closet Lining 


“ 2? and “Quality’’ Oak Flooring. Go after their orders and we'll 
yoo se repeater keep you supplied with stock. Order L.C.L. or carlots mixed 
or dealers. any way you desire. 


DeSoto Hardwood Flooring Company 


MANUFACTURERS AND WHOLESALERS 
Sledge Ave. and Southern Ry. 


“QUALITY” 
Oak Flooring 


MEMPHIS, TENN. 














Garland fiesvice: Wagons and Trailers | 
FOR TEAM AND TRACTOR HAULING 


Equipped with Solid Steel Axles Guaranteed for One Year. 











~~ Te Uy, Also 
_ Four Wheel , —_—_ - Pil 
| Log Wagons : 1) ve adil 
and Self netee | 
Loading pe 
Skidders Ete | 
clvnte for, The Only Eight Wheel Trailer = iiie%. 


Recommended by Tractor Manufacturers. 








| Garland Wagon Co, __New Orleans, La., U.S.A. 
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FINANCING THE FOREST INDUSTRIES 





Financing Under 
Present Conditions 


The present large supply of capital at low rates 
creates a situation which allows of long time 
financing on terms attractive to the borrower. 


We shall be glad to outline to responsible oper- 
ating companies a specialized financial service 
which we render the Forest Industries. 


LACEY 


Securities Corporation 


332 South Michigan Avenue, Chicago 


SECURITIES DIVISION—JAMES D. LACEY & CO. 

















Handles Entire 
Output of 
Mill 
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Dispensed with 
7 Men and 
2 three-ton trucks —> 


The Best 
Equipment for 
any Mill ——————> 


. 








One Ross Carrier Handles 
Thirty-five to Forty Thousand Feet Daily 


Read what the Ross Carrier has done for the 
South Fork Lumber Co. Inc., Robe, Wash. 


“We handle the entire output of our mill, from thirty-five 
to forty thousand feet per day, all of which is transported 
to our car loading platform, which is located one-half mile 
from the mill, with one Ross Carrier. Part of this distance 
the Carrier travels across a cable suspension bridge about 
three hundred feet long.” 


“The Ross Carrier is the only means of transportation we 
have at the mill. There is not a truck, horse or jitney on 
the premises. Since using the “Ross” we have been able 
to handle our output with seven less men than formerly and 
were able to dispense with two three-ton trucks.” 


“I believe one Ross Carrier will dispense with from six 
to ten men and eight to ten horses in most any mill yard 
where conditions are such as to permit of carrier operation.” 


Write for list of other lumberrnen who are using Ross Carriers; 
also for complete data on their costs. There’s no obligation. 


The Ross Carrier Co. MURRY JACOBS COMPANY 


Office and Plant : 
Benton Harbor, :: :: Michigan 546 Maison Blanche Annex, New Orleans, La. 


69 Columbia Street, - - - - - - - Seattle 
249 Monadnock Building, - - San Francisco 




















creased demand during 1925 with the return of 
normal rainfall in northern California and goog 
crop prospects. The Pacific Lumber Co., with its 
two large mills at Scotia, will be in a position to 
take care of California and eastern orders. The 
Albion Lumber Co. is operating on redwood with 
one shift at Albion, while the Navaro mill remaing 
closed. Orders are being filled by water shipment, 
although rough weather has delayed loading some. 
what at Albion during the last week. 

Newspaper reports that the West Side Lumber 
Co, had been sold to the Crossett lumber interestg 
were incorrect. Mr. Crossett, who has lumber in. 
terests in the South as well as in the North, has 
returned home after consulting with W. R. Thor. 
sen, president of the West Side Lumber Co., which 
has been operating at Tuolumne for many jears, 

Axel H. Oxholm, chief of the lamber division of 
the bureau of foreign and domestic commerce, jg 
here on a tour of the Coast and will confer with 
local lumbermen. 


VANCOUVER, B. C. 


Feb. 7.—The lumber market components are not 
getting together at the rate which was confidently 
expected by all interests at the first of the year, 
Mills in British Columbia are still busy on orders 
placed some time ago for delivery in the first two 
or three months of the year. But further businegg 
to keep the mills going at fair productive capacity, 
is not being signed up yet. Some orders are 
being placed right along. ‘There are large orders 
in sight, and some of them have been specified, 
The ideas of the ultimate buyers are very far 
from the ideas of the millmen. The former are 
holding off because the season is still young and 
they have hopes of breaking present prices. On 
the other hand the mills are confident that lumber 
in very large volume must be bought this year, 
They have their minds made up to hold the slight 
price increase of some weeks ago. That and the 
increase in ocean freight rates are two of the fac 
tors keeping the buying and selling ends of the 
market apart. 


BUSINESS CHANGES, INCORPORATIONS, ETC. 


(Continued from page 97) 


GEORGIA. Griffin—F. M. Kincaid, Jr., will rebuild 
sawmill recently destroyed by fire. 

‘ : “afiiiaaaeae Lumber Co. rebuilding plant destroyed 

y fire. 

Toomsboro—Gragg Lumber Co. improving plant re- 
cently acquired from J. A. Smith. 

Valdosta—Geo. W. Varn and associates will estab 
lish mills and develop tract. 

KENTUCKY. Louisville—J. D. Hollingshead Co. is 
clearing site of burned plant and will erect new 
building. 

MICHIGAN. Manistique—Goodwillie factory has been 
taken over by Robbins Flooring Co., of Rhinelander, 
and will be used to manufacture flooring and _ by- 
products; considerable machinery will be installed. 

NORTH CAROLINA. Silver City—W. A. Ward and 
associates organizing company and will establish sash 
and door plant. 

Swannanoa—Dimensioin Mfg. Co., recently organized, 
will erect plant. 

OHIO. Columbus—Grandview Lumber Co. building 
new iwnill. 

Columbus—-E. A. Prentice Lumber Co. completed 
plans for rebuilding burned mill. 

SOUTH CAROLINA. Darlington—B. D. Dargan and 
associates have announced plans for plant to manufac- 
ture golf sticks, shuttles and other hardwood products. 

TENNESSEE. Nashville—Bonner Furniture Co. will 
enlarge plant. 

WISCONSIN. Kenosha—Hannahs Mfg. Co. will build 
addition for veneering and cabinet departments; cost, 


$150,000. 
BRITISH NORTH AMERICA 


BRITISH COLUMBIA. Victoria—Mason & Connor 
have entered into an agreement with municipality of 
North Vancouver to purchase site and erect sawmill; 
capacity, 25,000 feet daily. 


Casualties 
FLORIDA. Pensacola—One plant of the Pensacola 
Cooperage Co., at Goulding, damaged by fire, $7,000. 


ILLINOIS. Duquoin—Home Lumber Co., loss by fire. 


NORTH CAROLINA. Alma—Lumber Veneer Co., 1088 
by fire, $50,000; partly covered. 


WEST VIRGINIA. Morgantown—Riverside Lumber 

Co., loss by fire, $14,000. 
BRITISH NORTH AMERICA 

ONTARIO. Mildmay—Fire destroyed sawmill and 
planing mill of Geo. Schwalm & Son; loss, betweeD 
$15,000 and $20,000; machinery, lumber and logs de- 
stroyed; Mr. Schwalm will rebuild. ; 

Wiarton—Fire destroyed the woodworking factory of 
T. J. Moore; loss partly covered; owner will rebuild. 


LUMBERING ranks fourth among the indus 
tries of California in the number of wage-earn- 
ers employed, and fifth in the value of its prod- 
ucts. Twenty-five thousand people are yearly 
engaged in the lumbering and wood using 10- 
dustries of the State, and the value of timber 
and lumber products amounts to $100,000,000. 
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